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New! BEAVER MODEL ‘E" 
LIGHTWEIGHT ECONOMY MODEL 
Vg to 2” Portable Pipe and Bolt Machine 


The Beaver Model-E will also cut and 
thread pipe from 212 up to 8”, using 
a drive shaft and geared tools. Under 
favorable conditions, up to 12” can 
be threaded. 


a al tonal te 
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One of the many convenient 
features of the Beaver 
Model-E is the removable 
chip tray — which slides out 
as shown. Easy to clean. 


With a portable stand and 
14” retractable wheels, the 
Beaver Model-E (185 Ibs.) 
is easily moved by one 
man. 


Check These Feature 


Gears run in an enclosed oil sump Reversible. , iently 


Cc 





Longer geor Sent engettigse noise. tecates. —- 
M4 f A standard, full- to operator and damage te machine if wrench is in- 
size, sana pict Ae cont dun prevents costly losses advertently left in machine. 
of labor and material caused by “chuck slippage”— bet ~ ce Perforated to permit quick 
especially on galvanized, stainless steel or hard copper circulation of oil. d : oi 
e Quick-opening, adjustable, of the “ring- 
pip type” no hinge to get fouled with fine turnings. There 
RIGHT HAND OPERAT 4 The Beaver Model-E is built are 195 different kinds and sizes of dies in stock, 
like a lathe, for right-hand operation. Chuck to left; tool always et your service. 
mounting to right. Carriage is moved forward and back- 


Sted 4 - . Chei 110/118 ward by a smooth-working lever action. 

mOTOR igh-speed geared motor. oice, / . . 

or 220/230 volt. Universal, operates on AC or 25 tented sae oa eee tagger ean —— ees & be 

to 60-cycle. Reversible at switch. Motor develops 1.6 ean Gk oe ten ee ee a 

horsepower. Heavy-duty, weather-proof motor—ac- cutoff, which cuts Yq to 2” pipe and 1% to 7%" bolts 

cessibly located fer greatest convenience, safety end or solid rods. Interchangeable knife cutoff also avail- 

adequate ventilation, insuring cooler operation, longer able for cutting, grooving or beveling pe. 

brush and armature service. 4 Note convenient hand-holds 
BOARD PIPE SUPPOR Patented. Outboard for easy carrying. i i . 

eccentric-spool pipe-centering support, separate from Drop-forged ¥g to 2” reamer swings in and 

the spindle, eliminates spindle “whip” caused by long out of position. 

revolving lengths of pipe, reduces bearing wear, pre- Built like an automobile 

vents ftlat-sided threads (which leak) caused by spindle trame. Welded base. 

whip as carried, about 185 ibs. Base size 27 x 

BRONZE BEARING Renewable 121 inches. 


BE! JER 


216-300 Dana Avenue © Warren, Ohio, U.S.A 
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The Big Turnabout—£ditorial 
Southern Gears For Defense—600 Atiend Biloxi Meeting 


Know How to Sell to the Shipyards? 


One salesman promotes “service” and makes potentials actual 


Priorities Are Here—Learn to Live with Them 


Here are 3 preparatory steps for a workable system for handling “D.O.’s” 


Trouble Handling Specials? 


—Try This—Small file on custom tools saves time on repeat orders 


Sell Your Industry 


—“What's good for the supply industry is good for you” says Hoosier distributor 


Conveyors Speed Paperwork 


400-ft. conveyor belt eliminates runners, order bunching & slack periods 


Annual Survey of Distributor Operations 


You can check your figures against the national & regional averages 


Talk of the Trade The Outlook for Business 
Washington Bulletin Door Openers to Sales Questions & Answers 


Supply Sales Trends [ How They Do It 5s New Products 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


The Big Town That Manufacturer’s Man 


Everyone knows how important Washington de When you go out with a manufacturer's man, do 


velopments are. Don’t overlook their importance to you get full value? Maybe you just 


think you are. 


you. This is a regular feature that you can’t afford to And maybe you know you're not but don’t know 
miss. Look for it now on page 81. what to do about it. Well, in either case, you'll find 


Seven For One most from a manufacturer's man.” 


If you collected a bet at those odds, you’d probably get a shock—miaybe you're at fault. 
say you did okay. Well, down Texas way we found a 


sgt ne y 5 ? 
distributor who knows he’s doing okay with display. Want Some Help? 


the answers in an article entitled: “How to get the 


Maybe you'll 


In fact, he can and does cite seven tangible benefits Well, who doesn’t? If your company has an in- 
he derives from display and counter sales. Are you ventory control system, you can find great help there. 
getting your full share of benefits? Better plan to Yes, inventory records are still the salesman’s helper 
look for this article. and you can find out why in the April issue. 
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SOCKET CAP SCREW 


SOCKETS — Cold forging results in true hex 
shaped sockets with smooth, taperless walls 


oe 
pr 
Pas 


permitting repeated tightening and loosening 


\ 


without deformation. 


\ 


Ne Ne 
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CLOSER TOLERANCES — maintained in forming of 


threads (Class3 Fit) and head, assure quick start- 


ing, positive holding and uniformly flush heads. 


\e le \e 


GREATER STRENGTH — guaranteed by exclusive 


H-K process of com plete cold forging. Special 


a 


analysis alloy steel is scientifically heat treated 


to develop utmost in physical properties. 


Your territory may ee a re 
a 

| 

i 


\ 


Interested? Write! 
> 


Conplaiily Colld Forged '~%, Socket Screu’ Faptale 


THE HOLO-KROME SCREW CORP., HARTFORD 10, conn. | 
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TROUGH END 


DISCHARGE 
SPOUT 
DRIVE 


= SHAFT 


END THRUST 


Link-Belt furnishes all components tor complete screw conveyor installation 


Link-Belt Offers Real Help 
in Broad Screw Conveyor Market 


Any plant that handles bulk materials 
is a potential user of screw conveyors. 
Successfully moving so many different 
types of materials, this economical, effi- 
cient conveyor is constantly finding new 
applications in virtually every industry. 

Screw conveyors are simple — have 
only one moving part. They are efficient 
because there's no idle re- 
turn. Versatile because 
they can be installed for 
horizontal, vertical or in- 
clined operation. And 
their totally enclosed con- 
struction keeps the material being han- 
dled intact, and prevents the entry of 
foreign matter. 


Many Link-Belt Exclusives 
Selling Link-Belt Screw Conveyors is 
easy, and here’s why. Even on this 
simple, relatively standard piece of 
equipment, Link-Belt has many exclu- 
sive features to offer. 

As the nation’s leading manufacturer 
of materials handling equipment, Link- 
Belt builds the widest range of con- 
veyor screws. Each is designed for certain 
specific conditions, such as viscosity, 
particle size, abrasiveness. 


Sell ALL Components 

All are made in a full range of diameters, 
pitches and gauges. They can be made 
in stainless steel or other metals for 
sanitation, heat or corrosion resistance 
or other special conditions. And all, of 
course, are accurately made for smooth 
operation and complete parts inter- 
changeability. 

Another extra that not only makes 
your sale easier, but larger as well, is 


x SALES 
MEETING 
IN PRINT 








Series 400 Roller Bearings 
Featured in New Bulletin 2361 


A handy new bulletin, ideal for direct 
mail, highlights the features of Link- 
Belt Series 400 Roller Bearing Pillow 


Blocks and other mountings. In four 
| 


pages, this new sales aid shows a full- 
size cutaway view with descriptions of 
all the engineering features and gives 
complete dimension drawings and tables 
for every size. 


Solid housing Series 400 Roller Bearing 
Pillow Blocks come in 34 to 4” shaft sizes. 





Link-Belt’s ability to supply all com- 
ponents. You can include such items as 
collars, couplings, hangers, troughs, 
box erids, flanges, thrusts, drives, etc. 

In other words, you can offer your 
customers a complete, one-responsibility 
installation . . . backed by the widest 
selection the greatest name in 
modern materials handling. 
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L-B Distributors Play 
Key Role in Industry's 
Production Expansion 


Keeping industrial production rolling 
will throw a bigger-than-ever respon- 
sibility on Link-Belt Distributors. Any 
mass production set-up—new plants or 
conversions—calls for conveying and 
power transmission machinery, the fields 
in which Link-Belt is the leader. 

Industry depends on distributors for 
dependable production equipment. When 
you supply efficient, long-life Link-Belt 
equipment, you can be sure you're help- 
ing your customer maintain a high out- 
put level. 


STYLE A STYLE AA 


STYLE C 
STYLE 6B 


Growing Replacement Market 
Looms for Elevator Buckets 


For rugged, three-shift service, you can rec- 
ommend a Link-Belt MS Elevator Bucket every 
time. Available in malleable iron or Promal, 
their smooth, seamless surface minimizes fric- 
tion and wear. Reinforced corners give added 
strength. Four basic designs, for either chain 
or belt mounting, meet every elevating re- 
quirement for heavy materials. (Link-Belt 
also builds the top line of buckets for light 
materials. ) 

Accurate balance, uniform construction, ad- 
vanced design. These features pay your cus- 
tomer a dividend in proper filling and clean 
discharge—faster handling of bulk materials. 
The chances are good that you have a prospect 
for elevator buckets in your territory. 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
4, Toronto 8, Springs (South Africa). 
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Yucantjam __... 


Mr. Distributor — you're in the 
limelight! Our annual survey fea- 


tures national and regional aver- 
ages of what was accomplished in 
your industry during 1950. Thus, 
you not only get an overall picture 


of distribution on a country-wide 


a, 2 scale but you can check your indi- 
- vidual performance according to 
the average for your region. Just 


turn to page 85 and rate yourself. 








Your profits go up es 
when you sell this RIEZAID | A. M. Moris 


Editor Walter F. Crowder 
. “4 Managing Editor Raymond W. Barnett 
self-contained die stock Associate Editor John A. Wertis 
S ce News Editor John F. Farley 
Assistant Editor Albert R. Henry, Jr. 
Assistant Editor Leugel Foss 
Assistant Editor C. H. Holdsworth 
Products Reference Number 


Washington Bureau 
George B. Bryant, Jr. 
Editor, World News Russell F. Anderson 





District Managers: FE. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; Carl W. 
Dysinger, Los Angeles; J. H. Allen, Dal- 
Right Here is the las. Business Manager, W. A. West. 


simple device that 
makes 65R auto- 
matically JAM- 
PROOF 





@ Your customers like this 65R because they don’t have to watch March, 1951 Vol. 41, No. 3 
* ” : ° ° Industrial Distribution 
it—lead screw can’t jam on workholder. New jam-proof drive Member ABC and ABP 

: * = for ly MILL Svuppiies, with which 
plate automatically kicks out driving ratchet pawl when standard consolidated INDUSTEIAL BLING. INDUS. 
| th tl d . t 7 ll t d . 1 t rt TRIAL ere AND a and 

| iread 1s cut. You sell new tes - ILL SUPPLY SALESM 
—" . VP Saw — - ae re founded by Ernest H Smith) 
cent model 65R’s. Perfect threads on 1” to 2” pipe with one set of Published monthly, with an additional directory 
4 hi I ] t | Li ts t : . . 10 d ° t k In — a”, 3 —e- Hill onenaene 
4 1-speed steel dailes sets to s sec - ¥ » Inc., eGraw (1860-1948 

ug I ae eer mii is Ness oaaaad 2 Publication Office, 99-129 North Broadway, 
. . : . - P 
proof self-centering workholder sets instantly. Cash in on the new A, Editorial and Advertising OMces: McGraw. 
. . r . Hill Building, 330 it 42nd St., New York 18, N. Y. 
jam-proof RiGe(D 65R—order today! Curtis W McGraw, Wpreeident: ilera Chevalier, Ex 
ecutive Vice-President; Joseph A. Gerardi, Vice-Presi 
dent and Treasurer; John J. Cooke, Secretary; Paul 
Montgomery, Senior Vice-President, Publications Divi 
sions; Ralph B. Smith, Editorial Director ; Nelson Bond, 

y ice - President and Director of Advertising; J. E 
Bigetburn, Jr., Vice-President and Director of Circu- 
ation. 

Subscriptions: Address corresponden to J. E. 
Brectoere. r., Director of Circulation, i 

i 16, N.Y. Allow ten 
days for change of address. 

Single copies 50¢. Su bscription rates—United States 
and possessions $3.00 a year, $4.00 for two years, $5.00 
for three years. Canada, $5.00 a year, $8.00 for two 

Pan American countries 
3 All other countries 

15.00 a year .00 for t y . _Reentered as 
second-class matter April > 
at Albany, N. Y., under Act of Mar. 
in U. 8. A. Copyright 1981 by ‘dcGraw arith Publishing 
Co., Inc.—All rights reserved. 
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MICHIGAN ABRASIVE COMPANY 


sale of its products 


* 


through distributors! 


4 Ley 


a Moe art hy i hed ¢ 
MICHIGAN ABRASIVE COMPANY, 11900 E. Eight Mile Road, Detroit 5, Michigan 
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Here is an opportunity to sell profitably quality abrasives 
under a marketing policy tailored for the distributor. Less 
inventory, less red-tape, more profit on small purchases. 
You as a distributor are the main sales force and have 
abrasive sales in your territory under your control. This 
marketing policy is made to order for you. 


Michigan Red Coat Brand Abrasives are quality products 
and are widely used today by many large industrial and 
automotive manufacturers. They stand up under hard 
usage and prove economical on the job. 


Why not write and discuss the possibility of handling the 
complete line in your area? 


Being a distributor for the Michigan Red Coat Brand Abra- 
sive line is the kind of experience most distributors have 
hoped for. It’s more profitable, it’s cooperative, it’s to 
your advantage... try it, write for full information today. 


~ ABRASIVE BELTS 
¢ ABRASIVE ROLLS 

¢ ABRASIVE Discs 

9 ABRASIVE SHEETS 

~ LAPPING COMPOUNDS 











Torque-Arm 


America’s Most Complete Line of 
Shaft-Mounted Speed Reducers 


@ The new, modern idea in speed reducers—sold from 
Distributors’ stocks —in Single Reduction and Double 
Reduction series — with capacities from 1 to 27 hp, 
speeds from 12 to 330 rpm. 
No special engineering required. No foundation to 
provide. No flexible couplings. No sliding base. No 
“lining-up” difficulties. No expensive installation. 
Stock TAPER-LOCK sheaves prescribed for each job 
to provide desired speeds. Application to other ma- 
chines is practical and easy. 
Unit is driven through any V-Belt Drive. Torque-arm, 
fastened to any fixed object, anchors the reducer 
unit. Turnbuckle provides fast and accurate adjust- 
ment of belt tension. 
Backstop available from stock when required. Simple. 
~ Positive. Easily installed. Sealed inside the reducer 
THE long: Senensteigs ae is oe > ng | Dodge adver- housing. 
son tulagundhan diate taco ainetnmamn eee a \  @ Compact, light weight, rugged. Quality built by 
latest developments in power transmission machinery Dodge for Dodge dependable service. 
@ WRITE for special bulletin A602. 
DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, indiana 


A, =) @ 


V-BELTS AND TAPER-LOCK SHEAVES DODGE-TIMMEN PILLOW BLOCKS ROLLING GRIP AND DIAMOND B CLUTCHES SOLID STEEL CONVEYOR PULLEYS 











The Dodge Distributor’s franchise is backed by 
73 years of specialized experience in manufacturing and merchandising Power Transmission Machinery. 
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Defense 


Industrial Distribution 


Topics 








Our Mobilization Program— 
It's Different Than World War Il 


1. Are we embarking on a program of total mobilization? 
The answer Washington officials give is that we are not. They're talking 
behind the scenes of a military program bigger than the one outlined in 


official statements. But even in this 
mobilization. 

Full mobilization—on the World 
build-up of military spending to a level 
of $140 billion to $150 billion a year 
by 1953. At that point, military needs 
would take almost half of our total 
national production. Full mobiliza- 
tion would mean calling up perhaps 
14 million for the services. 

As it looks now, the military pro- 
gram will call for increasing spending 
from a rate of about $20 billion a 
year now to a rate of $25 billion to 
$30 billion by mid-1951. A year from 
now, military spending will reach the 
$50 billion level. In 1952, it may be 
running between $70 billion and $80 
billion. Present plans call for raising 
the armed services to 3.5 million by 
mid-year. But any increase in inter- 
national tension is likely to raise the 
goal to 5 million men by 1952. 

This program differs from _ total 
mobilization in two important ways: 


1. Only about one-third as many 
men will be mobilized. 


The shipbuilding program will 
be relatively small (shipbuild- 
ing accounted for 15% of our 
total spending at the height of 
World War II). 


This changes the production pat- 
tern. The Army will be buying less 
than it would under total mobiliza- 
tion because its requirements in gen- 
eral are geared to its troop strength. 
In addition, the Army will build re- 
serves of equipment and the United 
States will furnish equipment to 
Western Europe. 

Navy procurement, too, will be rel- 
atively small. But the Air Force will 
be getting planes and equipment at a 
rate approaching the all-out level by 
1953. 

The program, as Washington ex- 
plains it, is to build up the strength 
of the armed services as rapidly as 
possible—short of a declaration of all 
out war. In fact, a decision to mo- 
bilize 14 million men—many of whom 


discussion, they stop short of total 


War II scale—would call for a rapid 


would be taken from jobs in industry 
—would actually slow production of 
munitions now. But the program as 
it is planned could be shifted quickly 
to an all-out mobilization if that were 
necessary. Or, by late 1952 or 1953, 
the program could be cut back to a 
“maintenance” basis if the Com- 
munists are clearly checked by then. 
Putting the program on a mainte- 
nance basis would mean cutting it 
back perhaps one-third, but would 
still leave our armed strength at a 
high level. 


2. How will the impact of the mo- 
bilization on industry differ from 
World War II? 

Here are the best answers that we 
can put together now: 

The metal and metalworking indus- 
tries will be almost as completely mo- 
bilized as in World War IT. Military 
production, plus capital equipment, 
essential civilian production and main- 
tenance and repair parts will absorb 
most of the capacity in these indus- 
tries by late 1951. The electronics 
industry, too, will go to a near-war 
footing. 

Impact in the chemical processing 
industries will depend on the final use 
of the industries’ products. Heavy 
chemicals in general promise to stay 
in short supply. Benzene is being di- 
verted from plastics to synthetic rub- 
ber—and that will affect much of the 
plastics industry. More alcohol will be 
needed for the synthetic rubber pro- 
gram, probably requiring whiskey and 
gin producers to convert part of their 
capacity. 

Petroleum production should meet 
all requirements short of all-out war. 

In most other lines, military re- 
quirements will be much smaller than 
in World War II .The militarv’s de 
mands for food and textiles this year 
will be less than a third of World 
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War II’s level (wool is one exception 
because of the stockpiling program). 
The services’ needs for paper and 
lumber will be far less than in World 
War II. 

The construction industry will stay 
at a high level. Homebuilding, com- 
mercial construction, and some other 
types will be cut back. But, sharply- 
rising expenditures on industrial 
plants, a swelling volume of military 
work, and essential public works and 
war housing promise to keep the in- 
dustry going at a rate not much below 
1950s. 

Utilities will continue to expand at 
a rapid rate, but this is not primarily 
an expansion for defense purposes. 
In most cases, the industry’s capacity 
seems adequate now although con- 
struction is being budgeted to keep 
pace in the industrial growth. New 
plants will be needed chiefly in the lo- 
calities, like those close to aluminum 
plants, where new facilities will take 
a lot of power. 

On the rest of the economy—trans- 
portation, services, trade, and finance 
—the impact of the program will be 
largely indirect. Generally speaking, 
these industries will again experience 
many of the troubles—higher taxes, 
man power shortages, controls and re- 
strictions—that bothered them in 
World War II. 


3. How does our ability to take on 
a war program now compare with 
1940-41? 

As far as production goes, we are 
far better off. We have perhaps two- 
thirds more manufacturing capacity, 
our plants are in better shape, we have 
far more trained workers, we have 
many more engineers and other tech- 
nical people. 

In terms of fighting inflation, how- 
ever, we are not as well off—by far. 
There’s little stretch in the economy 
now while in 1940 we had great re- 
serves to draw on (between early 1940 
and 1944 we could actually increase 
the number of hours worked by al- 
most 75%), 

We haven’t yet begun to see how 
great the difference between these 
two situations is—and what it means 
in the way of problems. ; 

In 1940-44 production ircreased 
enough to meet military requirements 
and to provide a slight increase overall 
in civilian living standards. A special 
committee of the Combined Produc 

(Continued on page 10) 
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PREPARED BY LUNKENHEIMER ESPECIALLY 


FOR LUNKENHEIMER DISTRIBUTORS 
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_ GE CLS. FOR YOU 


WITH A NEW RESEARCH OFFER 
6 














Critical days ahead call for sharing, helping, 

working together. In this spirit, Lunken- 

heimer is contributing knowledge developed S 
over a quarter-century of metallurgical research to indus- 
trial plants across the country. 


Heralded by hard-hitting national advertising in TIME maga- 
zine, two brochures are now being distributed — describing 
basic researches in Lunkenheimer cast steels and bronzes. 


Metal soundness, porosity, welding properties, graphitization, 
creep strength, new alloys, code conformance, and other 
subjects of universal interest are objectively “talked over.” 


This helping hand extended by Lunkenheimer to industry for 
the critical times ahead is sure to bring increased interest in 
the Lunkenheimer valve line. So back it up with knowledge 
on the local level — familiarize yourself with the reasons 
for Lunkenheimer metal quality . . . the constant research, 
careful controls, and elaborate testing procedures that make 
Lunkenheimer castings unparalleled in the valve field. 








If you haven't yet received your copies of “Lunkenheimer 
Copper Base Alloys’ and ‘“Lunkenheimer Cast Steels,” ask 
your local representative about them, or write The Lunken- 
heimer Company, Box 360U, Cincinnati 14, Ohio. 


BRONZE @ IRON e@ STEEL 


LU WN NHEIMER 
E ONE VROCOQK NAME IN VALVES 
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per year 


by 2 DUMORE DRILL HEADS 


Bore’ 
ere 4 your 


Get your order in Today! 


Use: performance records like 
this mean more sales — more 
profits for you. They are the 
passport that gets you back in 
the shops — lets you sell the 
hard-to-see men who originate 
tool orders. 


Every user of small drills (No. 
80 — 14”) needs and wants sav- 
ings in production time, drill 
costs, and scrap loss. Demon- 
strate the Dumore Automatic 
Drill Head, back it up by certi- 
fied job reports, and you've 
cinched another sale! 


DI-16 


The DUMORE COMPANY 
1300 17th St., RACINE, WIS. 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 


DEFENSE TOPICS 





(Starts on page 7) 


tion and Resources Board reported in 
1945 that, “The 1943-44 level of con- 
sumption in the United States . . . was 
above that of 1939 and about the 
same as in 1941.” 

Today materials of all sorts are in 
short supply and industrial plants are 
running close to capacity. There is no 
large pool of unemployed manpower. 
In fact, the number of men drawn into 
the armed services and defense indus- 
tries will be larger than the number of 
people that can be added to the labor 
force. 

One result of the difference: Liv- 
ing standards in general will decline 
steadily in the next two years. The 
increase in military production means 
less for civilians. New consumer prod- 
ucts made of metal—autos, appliances, 
television, and the like—may practi- 
cally disappear. There will be growing 
shortages of many other things—cloth- 
ing, liquor, many services—and_per- 
haps even less food. 


4. Can we handle the economic 
end of mobilization now as we did 
in 1940-41? 

The short answer is no. With liv- 
ing standards falling, mobilization 
problems become much more difficult 
and complicated. 

We relied largely on monetary in- 
centives to speed mobilization in 
World War II. We used money in- 
centives to (1) get more production 
and (2) shift a major part of our man- 
power, materials, and plant capacity 
from civilian to military work. One 
example was in offering high wages 
and heavy overtime pay to draw more 
workers into the labor force and to 
persuade workers to shift to war jobs. 

This promoted inflation. Incomes 
rose faster than did supplies of civilian 
goods. Higher taxes only partially 
closed the gap. 

The inflation was held within 
bounds, however. Price controls and 
rationing helped. So did the fact that 
there was a lot of slack in the econ- 
omy. But the important reason was 
that people were willing to save (sav- 
ings rose from 5% of income in 1940 
to an unprecedented 24% in 1944). 

Che system worked amazingly well. 
Many groups—notably those who’ had 
been unemployed—were able to raise 
their living standards. And military 
production soared to unprecedented 
volume, 

Under the spur of incentives: 

otal employment rose 14% _be- 
Continued on page 14) 





contact your local distributor 


His name is listed in Union’s THOMAS’ REGISTER insert under “Drills, Twist.” 





THAT'S THE SIGN-OFF your customers are 
reading in every ad for Union Cutting 


Tools . . . in these magazines... 


These advantages, and many more, are 

And to keep tool-buyers constantly re- all down in black and white in Union's 8- 

minded of Union — and of you — at both _— Point Distributor Policy. If you'd like to 

point-of-sale and point-of-use, you get this | know how far cooperation and fair treat- 

. that carry the Union message to key —_— complete kit of sales aids, including color- | ment can go... you'll find this policy a 


men in every tool-using industry through- ful, hard hitting counter displays and __ real eye-opener. 


out the country. folders, plus handy charts and gauges. 


#On, Manshieic ay ANUFACTURING 
UNION TWIST DRILL COMPANY, arwot, massacnuserts SiC UTTERFIELD DIVISION, Derg ett: Screw Pi 


~ Plates, Re me, Vt. To 
—s a3), ZA weet en 6 omers BUTTERFiE gh Ps, Dies 
4 ‘ o 2ve,, Millin Cc {0 DIVISION p. 
2 9 Cutter Ock 
Milling Cutters 1S Geor Cutters Twist Drills =~ Hobs Fae TOPs, Dies, Screw fone ers, Twist Drills, Hob, i 
Reamers Ps Carbide Tools eh 
ff os 
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HAMMER 
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GRIN 
SCREW 
NUTS 








TAPPERS 
NIBBLERS 


\ \ \ \ 
‘on the Thor 1951 parade of distributor 
No 7. cselling-aid promotions...THE NEW 
a THOR SILVER LINE ELECTRIC TOOL DISPLAY STAND 


INDUSTRIAL DISTRIBUTION ® MARCH, 1951 

















Now you can get more Tape-Rule sales by stocking the new 
Lufkin Chrome-Clad Mezurall “10-Footer” . . . the extra 
length Tape-Rule that customers everywhere have been 
asking for! ~ - 


DESIGNATED AS THE C-9210, THIS NEWEST ADDITION 
TO THE FAMOUS MEZURALL LINE OFFERS: 


@ Exclusive Lufkin Chrome-Clad non-glare satin finish will not 
crack, chip, peel, rust, or corrode. 

@ Black markings stand out sharply against chrome-white 
background. 

@ Self-adjusting end hook for accurate butt-end and hook-over 
measuring. 

@ Replaceable 10-ft. length blades. Patented safety catch 
simplifies changing blades. 


@ Improved, heavily plated case—inset side plates in attractive 
red and white. 


THE ‘‘10-FOOTER” IS PRE-SOLD FOR YOU! 

Start placing your orders for the C-9210 at once. Profit from 
the big supporting advertising program that will blanket 
the nation with ads reaching more than 40,000,000 reader- 
prospects in the Roto Sections of leading Sunday Newspapers, 
in Industrial Trade Papers, and other Consumer Publications. 
These ads will be hard at work—‘‘pre-selling”’ the new Lufkin 
“10-Footer’’ for YOU! 


Specify C-9210 Chrome-Clad 10-ft. Mezurall. Also available 
with nickel plated blade, specify No. 9210. 
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DEFENSE TOPICS 








(Starts on page 7) 


tween 1940 and ’44. 
Employment in heavy goods in- 
dustries doubled. 

Industrial production rose 80%. 

The day of reckoning came after 
the war. Washington in 1943 and 
1944 foresaw a postwar depression. 
Instead the piles of liquid assets cre- 
ated by the “disequilibrium” policy 
of wartime gave the economy what 
what seems a permanent inflationary 
bias. Rising prices melted the pur- 
chasing power of wartime savings. 

That’s a basic reason why World 
War II policies may not work again. 
In the postwar inflation, people to a 
very considerable degree have lost 
their confidence in money. People 
have cashed half a billion dollars more 
E-bonds than they have bought since 
Korea, for example. 

In short, the World War II policy 
of using monetary incentives, largely 
based on pledges to make good some- 
time in the future, is not likely to be 
as effective this time. There’s little or 
no room for making good the pledges 
by raising living standards now. 


5. Can we mobilize under a pay-as- 
we-go policy? 

In real terms—goods and services— 
there’s no getting away from paying 
as we go. The goods taken by the 
military and the services of the men 
drafted are subtracted from what is 
otherwise available for civilians imme- 
diately. Military goods in large part 
are destined to be blown up or 
shipped abroad. Of course, people are 
paid for them—so there is more and 
mere money chasing fewer and fewer 
civilian goods. 

It is good economic theory, too, to 
solve the inflationary problem pre- 
sented by military spending with a 
pay-as-we-go tax policy. If the money 
paid for military goods is taken from 
civilians in taxes, civilian demand will 
be kept in line with supplies. If that 
could be done prices would stay level. 

However—and you have often heard 
it said—no government has ever fought 
a modern war under a_ pay-as-you-go 
tax program. There scems to be some 
valid economic reasons behind the 
politicians’ hesitation in trying it. 

What can be done in raising taxes? 

Taxes are bringing the federal gov- 
ernment about $55 billion a year now. 
That’s enough to more than match 
expenditures at this time. By about 
the middle of the vear, however, the 
government's spending will run ahead 
of its income. And by the end of the 
vear total spending will be running 
at a rate of about S75 billion. Under 

(Continued on page 18) 





It’s easier to sell a Line... 





\ 4 


R-P'& C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


More valves open more 
doors. You get new custom- 
ers, sell more to present cus- 
tomers—and keep them all 
satisfied because you don’t 
have to substitute. 

® The R-P&C line is complete. 
It includes bronze, iron, and 
steel—globe, gate, angle, and 
check—bar stock—iron cocks 
—and cast steel fittings. Wide 
range of pressures. Two new 
numbers are PRESSURE SEAL 
BONNET and FORGED STEEL 
GATE. More new ones to come. 


® Add to this R-P&C’s unex- 
celled quality, engineering and 
sales help, 2-color ads in eleven 
popular trade journals, ad re- 
prints for you to mail, attrac- 
tive, easy-to-use literature. 
Then you'll agree—it’s easier 
to sell the Line of R-P&C 
Valves. 

® Get in touch TODAY with 
the nearest R-P&C district office. 
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“This Lubricant 


You may never have an earth 
moving job like this to do, 

but if you turn a wheel in any 
industry you can profit from 

Mr. Archibald's experience. 

The Leslie Salt ¢ ompany called for bids for 
the conversion of 
imto crystallizing ponds for the production 
@f bulk salt. 


none of the several contractors invited to 


00 acres of salt marsh 
The going was so tough that 
bid would take the job on a fixed price con- 


tract. Due to our succ 
the job was given to us on a cost plus basis 


ess on similar work, 


“We moved in eighteen tractors as power 


units and the necessary Carryalls, Sheep 


Foots, Jeeps and other equipment. As soon 
as we removed the upper crust there was 
nothing but peat and marsh to run on. Trac- 


ee ae 
=——= HE! 
ASKE BROT _— 


waweem 


tors would sink in over the track rolls. To 
keep equipment rolling would require a spe- 
cial lubricant. 

“Knowing from past experience that 
LupripLATE No. 107 not only reduced friction 
to a minimum, but it also prevented rust 
even in salt water and would seal out the 
muck, we adopted it for track and general 
lubrication. We selected LupripLate APG-140 
for all transmissions and final drives. The 
effectiveness of these two LuBRIPLATE Prod- 
ucts is evidenced by the fact that during the 
entire job there were no replacements of 
track rollers nor were there any tie-ups of 
equipment due to replacement or breakage.” 


J. O. Archibald 


Yes, LUBRIPLATE Lubricants are different! 


They reduce friction, wear and power con- 
sumption, prevent rust and corrosion and 
last longer than ordinary lubricants. Lusri- 
PLATE are from the 
lightest fluids to the heaviest density greases 
There is a LusriptaTe Product best for your 
every lubrication need. Write for informa- 


LUBRIPLA 


Lubricants available 


TE 
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tion about the use of them in your industry. 


LUBRIPLATE DIVISION—Fiske Brothers Refin- 
ing Company, Newark 5, N. J., Toledo 5, Ohio. 


DEALERS EVERY WHERE—SEE YOUR 
CLASSIFIED TELEPHONE BOOK 


THE MODERN 
LUBRICANT 


(Advertisement) 


LUBRIPLATE 
BROADENS YOUR 
SALES BASE 


Most of the products the Indus- 
trial Supply Salesman has to offer, 
apply only to a single industry. 
LUBRIPLATE Lubricants are dif- 
ferent . . . everyone who turns a 
wheel in any industry, including 
contractors, truckers and farmers, 
are prospects for LUBRIPLATE 
Lubricants. With them, you can 
make a sale on every call. 


LUBRIPLATE Lubricants are 
unique, they have properties that 
conventional lubricants can’t offer. 
LUBRIPLATE Lubricants prevent 
rust and corrosion, they arrest pro- 
gressive wear and are far more 
economical to use. No wonder that 
once a user, always a user . 
and that is money in the pocket of 
the Industrial Supply Salesman. 


It will pay you well to introduce 
LUBRIPLATE Lubricants to every 
plant in your territory that is not 
already using it. It will pay you 
even better to ask for an order on 
LUBRIPLATE on every call on 
plants that are using it. The busi- 
ness is there. It’s yours for the 
asking. 


Experienced LUBRIPLATE Serv- 
ice Engineers are in every territory 
to help the salesmen solve the 
lubrication problems. The litera- 
ture we provide is hand-book in- 
formation that cannot be found 
elsewhere. Our extensive adver- 
tising in the principal trade papers 
such as the one on this page is 
of inestimable value in easing the 
way for the Industrial Supply 
Salesmen. Our TAG-PLAN pro- 
vides him with red hot leads. 


Yes, indeed, LUBRIPLATE Lu- 
bricants can broaden your sales 
| base and build a permanent re- 
| peat business for you. 








THIS STEM 


WILL LAST LONGER 
because 


it’s machined 
from 


OIC Alloy 40 


Months ago, we introduced Alloy 40 to the field; use 





has confirmed our laboratory tests. Now, we are ready 
to tell you about it. 

Alloy 40 completely eliminates galling and seizing. It 
is harder and stronger. It is highly resistant to attack by 
corrosive liquids and semisolids. It lasts longer! 

All OIC Bronze Valves are now equipped with Alloy 
40 stems. The Ohio Injector Company, Wadsworth, Ohio. 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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USE THE RIGHT TOOL FOR THE JOB... 
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Ask your 
BILLINGS DISTRIBUTOR 


He'll tell you why! vcs 
ADIUSTABLE WRENCH 


HARTFORD 1, CONN. U.S.A 


BILLINGS DISTRIBUTOR 
Well tell you why! 


a 
ise Billings advertisement, in national 
industrial publications, builds acceptance, 
goodwill and sales for Billings Distributors. 


This is a basic tenet of Billings 
Selective Distributor Policy. 


Your territory may be open. Interested? 
Write today for all the facts. 


THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 
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Defense Topics 





(Starts on page 7) 


current plans spending may reach a 
peak in late 1952 or 1953 of about 
$100 billion ($75-$80 billion for de- 
fense, $25 billion for other govern- 
ment activities). 

So the gap between income and 
outgo could be $15 billion to $20 bil- 
lion by the end of 1951, and on the 
order of $45 billion in 1952. The 
gap must be closed by taxation or 
offset by higher savings if we are to 
check inflation. The President has 
said that he wants to close it, for the 
year 1951 at least, by higher taxes. 

But there are definite limits—politi- 
cal and economic—to raising more 
money from the existing tax system. 
It is hard to see how as much as $20 
billion could be squeezed out. Here 
is the outline of the problem: 

Corporate taxes will yield little 
more—in net revenue. Tax rates will 
undoubtedly be raised—perhaps to 
55% for the straight corporate in- 
come tax and to 85% or 90% for 
excess profits. 

Personal taxes can be _ increased. 
It is difficult to say how much, but 
the effective limit may well be another 
$15 billion. (At $26 billion now, 
these taxes are bringing in far more 
than they did in World War II, al- 
though much of the gain is a result 
of inflation). To raise another $15 
billion would require raising rates 
above the World War II level for 
people making more than $5,006. It 
would also require heavy taxes on 
lower income people. To push taxes 
still higher may be self-defeating. It 
would build up what is likely to be 
irresistible pressure for wage increases 
to maintain take-home pay. These, of 
course, would be highly inflationary. 

Higher excise taxes on products 
now subject to tax (liquor, cigarettes, 
gasoline, and others) might bring in 
another $2 billion. 

Closing tax loopholes might raise 
$1 billion or slightly more. 

New taxes are being talked of. 
The most obvious is a federal retail 
sales tax on everything except food, 
rent, and perhaps some other neces- 
sities. On this basis, a 5% tax would 
yield about $5 billion a year. Again, 
there is no way of telling what the ef- 
fective limit is on such a tax without 
trying it. But 5% is likely to be the 
upper limit. 

If all of these tax increases are 
passed—which is a very large order— 
federal revenues would gain about 
$23 billion. That is enough to cover 
the deficit through 1951. But it will 
fall short by $20 billion or more of 
what will be required to pay-as-we-go 
in 1952. 





HERE’S WHY WE ADVERTISE NOW... 
Spang CW Pipe ads aim beyond today's unprece- 
dented demand . . . their objective is to build good 
will and business for you in the future. 














There’s a new look in b 
but the name on the pipe is the same... 


SPANG CW 


Radiant heating is the new look in heating for today's modern office, 
factory buildings and homes... and Spang CW Steel Pipe is your best 
buy for trouble-free radiant heating in all kinds of structures. 


Your men will like the way Spang CW Steel Pipe fits up. It's uniformly 
top-quality, it bends smoothly and easily, is easy to cut and weld. 


Spang CW Steel Pipe gives years of trouble-free service in modern 
closed-circuit heating systems. It's been a standard piping material 
ever since closed wet heating was developed, and it is used throughout 
industry for all kinds of services. 


Spang CW Steel Pipe is distributed by leading supply houses every- 
where. They handle the things you'll need to go with Spang CW Steel 
Pipe for radiant heating, snow-melting, and any other wet-type heating 
system. Tell them what you need ... in spite of today's great demand 
for Spang CW Steel Pipe, they'll do everything possible to make 
deliveries quickly, fairly. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Lovis 





SPANG 


STEEL PIPE 


QUALITY 


that 16 / 
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~ Quality 


is in the saddle 


Defense programs are rolling. Creating heavy 
added demands on industrial production. Call- 
ing for conservations in the distribution of raw 
materials, tools and supplies. 

“Make it go farther” and “Make it last 
longer” have again become familiar watchwords. 
The way to comply, as everyone knows, is through 
higher qualities and fewer shoddies in every prod- 
uct made from “critical”? or non-abundant 
materials. 

Take steel—civilization’s Number One fight- 
ing element. Putting it into poorly made, short- 


chPls 
Sas, 
*os.a.* 


NICHOLSON FILE CO. © 42 ACORN STREET © PROVIDENCE 1, RHODE ISLAND 


(in Canada, Port Hope, Ont.) 


lived files is wanton waste . . . a waste of steel 
and a waste in file users’ production. Nicholson 
prefers to offer top-quality files. So, too, we be- 
lieve, does the distributor or distributor’s sales- 
man whose aim is, first of all, to serve both the 
best interests of his customers and the economic 
welfare of the nation in a time of stress. 


American industry approves of such high 
principles. Though Nicholson factories are “up 
to their necks” in supplying file demand, they 
intend to keep Quality in the saddle—in which 
we invite conscientious distributors to join us. 


— ne 
‘*e . 
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Many of the world’s greatest ships trust their your customers. Sell them Columbian — the 
security to Columbian Rope. And when you rope that can be trusted for stamina . 
tie-up with Columbian, you're secure in the quality . . . durability. 

knowledge that it’s the finest and safest for 


COLUMBIAN ROPE COMPANY 
0 Genesee St., Auburn “The Cordage City,’ New York 


ROPE 
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HACKSAW BLADES 


Power blades: HIGH SPEED, made of 18-4-1 
tungsten high speed steel; TECHNITE, 
made of molybdenum high speed steel; 
SAFETECH, high speed blade, softer back- 
ing for safety, shatterproof. 

Hand blades: HIGH SPEED, TECHNITE, 
FLEXTUNG, FLEXLOY, and HARDTUNG; 
these five types available in two lengths, 
and four different tooth counts, cover 
every requirement from skilled tool room 
work to home work shop. 


SOLD THROUGH DISTRIBUTORS 


*(Saw Information Quotient) 





~ DAFILES” 


THE ZEKE 360° | 


ALL PURPOSE SAW 


NE TO SELL 


Scieps 
Sif ie th 


BAND SAW BLADES 


Capewell Flexible Back Hard Tooth Band 
Saw blades for metal cutting are made 
from carefully alloyed and processed tool 
steel and only the full tooth is hardened, 
giving a tough, flexible body comple- 
mented by sharp, precisely set and hard- 
ened teeth. They are available in Contour 
saws, Cut-off saws and Skip Tooth saws. 
Capewell Spring Temper band saws are 
made from a tough, resilient alloy steel 
suitably hardened throughout. Capewell 
narrow Wood Cutting Band Saw Blades 
have proper hardness for clean cutting, 
yet the flexibility tostand bends andstrains. 


THE MORE WE TELL 
THE MORE YOU SELL! 


Your selling efforts are backed up by 
Capewell’s aggressive new advertising 
in AMERICAN MACHINIST, MILL & FAC- 
TORY, ELECTRICAL CONSTRUCTION & 
MAINTENANCE, PLUMBING & HEATING, 
BUSINESS, MODERN MACHINE SHOP, IN- 
DUSTRIAL MAINTENANCE, FOUNDRY, 
AMERICAN IRONSMITH, AMERICAN EX- 
PORTER INDUSTRIAL, THOMAS’ REGISTER 





—— cut age any material in any direction, fit 3 me es Sa ae 
Capewell or other standard hacksaw frames when used ' m hitting direct 
with Capewell Dafile-links; can be used for high speed a Te ht ee 
cutting in — jig...ideal wherever you have a radius 


cutting prot em, the need for sharp turns, or intricate pat- THE CAPEWELL MANUFACTURING COMPANY 
terns to cut. 
62 Governor Street, Harttord, Connecticut 
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WHAT IS THIS NEW NORTON PROCESS? Developed and in- 

stalled by Norton engineers in a new, 5-acre plant, it is a stream- 

lined precision process that produces grinding wheels to a degree 

of uniformity never before possible. The process involves produc- 
tion equipment and quality control methods that assure uniformity of all mixing, molding, 
firing and finishing operations. The result: uniform structure, inherent balance and 
grinding efficiency unmatched in the entire abrasive field. 
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in TOOL and CUTTER WHEEL business 


.-swhen you follow through with... 


NORTON NEW-PROCESS 





GRINDING WHEELS 


Truly uniform within each wheel and from wheel to wheel 


THE ANSWER TO A SALESMAN’S DREAM! 


Never before have you sold grinding wheels with so many 
benefits your customers want. 


Your customers want better-balanced wheels. In Norton 
New-Process Wheels you can promise and prove a degree of built-in 
balance vastly superior to anything else they have ever used. 
Once a toolroom operator tries them, he'll recognize that fact. 
He'll notice the freedom from vibration . . . the absence of chatter 
marks . .. the ease with which he can grind to closer tolerances 
and smoother finishes . . . the amazing way in which the inherent 
balance lasts for the life of each wheel. 

Your customers want more uniform grinding action. In 
Norton New-Process Wheels, you'll give them structural and 
dimensional uniformity never before achieved. Stress the sig- 
nificance of this feature: consistent performance throughout each 
wheel and from wheel to wheel . . . longer and more even wheel 
wear . . . fewer machine adjustments . . . assurance that all 
identically marked wheels will perform identically. 

Your customers want to prevent tool spoilage. Assure 
them that the superior built-in balance and uniformity of 
Norton New-Process Wheels properly selected from your 


*Trade-Mark Reg. U.S. Pat. Off. and Foreign Countries 


Tell your customers they can... 


Distributors’ Manual allow fast, cool, heavier cuts in expensive, 
heat-sensitive, high-speed steel and cast alloy tools without 
drawing the temper. 


TALK NORTON NEW-PROCESS WHEELS ON 
EVERY TOOLROOM CALL...AND CASH IN! 


WNORTONY 


ABRASIVES 


Qdaking better products to make 
other products better 


NORTON COMPANY, WORCESTER 6, MASS. 


Warehouses in 5 cities. * Distributors in all principal cities. 








Abrasives * Grinding Wheels * Grinding and Lapping Machines ® Refractories 
Porous Mediums * Non-Slip Floors * Boron Carbide Products * Labeling Machines 


..» they stay 
sharp ani hold their size much longer 
than orditery wheels, 


+ + « REDUCE SPOILAGE backing off 
reamers with the right Norton New- 
Process Alundum Wheels . . . their free, 
cool cutting does not draw the temper. 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 


+ « « GET CHATTER-PREE FINISHES 
when they use the right Norton New- 
Process Wheels on their toolroom sur- 
face grinders ... their built-in balance 
and uniformity make them run smoother. 





When Does a 


There are basic requirements of accuracy and proficiency 
that separate a “machine tool” from other power tools 

. characteristics such as those which distinguish a 
tool maker's screw-cutting, precision lathe from the wood- 
working lathes used in grade school manual training 
classes. Among metal-cutting band saws, only the 
MARVEL No. 8 Series Band Saws can qualify as machine 
tools, for only MARVEL Band Saws have the following 
capabilities and features: 


1 Angular cutting from 0° to 45° right or left with- 
out moving the work. Built-in protractor. 

Vertical blade power-fed into material—permits 
re-entrant cuts, notching, mitering, keyway 
sawing, etc. 

Automatic power or manual feeds at the flick of 
a finger. 

Feed pressure adjustable even when machine is 
running. Indicated in actual pounds of pres- 
sure. 

Work clamped to table of machine. Working 
area more than 835 square inches. 





Tee-slotted table facilitating clamping down of 
odd and irregular shaped pieces; easily sup- 
ports heavy work or large and long structural 
shapes. Standard vise chucks work on either 
side of blade. 


Automatic blade tensioning device. Every blade 
at uniform tension regardless of operator effi- 
ciency. 





Adjustable upper guide roller holder insuring 
minimum section of unsupported blade on all 
sizes of material. Quick acting. 

Built-in coolant system with delivery at blade 
entry point. Pump driven without belt or gears. 

Replaceable vise ratchet and table wear strips 
of tool steel. New saw performance at all 
times. 


LARGE CAPACITY. Standard: 1942" x 18%”, 
High column: 2542" x 18%". Handles 99% 
of all work. 


Before buying any metal-cutting band saw, be sure to see 
the versatile MARVEL No. 8. Your local MARVEL Field 
Engineer will demonstrate its significant ‘machine tool” 
characteristics and their application to your work, with 
costs, savings, cutting speeds and methods. This techni- 
cal service is provided, without obligation, in the interests 
of better metal sawing. 


If you prefer to “study it out for yourself”, 
write for the MARVEL C-49 Catalog. 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. CHICAGO, U. S. A. 
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POWER FROM EVERY PLY 





| Condor 
ve these pre-s© 
Ads ~ for our distributors . 
pouegrt- ao million readers 
e 


mor zines. 


industrial mage 


Gondor COMPENSATED BEL 








eS 





Users tell us Compensated Belts outlast ordinary transmission belts—as much as 3 to 4 
times on some drives. * * * There are sound engineering reasons for this. With our 
patented Compensation construction, as diagramed on the right in panel above, you get 
more power, more belt-life, because each ply pulls an equal share of load around the 
pulley. * + * Longer life and trouble-free service are assured, as Compensation prevents 
outer ply ruptures, fastener troubles, ply separation, which often occur in regular belts 
as diagramed at left above. Write for Bulletin 6808-], which explains these and other 
features. * * * Extra long life is also engineered into R/M hose, V-belts and conveyor 


belts. See your R/M distributor. 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment « Radiator Hose * Fan Belts « Brake Linings * Brake 
Blocks « Clutch Facings * Packings * Asbestos Textiles » Powdered Metal Products * Abrasive and Diamond Wheels « Bowling Balls 





ere is 4 man in your Community who stands at your 
elbow to instantly supply the tools, materials, parts 
and equipment you may require in production and 
maintenance operations of your factory —upwards of 
10,000 different products from abrasives to zinc sheets. 


What a time-killing task it would be to procure all these 





items from their infinitely various original sources. How 
economical and convenient it is simply to phone this man, 
tell him what you want and know that, often within a 
matter of minutes, it will be in your receiving department. 








Accessible ™ 


There are approximately 
2000 Industrial Distrib- 
utors serving every in- 


" " _ 
* | 
This man is an industrial distributor or a } dustrial section of the 


specialist in certain industrial items. You will find him United States. In 1948 
Y their total sales were 
listed in the classified section of your telephone book- \ more than $3,000,000,- 
most likely under the heading Bars, bronze or Bear- ' 000. They carry an aver- 
ings, bronze. If he is the leading distributor, he al- $500 000.00 atory of 
, : —— salle i ,000, turn their 
most certainly is the Bunting Distributor. He carries in : stocks 5 to 6 times per 
stock for your money saving convenience Bunting } year, fill 200,000 orders 
Standard Stock Industrial Bearings, Electric Motor | per day, have 12,000 
x = y } outside salesmen and 
Bearings, and Precision Bronze Bars—ask him for engineers, 10,000 inside 
telephone order expedi- 
tors, operate 8000 trucks 
delivering merchandise 
on which their average 
net profit is .0292 cents 
per dollar of sales 





catalog. 


Bunting. 


BRONZE BEARINGS - BUSHINGS - PRECISION BRONZE BARS 


THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 2 of a series — As advertised in Factory M 9 t and Maint * Steel + Machinery 
American Machinist + lron Age « Mill and Factory * Southern Power and Industry « Industrial Distribution 








NEW 44-PAGE LAUGHLIN 
CATALOG-DATA BOOK 


“ 


_and increase your sales 


\aveniew wor: 
commer’, Moons 


Get the Facts. - 


With the new No. 150 Laughlin Catalog- 
Data Book, you’ll find useful data — con- 
veniently arranged — on all types of prob- 
lems involving wire rope and chain fittings. 


What size hoist hook is used for 


%" plow steel rope? What size 
turnbuckle? 


YOU 


KNOW 
? 


The safe working load rating of a 
number 30 hook? 


What strength repair link to use in 
repairing a %” chain? 


What size shackle is as strong as 
¥%" proof coil chain? 


How many safety clips should be 
used on 1” rope? How many U-bolt 
clips? 


What size eye bolt will lift o 15- 
ton load? 


The answers to the questions in the box are simple 
— and easy to find — with the new No. 150 Catalog. 
Handy 814" x 11” size, it has a 114” border for con- 
venient placement in your loose leaf binder. Ask 
your Sales Manager for a copy of this new Laughlin 
Catalog. It’s a sales-booster. THE THOMAS 
LAUGHLIN COMPANY, 123 FORE STREET, 
PORTLAND 6, MAINE 

When you’re on the road, or making calls, 
notice wire rope and chain installations. They all take 
fittings — and Catalog No. 150 quickly tells which 
ones. 


Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


= 
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-Tehe awhale of a bite 
of the V Belt business 





sell the cost-cutting V-Belt with teeth 


Me eM YTON COG BET 


SO ower cost per Drive COO” EXCLUSIVE COG FEATURE 


~~ MORE SATISFIED CUSTOMERS ~©e BETTER PROFIT 


Get a whale of alot more V-Belt business with the premium Dayton 
Cog-Belt, with rayon cords—the only truly different and improved 
V-Belt on the market. The Cog-Belt has exclusive, patented, sales- 
making features no other V-Belt can match! 


Premium performance—premium profit! The Cog-Belt han- 
dies 40% more H.P. than ordinary V-Belts of the same cross- 
section size. Well worth the premium price, the premium profit 


you earn! 


Original cost is less! Just figure it out—one Cog-Belt does the 
work of at least 1.4 ordinary V-Belts. You need fewer belts, fewer 
pulley grooves to do the job, when 5 Dayton Cog-Belts do the 
work of 7 ordinary V-Belts. You can talk price, bid lower, yet 
furnish a premium product! 


Cogs keep customers! Cog-Belts are tailor-made for round-the- 
clock production days facing American industry. Cog-Belts are 
built to bend, like your finger, to take up compression strains as 
the belt goes round the pulleys. Results: Less strain, less heat, less 
stretch, less maintenance, longer life, less down-time. That’s why 





Cogs keep customers sold. 


Only the Dayton Distributor can offer the Cog-Belt’s premium 
performance. (He also has the Dayton Thorobred line of fine 
V-Belts.) He is backed by the only national advertising campaign 
in TIME Magazine devoted exclusively to V-Belts; and by power- 
ful trade journal advertisements that reach all important markets. 
For details, write: *T.M. 


COG THE HIGH-SIGN 


OF BETTER POWER TRANSMISSION 


Daytom rhulbex 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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h) IN ANY FRAME! 


HAND 
BLADES 


PARRY , 
\\ 2 MOLYBDENUM * RED ARROW 


) The Red Arrow Molybdenum Hand Blade is 
\ manufactured for general and tool room use. 
It is a long wearing blade of exceptional 
“cutting ability. Being both tough and hard, it 
retains sharpness and will outwear standard 
tungsten blades 5 to 1. 


WRITE FOR 
NEW FOLDERS 
ON BARNES 
BAND SAWS AND 
BARNES ; 
HACK SAWS 


Inany frame—Barnes Blades are uni- 
form, tough, efficient and therefore 
the most economical you can use. 


4 DHS “SS 


a a ee 


Ee yal 


The above phote shows 
hand blade tf uss. 


CO.INC. 


1297 TERMINAL AVE. © DETROIT 14, MICH. 
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Why Greenfield? 


At Greenfield,” nothing is left to chance, nothing is taken you. Greenfield” taps, precision perfect, are your great- 


for granted. Attention is given to every detail — to in- est guarantee of good tapping every time. 
sure a product as near perfect as modern engineering GREENFIELD TAP AND DIE CORPORATION 
skill can make it. Greenfield, Massachusetts 

Take tap chamfering. At “Greenfield,” skilled opera- 
tors working at specially designed automatic chamfering 
machines turn out taps which exceed all previous stand- 
ards of perfection. Correct angle, concentricity, and 


length of chamfer in a tap insure a good tapping job for 


Y 4 GREENFIELD! 























YOING 
3/16 CHARACTE} 


Greenfield Tap and Die Corporation 


NEW HAVEN 15, CONNECTICUT 


_ 








A steel hand hoist with 


compact, adjustable suspension and trolley fh 


for Low Ouerhead 


The ARMY TYPE WRIGHT SAFEWAY HOIST has a trol- 

ley adjustable to various width I-beams. Its unique ill 
mounting helds hoist close to beam, increasing height F 
of lift. Fine for use where overhead is low. Easily 
converted to 2-wheel geared trolley unit. 


LONGER-LIFE FEATURES 

e Steel in all load-supporting parts 

e Load sheaves with five formed pockets 

e Alloy steel load chain 

e Swiveling drop-forged load hook 

e Alloy steel, machine-cut gears 

e Fully enclosed, self-oiling gear case 

® Guide Rollers on Geared Trolleys. 
Your customers will be inquiring about this popular 
new WRIGHT Hoist. Write today for Bulletin DH-269. 


7 
co York, Pa., Chicago, Denver, Detroit, Los Angelss, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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2-wheel 
GEARED 
TROLLEY 
ASSEMBLY 





New sales . 
opportunities 


with this series of 


Adaptahle« 
AUTOMATIC 
REVERSING 
VANE 

PUMPS 


Nos. 8021, 8061, 8101— and 
Stripped Models with Housings 
Stripped Models without Housings 


Many important and convenient features make easy sellers 
out of this series of Brown & Sharpe Pumps for lubrication 
and coolant systems on machines that reverse. Heading the 

Stripped Models with Housings, Nos. 8022, ‘ 3 ° * p ns 
8062 and 8102. Simplify installation, list is the fully-automatic reversing feature with unidirec- 
particularly where internal discharge and : ? , > 2 2c jj i — 5 
cndas eaaee cat ax cae leet tional flow. Other features include . . . three sizes—22, 5 
in the machine design, or where and 11/2 gpm at 0 Ibs. pressure and at 1140 R.P.M. . . . easy 
ee changeability of flow direction from one port to the other, 
in the field . .. mounting design that permits foot to be set 

in 4 different positions with ports held vertical. 





For integral mounting, each size pump is furnished also as 
a stripped model with housing, or stripped model without 
housing. Easily installed with minimum number of machin- 
ing operations. Tell your customers about these pumps, and 
get in on the ground floor for new business. Brown & Sharpe 


Stripped Models without Housings, Nos. 8023, Mfg. Co., Providence 1, R. I., U.S.A. 
8063 and 8103. Made for manufacturers 
who wish to utilize pumps as integral parts 
of machines with suction and discharge ports 
incorporated in the machine castings WE URGE BUYING THROUGH THE DISTRIBUTOR 
Provide compact installation minimum 
projection from machine surfaces. 


Brown & Sharpe 
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Flexible... 

for contour 
finishing. 
Na 


DURA-CUT ABRASIVE DISCS 


(used on right angle portable grinders and dise sanders) 


“a 


These new flexible discs are 1” thick while the ordinary coated discs have but ‘ 


a single layer of abrasive. Contrasting such a tremendous amount of addi- 
tional cutting ability it is easy to understand DuraCut's startling advantages. Sa 


Greater economy. 

Longer life — 15 to 20 times. 

Faster, sustained rate of cut. 

Increased labor savings — less disc changing. 
Safe — strong — resist tearing. 


Available in a wide range of grits, grades and struc- 
tures — permit control over rate of cut and finish. 


Available in raised hub or flat shapes. 
Ask for a deni 10K 
Typical applications ... tend) 
and finishing of steel, stainless; 
alloy steel and aluminum welds 
. . . Removing rust and scale... 
Finishing sheet metal jobs . . . 


Auto body work . . . Cleaning 
weld spatters. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 
Chicago, Cleveland, Detroit, Pittsburgh © Distributors, All Principal Cities. 
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For 
NORMAL Needs 


LYON offers more than 1500 
regularly cataloged items of Steel 


Equipment to meet your customers’ 
normal needs. 


DEFENSE Needs 


Your customers will find many 
standard Lyon products (listed below) 
of vital help in increasing their defense 
production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 353 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 


WON 


STEEL EQUIPMENT 











LEADERS 1M QUALITY 
for 50 YEARS 
Wor 195" 


METAL PRODUCTS IMC 


© Shelving Kitchen Cabinets * Conveyors © Economy Locker Racks * Display Equipment 
® Lockers Cabinet Benches © Bor Racks © Fiat Drawer Files ¢ Drawing Tobles 

® Stools Storage Cabinets * Tool Boxes * Toolroom Equipment ® Revolving Bins Work Bench 
® Bin Units Welding Benches © Parts Cases © Wood Working Benches © Hanging Cabinets Bench Dre 
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4400000 
LOHUES / 


Mighty Shout eRTAE 


of RUST-OLEUM’S 


saat. 


Bai )SINESS 
BEEK 


Powerful ads that build sales, will repeat in more than 43 leading publications 
circulated throughout industrial America ‘STOP RUST with RUST-OLEUM..” 
Total monthly circulation of this basic message will be 4,888,494—many times 
to each of the industrial organizations you serve. 


All RUST-OLEUM advertising stresses that for prompt service, buy through 
Industrial Distributors. RUST-OLEUM distributor policy protects your profits— 
profits well above the average on most of the items you handle. 


RUST-OLEUM CORPORATION 
2412 Oakton Street a Evanston, Illinois 
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WHAT'S THE MOST PROFITABLE 
WIRE ROPE LINE FOR YOU? 


YOU'LL AGREE...the most profitable wire rope line 
for you is the one that gives your customers the most 
for their money. And Roebling Wire Rope does just 
that. It has the extra stamina, extra service life that 
bring long-run economy and solid savings. Besides that, 
Roebling backs up distributors in these ways: 


1 — Roebling manufactures a full line of wire rope for 
every type and make of rope-rigged equipment. These 
products have been developed for outstanding efficiency 
in particular sorts of service. Technical assistance of 
Roebling engineers is always available. 


2 — Roebling advertising keeps your customers and 
prospects posted on the special advantages of Roebling 
ropes to every branch of industry. Full pages in color 
carry the story in trade papers...there are other mes- 
sages to management in general publications. 


3 — Roebling distributors always have the important 
advantage of selling rope that is identified with the 
name best known in the world of wire and wire prod- 
ucts. It’s a great deal easier and a lot more profitable 
to sell a line that everyone recognizes and accepts as 
an established and outstanding leader. 


JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY 





Atlanta, 934 Avon Ave * Boston, 51 Sleeper St * Shae. 5525 W.R It Rd © Cine: ti, 3253 Fredonia Ave * Cleveland, 701 St. 
Clair Ave, N.E. * Denver, 4801 Jackson St * Houst 621 ti Bivd * Los Angeles, 216 S. Alameda St * New York, 19 Rector St * Odessa, 
Texas, 1920 E. 2nd St * Philadelphia, 230 Vine St * ‘a Francisco, 1740 17th St * Seattle, 900 Ist Ave, S, * Tulsa, 321 N, Cheyenne St 
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DURKEE-ATWOOD’S 


Here’s a new deal for you in selling V-belts... 
an “open door” policy that helps you capture the 
heavy volume of sales to Original Equipment 
Manufacturers. 

Every time you call on an OEM account, you can 
depend on the complete facilities of the Durkee- 
Atwood factory and home office—plus a special 
supporting program. The regular territory salesman 
will cooperate with you in securing this type of 
account. Trained factory engineers will work with 
you and the Manufacturer in designing V-belts and 
V-belt applications for new products. Furthermore, 
Durkee-Atwood has set up a special policy whereby 
the distributor in effect becomes a manufacturer’s 


Durkee-Atwood Company, Dept. A6-3, Minneapolis 13, Minn. 


agent in handling OEM accounts. A few (a very 
few) OEM accounts are serviced by Durkee-Atwood 
direct; the rest of the field is, and will be, handled 
by distributors. 

This program is in effect now. Durkee-Atwood 
distributors report new sales records . . . fast ac- 
ceptance by many OEM accounts in a wide variety 
of industries—farm implements, appliances, ma- 
chine tools, air conditioning and refrigeration— 
who insist upon quality of product. If you want a 
fresh and profitable approach to V-belt sales for 
all types of accounts—user, dealer and OEM—get 
the Durkee-Atwood story today. Write for our 
Master Industrial Distributor Proposal. 


DURKEE Q 
ATWOOD Di 


Form No, 512 
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ALL Abrasives... under 


SANDER DISCS by cARBORUNDUM have 

been designed to cover a wide range of 

conditions encountered in sanding fab- 

ricated or cast metal parts. High rate of 

cut maintained; flexible, easily handled; 
i specially formulated to retard loading. 


FASTER, COOLER cutting action makes 
ALOXITE AA-V10 aluminum oxide grind- 
ing wheels ideal for a wide variety of 
tool room applications. Recommended 
for accurate, economical grinding of all 
kinds of tool steel, even including HI- 
Vanadium. 


“Carborundum” and “Aloxite” are registered trademarks which indicate manufacture by The Carborundum Company, 
Niagara Falls, New York. 
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ONE Brand Name! 


Distributors of abrasive products by 
CARBORUNDUM enjoy a unique ad- 
vantage in the wide selectivity pro- 
vided by the CARBORUNDUM line. 
Only CARBORUNDUM manufactures 
complete line of abrasives — and 
only by the stocking of abrasives by 
CARBORUNDUM Can the distributor's 
salesman offer under one brand 
name the bonded, coated or grain 
product best suited to a specific 
grinding or cutting operation. 


By impartial recommendation of the 
proper abrasive on this basis a dis- 
tributor increases customer confi- 
dence...widens his abrasive market... 
builds sales and profits in a time when 
more and more attention must be 
paid to controlling rising production 
costs. These are the important rea- 
sons why you'll find it pays to offer 
the only complete line of abrasives, 
manufactured under the single, best- 
known brand name CARBORUNDUM. 


TPT ALUMINUM grain is tough, angu- 
lar abrasive grain well suited to removal 
of comparatively large amounts of metal 
—quickly, and at less cost. Hi igh ‘produc- 
tivity and a uniformly abraded finish are 
assured, with grain by’ CARBORUNDUM. 


MAR K 


ate ber ox ise raphe anes 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 





Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 





——s_1137 Oy ee 
40] 60 Faliah Castonats Saldar 


CASTOMATIC is a dross-free solder 


. . - harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 


—_ 
eS See wane’ /59 LLP 








Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 











When you stock Federated Castomatic Solder 
y 
you carry an exclusive item that is sure to sell 





... because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 





AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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Shock-proof high speed steel segmental saws 


for economical efficiency 


Industrial Distributors striving to render real service 
to their customers are recommending Atkins high 
speed “Silver Steel” Curled Chip segmental saws — 
recommending them for the toughest requirements 
of steel mills, forge plants, ordnance works and 
other heavy duty jobs requiring a saw that can 
take it!.. 
the order of the day, Industrial Distributors know 


-With fast, quantity production schedules 


they cannot take chances—that they must provide 
tools that will come through with flying colors! 


The replaceable tooth-segments of Atkins high 
speed “Silver Steel” Curled Chip saws provide an 
economical method of replacing wornout teeth—with- 
For billet 
sawing, ingot cropping, bar cut off, gear blanks— 


out expensive discarding of saw discs! ... 


steel, cast iron, copper, alloys, bronze, brass— you'll 
find it to your advantage to recommend—and rec- 
ommend strongly — Atkins high speed “Silver Steel” 
Curled Chip segmental saws! As you well know, sat- 
isfied customers are the backbone of your business. 


Only ATKINS makes CLoer Chel products 


E. C. ATKINS AND COMPANY 


Home Office and Factory: 402 S. Illinois Street, Indi 


: 9, Indi 





Branch Factory: Portland, Oregon ¢ Knife Factory: Lencaster, New York 


Branch Offices: 


Atlanta e Chicago ¢ Portland « New York 


“aTEINS ALWAYS AntABD™ 


TKINS 
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TFESTING 
Precision polishing and high powered magni- 


fication enable us to go 100 times beyond nor- 

o oO ia & mal visiun in examining Wickwire Rope steel 
for classification of grain size to McQuaid- §& 
Ehn* standards, 


100 times beyond normal vision 


Uniformity of grain size in steel assures longer life and greater reliability 
in Wickwire Rope. 

Right down the line...starting with the melting and refining of our steel 
..and continuing through heat treating processes and cold drawing of the 
wire, we maintain complete control over the grain size of steel used in 
Wickwire Rope. 

This quality control of basic properties is possible only with a company 
whose operations are fully integrated from the actual making of the steel 
to the stranding of the finished rope. It’s just one more example of how 
Wickwire goes “beyond specifications” to give you—at market prices—wire 
rope that is unsurpassed for reliability, safety and longer life. 

See your local Wickwire distributor for the right rope for your particular 
requirements, Wickwire Rope is available in all sizes and constructions, 
both regular lay and WISSCOLAY Preformed. 


*For detailed information on the McQuaid-Ehn test 
and what it means to you in superior rope perform- 
ance, write to Wire Rope Sales Office, Wickwire 
Spencer Steel Division of C, F, & I., Palmer, Mass. 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
WIRE ROPE SALES OFFICE AND PLANT— Palmer, Mcss. . EXECUTIVE OFFICE —500 Fifth Avenue, New York 18, N. Y. 
SALES OFFICES — Abilene (Tex.) * Boston * Buffalo * Casper * Chattanooga * Chicago * Denver * Detroit * Emlenton (Pa.) * Houston * New York 
Odessa (Tex.) * Philadelphia * Phoenix * Salt Lake City * Tulsa 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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(Mg é A Aalesmen to make money here! 


Transfer Pump 5344 
Handles oil or grease. Air- 
operated pump delivers 
up to 2 Ibs. a minute. Has 
3-foot flexible tubing. 


@& Looking for new sales opportunities? More “big” orders 
...more often? Then look carefully at the company oil 

' rooms in your territory . . . oil rooms with methods like 
those shown above. Costly hand transferring of oil and 

grease like this is slow . . . messy . . . wasteful! Exposes 

lubricants to dirt and grit! Poses a dangerous, ever-present fire hazard! 
Worthwhile sales of Alemite Transfer Pumps for every drum can 
mount up fast in every plant like this. Here are 3 good reasons why: 


1. Alemite Transfer Pumps cut man hours 63% for every 100 lbs. of 
lubricant transferred. 


2. Alemite Transfer Pumps assure quick, waste-free, mess-free load- 
ing of bucket pumps and power guns. 


3. Alemite Transfer Pumps keep lubricants “refinery clean” from- 
drums-to-guns—end all risk of contamination. 


Yes, no more waste ... no more mess. . . potential fire risks elimi- 
nated—in advance! Today, check the plants in your territory that can 
benefit from these advantages. Keep in mind these are worthwhile 
sales .. . from $25 to $50 per unit. SELL AN ALEMITE TRANSFER PuMP 
FOR EVERY OIL ROOM DRUM! 





ALEMITE [a 
; WARNER 
= 


Stewart-Warner Corporation © Chicago 14, Illinois 














Transfer Pump 6479 
Handles oil and other 
fluids. Only 5 Ibs. of air 
pressure empties 55 gal. 
drum in 10 minutes. 
Fits 2’ bung. 


Transfer Pump 7199-T 
Hand-Operated for either oil 
or grease. Delivers up to 
one pound in 11 strokes. 
Built with exclusive Dynamic 
Primer for positive priming 
of heavy greases. Fits 7” 
bung hole of 400-Ib. drum, 
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TOOLS: 


7 Kuock-Out 
td 


REAMER DRIVES 
Ream, hone, burnish, lap, etc. Has two- 
jaw universal chuck (1-5 /8”) K-O Key- 
less Drill Chuck (5¢”). Two modeis— 
40-1 and 20-1 gear ratio; speeds 20-120 
R. P.M. Speed reducer unit may be 
purchased separately. 


x 
2 Kaock-Out 

“KEYLESS DRILL CHUCKS 
No more drills ruined by slipping! This 
fast-positive-self-energising chuck 
tightens in a to work load. 
Releases with finger-tip pressure. Ideal 
for production or tool room. Five 
sizes, 0 to 7/8” capacity. 


3s Kuock-Out 
? WHEEL DRESSERS 


Scrubbing action of this abrasive whéel 
dresser does better job with minimum 
material removed. Ruggedly built with 
hardened hub and adjustable centers— 
wheels simpie and inexpensive to re- 
place. Four sizes. 


gs 4 
G. Kuack-Out 


EXPANDING MANDRELS 


-piece expanding sleeve holds firm- 
y, accurately, on milling, turning, 
grinding operations. Quicker, easier 
to use; five mandrels cover 3/8” to 
2-14". Other sizes up to 514”. 


5 a, 3 * ke Ou ra 
¢ 


UNIVERSAL TOOL GRINDER 
Universal grinders, carbide grinders, 
and chip-breaker grinders. Models and 
sizes to fit every shop, large and small. 





“SOLD THROUGH DISTRIBUTORS” 
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Ye 
Thermoid 


~ Industrial 
Rubber Products 


Hose built for the job! That's the reason for Thermoid’s excellent reputa- 
tion among users of hose. 


Our customers know they can rely on Thermoid’s recommendations... 
whether it’s for air, water, steam, acid, welding, suction, the new multi-pur- 
pose Versicon hose—or any of the many types of Thermoid industrial hose. 


Over the years Thermoid has built a reputation for quality by backing up 
its distributors with competent field and factory service. As a result 
Thermoid is recognized as one of the leading suppliers of industrial rubber 
products and more and more distributors are learning that it pays them 
to specify Thermoid. 





iz Conveyor & Elevator Belting » Transmission Belting 
| F.H.P. & Multiple V-Belts » Wrapped & Molded Hose 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 
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HOW CORNING 


YOU SELL 
INDUSTRIAL SUPPLY 
GLASSWARE 


CONSTANT ADVERTISING 
fom wae? 10h Al lemur Leal 


CORNING GLASS WORKS [eg/| CORNING, N.Y. 
100 YEARS OF MAKING GLASS BETTER AND MORE USEFUL Corning meant research i Chad 


You are bound to profit when you handle 
Corning gauge glasses, sight glasses, lubri- 
cator and oil cup glasses and similar INDUS- 
TRIAL supply glassware. And not without 
reason! 

Corning helps you sell in every possible 
way. Pyrex, Corning and Macbeth brand 
products are consistently advertised through 
leading trade publications in many fields. 
This constant promotion makes it easier for 
you to sell. What’s more, Corning assures 
you of customer satisfaction by supplying 
only the best products. They are tougher, 
longer-lasting, packaged to sell. In today’s 
competitive market this is important . . . it 
means profits and better business for you. 


If you are not handling Corning products 
now, write Corning today for the facts. 


@ Better service for users Corning products are stocked and sold 


@ Highellprofits for distributors by leading Warehousing distributors 
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SKIL TOOLS SELL BECAUSE SKIL 
TOOLS STAY SOLD - -: ~~ — 


4 yoane pu nithononit 


Sam Pollak says: “SKIL Drills are 
built to take punishment”. . . an 
proves it by using this drill to ream 
out cushion pin holes in press beds. 
These holes are 3 inches deep, 1% 
inches in diameter . . . a steel sur- 
face of about 11% square inches. 
“We've been using the drill on this 
job for four years and it has never 
faltered or needed repair.” 


rorture these SKUL Drills! 


says SAM POLLAK, maintenance foreman of the D-K Manufacturing 


SKIL Tools are job-proved . 


Here’s a typical example of why SKIL Tools 
sell and stay sold: For more than four years 
SKIL Drills have met the test of varied, tough, 
and continuous use in installing and maintain- 
ing the machinery used to make stainless steel 
cooking ware. They’ve been job-proved ... the 
hard way. It’s more proof of why 

SKIL Tools can be sold and sold 

with confidence. 


Smooth Bore for Solid Machine Mounting 


SKIL Drills on this job must have more than ruggedness .. . 
accuracy is important too. When the D-K Manufacturing 
Company added more machines to their plant, all the foot- 
ings were drilled in concrete with SKIL Drills. Mr. Pollak 
reports: ‘“The slow drilling speed and the lack of vibration 
made my SKIL Drill perfect for the job. Each hole was in 
its place and the lack of wobble made a smooth bore all the 
way down. The machines were mounted solidly and not one 
footing has needed any repair.” 


In Canada: Skiltools, Ltd., 66 Portland Street, Toronto, Ont. 


Company « Chicago 


.. and sales-proved too 


Some of the SKIL Drills you’ll sell today 
have improved design features but the rugged 
construction, abundant power, and conven¢ 
ience shown here still applies to make SKI 
Tools tops in the field. 


SKIL Drill— Model 2121 


Power-packed %” drill. Capacity: in steel 
%"; in hardwood 142”; steel reaming 2”. 
Fast performance on wide variety of jobs in 
production, maintenance, repair. Speed: 250 
r.p.m.; weight: 15 Ibs.; length: 16%”. 


SKIL DRILL MODELS... . a SKIL Drill for every purpose, 
every place, and EVERY SALE. They are a part of the 
complete line of SKIL Tools that can mean more sales 
and more profit for you. Call your SKILSAW Factory 
Branch for complete information. 


SKIL Products are made only by SKILSAW, INC. 
5033 Elston Avenue, Chicago 30, Ill. 
Factory branches in principal cities 





JOHNSON 
distributors sell 
a COMPLETE 
LINE of SLEEVE 
BEARINGS 








¢ Being a Johnson Bronze Dis- 


tributor is a distinct advantage 


because of the extensive line of 
bearings and bearing metals. Naturally, it means more 
sales per call, as the line meets practically every 
industrial bearing need. There are over 850 sizes of 
General Purpose (GP) Bearings: more than 300 
Electric Motor (EM) Bearings; more than 200 sizes 
of Cast Bronze Graphited Bearings; and a large list 
of Ledaloyl Self-Lubricating Bearings. Then, too, 
there are Lead-Base Babbitt, Tin-Base Babbitt, and 
over 350 sizes of Universal Bronze Bars, both cored 
and solid. All are stock items. Supplementary stocks 
are warehoused in twenty-two industrial cities for 
immediate delivery to Johnson Bronze Distributors. 


Write for details concerning our distributor franchise. 


Write for Catalog Yh) 
SLEEVE BEARI G HEADQUARTERS 
535 SOUTH MILL STREET © NEW CASTLE, PA, 
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"NO BETTER DEAL 


IN THE DECK” 


ARDS 


TAPS - DIES ¢ SCREW PLATES 


A foremost line made doubly attractive to 
cutting tool users by a sales idea that provides 
double protection. Card Taps are not only rigidly 
inspected at the factory — they are bought in the 
open market, tested and Cerlified* by the famous 
Pittsburgh Testing Laboratory. 


Regular national advertising in the metal- 
workirg field’s leading publications — AMERICAN 
MACHINIST, MACHINERY, TOOL ENGINEER, 
MODERN MACHINE SHOP. Over a million sales 
messages will reach prospects in these magazines 
during 1951 and each directs the reader to 
his local Card Distributor. 


Ample merchandising aids. Handy tap and 
drill size and reference charts, plus envelope 
stuffers, catalog inserts and ad reprints — all with 
your imprint for your direct mail program — all 
free of charge. 


A progressive sales policy built around your 


importance in the selling picture. 


Factory-trained engineers, thoroughly familiar 
with every type of cutting tool problem and 
always available to help you and your customers 
get the most out of Card tools. 

In addition, Card assures prompt deliveries 
from warehouses in New York City, Detroit, 
Chicago, Ft. Worth, Los Angeles, San Francisco 
and Seattle — thus enabling you to give better 
service. Why not get the whole story of how 
Card’s more than half a century of working closely 
with distributors can benefit your selling? See your 
Card representative. 


S.W. CARD 


MANUFACTURING COMPANY 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 
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STRAND-LAID 


if 
j! Made from right regular lay 
t if preformed wire rope of 


* 
gives your customers Vhy improved plow steel with !WRC. 
f 


For general sling use. 


f CABLE-LAID 
ey Made by laying up seven 
individual preformed 


improved plow steel 
wire ropes all with |WRC. 


pay for , Gives extreme flexibility. 


--- and MORE! 


, because ece 


unin 


9 ACCO Registered Wire Rope Slings are 
built for safety. Safe for men to handle be- 
cause wire ends are permanently secured under 
a steel collar. Safe to use because the endings will 

not pull out. They will outlast the rope. 
STRENGTH, the full catalog strength of the rope is 
assured, because in making the DUALOC ending the 
rope is not damaged or distorted. Safety factor is 5 to 1. 
Proof-testing at twice rated capacity is further assurance 

of satisfactory service. 
EFFICIENCY of DUALOC is high. By developing rope’s full 
strength, frequently smaller diameter rope costing less can be 
used. The neat DUALOC ending snubs closely, is easy to rig, and 
is always “‘open’”’ for inspection. 
How this helps You— acco gives you a full line of stock and special 
wire rope slings guaranteed to give satisfactory service. You get repeat 
orders, build a fine volume with rapid turnover on a low-cost inventory. 
Write today for full information on acco Registered WIRE ROPE SLINGS. 
 =*T rude Mark Registered 


A MEMBER THE NATIONAL SAFETY COUNCIL 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 
In Business for Your Safety 
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TO USE......SO EASY TO SELL! 





. « « that’s all you have to do with 


==F~ SIMONDS 


FLAT GROUND DIE STEEL | 


(Flat Ground Stock) 





.«.to make dies, punches, templates, 
gages, jigs, fixtures and machine parts 


You can bank on this oi! hardening, non-deforming type flat 
ground steel to be uniformly annealed and to have a uni- 
formly low micro-inch surface finish needed for accurate 
layout work. Ends of the standard 18” lengths are milled 


square. No machining operations are required to size IMON DS 


Simonds “Red Streak” Flat Ground stock and Die Steel . | SAW AND STEEL CO. 
Another feature is its wide hardening range (1450°to 1540") = ‘. 
which insures consistently uniform results. Each piece is in- ss 

dividually packaged, plainly marked as to size, and includes FITCHBURG, MASS. 
heat-treating instructions. Now furnished in a wide range Branch Offices in Boston, Chicago, 


c San Francisco and Portland, Ore. 
of sizes up to 36 = 30" = "1%". Immediate delivery. Canadian Factory in Montreal, Que. 
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The 
sleeper that took 
the 12 noon 
plane 


Would you have been caught napping 
in a situation like this? 

Suppose you were in the fashion busi- 
ness. You have just created a line of 
women’s nightgowns that are going to be 
given an unexpected publicity break in 
some top national magazines. This will 
mean more sales all over the country. But 
you must get more merchandise to the 


54 


stores in a hurry — or forever lose your 
golden chance to get sales. 

What would YOU do? 

This happened to one company re- 
cently —but the problem caused them to 
lose no sleep. Faced with this situation 
at 10:30 A.M. they were able to start 
goods flowing to the stores on planes that 
left at noon 

The answer was Air Express! 

But you don’t have to be in the fashion 
business to profit from the regular use 
of Air Express. Here are its unique ad- 
vantages which any business can enjoy 

IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 

IT’S MORE CONVENIENT — One call to 
Air Express Division of the Railway 
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Express Agency, arranges everything. 

IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

For more facts call Air Express division 
of Railway Express Agency. 


THERE FIRST 





(Advertisement) 


Jacking Up Sales 


RE-MO-TROL STOLE THE SHOW! 


Action and interest shown by about 15,000 alert Plant Superintendents, 
Mechanics, and Millwrights at the Plant Maintenance Show, Cleveland, 
January 15th to 18th, is convincing proof the new RE-MO-TROL Hy- 
draulic Pumps and Rams that PULL, PUSH, and LIFT are the tools they 
want. These newest members of the Simplex Industrial Jack family 
have what it takes to arouse the interest of potential users . . . and 
they're really going over-board to get the facts. Advertising and pub- 
are alerting 


lei Aietrih 





licity are rolling up inquiries. Fast-thi 
their men to develop potential markets. As one put it, “We ought 
to go places with RE-MO-TROL!” 


IT “BATS, FIELDS AND RUNS” 


Among jacks, the famous T-K Util-A-Tool is a real “‘triple-threat’’ per- 
former. Maintenance, repair and production men call it “the tool of a 
thousand uses.” Because of its wide utility and v ility, distrib 





find it scores high as an account opener. All agree that it’s a whiz 
in getting many Jobs done faster—at low cost. Util-A-Tool pushes, 
pulls, bends, spreads, clamps, holds, lifts and lowers and pulls wheels 
or gears. Some jack! 








| Jobs and Markets 
for Simplex 
draulic 


RAMS end PUMPS 


NOW READY—Ask for Your Copy! 
New Simplex check chart for distribut lists appli 
major markets for Re-Mo-Trol Hydraulic Pumps and Rams. Use this 





in seven 


£ ; +4 imduetri 


in sp 





ready g in your market that can save 
time and money with Re-Mo-Trol . . . and that should produce profit- 
cable sales for you. Today—while you think of it—write for a copy 


for yourself and copies for your men. You're welcome! 


BRACE UP, OLD CHAP 
KEEP TRENCHING 
COSTS OUT 
OF THE HOLE! 


It's good advice to pecially now with the outdoor con- 
struction season going full blast. Make sales by talking up Simplex 
Trench Braces. Show construction men how simple, efficient, low-cost 
Simplex Trench Braces prevent costly cave-ins and digging delays. 
Also, include Simplex drop-forged steel timber braces and steel shoring 
jacks in your pitch. 


AK, 





RUGGED BRUTES 
FOR TOUGH 
JOBS! 


When it comes to heavy 
duty lifting and lowering, a 
Simplex Screw Jack is the 
answer to the prayer of the 
construction man, shop and 
factory maintenance work- 
ers, riggers, drillers and 
many others. Friction is re- 
duced 88%. A single chrome- 
moly ball and floating cap 
is the secret. Capacities are 
indicated by color. 4way 
and ratchet-type heads. 


KEEP YOUR EYE ON THIS LINE! 

In a big variety of models—for many industrial and construction 
uses—Simplex Ratchet Lowering Jacks offer 12 superior operat- 
ing and construction features. No wonder your salesmen have 
so much to talk about in calling on shops, factories, oil fields, 
shipyards, contractors, mines, etc., etc. 


MUSCLE MEN, PLEASE NOTE! 

Can you lift 50% over your rated capacity? Probably not... 
but that’s just what Simplex Hydraulic Jacks can do. All models 
are tested to lift an overload of 50%. That's proof of job capacity 
and endurance. 

Simplex Hydraulics in 3, 5, 8, 12 and 20 ton capacities in single 
pump models and 30, 50, and 100 tons in double pump. Remote 
control units are available with solid or center hole rams. 


Re-Mo-Trol unit 


'P.S. Hydraulic Bulletin 51 for ‘51 is just off the press. It's a 


practical distributors’ condensed catalog that covers the full 
Simplex Hydraulic Line. Get yours now! 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, II 
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Experience has its big value 
to many users of industrial 
brushes. Once the quality of 
MILWAUKEE brush tools is 
known, it means that re-orders 
are assured. Thus your indus- 
trial territory can pay well if 
you feature MILWAUKEE brush 
tools and get them into the 
hands of users. 


All types of industrial brushes 
are available from this one 
source. Replacement business 
is exceptionally good. Whether 
your customers order a few or 
quantities of any type the qual- 
ity throughout the lot is of the 
same high standard .. . this is 
so on repeat orders too. When 
you need custom-made indus- 
trial brushes to your customers’ 
specific needs, MILWAUKEE 
cooperation and quality makes 
permanent customers for you. 


Send for a copy of Catalog No. 
36-R7—-shows the complete line 
of brushes pictured here. Also 
shows the complete line of wire, 
bristle, and fibre Brushes and 
Brooms 


MILWAUKEE QUALITY 
Does the Job That Gets 
RE-ORDERS. .. THE LINE THAT GIVES 


BENCH BRUSHES | YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Mi itt i 
aE Power Driven Wire Wheel Brushes 
IRE “Mono-Bilt” 
“Steel-Clad” 
“Dura-Bilt” 
“Di-Bilt” 
“Peerless” 
“Twis-Tuft” 
Fine Wire Polishing Wheel 
Brushes 
“Sturdi-Bilt” Wire Cup Brushes 
Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 
Platers Brushes 
Bench Brushes 
Floor Sweeping Brushes 
Push Brooms—wire and fibre 
Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 
Aviation 

Power Companies 
Public Works 
Quarries 

Mines 

General Contractors 
Chemicals 
Ceramics 

Public Buildings 
Paper Mills 

Food Industries 


THE MILWAUKEE BRUSH MANUFACTURING CO. Packing Plants 
MILWAUKEE 45, WISCONSIN Dairies 


Textiles 
Metal Working Industries 
— Wood Industries 


THE Key | : 4 Glass 
10 j 





INDUSTRIAL. 


gia} 


BRUSH PROBLEMS 


len Ir — 
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Photo shows Grinder operation with 
SIOUX Portable Electric Grinder 


...That’s the real story behind ALL 
ad 





TOOLS 


Like all SIOUX TOOLS you get complete satisfac- 
tion for yourself and your customer — at low cost. 


Pe Sold only thru Authorized SIOUX Distributors 


PS e 
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STANDARD THE § (Sit), WORLD OVER 
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‘Joe wants another...and he says 


it better be a CROSBY!” 





P.: yourself in your customer's shoes a minute. 
Suppose you got hold of a wire rope block that was 
the finest you'd ever seen . . . smooth-acting, rugged, 
dependable, easy to rig. And suppose you wanted to 
re-order that block...but couldn't find a name on it! 

That's why the great new line of American Crosby 
Blocks—companion line to Crosby Clips—has the 





brand name, sheave size and capacity embossed on 
the side plate of every block. 

If you haven't yet applied for a distributorship on 
American Crosby Blocks, better do it today. Here, for 
the first time, is a line and a plan that modernizes 
wire rope block sales. Check the facts . . . then con- 
tact us about getting your starting stock! 


A better deal for mill 
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Combined Shipment of Clips and Blocks 
This saves you hours of paper work . . . cuts out 
a lot of waste motion and unnecessary expense. 
One source of supply. One delivery to your plat- 
form. Simplified handling of order, invoice and 
payment. 





Prepaid Rail Freight 

That's right . . . we pay the rail freight on Crosby 
Blocks, on shipments of 100 lbs. or more. Figure 
out the extra profit that means, the fuss saved, 
the speedier handling at your end! 





Here’s the C Ri f a ¥ 


Streamlined Stock Control Plan 








Every Block Numbered 


This is one of the really big features of your 
Crosby Block merchandising. One number indi- 
cates type, capacity and sheave size. That num- 
ber appears in the catalog, on the package, on 
records. Real inventory control! 





Sealed Packages 


Who'd buy a dusty, battered-up block if they can 
get American Crosby quality in a neat sealed 
package? Packages do away with barrels and 
crates ... protect your stock... and carry your 
advertising imprint! 





supply distributors 
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WRITE 
TODAY 
FOR 
COMPLETE 
DETAILS 





& Derrick Company 
ST. PAUL 1, MINNESOTA 








#100 Foot Connected Coils 


Increased Sales— More impulse sales from counter 
displays of product. o.. 
More Profit—Sold with less effort. No uncoiling, 
no measuring, no weighing, no re-coiling. 
Customer Appeal — Attractive package! Conven- 
ient put-up! Counter display suggests need! 


Save Space—Boxes stock compactly. Easy to handle. 


Get more information about this up-to-date way to 
build your rope volume and your profit. Your ““AMER- 
ICAN BRAND” Rope distributor has the whole story. 
Phone or write to him, or write to us for name of 
distributor nearest you. 








AMERICAN MANUFACTURING COMPA 
Brooklyn 22, N. Y. % 
ROPE - TWINE - OAKUM + PACKING 
Branch Factory: St. LOUIs CORDAGE MILLS, St, Louis 4, Mo. 
Sales Offices: Boston + Chicago » Houston 
Orleans ~ Philadelphia + Sam 








ee ee 
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Talk of the Trade 


FOOD, FOOD & FOOD: If you ever get to Houston, 
get Tom Hill or Bill Cole (Stanco) to take you out to La 
Jacenta for a dinner that you'll always remember . . . ‘They 
start out with bowls of shrimp and keep ‘em coming 'till 
you say Uncle . . . Then you'll get trout, crabs and, if 
you've still got a mind to eating, you'll get fried chicken 
... When you're through, you'll feel so full you'll want 
to walk back to Houston and it’s 18 miles . . . Speaking 
of food reminds me that Ed Meibeyer and Frank Jordan 
(Lufkin) got an extra treat when they were eating out at 
the Shamrock in Houston—that was the night that THE 
Glen McCarthy joined the festivities 


ASSOCIATION NEWS: ‘The announcement at the 
Biloxi meeting that the vote on changing the association 
name had been carried overwhelmingly was greeted with 
quite a cheer . . . The change won't be made until after 
the San Francisco meeting because literature is already 
in the works, using tye old names . . . By the way, regis 
tration for the San Francisco meeting is really building 
up, you'd better get your application in pronto. 


HONEYMOONERS: Barbara Erwin and Jim Fix, (sales 
man for George J. Fix Co., Dallas) should be on their 
honeymoon as you read this . . . They were planning to 
be wed the last week in February . . . Jim got his BS 
degree at ‘Texas A & M and his master’s at Purdue. 


RIDE "EM COWBOY: Bill Lee, city salesman for 
Briggs-Weaver, Dallas, is a real westerner . . . Bill is 
rated as a top horseman . . . During the Cotton Bowl 
celebration on New Year’s Day, Bill was the driver of an 
old fashioned stage coach and, they tell me, handling 
one of those four-horse coaches is really a job. 


SAILING, SAILING: Bob Hamilton (Dumore) is about 
to take off on an extended cruise, says he'll devote some 
of time to writing additional lyrics for our theme song, 
InpusTRIAL Disrripution .. . Bob did quite a job along 
these lines at the Atlantic City convention. 


SIGNS OF SPRING: We've all heard the one about 
“In the Spring . . .” Well, my fellow worker, Leugel 
Foss, has come up with this definition of Spring: “It’s 
the time of the year when boys get gal-lant and gals get 
buoy-ant”. 


Di 


ister i 
industr 


INVASION: On the Friday night after the Biloxi meet- 
ing, distributors and manufacturers really took over the 
French Quarter in New Orleans . . . It seemed as though 
the meeting had just been transplanted. 


FLECTED: E. R. Wyler (Independent Pneumatic) is 
the new president of the Machinery-Metals Export Club 
. . Congratulations. 


R. W. B. 
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The dise holders shown above, fitted with Jenkins Discs, are for Jenkins Check, 


MONEY-SAVING IDEA FOR VALVE USERS 


Maintenance-wise valve users keep on hand a stock of disc 
holders fitted with the disc most commonly used. This permits 
quick replacements, saves time. 

Jenkins Distributor Salesmen pass this tip along, win customer 
good will . . . and extra disc sales. 
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for sale by 


JENKINS 
DISTRIBUTOR 


By supplying his customers with 
Jenkins Renewable Composition Discs, 
and related disc information, the 
Jenkins Distributor sells continuous 
valve efficiency. In today’s tightening 
valve market, that “commodity” is 
vitally needed by all valve users. 


Proper disc selection and replace- 


ment in time protect valves from pre- 


mature wear, lengthen valve life. 
Jenkins is the only manufacturer of 
both valves and discs, and the origina- 


@ Complete information on Jenkins 
Renewable Composition Discs is con- 
tained in the 12-page folder shown at the 
upper left. The “Jenkins Disc Selector” is 
a, handy, 844" x 11” wall chart listing 
recommended discs for al} common serv- 
ices, temperatures, and pressures. Both 
are supplied to Jenkins Distributors on 
request, imprinted with name and address. 


tor of the renewable composition disc 
valve. That’s a unique advantage for 
the Jenkins Distributor. He can offer 
discs of time-tested design and com- 
position for top performance, plus 
authoritative disc information. 

It’s another reason why Jenkins is 
the preferred franchise . . . why, year 
after year, it pays, and pays well, to 
sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New 
York 17. Jenkins Bros., Ltd., Montreal. 


Jenkins Discs are made for practically 
all types of service conditions—for steam, 
water, air, oil, gas, and chemicals. A 
variety of rubber composition discs are 
made for ordinary services, and various 
such services as superheated steam under 
high pressure, severe oil service, and other 





90 YEARS OF 


@ February 28th was Republic Rubber's 
50th Birthday 
have watched a small workshop become a large 


.a day of satisfaction for us who 


industrial organization; a limited sales force ex- 
pand itself into a network of sales representatives 
and distributors servicing every important area 


in the Nation 


As we stand back a step to get the right per- 
spective, we see that Republic owes much of 
its success tO a policy of specialization. 

Twenty-eight years ago we became a division 
of Lee Rubber & Tire Corporation. This merger 
simplified our task because as a maker of indus- 


MODY 


Constant research with new materials and pro- 
duction methods have brought about many 
revolutionary developments that are reflected in 
price, quality and actual product performance. 

But, should we wish to credit our sales achieve- 
ments to any single cause, we would turn almost 
automatically to our famous 5-POINT SALES 
POLICY .. . first written evidence of a manufac 
turer's faith in his distributors! 

This faith has been justified. Republic's Dis- 
tributors have demonstrated that free enterprise 


does work for the profit of all. 


As we begin our Sist year, we wish to ex- 


trial rubber products, and industrial rubber prod- press our sincere thanks to each of them and to 


ucts only, all our efforts could be concentrated pledge ourselves to a continued policy of out- 


within one field, which we knew and understood standing manufacturer- distributor cooperation. 
Technological improvements helped, too. : 
Sincerely yours, 


a 


General Manager 


REPUBLIC’'S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 

A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 

A PRICE basis inducing and making possible aggressive compe- 
tition with reasonable profit return. 

FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations. 

SELLING helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 





INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber \& Tire Corporation 
YOUNGSTOWN, OHIO 
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Industrial Distribution —— 


The Big ‘Turnabout 


I this time last year when I asked distributors 

“How's business?” I got an almost universal 
response, “Lousy!”. The operating results of the pre 
ceding year had just been totaled and the final state- 
ments made pretty dismal reading. And sales figures 
from the first three months of 1950 were far from 
inspiring. Sales in January and February were 19 and 
14 percent respectively below those of the preceding 
year. Yet by August of 1950 sales were 59 percent 
above those of August 1949. And this percentage 
improvement was held throughout the balance of the 
year. This was the big turnabout. It was perhaps the 
most abrupt reversal of trend in the history of our 
industry. It changed red ink operations to black but 
it brought a host of new problems for all distributors. 


How Do You Stand? 


Each year in our March issue the editors of INpus 
rRiAL Disrripution present the results of our “An 
nual Survey of Changes in Distributor Operation” 
(see p. 85). Here is a factual picture of just what 
was going on in 1950. In a sense, the happenings in 
1950 may be considered “water over the dam.” But 
in a more real sense it provides a bench mark against 
which future courses of action may be plotted. If 
plans for the future are to be formulated with intelli 
gence they should be drawn against the solid back 
ground of the past. 

Our “Annual Survey” provides guideposts against 
which every distributor can measure his own per 
formance. ‘This is not “blue sky.” This is the factual 
story of this industry. Each year, through the coop 
eration of distributors from all parts of the country, 
INpusTRIAL Disrripution is able to render this serv 
ice to the industry. The figures shown in the survey 
are based on actual dollar results supplied us in con 
fidence by hundreds of distributors. 

The value of the results of our annual surveys is 
only limited by the use management makes of the 
facts revealed. Surveys are sterile until the results are 
put to use. And the uses or applications by distribu 
tors management and by the distributor’s sales organi 
zation are many and varied: 


1. How did my sales showing in 1950 compare 
with industry totals? 


2. How did my sales compare with those of other 
distributors in my region? 

3. Was my sales performance the result of the 
“unusual” behavior of leading industries in my trade 
area? Have I analyzed my customers to segregate the 
sources of the upsurge? Which products contributed 
most heavily to the gain? Absolutely and percentage- 
wise? 

+. How does my current inventory position com- 


,pare with the U.S. total and with that of distributors 


in my region? 

5. Do my sales per employee and sales per sales- 
man measure up to the showing made by my fellow 
distributors? These are basic measures of produc- 
tivity. How effectively did I employ the abilities of 
the people on my payroll to convert sales effort and 
expense into dollar sales? 

6. How does the average size of my invoice com- 
pare with that of other distributors? Did the size of 
my average invoice drop in 1950? A host of distribu- 
tor costs are directly related to the number of invoices 
regardless of size. In the typical firm, the actual 
dollar value of as many as 40 percent of the invoices 
is not enough to pay the direct costs of billing, 
entering, mailing and collecting. Have I exhausted 
all possibility of increasing my average invoice size by 
selling related items at every opportunity? 


Goals vs. Averages 


I've asked a lot more questions here than I have 
answered. Indeed, I can’t answer them for the indi- 
vidual firm. Each firm must supply its own answers. 
But in the results of our annual survey, we supply 
facts not elsewhere available on what is happening 
in this industry. The survey material affords very 
helpful measures against which each distributor can 
check performance in his own firm. The figures, 
however, represent averages not goals. This should 
be remembered. Top performance is always far above 
the average. And it is on top performance that we 
should always set our sights. 


Ree F alt 
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EXECUTIVE COMMITTEEMI 


) 


RECEPTION FUN was shared bv all. Here are Mr aglev, Mrs. J. W LOBBY TALK about the meeting is 
Madden and Mrs. R. M. Ostrom with Mr. Bagley orter bl ine Co.); shared by Art Oldin (Chicago Screw 
| Barn Barnes Co.); Mr. Madden, Rex Supply, ton; and Mr ind | \. Landry, Oliver H. Van 

Horn, New Orleans 


eception was held on the terrace of the hotel 


4 DINNER PARTY is in the making. Pictured are Mrs. Barney Meade, Mrs. C. H MEETING BOUND are Si Kahn 
Wills, and Mrs. W. E. Tromanhauser with Mr. Meade and Mr. Wills of Michigan ParkerKalon) and Otto Hart, Hart 
of Buffalo Fire Appliance Supply, Oklahoma City 


Abrasive, and John S. Chapman and Mr. Tromanhauser 
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\ NEW SALES MANAGER, Max FE. Wells 


iolds the attention of two other J 


Walker Welford, president, and W. B. A 


PALKING pnvatcly are Llove 
Industrial Supply, Richmond 
McD. England, Logan Hardwar 
van, W. Va 


Southern Association Gears For Defense 


“THE DISTRIBUTOR'S ROLE in our current defense econ 
omy” was the overall themes of the mid-year mecting of 
the Southern Supply & Machinery Distributors’ Asso 
ciation in Biloxi, Miss., in January. 

Speakers discussed the problem from a_ variety of 
viewpoints and, in between meetings, executive and 
idvisory committees weighed plans for the association’s 
role. 

I'he session was generally regarded as the most suc 
cessful in recent years: attendance hit an all-time high 
with about 600 registered. The program included a 
reception Wednesday evening, Jan. 10; morning meet 
ings, Thursday and Friday; and a cocktail party, ban 
quet and dance Thursday night. 

Joe W. Pitts, president of the Southern, presided 
it the business meetings and won a thunderous round 


ON TO THE BANQUET was the cry and this group is ready 
Shoup; Mr. Hamilton 
Dumore); Mrs. E. L. Pugh, and Arch M. Morris, InpustriaL DisrripuTion. 


Robert Hamilton; Ralph Johnson (Norton Co.); Mrs. G. | 


of applause when he announced that the membership 
had voted overwhelmingly to change the organization’s 
name to Southern Industrial Distributors Association. 
Che change will become effective July 1. 

Principal speakers and their topics were: J. H. Rud 

delf? “Operating in a Seller's Market’; Franz T. Stone, 

Manufacturers’ Responsibilities to Distributors”; Her 
bert R. Dusendorf, “Who Believes in Private Enter 
prise?”’; E. F. Tomlinson, ““The Manufacturers’ Market 
in the South”, and H. R. Rinehart, “Developments in 
Washington”. 

J. D. Nicholson reported on the activities of the Joint 
Industry Committee. R. K. Hanson, American Associa 
tion secretary, told of Washington activities; he filled in 
for Lt. J. J. Wilcox of the Navy Purchasing Office who 
was unable to attend 


They are Mrs ATTENTION GETTING is the gad- 
get C. F. Kaiser shows to H. B. Car 
lock (Carlock Co.). 
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SOUTHERN MEETING (Continued) 


OUT OF A MEETING comes Harry Leu, Harry P. Leu, MEETING HIGHLIGHTS are reviewed after a business 
Inc., Orlando; Ashley DeWitt, Briggs-Weaver, Dallas, and session by J. W. Madden of the Rex Supply Co., Houston, 
Russ Duncan, R. C. Duncan Co., Minneapolis and Phillip Ulnch (R. R. Donnelly 


While The Men Discussed Business 


A WARNING that a picture is being taken is given W. I IN THE MIDDLE is a manufacturer, M. H. Luttrell 
Hughes by Jim Scott orse ‘Twist Dnill Mr. Hughes is Walworth). He’s with George Weaks and W. R. Crow, 
the new manag f th er Van Horn Co. in Houston both of Weaks Supply, Monroe, La 


IHHk NEWARK PICTURE t 1 ft “HERE'S THE WAY IT IS,” Ed Meibever (Lufkin Rul 
Cha Belt | S f \ uppl tells Jack Failing (center) Strellinger Co., Detroit. and Frank 
N kN I 
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SIX-HANDED CANASTA was played by Mrs. Fletcher PLAY IS COMPLETED but thcre’s still the matter of add 
Ashcroft, Mrs. Bernice Kendall, Mrs. Ashley DeWitt, Mrs ing up the score for Mrs. Walker Wellford, Jr., Mrs. Lloyd 
W.. Foster Hughes, Mrs. J. S. Varley and Mrs. J. FE. Marx B. Mize, Mrs. Harrv W. Alcott and Mrs. Paul J. Stine 


The Ladies Played Bridge and Canasta 


READY TO SCORE are Mrs. Henry Tonsmeire, Mrs. Harry ACTION APLENTY was shared in this hand by Mrs. J. H 
Harnscher, Mrs. Howard Schramm and Mrs. Edward I Ruddell, Mrs. R. J. Ahern, Mrs. J. D. Nicholson and Mrs 
Pugh H. D. Holden 


CONVERSATION reigns momentarily at this table: Mrs ALL SMILING for the photographer are Mrs. L. E. Rice, 
Joe W. Pitts, Mrs. Ben Barker, Mrs Joseph Bertotti and Mrs. J. H. McDonald, Mrs. Robert L. Belk and Mrs 
Mrs. William Crow Thomas J. Reed 


FOR ADDITIONAL SOUTHERN ASSOCIATION PICTURES AND DIGESTS OF SPEECHES, SEE PAGE 174. 








POINTING THE 


WAY to shipvard potentials, Kd 


\lbiker, Marvland Drv Dock Co. shows Salesman Harry ther 


5.000 ft 


Vollmer, Anderson & 


Ircland Co., Inc., Baltimore, an 


of wire rope’s needed to equip new crane 


Know How To Sell To The Shipyards? 


The potential’s tremendous; sales are quick and steady; the “secret” 


of success is 


what 











Did You 


. That a shipyard buys every 
tem in that « 


Know: 


italog vou carry 
iround? 


2. That a single tall crane in a 
shipyard consumes anywhere 
from 1.000 to 5.000 ft. of 
cable? 

3. That barnacles, a terror to the 
shipmen themselves, make a 
lucrative, steady market for 
portable grinders? 


. That the pattern shop in a 
shipyard buvs more = screw 
clamps than many woodwork 
ing shops onshore? 


5. That the number of tools that 
“go overboard” is so large, it 
pays the shipyard owner to 
send a man over the side in 
a suit, everv so often, to do a 


] b? 
Sdivage joD 


hat, a shipyard will buy as 
many as 5,000 padlocks alone 
in a single vear? 








you sell every 


SOMEWHERE Harry Vollmer had heard 
it said: ‘‘A ship is a city in itself”. The 
phrase stuck in his mind. But it wasn’t 
until he became a salesman for Ander 
son & Ireland Co., Inc., in Baltimore, 
fourth largest traffic port in the world, 
that the line led him to the shipvards 

and to one of the largest, fastest con 
sumers of industrial supplies, tools and 
equipment. 

In the years since his first call at 
the dry docks, Mr. Vollmer has 
learned that, as with a city, it takes 
many machines and tools to build a 
ship; many more to keep it on the 
sea and useful; and more still to repair 
the damage the ship may sometimes 
suffer from sea and weather. 


One Plant, Many Buyers 


Potential?—he found it limitless. A 
good modern shipyard like The Mary- 
land Drydock Co., where he calls regu- 
larly, has 28 different shops on the 
grounds; each one a complete estab 
lishment in itself, and every one a 
buyer of many kinds of industrial sup 
plies. Altogether, these shops buy, in 
a single year, just about every item 
on the distributors shelves or in his 
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hour of the day—service 


warchouse—everything in the catalog. 

The blacksmith shop?—Mr. Voll- 
mer sells vises there, anvils, forge 
blowers, all types of hammers. 

The machine shop?—They will buy 
every tool or piece of equipment he is 
able to sell to any other type of ma 
chine shop 

The welding shop regularly needs 
welding rod and torches, brazing hand 
tools, gloves, helmets, goggles, solder 
and, of course, welding machines. 

The sheet metal shop asks for 
shears, bending devices; the pattern 
shop buys band saws in great quanti- 
ties, all kinds of woodworking ma- 
chines, fine saws, as well as the stand- 
ard hand saw types. 

The warehouse buys hoists, chain, 
cable, two-man saws, materials han- 
dling equipment of all types. 

Then there is the oil house (lubri- 
cants, etc.) the forge shop, the tool 
cribs (levels, reamers, cutters, end 
mills, hand tools), the fabricating 
shops, the mold lofts (compasses, 
squares, draughting tools). 

The shipyards buy hoists from Mr. 
Vollmer, wire cable, shackles, manila 
rope, great gobs of chain, files, all the 





WELDER ALOFT on aluminum Jad 
sold by Salesman Vollmer 
ind rod also bought from him 


der uses 


torch 


perishable tools and the — specials 

bridge reamers, shell reamers, etc. ) 
They buy thousands of padlocks at a 
time; machine shop supplies but little 
heavy machinery; grinding wheels and 
coated abrasives; electric tools like 
drills, saws, etc.; electric shears that 
will cut through 6-gage steel but weigh 
only 36 Ibs; screws, nails and other 
fasteners; tinner’s snips and forging 
tools—and so on, down the line of 
shops in a list longer than vour arm. 
Kor the drv dock, too, is a citv in 
itself 


Time Is Money 
No 


calls on is so “time conscious” 


salesman 
as the 
shipyards; every sale Mr. Vollmer 
makes is of an emergency nature—in a 
particular sense. Everv day a ship is in 
drv dock for lack of equipment or re- 
pair, thousands of dollars are lost. 

I'he dry dock owners do not know 
they have a customer until the ship 
moves in for reconditioning or repairs; 
the purchasing agent doesn’t know 
what to order until he learns the 
damage. But once he knows that, his 
phone is never on the hook. And the 
items he calls for must be there, re 
gardless of expense. i 

However, most parts—even the 
damaged parts from foreign ships— 
can be duplicated in the dry dock’s 
own pattern and machine shops. This 
means spot service with the correct 


other customer the 


BARNACLE “BARK” heave-o 
from giant screw. Eight inch gringler 
replaced “hack and chop” of old 


gets 


and best tools and equipment, which 
is where Mr. Vollmer enters the scene, 
armed with his freedom-of-the-yard 
pass. 


How To Sell Them 


Selling to the shipyards is only 
slightly different from sales to other 
lines of industry. As with other ac 
counts, Mr. Vollmer first clears 
through the purchasing agent—but he 
doesn’t get his “okay” to go into any 
of the shops without good reasons. 
The salesman doesn’t “get” unless he 
“gives”. 

At The Maryland Drydock Co., for 
instance, the salesman must have some 
tool, or knowledge, that will 
save money, time or labor. One sales 
man, who called while Mr. Vollmer 
was present, was on the way out 
minus an order for drills he had been 
secking. This salesman suddenly re 
membered a little gadget he carried in 
his pocket, and had forgotten to 
show. Frank Carter, the purchasing 
agent, saw an immediate use for the 
tool and sent the salesman out to see 
his machine shop supervisor. It was a 
simple device, cost only $8.00 or 
$9.00, but it saved 100 hours on a job. 
Mr. Carter bought several of them. 


some 


Machines Replace Hands 


Automatic machinery, — naturally, 
has made big inroads around the yard. 
Where time counts so heavily, the 
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NEW TYPE TAPE interests Foreman 
Paul G. Weber, who bought levels, 
reamers, cutters and end mills on desk 


faster the job can be done, the sooner 
the ship can be off the ways and out 
on the shipping lanes earning money 
for its owners, 

It wasn’t so long ago that barnacles, 
those tenacious crustaceans that load 
a ship’s bottom and screw on every 
trip and slow her down, were hacked 
and scraped from the ship’s side with 
anything that was handy and sharp. 
But no more. Mr. Vollmer sold the 
portable grinders that do the job today 

and the 8, 9, 10-in. wheels to go 
with them. And the shipyards are a 
ready market for portable saws, drills 
and hammers. 


Not All Metal 


Although ships nowadays are made 
mostly of metal, wood still plays an 
important role in their structure and 
fitting (not counting its part in pat 
terns of metal parts to be cast). The 
wood used must be durable; it must 
withstand sea-rot and stresses of heavy 
weather. It requires a first class pattern 
shop to work these woods. Equipping 
and keeping these shops at peak eff- 
ciency is one of Mr. Vollmer’s most 
important activities. 

There is no industry, Mr. Vollmer 
believes, where “‘service’’ is more heav- 
ily relied upon than in a ship repair 
vard. They, too, are a service industry, 
which makes them naturally apprecia- 
tive of the distributor’s function and 
methods. 








FAMILIAR SIGHT at Indiana Manufacturers Supply Co., 


Indianapolis, are these Defense Orders, with more coming 


INDIANAPOLIS DISTRIBUTOR SAYS: 


a ever, day. Distributors can save priority headaches later, 
say ben Perkins and Frank Cruger, by making plans now 


“Priorities Are Here—Learn to Live with Them’ 


Hanpiinc “D.O ind anticipated prioritics need not be 
1 throbbing headache for a distributor, say Frank Cruget 
ind Ben Perkins of Indiana Manufacturers Supply Co., 
Indianapolis, if he takes three major preparatory steps 

1. Appoint someone within the organization to have 

complete charge of, and responsibility for, handling 
priority ratings 

Set up an adequate system for handling the paper 
work, keeping it as simple as possible 

Keep impressing all members of the distributor's 
ganization, particularly the salesmen, with the 
importance of obtaining priority ratings from cus- 
tomers 

We did those three things before and during the 
last war,” says Mr. Cruger, “and we had comparativel\ 
few problems. So we're doing the same things now, and 
expect to have just as smooth sailing this time.” 

Months ago, when it became evident that eventually 
many items were going to be handled under some sort 
of priority setup, Mr. Perkins and Mr. Cruger, partners 
in the firm, employed J. E. Greene to take complete 
esponsibility for handling priorities. It is Mr. Greene’ 
job to collect and study all available information on pri 
nities, and to answer salesmen’s and management's ques 

when they aris¢ 
It is his responsibility to work with the sales depart 


ment in securing the proper ratings from ustome! 


tions about 


ind with the purchasing department in_ replenishing 
inventory sold on priorities 


And it is his job to check the rated orders when thei 


come in as to form, and file them properly for future 
reference and use. 

‘We work with Mr. Greene to give him all the help 
we can,” says Mr. Perkins. ‘Information daily goes across 
our desks, on all phases of the Defense Order setup. Facts 
from the associations, from governmental agencies, from 
the newspapers, from whatever sources we can find are 
channeled to Mr. Greene for study.” 

The partners found during the last war that half the 
confusion of handling ratings is eliminated if one man 
is ultimately responsible for them. Salesmen and inside 
men were better able to serve customers, because all 
problems and questions concerning priorities could be 
referred quickly to the responsible member in the organ 
ization 

D.O. numbers and, when they come, pnority num 
bers are written on each order that comes in by telephone. 
Written orders from customers must have the numbers 
on them. All these orders go across Mr. Greene's desk. 
where he checks them for form. 

Under the Defense Order setup, it’s necessary that the 
order be identified by the letters “‘D.O” and two digits 
identifying the broad use of the items ordered. Although 
it is not the distributor's responsibility to see that the 
proper identifving numbers are used, he can save him 
self and his customers trouble if he uses ordinary judg 
ment and checks on obvious discrepencies, according to 
Mr. Perkins and Mr. Cruget 

Unless the certification, consisting of the words “Certi 
fied under NPA Regulation 2”, and the signature of an 
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authorized individual are on the order, a distributor 
may find himself unable to replace his inventory. It’s 
Mr. Greene’s job to see that these details are correct. 

\t Indiana Manufacturers Supply Co., when shipments 
made on preference ratings are subtracted from the inven 
tory control, the name of the customer and the rating are 
written on the card next to the subtraction. 

Ihe orders are then filed, by customers, in cabinets 
used only for orders filled on preference ratings, and are 
readily accessible to Mr. Greene for reference. 

When an order is sent by the purchasing department 
to replenish inventory depleted by defense orders, the 
D.O. number is copied off the inventory control card. 
This requires no extra rustling through the files, as all 
orders placed by the purchasing department are noted 
on the inventory cards when orders are made up. 


System Is Simple 


“It’s a simple system,” says Mr. Cruger. “And the very 
fact that it is simple holds down the costs of processing 
these orders. We found during the last war that it’s not 
only unnecessary, but very undesirable to try to work out 
too elaborate a method of handling these orders.” 

It’s the outside phase of handling rated orders, covered 
by Mr. Perkins and Mr. Cruger’s third major preparatory 
step, that is not as easily taken care of. 

“We've found that many customers who have received 
defense orders never bother to use their ratings,” say 
the partners. “And, of course, we have no way of know 
ing whether they are entitled to special service or not.” 

Mr. Cruger cites the case of the customer who called 
H. J. Mertz, manager of the sales department, and 
requested a delivery date on six spindle drill presses. Mr. 
Mertz wired and learned it was a twelve week delivery 

The next morning, he called the customer. 

“I can’t wait twelve weeks for that stuff,” shouted the 
customer. “We're making bazookas down here and need 
those presses right away.” 

Mr. Mertz suggested that the customer apply to the 
Department of Defense for a D.O. rating. 

“D.O. rating—we've already got one of those,” replied 
the customer. Mr. Mertz got the number, Mr. Greene 
wired the factory, and the bazooka-making customer had 
his drill presses in three days. 

At that point, Mr. Perkins and Mr. Cruger decided 
there might be other customers who had ratings and 
were not using them. So they started a drive to make all 
their customers, through their salesmen, aware of the 
importance of D.O. ratings 

“Needless to say,” said Mr. Cruger in a letter to the 
firm’s salesmen, “we are not anxious to sell our mer- 
chandise without priority, and then not be in a position 
to replace it promptly. This does not mean that we will 
not sell to a customer who does not have a priority, but 
it docs mean we must get the contract number or the 
‘D.O.” number whenever a customer has one. You will 
find more customers operating under these priorities cach 
day. ‘The main thing is not to forget to ask for the con 
tract number or the ‘D.O.’ number whether you are tak 
ing an order in person or over the telephone.” 

Since the members of the organization have become 
priority conscious, the volume of these orders has in 
creased rapidly each week. 

‘No businessman likes governmental red tape and 
control,” says Mr. Cruger. “But we might as well recog 
nize the fact that in this case it’s necessary, and though 
we think it might be set up better or handled more effi 
ciently by the government, we've got to live with pn 
oritics the way they are. That’s what we're trying to do 
in this firm.” 


PRIORITY INFORMATION is sifted by Mr. Perkins anc 
Mr. Cruger, who send it to individual handling D.O.’s 


QUESTIONABLE D.O. is checked by H. J. Mertz anc 
J 


E. Greene. Mr. Greene is firm’s priority specialist 


RATINGS are entered on inventory control sheets. H. H 
Kuchler works with Mr. Greene to keep records straight 
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NECESSARY DATA is entered from special too] orders and acknowledgments on 3 x § in. cards 


Trouble Handling ‘Specials’’—Try This 


Small file on custom tools saves Syracuse, N. Y. distributor, suppliers, 


of 


customers a lot 


\ LITTLE POstING when ordering o 
lot of 


reordering 
time, 


“specials” saves a 
money and trouble for the 
M. J. Kelly Supply Co., Syracuse, 
N. Y., specialists in cutting tools 
Special tools ordered by customers 
involve considerable time and expens: 
for distributors and suppliers in locat 
ing and checking specifications, quot 
ing, pricing and following up 
\ simple filing system devised by 
Bill Owens, office manager, elimi 
nated many of the difficulties in han 
dling, processing and following up 
orders for specials. ‘The 
ables Mr. Owens to 
1. Determine whether an order for 

a special tool is a new job or a 

repeat order 

Keep pricing and quotations on 

specials accurate 


system cn 


Determine price trends for indi 
vidual items 

. Check customers’ and suppliers’ 
prices 

. Avoid payment of initial tooling 
charges on repeat orders. 
. Anticipate — customers’ 
ments for specials. 

. Speed transshipment of specials 
to customers. 

.Save his own time as well as 
that of his supplier on follow-ups 


require 


Cabinet File Used 

Mr. Owens uses a cabinet holding 
visible margin card trays, such as is 
used to keep inventory data, to record 
the necessary data on specials. A card 
is made out for each special item or 
dered by customers. The customer's 
name and his blueprint number fot 
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time and trouble when placing repeat orders 


the special item is typed on the visible 
margin. Above this, also at the bot 
tom, is a product description, as indi- 
cated in the illustration. 

When an order for a special is re 
ceived it carries the customer’s blue 
print number. The order is checked 
against the file to determine whether 
or not it is a repeat order. If there 
is no card for the particular item, it 
is a new job. Then a new card is 
made out. The customer's order date, 
quantity and order number is en 
tered. When the supplier has been 
selected and an order made out, 
Kelly’s order number and sometimes 
the supplier’s name is entered in the 
fourth column. 

If Mr. Owens talks to the factory 
about the new order and learns the 
price and delivery date, he can quote 





a price to the customer. ‘This quo 
tation quantity and price) 1s en 
tered in the last two columns. The 
delivery date is posted in the sixth 
column. When the factory acknow] 
edges the order, the factory orde: 
number is entered in the fifth column. 

Naturally, an order for a new spe 
cial involves the same time and troubk 
is if the system were not used. It 
5 on repeat orders, however, that the 
savings are realized. Without the file, 
each order for a special would involve 
looking up previous orders for the 
ime item; checking the specifications; 
prices; probable delivery date, etc. This 
process would have to be repeated 
when the factory acknowledgment, 
ind Jater when the goods were K 
ceived 


System Saves Time 


Experience has demonstrated that 
the system is a time-saver. Now, as 
oon as Mr. Owens receives a repeat 
order, he merely locates the card and 
can read off an order to the facton 
over the telephone or wire the in 
formation in a matter of a few min 
utes. The file supplies the factory 
with all the data it needs to locate 
specifications, past orders, quotations, 
prices, etc 

As a matter of fact, the system also 
saves time and trouble for customers 
who do not have the necessary data 
handy when they need a_ particular 
special. From the file, Mr. Owens can 
tell the customer when he ordered it 
last, how many, what it cost. 

The availability of the necessary 
data on orders is equally advantageous 
when following-up, and when the 
shipment arrives. The imformation 
ibout each transaction for a special 
tool is concentrated on the card 


Historical Record Helps 


Ihe historical record of transac 
tions for each special tool helps M1 
Owens anticipate his customer’s need 
for the item. From the file Mr. Owens 
can tel] just how many tools the cus 
tomer uses in what time period. 

From the same study of frequency 
of purchase and quantities, Mr. Owens 
can remind customers of their special 
tool requirements and often save them 
time by getting them to place thei 
order ahead of time. He can tell 
them how many tools and how often 
they are using them and what the de 
livery lag will be. 

In cases where Mr. Owens knows 
that the special tools are still being 
used at the same rate and will be used 
in the future, he can put in a small 
stock sufficient to deliver them 
promptly when they are needed. 


SPECIAL TOOL ORDER is casv for Bill Owens, M. J. Kelly Supply Co., Svracuse, 


N. Y. with file of all past transactions handy 


NEW TRANSACTION data is posted to the file from the 


shipping clerk 


order b 


Francis O'Hara, 


SHIPMENT IS CHECKED with file upon arrival, insuring prompt trans-shipment 


of special products to right customer 
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THE SALESMEN 


OF YouR 


INDUSTRIAL 
DISTRIBUTOR 
iE 


ARE COMMISSIONED 
TO SERVE YOU: 


a 
Your 
Industrial 
Distributor 
ELIMINATES 
The Need For 
CARRYING | 
EXCESSIVE 
STOCKS 


| 


THE 
OISTRIGUTOR 


IS YOUR 
GEST SOURCE OF SUPPLY. of 
HE SAVES YOU SUPPLIES and EQUIPMENT 
TIME - MATERIAL - . 
MANPOWER 


Your 
Industrial 
Distributer 
CARRIES LARGE 


By “Using 
THE SERVICES OF YOUR 
INDUSTRIAL 
DISTRIBUTOR 
LARGE AND DIVERSIFIED 

STOCKS OF: 
SUPPLIES, TOOLS AND 


Your oe * le phone 


BRIGHTLY COLORED STICKERS GO ON DISTRIBUTOR’S SHIPMENTS, ‘THEY HELP .. . 


Sell Your Industry 


What’s good for the supply industry is good for you, says a Hoosier 


distributor; wider industry recognition results in a bigger pie for all to share 


Sev. THE INpUSrRY AND You SELL YOuRSELF”’ is more 
than a blue sky motto to J. J. Badalli, president of Stand 
ird Equipment & Supply Corp., Hammond, Ind 

He’s watched his sales figures and number of customers 
increase at much more than an average rate since he 
started a program of informing his community about the 
industrial supply business as a whole 

“Your profit will increase in dollars and cents if you, 
is a businessman, publicize vour entire industry,” says 
Mr. Badalli. “When I tell my customers about Standard 
Equipment & Supply, I'm advertising. When I tell them 
ibout all industrial distributors, then I’m engaging in 
public relations. And all American industry could do 
with a little more public relations.” 


l'o help publicize this industry, Mr. Badalli’s employees 
put one or more brightly colored stickers on every piece 
f mail and every package that leaves the firm’s head 
quarters. Each of these stickers stresses an advantage in 
buying from an industrial distributor. Not from Standard 
Equipment & Supply, but from any industrial distributor. 

“The main idea is to educate people to this industry,” 
savs Mr. Badalli If more people know about distribu 
tors, the total sales will go up. The first step is to make 
them conscious of who we are, as an industry, and to 
make them buy through the industry. Individual dis 
tributor profits are bound to follow, and we will be on a 
lot firmer base than if we just advertise ourselves 


as 
individuals.” 
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“PUBLIC RELATIONS is living right and letting the other 
fellow know about it.’"—J. J. Badalli, president of Standard 
Equipment & Supply Corp., Hammond, Ind 


STICKERS stressing advantages of buying from “Your Indus 
trial Distributor” are put on all mail and packages. Sales 
Manager A. A. Polito and Jerry Sengstock prepare box. 


The stickers on Standard’s letters and packages beat 
such messages as, “You Can Depend Upon Your Indus 
trial Distributor for Prompt and Regular Delivery Serv 
ice’, “Your Industrial Distributor Carries Large Stocks of 
Supplies and Equipment”, “Your Distributor Saves You 
lime, Material, Manpower’, and “Your Industrial Dis 
tributor Eliminates the Need for Carrving Excessive 
Stocks ‘ 

Not one of them mentions Standard Equipment & 
Supply Corp 

Mr. Badalli is on the lookout constantly for ways of 
publicizing the industry. Recently he ordered 500 
reprints of the section in the November issue of INpus 
rRIAL Disrripution, “Distnbution in Today's Economy”, 
which outlined how the industry is ready and capable of 
playing an essential part in the country’s mobilization 
program. These he mailed to practically evervone in his 
section of the country in a position to influence opinion 

These included individuals connected with veterans’ 
organizations, manufacturers’ associations, chambers of 
commerce, banks, churches, city, county, and township 
idministrations, fraternal orders, veterans’ employment 
offices, schools, libraries, and to state and national repre 
sentatives 


“DISTRIBUTION IN TODAY’S ECONOMY”, from 
November 1950 issue of InpustRiAL DistriBuTION is mailed 
to 500 individuals and organizations by Miss Lois Williams. 


EMPLOYEE NEWSPAPER is run off duplicating machine 
by Mrs. Mabel Heiter. Mr. Badalli includes employees as 
recipients of his overall public relations program 


Mr. Badalli’s public relations program on a_ personal 
basis consists of monthly meetings, excepting July and 
\ugust, between management, salesmen, and customers. 
Each month, 40 or 50 customers are invited to spend an 
evening in the recreation room at Standard Equipment & 
Supply Corp 


Food and beer is served, and the men spend the eve 
ning sitting around in groups discussing mutual business 
problems. If the customers wish, they are shown through 
the company’s offices and warehouses. No sales talks are 
given and no effort is made to sell anything except, 
indirectly, the value of the industrial distributor. 

Standard’s employees are not neglected in Mr. Badalli’s 
public relations program. Through group meetings and 
the employees’ regularly published company paper, he 
keeps all members of the organization fully informed as 
to what company policies and problems are, and how the 
company’s profits are derived 

“Pnblic relations is nothing more than living right and 
lettink the other fellow know about it,” according to 
Mr. Badalli. ‘““We distributors are not in a profiteering 
business; we've got nothing to be ashamed of. So why 
don’t we trv to sell our business as well as our merchan 
dise to our customers?” 
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Conveyors Speed Paperwork 


Ducommun Metals & Supply installs 400-ft. of conveyor 


belts and eliminates runners, bunching of orders and 


slack periods; keeps work flow constant 
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. ON ITS WAY 


stockroom 


goes the yrder—to 


r warehouse 


How MUCH FOOTWORK is involved in 
your sales, credit, inventory and ship- 
ping department? 

The answer at Ducommun Metals 
& Supply Co., Los Angeles, used to be 
too much’’—that was when girls were 
emploved to “run” batches of papers 
from one department to another. ‘The 
answer is different now—Ducommun 
Metals has taken the footwork out ot 
paperwork. 

More than 400 feet of document 
conveyors have climinated runners. 
have smoothed out paper processing 
to a steady flow, have saved thousands 





2. TYPISTS 


hey 


3. CREDIT AUTHORIZERS receive orders from typists on an average of one every 
] 
i 


5 seconds 


hecked, the 


I'he orders nde on a flat belt that 
ders are dropped into a slot (front of inter-com, night center) for 


is about 40-ft. long. After credit is 


transmittal t vill call” or to “stock records” 





THINKING OF INSTALLING CONVEYORS? 
HERE ARE SOME PROBLEMS TO LOOK FOR 


Che Ducommun installation presented some problems which any paper con 


veyor is bound to point up 


1. How, for instance, should conveyors and chutes be constructed? Should it 
be possible to put paper in either the long or short way? Solution: Chutes, 
since paper is free falling for some distance, must be made to take paper 


either way. Conveyors can take them either their long or short sides 


Below-floor 
rooms travel just under the basement ceiling 


conveyors to Will Call and stock 
Solution: ‘To avoid drafts 
which might blow papers from conveyors, a 4-in. high chute of sheet metal 
was built in these The belt travels in the bottom of this pro 
chute 


Another problem is drafts 


locations 


tective 


Another problem was that paper, because of static electrical charges built 
up on the various sections of the original all-rubber belt, stuck to the con 


6. END OF THE LINE is in the stock 


room and orders are not bunched 


of man-hours and, in brief, have put 
Ducommun in the position where it 


with 
man 


can process 2,000 orders daily 
real efficiency. The savings in 
hours come from two sources 

1. Runners formerly wasted 
waiting for a sufficiently large batch 
of papers before making a trip—wait 
ing was the most economical expendi 
ture of time under the old system. 

2. Office workers frequently had to 
sit and wait for papers to arrive. 

Now, not a single Ducommun office 
worker has to leave his desk to fetch 
papers from the time an order is taken 


time 


vevor 
belts and “sandwich belts” 
belt 
vides a non-skid surface 


Solution: Many types of belts have been tried, including cotton 
The latest is a rubber impregnated cotton duck 
The cotton prevents building up of static charges 


The rubber pro 


Chutes from time to time have given some trouble, but these have been cor 
rected, either by redesign or by instructing personnel in their proper use 





salesman until the 
order reaches the stockroom. Con 
veyors flow smoothly and _ noiselessly 
right beside desks and carry the papers 
in an even flow from department to 
department. 

About three years ago, Ducommun 
executives took stock and decided to 
install conveyors. Since then they've 
steadily expanded the installation. 

Here’s how it works 

The desks of inside telephone sales 
men—about 40 of them—are stag 
gered on either side of two parallel, 40 
ft. long V-shaped conveyors. Thesc 


by a_ telephone 
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are vertical conveyors—the only ones 
of this type at Ducommun. They are 
10-in. deep and vary from about 24-in. 
wide at the top of the V to 3-in. wide 
at the bottom. Papers are placed in 
them horizontally. The belt here, as 
elsewhere in Ducommun’s office and 
warehouses, runs at a constant 100 
feet per minute speed. The paper 
doesn’t weigh enough even at maxi 
num load to vary the speed 
Once a_ telephone. salesman _ has 
taken an order and written it up, he 
places it in the conveyor beside him. 
(Next page, please ) 
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CONVEYORS SPEED PAPERWORK (Continued) 
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CONVEYOR LINES eliminate footwork in paperwork at Ducommun. Belts travel 100-ft. per minute. 


Uhe order travels 40 feet to a typist 
who can shut off the convevor if, for 


iny reason, her work should pile up. 


The typist types up a six-part order 
form and then merely reaches in front 
of her typewriter to deposit the order 
on a horizontal, 10-in 
Vhis convevor 
iuthorizers 


( redit, 


wide conveyor 
travels to 
They check customers’ 
OK the orders, and then send 
them on to the next department 

At cach credit authorizer’s desk, a 
decision must be made. If the 

Rush’’—with a customer 
it “Wall Call 


, 
the order goes by 


two credit 


order 
waiting 
to pick up the item 

conveyor to Will 
Call, while a duplicate copy is dropped 
nto the “Stock Records” slot for a 
65-ft. tip to that department. Both 
ind the 60-ft. long 


CONVECVOTS 


the stock records 
Will Call 
fice floor 
If an order Rush’, it 
long with duplicates, to stock records, 
vhere a perpetual inventory system is 
maintained At stock rec I] 
inother decision must be 
1. If the item requested is in_ the 
stockroom, the order 
130-ft 


+ 1} } 
travel beneath the 


is not goes, 


ords, stil 


mac 


there 


moa CONVCVOT 


2. If the requested item is a ware 
house item, the orders travel by 
pneumatic tube to the warchousc 
office. 

\ pneumatic tube is used for rout 
ing to the warehouse primarily be 
cause of the distance involved. While 
the tube involves more handling at 
both ends, it is still relatively 
nomical, although, in time, it too may 
be replaced by a convevor 

Special handling is given Will Call 
orders to expedite their processing 
Ihe direct conveyor to Will Call cuts 
valuable minutes from time needed to 
fill the order 


eco 


One Step at a Time 
Ducommun officials are 
templating still another convevor—on¢ 
to carry shipment papers from the 
shipping department immediately 
upon their completion. Batching at 
this point has been increasingly notice 


now con 


ible with the increase in sales 
installa 


took 


installed 


In approaching convevor 
Ducommun_ officials 

step at a They 

vevors wherever serious batching and 
bottlenecks appeared. Now, all bottle 


tion, onc 


timc con 
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necks have been ironed out and elim- 
inated except at the shipping depart- 
ment—so that is the logical place for 
installation of the next conveyor. ‘The 
problem here, as elsewhere, is how to 
climinate batching. 

Batching — using runners — means 
that personnel sit around waiting for 
papers. Suddenly they are handed a 
hundred orders and they're swamped. 
With  smooth-running — convevors, 
work is steady, unrushed, even. ‘This 
is important trom a fatigue point of 
view, Ducommun officials said 

Each conveyor is run by a separate 
clectric motor—ranging from } to 1 
h.p. ‘The motors are wired for start 
ing and stopping by strategic person 
nel—just in case work does pile up 
for any For instance, the 
typists can shut off conveyors from 
the two credit authorizers 
can stop the typists’s convevor. 

Ducommun’s management is satis 
fied that over the short run—from two 
to five vears—the convevors will more 
than pay for themselves. Conveyor 
costs vary greatly with the installation, 
but somewhere between $17 and $23 
1 foot seems to be the general rule 


reason 


salesmen; 
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February: New CMP. scheduled to start July 1. is same as old but only single 


priority band will be used . . . Price agency sets up Cutting Tool and Industrial 


Supplies Section . . . Essential activities list may be changed to conform to 


Selective Service requirements 


New CMP Same As Old: 
Start Set For July 1 


The new Controlled Materials Plan 
is scheduled to go into full operation 
on July 1. Due to the pressure of 
industry for maintenance, repair and 
operating supplies priorities assistance, 
an MRO regulation has an advanced 
position in the unveiling schedule. 

From March 1, a series of an- 
nouncements about the General CMP 
Regulation, an NPA directive regula- 
tion on the “DO” rating, a metal 
distributor regulation laying out cer- 
tification procedure, will reveal the 
new plan in its entirety. 

In general, the new CMP will ad- 
here closely to the outlines of the plan 
as developed in the final stages of 
World War II. However, there will 
be only one priority band instead of 
the many which existed when the 
first CMP was introduced. The “DO” 
rating will be retained. There will 
be allotment numbers. In addition 
to the current “M” orders, which 
will have to be revised in some in- 
stances to conform with the new con- 
trol plan, there will be “L” (limita- 
tion) orders. 


Spadework Finished 


The Production Controls Staff of 
NPA, under Walter C. Skuce, war- 
time head of WPB’s CMP division, 
is just about finished with its work 
on the preparation of new CMP ma- 
terial lists (names, shapes and forms); 
CMP application, allotment and sta- 
tistical report forms; a “B” products 
list naming all essential industries 
which will receive priorities assistance 
and allocations of controlled ma- 
terials; “Bill of Material” forms and 
an allotment number system. 

Prime users of the controlled ma- 
terials which are steel, copper and 
aluminum, will receive their applica- 
tion forms for allotments about April 
15. These will firm up estimates al- 
ready in the Program Bureau, which 
does the screening. 


As far as manufacturers of indus 
trial supplies are concerned, these ap 
plication forms will come from the 
Industry Divisions of NPA. ‘The 
Machinery and Iron and Steel Divi 
sions are the claimants for most of 
the products handled by industrial 
distributors. 

“L” orders will be introduced start 
ing May 1, tailored to fit into the 
new CMP scheme of controls. 

Claimant agencies designated by 
DPA administrator William H. Harri 
son are initially responsible for re- 
quirement estimates, but as the plan 
passes the first stages, these estimates 
will be coming from industry more 
and more. i 


To Pass On Estimates 


After screening the requirement 
estimates, the Program Bureau will 
then submit them to the Require 
ments Committee of the Defense 
Production Administration, the final 
arbiter on who gets what and how 
much. One of the big questions re 
garding the new plan is whether or 
not to “open-end” it. “Open-ending” 
would leave non-essential producers 
scrambling after what was left of the 
controlled materials once it had been 
allocated. 

When the Requirement Commit- 
tee decides the allocations, DPA Ad- 
ministrator will announce what allot- 
ments were made about May 31. 

The claimant agencies, including 
the industry divisions, will then make 
their allotments to prime consumers 
on June 30. Prime consumers then 
can make their allotments to their 
sub-contractors and the new CMP 
will be in the working stage. 

For fourth quarter operations, 
prime consumers will have to have 
their applications for allotments in 
by July 15. NPA’s field offices will 
begin processing small fourth quarter 
applications around Sept. 1. 
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OPS Establishes 
Industrial Units 


Industrial distributors will have to 
deal with sections in two newly estab- 
lished divisions of the commodity 
pricing field in the Office of Price 
Stabilization. The key section for 
distributors is the Cutting Tools and 
Industrial Supplies unit of the Ma- 
chinery Branch in the Industrial Ma 
terials and Manufactured Goods Divi 
sion, still unmanned. 

At this stage, the organizational 
pattern of OPS is still tentative and 
will be changed as conditions war 
rant. Most of the branches and sec 
tions of the divisions are not staffed 
vet. Recruiting is pretty slow in spite 
of energetic efforts. Key positions 
aren't being filled very rapidly. 

The divisions, branches and 
tions of most concern to distributors 
and their suppliers are: 

Industrial Materials and Manufac- 

tured Goods Division 
Basic Metals Branch 
Fabricated Products Section. 
Warchouse and Supply Ma 
terials 
Steel Mill Products 
Machinerv Branch: 
Cutting Tools and Industrial 
Supplies. 
Machine _ Parts 
assemblies. 
Electrical enerating 
Power Equipment. 
General and Auxiliary 
chine. 
Rubber, Chemicals and Drugs Divi- 
sion: 
Chemical and Drugs Branch: 
Protective Coatings Section. 
Rubber Branch: 
Rubber and Rubber Products 
Section. 
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Q&A 





QO. Mechanics in a plant assigned a 
DO rating want to buy micrometers, 
gages, etc. How can they get priori- 
ties? 

A. A responsible official of the plant 
should contact NPA field office. 














Essential Industry 


List Due For Change 


\ithough industrial distribution is 
urrently classified as an “essential 
ictivity” on the Department of Com 
tentative list, there is no 
that it will remain as such 
Commerce 
revision of 


merce s 
guarantcc 
The reason 


i drastic 


is considering 
the list on 
stricter criteria in order that it can be 
used by Selective Service as a guide 
to granting deferments 

One of the major problems handed 
to Dr. Arthur S. Flemming, Ohio 
Wesleyan president, on his appoint 
as assistant in charge of man 
power problems to Charles E. Wil 
mobilization director, was that 
of unraveling the knotty question of 
deferring essential workers from mili 
tary duty. One of the keys to the 
problem is a more critical definition 
if essential activities 

Dr. Flemming, in his new capacity, 
will preside for Mr. Wilson at meet 
ings of ODM(’s Manpower Policy 
Committee. One of the committee’s 


ment 


son, 


top assignments is to advise the ODM. 


chief on problems relating to man 
including the allocation of 
to meet civil and military 
requirements. 

Even before Dr. Flemming’s ap 
pointment, the Interagency Commit 
tee on Essential Activities and Critical 
Occupations of the Commerce and 
Labor Departments began considering 
drastic revisions of their lists 

Up to now, the lists haven’t meant 
h. The only use found for them 
the Defense Department in 
considering delay in calling up reserv 
the National 

pavs no at 
despite the fact 


power, 


ii inpower 


vas by 


ists and members of 
Guard. Selective Service 
tention to the lists, 
that Col. Percival S. Moses, special 
issistant to the Director of Selective 
Service, is an advisor to the Joint 
mimiuttee 
The idea of 


, 
make the 


hanging the lists is to 
m useful guides in granting 
deferments to Selective Service as well 
is the Defense Department. Such a 
revision would mean cutting both lists 
the activities list 
more than the occupation list 

If Selective Service the 
changed lists, it might be necessary 
to prepare a sort of secondary list of 
esiential activities and critical occupa 
tions. This secondary list would be 
needed for such purposes as U. §S 
Employment Service job referrals, 
wage-freeze negotiations, etc 


down considerably 


uses 
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Although the current critical oc 
cupations list does not include any 
job within a distributor's organiza 
tion, the Defense Department has a 
stated policy and procedure in grant 
ing deferments to its civilian com 
ponents in “key managerial jobs” 
Ihe four criteria used in determining 
delaving a call to active duty are 

1. ‘The member’s call to active duty 
would cause material loss in produc 
tion, services or research necessary to 
the national health, safety or interest 
2. The urgency of the civilian work 
outweighs the need of the armed 
forces for his services 

3. Requests for delay to active 
duty of men under 26 vears of age 
will be considered only in exceptional 
CaSeS 

+. Written representation is sub 
mitted giving specific justification for 
delay in call to active duty 

All four criteria must be met and 
either the one to whom the call is 
made or the employer can request the 
delay 


Nickel Plating Is 
Out For Small Tools 


There'll be no more nickel plating 


of small tools after April 30. NPA 
iumended its nickel order (M-14) on 
Jan. 23 to permit use of nickel in only 
highly essential items. The amended 
order ksts a wide range of products 
in which nickel silver or nickel plate 
may not be used beginning March 1, 
ind items in which nickel bearing 
stainless steel or high-content nickel 
illovs may not be used beginning 
April | 

The tools in which no nickel plate 
will appear after April 30 are: drills, 
flexible metal tapes (except measuring 
tape), hammers, planes, pliers, power 
except for functional parts), 
punches, rules, saws, screw drivers 
and wrenches. The same for 
such hardware items as screws, nails 
ind tacks. 

Provisions of the original 
have been extended to inelude nickel 
salts, chemicals and residwes derived 
as a by-product of copper refining 
The amendment also exempts certain 
usages necessary for repair parts to 
keep existing facilities in working 
order 


tools 


goes 


order 
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Hand Tool Makers 
Urge Standardization 


An NPA order establishing stand- 
irdized types and varieties of hand 
tools was recommended by the Hand 
Service Tools industry advisory com 
mittee as a means of conserving crifi 
cal materials 

Manufacturers pointed out to NPA 
officials that an order of this type 
operated successfully during World 
War II and_ provided — sufficient 
wrenches, pliers, screw drivers and 
other small tools to meet essential 
requirements. By reducing the dif 
ferent types of tools produced to a 
minimum, less steel and other ma 
terials would be held in inventories, 
thev added. 

A committee task group was named 
to submit specific recommendations 
on standardization. 

NPA’s assistance in obtaining ade 
quate raw material supplies on an in 
dustry-wide basis was also asked 
Manufacturers described current dif 
ficulty in obtaining steel. They re 
ported that their inventories and 
those of distributors and factory tool 
cribs are depleted 

The tool industry uses than 
one percent of the nation’s steel, the 
manufacturers told NPA, and its sales 
total $100 million annually. If the 
industry obtains enough material, it 
can probably produse $115 million 
this year without plant expansion 

Industry men on the advisory com 
mittee include: Horace Armstrong, 
Armstrong Bros. Tool Co.; F. §. Dur 
ham, Jr.. Bonney Forge & Tool 
Works; F. FE. Hutton, Cornwell Qual 
ity Tools Co.; M. L. Peterson, Cres 
cent Tool Co.; Martin Tveter, Duro 
Metal Products Co.; Robert W. Kerr, 
Herbrand Div... Bingham-Herbrand 
Corp.; Ralph Peo, Fairmount Tool & 
Forging Co.; Roger Palmer, Snap-On 
Tools Corp.; R. T. Frisbie, New 
Britain Machine Co.; Morris B 
Pendleton, Plomb Tool Co.; Joln 
Deliso, Stevens Walden, Inc.; Edwin 
Krall. The Vichek Too] Co.; E 
Wilcox, J. Hl. Wiliams & Co.: 
Harry B. Curtis, Bridgeport Hard 
ware Mfg. Corp.; John Merker, Black 
hawk Mfg. Co.: Nelson M. Graves, 
Barcalo Mfg. Co., and O. J. Mitchell, 
Union Steel Chest Corp 

Committee members indicated that 
1 cutback in production may cause 
skilled workers to seek other employ 
ment, thus making them unavailable 
for future defense work in hand tool 
production. Representing NPA were 
Lindsay C. Howell, Kenneth Hunter 
and Harold Larson 


less 











New NPA Orders 





M-21, Methylene Chloride (Jan. 
11)—restricts use of finer grade to 
“DO” orders and film rather than for 
paint remover and dry cleaning 

M-22, Aluminum Scrap (Jan. 11)— 
regulates segregation, acceptance and 
delivery 

M-23, Carded Cotton Sales Yarn 
Jan. 12)—governs placing, accepting 
ind scheduling rated orders, estab 
lishes lead times. 

M-24, Tin Plate and Terne Plate 
Jan. 27)—sets permitted uses and ma 
terials in and maximum per 
mitted coating of tin or terne plate 

M-25, Tin Cans (Jan. 27)—restricts 
use of tin and terne plate 

M.-26, Tin Plate Closures (Jan. 27) 

specifies maximum tin coatings 

M-27, Collapsible Tubes (Jan. 27 

specifies amount of tin to be used. 

M-28, Leather (Jan. 17)—regulates 
placing, accepting and scheduling 
rated orders. 

M.-29, Horsehide Fronts and Deer 
skins (Jan. 17)—prohibits tanning or 


uses 


dressing except for military use. 


M-30, Tungsten (Jan. 22)—provides 
for complete allocation, makes substi 
tution mandatory where possible. 

M-31, Chloride Jan. 23)—sets 
limits for acceptance of rated orders 
ind provides methods by which users 
f “public health” chlorine can obtain 
it 

M-32. Ethyl Cellulose (Jan 
sets limits on rated orders a producer 
must accept 

M-33, Molybdenum (Jan 
limits inventories to 20-day supply 

M.-34. Sole Leather (Feb. 5 
prescribes how it must be processed 
ind cut 

M-35. Cattlehide (Feb. 5)—Re 
stricts sales and deliveries 

M-36, Paper (Feb. 8)—requires pro 
ducers to establish reserves of desig 
nated grades 


— 


Amendments 


M-18, Pigs and Hogs Bristles (Jan 
}2)—sets inventory restrictions, re 
quires reports and limits use. 

M-4. Construction (Jan. 13)—re 
quires authorization for erection of 
ertain types of building construction 
Feb. 9)—exempts from authorization 
certain tvpes of buildings 

M-1, Iron and Steel (Jan. 22)— in 
creases percentage ceilings for accept- 
ing rated orders; establishes specific 
inventory controls, adds several prod 
ucts to original list, establishes mini- 


mum mill quantities for rated or other 
NPA directed orders. 

M-15, Zinc (Jan. 15)—defines ‘“‘man 
ufacture” and clarifies term “‘zinc”’ 

M-14, Nickel (Jan. 23)—lists items 
in which no nickel silver or nickel 
plate can be used after April 30. 
Keb. 8)—bars manufacturers of nickel 
alloys from extending ratings to re 
place nickel used prior to Jan. 1 to 
make stainless steel, high-nickel alloy, 
nickel silver or other nickel alloy. 

M-S, ‘Tin (Jan. 23)—lists permitted 
uses of tin and specifies tin content. 

M-22, Aluminum Scrap (Jan. 23) 
postpones effective date of certain pro 
visions until March 1 to permit addi 
tional firms to process. 

M.-20, Iron and Steel Scrap (Jan 
29)—establishes inventory limitations 
and establishes allocation 

M-16, Copper and Copper-base 
Alloys (Jan. 31)—regulates acceptance, 
delivery and distribution 

M-2, Rubber (Feb. 1)—Simplifies 
styles, tvpes and colors in products, 
reduces civilian consumption and in 
creases production of camelback 

M-5, Aluminum, general (Feb. 1) 

Raises portion for which producers 
must accept “DO” orders 


7 


H. K. “Tony” Clark, president of the 
Carborundum Co., is back in Washing- 
chairman for production 
management, Munitions Board. For- 
merly with WPB, Mr. Clark now will 
supervise in the Munitions Board the 
Office of Management and Industrial 
Security, Office of Military Production 
Programs, the Facilities and Construc- 
tion Division and the Aircraft, Petro- 
leum and Electronic Division 


ton as vice 
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Tungsten Use Cut 
For High Speed Steel 


NPA’s tungsten order (M-30) dras- 
tically curtailed the use of tungsten 
but cutting tool manufacturers got 
some relicf from an NPA directive 
which ordered producers and handlers 
of molybdenum to honor only “DO” 
orders and non-rated orders from pro 
ducers of high speed steel. Molyb 
denum is a substitute for tungsten 
in high speed steel and that was the 
object of the NPA order. 

Ihe tungsten order set up the fol 
lowing controls over the manufacture, 
sale and use of tungsten bearing high 
speed steels: 

1. No one can order for delivery in 

any one month more than 20 percent 
of his total requirements of Class 
B (12 percent or more) high speed 
steel 
2. Producers of high speed steel 
can accept orders for producing and 
shipping such steel and steel products 
only in the following ratio: at least 
80 percent low tungsten content steel 
ind not more than 20 percent high 
tungstcn content steel. 
3. No one can receive in any one 
month more than 20 percent of his 
total requirement of high speed steel 
in the form of Class B (12 percent 
or more tungsten). 

4. No one can place orders for, or 
iccept delivery of tungsten bearing 
high-sreed steels except for actual 
use. ‘This ban doesn’t apply to dis- 
tributors if they place their orders 
iccording to pp. 2 and 3. 

These controls do not apply to 
small manufacturers who use 500 Ibs. 
or less of tungsten a month. Grinding 
wheel manufacturers are limited to 50 
Ibs. a month. 

NPA followed up the tungsten 
order quickly with directives to pro- 
ducers, handlers and marketers of 
molybdenum to make no deliveries in 
anv form except to: 

1. Those having “DO” ratings. 

2. Those non-rated orders for which 
molybdenum is scheduled for use in 
high-speed steel. 

The directives also instructed pro 
ducers to deliver not more than 50 
percent on either “DO” orders or on 
any non-rated orders for high-speed 
steel. 

At the same time, NPA issued 
Order M-33 limiting molvbdenum in 
ventories to a 20-day supply. 

Hacksaw blade and metal cutting 
band saw manufacturers said the move 
mav help them to increase production 
Thev will shift from tungsten to 
molybdenum high speed steel 
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the 


DO's Aluminum 
Percentages Upped 


Although NPA raised the propor- 
tion of aluminum for which producers 
ind fabricators must accept rated 
DO) orders by 10 to 20 percent for 
specific shapes and forms, distributors’ 
ceilings remain the same as before. 

Ihe higher ceilings for producers 
went into effect Feb. 1 as a result of 
1 change in rules (M-5, Amend. 1) 
Producers and fabricators now must 
take rated orders for as much as 45 
percent of their anticipated total ton 
nage of production in any one month. 
here is no change in the percentage 
of “DO” orders that distributors 
must accept and the 60-day lead time 
remains in effect also 

Ihe new ceilings for fabricators are: 
Sheet, plate, circles, blanks 40%; 
Extrusions and tubing 45%; Rolled 
Rod, bar, wire, cable 
Forgings and pressings 60%; 
Castings 40%; Secondary _ ingots 
45%; Other mill products 40%. 

\t the same time, NPA amended 
Order M-7 banning the use of alumi 
num for some 200 odd “non-essen- 
tial” items such as ash travs, badges, 
bar equipment, furniture, toys, sport- 
ing goods and waste baskets. This 
will hit some distributors’ customers 
pretty hard, especially those who de- 
pend upon aluminum as the major 
raw material, particularly furniture and 
storm window manufacturers. The de 
fense demands for aluminum are so 
great, substitutes will have to be 
found. 

Previously, NPA had cut back on 
use of aluminum for civilian purposes 
to 75 percent of last year’s levels in 
I’cbruary, and to 65 percent in March 


shapes 30%; 


2-7 
35> 70: 





Q&A 





Q. Can a DO rating be obtained 
for repair parts for an old machine 
icquired before the priorities system 
became effective? 

A. Yes, such repair parts are con- 
sidered as accessories for production 
equipment and if the applicant is 
working on Defense Orders, he may 
iwply on Form NPAT for permis 
sion to use DO-98 


Q. Can the armed forces assign a 
DO rating to a moving contractor to 
obtain steel strapping and crating ma- 
terials for packing household effects 
for military personnel? 

A. No, NPA regulations do not 
allow any DO ratings for such pur- 
poses 











ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS .. . 


» Sales hit $3.2 billion 


- Inventories advance 12 percent 
- Number of employees up 9 percent 
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1950’s Dollar Sales Set Record High 


DiIsTRIBUTOR SALES BOUNCED BACK in 1950 to an 
estimated $3,190 million, 30 percent above 1949's 
level. This performance meant a new high in dolla 
sales, breaking by 6 percent the previous record set 
in 1948 

This is the story of 1950, as reported by Inpus 
rriat. Distrrpution’s Annual Survey of Distributor 
Operations. Other facts revealed by the Survey 
include 

I'he estimated dollar value of distributors’ inven 
tories across the country was 12 percent higher at the 
end of 1950 than at the end of 1949. 

Distributors increased their total employee force 
by 9 percent in 1950. The number of industrial 
supply salesmen increased 5 percent durigg the past 
year. 

The average sales per employee were up 23 percent 
in 1950, to an estimated $30,000. Sales per salesman 


were up 27 percent, to an average of $191,000. 

Both the number of invoices billed and the size of 
the average invoice increased appreciably. Approxi- 
mately 15 percent more invoices were billed by dis- 
tributors in 1950 than in 1949. The size of the 
average invoice was also up 15 percent, to an esti- 
mated $42.00. 

To summarize: Every phase of activity measured 
by the Survey increased substantially in 1950. 

This Survey is made possible every year by the 
cooperation of scores of distributors across the United 
States, who supply us with their confidential operat- 
ing data. 

These data provide the source for the most reliable, 
current measurements of activity published in our 
industry. The editors’ thanks, and the sincere appre- 
ciation of the entire industry is due these cooperating 
distributors for their interest and help. 
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MONTH BY MONTH index shows level 


ind 1950 


of sales in 194 
Sales started a gentle rise in D« 1949 


ember 


really hit their stride last May. They declined a little from 
September to November, and started up again in December. 


The Story of 1950 


Dollar Sales at New High 


Industrial supply distributors’ estimated sales of $3,190 
nillion in 1950 exceeded any previous year's dollar vol 
ime. However, a careful distinction should be drawn be- 
tween dollar sales and physical volume of goods handled. 

Distributors will remember 1950 as a year of con- 
tinual price increases, as well as of increased sales. These 
numerous and, in the aggregate, substantial price hikes 
meant that the physical volume of goods handled was 
considerably less than the increase in dollar sales indi- 
cates 

Not all distributors fared as well as the national aver 
age in 1950. The table below indicates that there were 
extreme variations between the performances of individ- 
ual distributors 


Increase or Decline 
In Sales 
1950 over 1949 


Percentage of 
Reporting Firms 
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Inventories Rise Slowly 


January 1, 1951 saw a total increase in distributor in- 
ventories of 12.3 percent above the beginning of 1950. 
Since this percentage is based on dollar figures, the 
physical rise was appreciably less. 

Considering the effect of rising prices on the size of 
inventories, it appears that most distributors did not in- 
crease their inventories at the same pace with which their 
sales increased. 

Primarily, this was because distributors were unable to 
secure prompt or even reasonable delivery on many items. 
This problem is bothering most distributors, as pointed 
out on the last page of this survey, and it probably will 
increase in seriousness during 1951. 

Inventory fluctuations ranged from plus 6 percent in 
the Pacific region (the region which showed the greatest 
increase in sales), to plus 36 percent in the Middle 
Atlantic region. It would appear from this that West 
Coast distributors, with their higher sales volume, are 
facing a considerably greater problem in replenishing 
inventories than other supply houses across the country. 


Number of Defense Customers 
Covers Wide Range 

In responding to the survey, distributors were asked, 
“Of the total number of your customers, approximately) 
how many at present are engaged in defense work to some 
extent?” 

This question was not designed to gage the percentage 
of the distributor’s sales which were made to customers 
engaged in defense work. It was meant to find out 
ipproximately what percentage of his customers could be 
expected to submit orders under D.O. numbers. 
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REGIONAL SALES GAINS are compared in this chart 


Biggest gain was registered by the Pacific region, up 45.9 


Answers to this question ranged from 1 percent to 75 
percent, with little discernible geographic pattern. The 
range of replies from each region was: 

New England 10% to 
Middle Atlantic %. to 75 
East South Central 2% to 75% 
South to 5% 

West % to 50% 

Fast North Central % to 60% 

West South Central % to 20% 

Pacific 1% to 75% 

The upper limits of the replies from the South and 
West South Central suggest that defense production 
there accounts for fewer orders than in the other regions 
of the U.S. 

his is the range and answers from all responding dis- 
tributors: 


40% 


c 
c 


Percentage of Customers 
Engaged In 
Defense Work 


Percentage of 
Reporting Firms 


0to 9 50.8 
10 to 19 20.0 
20 to 29 7.8 
30 to 39 
40 to 49 
50 to 59 
60 to 69 
70 to 79 


hn Go vie 


Number of Employees and 
Salesmen Rise 


Reporting distributors had an 8.6 percent increase in 
the number of their employees in 1950 over year-end 
1949. The number of salesmen (who are included in the 
total employee group) increased 4.8 percent. 

I'he increased number of employees indicates a reversal 


percent from 1949. Middle Atlantic states showed the 
least gain with 22.4 percent. U.S. average was 30 percent. 


of the trend started in 1949, when distributors trimmed 
their total payrolls by 5 percent. 

The average annual sales per employee increased 22.6 
percent in 1950 to $29,756; the average annual sales per 
salesman increased 27.1 percent to $191,087. 

There does not appear to be any relation between the 
size of increase in the distributor sales force in each region 
and the size of increase in sales. The Pacific region, for 
example, increased its sales force only 4.2 percent, while 
its sales were approximately 46 percent higher. 

At the same time, distributors in the Western region 
increased the number of their salesmen almost 20 per- 
cent, and their sales went up 25 percent. 


Invoices Billed Up 15 Percent 


Reporting distributors billed 15.2 percent more in- 
voices in 1950 than in 1949. This figure is probably the 
best indication of the rise in physical volume of sales. 

The size of the average invoice, however, rose 15.4 
percent to $42.17. 

In 1949, both the number of invoices billed and the 
size of the average invoice declined, sharply boosting the 
overhead expense per invoice. Presumably, the cost of 
handling an invoice dropped in 1950 with the reversal 
of this trend, although the addition of new employees to 
the payroll tended to offset in part this reduction in 
overhead cost per invoice. 

The size of the average invoice billed varied widely 
among the various regions, from $27.28 in New England 
to $54.63 on the Pacific coast. 

In addition to this fact, no relation is apparent between 
the average size of invoice billed in adjacent regions: 

New England $27.28 
West $32.99 
Fast South Central $38.04 
South $39.64 
East North Central $40.50 
Middle Atlantic $43.36 
West South Central $49.86 
Pacific $54.63 
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I'HE SALES INCREASE for the New England region of 
iavelces 36.1 percent was second in the nation only to the Paci- 
billed fic’s 45.9 percent. The range between individual dis 
tributors was not as great as in other regions; replies 
were spread between plus 25.5 percent and plus 62.4 
percent. 

Inventories rose 9.5 percent between January 1, 1950 
and the first day of 1951. 

acai The number of invoices billed increased 17.1 percent, 
salesmen tested and the size of the average invoice advanced 17.1 per- 
cent to $27.28. 

The number of employees increased 9.3 percent and 
Sales per the number of salesmen remained the same, according 
— to reporting distributors. Average annual sales per 
employee were up 25.3 percent to $32,478, and average 

annual sales per salesman rose 37 percent to $173,689. 
=e New England distributors reported that from 10 to 
40 percent of their customers were engaged in defense 
work. 
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SALES WERE UP 22.4 percent in this region. This was 
tae the smallest advance shown by any region, and about 8 
billed percent below the national average. Reports from 
cooperating distributors showed sales changes ranging 
from minus 22.4 percent to plus 48.3 percent. 

No of Partly as a result of this increase, Middle Atlantic dis 
emproyees tributors found themselves in a much better than aver- 
age inventory position. Inventories were 35.7 percent 
higher on Jan. 1, 1951 than on Jan. 1, 1950. 

Middle Atlantic distributors billed 10.4 percent more 
invoices in 1950 than in 1949, and the average size 
advanced 12.3 percent to $43.46 
Stinssiad lhe number of employees rose 7.4 percent, while the 
employee number of salesmen decreased 1.1 percent. Average an- 
nual sales per employee were up 12.7 percent to 
$27,560, and average annual sales per salesman up 22.4 
Sales per percent to $184,328. 
eee The number of distributor customers engaged in de 
fense work varies between | percent and 75 percent. 
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SOUTHERN DISTRIBUTORS saw their sales advance 25.3 
percent above 1949 levels. This was about 5 percent 
less than the national average. One reason for the less than 
average gain may be the fact that distributors reported 
only from 0 to 5 percent of their customers wer 
engaged in defense work. 

Sales changes ranged in this region from plus 4.9 
percent to plus 82.8 percent. 

Inventory levels in the South were 11.9 percent higher 
at the beginning of 1951 than at the first of 1950. ‘This 
is only .4 percent less than the U. S. average. 

The number of invoices billed advanced 8.2 percent 
in 1950 over 1949. The size of the average invoice rose 
13.4 percent to $39.64. 

The total number of employees was increased 1 per 
cent, while the size of the sales force was reduced 5.1 
percent. ‘he average annual sales per employee rose 
22.7 percent to $34,741, while the average annual sales 
per salesman increased 30.5 percent to $186,678 








5 


DisTRIBUTORS IN THIS REGION Chalked up a 27.8 percent 
sales gain in 1950, about 2 percent less than the national 
average. 

Individual performances ranged between a 1.2 percent 
gain to a gain of 80.9 percent. 

Inventory levels advanced 16 percent in 1950. This 
increase was 3 percent above the national average. 

East North Central distributors billed 14.7 percent 
more invoices in 1950 than in 1949. The size of the 
average invoice climbed 11.4 percent to $40.50. This was 
ibout $2 less than the national average. 

Ihe total number of employees increased 1.7 per- 
cent, while the total number of salesmen increased 4.6 
percent. The average annual sales per employee jumped 
29.1 percent to $33,609. The average annual sales per 
salesman advanced 25.6 percent to $173,353. 

Distributors in the East North Central region reported 
that from 1 percent to 60 percent of their customers 
were engaged in defense work. 
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I'HE SALES INCREASE for the East South Central region 
of 31.9 percent was nearly 2 percent above the na 
tional average. All distributors reported increased sales in 
1950, ranging from 18.9 to 74.9 percent. 

Inventories in this region rose 12.4 percent between 
January 1, 1950 and the first day of 1951. This rise was 
almost identical with the U. S. average. 

The number of invoices billed increased 12.7 percent, 
while the size of the average invoice rose 12.6 percent 
to $38.04. 

The total number of employees increased 1.9 per- 
cent. The number of outside salesmen increased 15.5 
percent. On the basis of these figures, the advance in 
the number of inside employees was very limited. 

Average annual sales per employee rose 29.8 percent 
to $28,782, while average sales per salesman were up 
14.6 percent to $148,121. 

I'hese distributors reported that from 2 to 75 percent 
of their customers were engaged in defense work. 














PERCENTAGE CHANGES 1949-1950 


-15 -10 -5 | +10 +20 +30 +40 





+25 


Inventory 


Invoices 
billed 


No. of 
employees 


No.of 
salesmen 


Soles per 
employee 


Sales per 
salesman 











SALES WERE UP an even 25 percent in this region. Be- 
cause of the size of this region, there probably were 
concealed geographical differences. Reports from co- 
operating distributors showed sales changes ranging 
from plus 3.1 percent to plus 37.3 percent. 

Inventory levels in this region advanced 15.3 percent 
in 1950. This was 3 percent more than the national 
average. 

Western distributors billed 15.8 percent more invoices 
in 1950 than in 1949, and the average size advanced 9 
percent to $32.99. 

The number of employees in this region rose 7 per- 
cent. At the same time, the number of outside sales- 
men increased 19.6 percent. Average annual sales per 
employee were $26,370, up 11.6 percent, and average 
sales per salesman were $112,398, up 2 percent. 

Distributors estimated that from 3 percent to 50 per- 
cent of their customers were engaged in defense work. 
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DISTRIBUTORS IN THIS REGION registered a 26.9 percent 
sales gain in 1950, about 3 percent less than the na- Invoices 
tional average. Individual performances ranged between witencis 
a plus 15 percent to a gain of 31.8 percent, the nar- 
rowest spread reported by any region. . 

Inventory levels advanced 18.5 percent in 1950. This onlin 
increase was about 6 percent more than the national 
average. 

West South Central distributors billed 7.9 percent No. of 
more invoices in 1950 than in 1949. The size of the salesmen 
average invoice increased 20.1 percent to $49.86. 

The total number of employees increased 6 percent, 
while the total number of salesmen increased 6.6 per- ent 
cent. The average annual sales per employee went up a 
22.1 percent to $28,836. The average annual sales per 
salesman increased 21.5 percent to $235,154. Set 

Distributors in the West South Central region re- persed med 
ported that from 1 percent to 20 percent of their cus- 
tomers were engaged in defense work 
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Wesr Coast pistriputors showed by far the largest Invoices 
increase in sales, with a 45.9 percent jump over 1949. _ 
This was 15.9 percent above the national average. In- 
dividual reports showed increases ranging between 14.9 — 
percent and 57.6 percent. employees 

Inventory levels in the Pacific region were only 5.7 
percent higher at the beginning of 1951 than at the first 
of 1950. No. of 

The number of invoices billed advanced 22.2 percent, salesmen 
more than in any other region. The size of the aver- 
age invoice rose 20.1 percent to $54.63. 

The total number of employees was increased 17.7 oun - 
percent, while the size of the sales force advanced only 
4.2 percent. The average annual sales per employee rose 
24.7 percent to $28,780 while the average annual sales ewe 
per salesman were up 41 percent to $230,240. salesman 

Distributors estimated that from 1 to 75 percent of 
their customers were engaged in defense work. 
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Distributors Look at 1951 


Estimate sales 
in 1951 will be: 


More than 209% 
10 to 20% above 1950 


Percentage of 
Distributors: 


Re Mf 
aa 


\s A RESULT of their overly optimistic guesses con- 
1949, distributors last year were more pes- 
simistic than they should have been about 1950. 
Only 6 percent of those responding to last year’s 
Survey estimated that sales in 1950 would be 20 


cerning 


above 1950 








percent or more above 1949”s. 
questioned in the Survey 
1949. 


from 1949. 





As a matter of fact, the majority of distributors 
thought that sales in 
1950 would be no better or worse than they were in 
According to this year’s Survey, industrial 
supply sales across the nation were up 30 percent 


In forecasting sales for 1951, they were considet 
ably more optimistic. Here is how they predicted 
sales for the industrial supply business this year: 
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The Pressing Problems of the Industry 


EACH DISTRIBUTOR responding to the 
Survey was asked to give his opinion 
of what constituted the most serious 
problems to his firm and to the 
industry as a whole. This year the 
emphasis is on the difficulty of obtain- 
ing merchandise for sale, as well as 
profit margins and work forces. 


The following comments are typical: 


“The present rate of conversion 
from peace time to war time activity 
Material shortages may force curtail 
ment of peace time production and 
military contracts may not be placed 
in time to pick up the slack unless 
drastic measures are taken by the Ad- 
ministration to correct the present ap- 
parent confusion.” 

—Michigan Distributor. 


“Personnel, maintaining stock levels, 
keeping sales force ‘sales conscious’, 
ind keeping customers happy.” 

—Tennessee Distributor. 


“Our industry must continue to 
educate the consumers to the advan- 
tages and economies of patronizing 
industrial distributors. We must there- 
fore extend ourselves to increased fa 
cilities and services to warrant recog 
nition.” 

—New York Distributor. 


“Material shortages. Ninety per- 
cent of our accounts are in lumber 
and logging, and so far no provision 
has been made for any priority rat- 
ings for this group.” 

—Oregon Distributor. 


“A priority system for maintenance 
of inventories to support all industry, 
whether defense or not. M.R.O. is a 
nice term but nothing is or has been 
done to insure our production ma 
chine the guts to keep producing over 
the long haul.” 

—Califomia Distributor. 


“The cost of operations. Our labor, 
and all other expenses, have increased 
from 50 to 100 percent in the past 
few years. Unemployment taxes and 
Social Security have added a heavy 
burden to our operating expenses, as 
they cannot be passed along by serv 
ice businesses. The general unwilling 
ness on the part of manufacturers like 
taps, drills and carbides to increase 
our discount.” 

—Massachusetts Distributor 


“Being able to secure merchandise 
without D.O. orders in our territory 
Our ability to serve and take care of 
blacksmiths, job shop welders, etc.” 

—Iowa Distributor. 
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‘In our opinion the most important 
problem for industrial distributors 
every year is to function as a real and 
indispensable link in the manufac 
turer-distributor-user chain; to charge 
a proper fee for his services, neither 
too high nor too low; and convince all 
his customers, actual and potential, of 
the essentiality of his mission.” 

—West Virginia Distributor. 


“Increased taxes and increased over 
head, inadequate discounts from 
manufacturers and lack of manufac- 
turers to recognize that distributors’ 
cost of doing business is just as rela 
tive as their own, and that the dif- 
ference between operating cost and 
margin of profit is approximately one 
and oue-half percentage points.” 

—Illinois Distributor. 


“Red tape, priorities, material short 
ages, inefficient personnel.” 
—Texas Distributor. 


“The critical situation of steel, pipe, 
nails and wire products will retard 
our progress. Due to our organization 
being only five years old, we will be 
unable to obtain sufficient tonnage for 
our needs, as this tonnage is usually 
based on past performances.” , 

—Louisiana Distributor. 





cuts the sweeper man-hours? 


ee The right buat | The job pictured is all in a day’s 


work for the Osborn No. 868 Master* Sweep Floor Brush. Built 
for industry by the company that knows industry’s problems, this 
all-purpose floor brush is recognized everywhere for easy, fast 
sweeping and long life. 

Well balanced, efficient Osborn Master Sweeps enable your men to 
cover a larger area, to clean more thoroughly and save valuable time! 


Make sure your maintenance men get the best in brushing tools 
of all types. Order Osborn Brushes from your Industrial Distributor 
along with other mill supplies. The Osborn M.anufacturing Company, 
Dept. 414, 5401 Hamilton Avenue, Cleveland 1, Obio. 


* Trademark 








LOOK FOR THE NAME OSBORN ...RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 


How to save 
purchasing time 


@ By ordering all your Osborn 
Maintenance Brushes from your 
Industrial Distributor, you can 
save countless purchasing man- 
hours. Grouping these orders with 
other mill supplies orders, you 
eliminate duplication of purchas- 
ing time, costly paper work and 
excessive plant inventory. 


Why spend the time to obtain bids and de- 
livery promises from various sources when | 
you can buy Osborn Brushes automati- — 
cally from your Industrial Distributor? © 


Simply specify Osborn for all © 
your brush needs and have them | 
ordered automatically. Your Indus- © 
trial Distributor can supply the | 
right, top-quality Osborn Brushes 
for every need, promptly. 


There is an Osborn brush for every maintenance job 

















U. S. TOTALS 


December 1950 
Compared with 
November 1950 


+6% 


Ahhh hdd ddddddddde 








December 1950 
Compared with 


December 1949 


Jan.-Dec. 1950 
Compared with 
Jan.-Dec. 1949 


+30% 


CoMPILED BY INDUSTRIAL DistTRIBUTION 





Supply Sales Trends 


Final Figures For December 1950 





December 1950 
Compared with 
November 1950 


December 1950 
Compared with 
December 1949 


Jan.-Dec. 1950 
Compared with 
Jan.-Dec. 1949 





NEW ENGLAND 
Connecticut 
Maine 





Massachusetts 
New Hampshire 
Rhode Island 

| Vermont 

‘'MIDDLE ATLANTIC 
| 

New Jersey 

New York 


Pennsylvania 
SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 
EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 








+§% 


+9% 


+6% 


+9% 





+100% 
+( 1% 


+98% 


+( 3% 





+30% 
+22% 


+29% 


+2 3% 
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CUSTOMER (phoning distributor):“I’ve got 
a tough problem! Our old 2” bolt 
threaders are too slow. It’s a DO contract 
and we've got to get faster production 
... plenty accurate, too! Got any 
suggestions?” 


DISTRIBUTOR: “The fastest 2” bolt threader I’ve seen is 
the Oster No. 902 “‘RAPIDUCTION”. . . It’s accurate, too. 
Handles bolts, pipe, nipples and quite a variety of 
special jobs. 

“This machine has an automatic tripping and re-setting 
device for the die-head and lead screw. That device and 
the quick-acting, open type vise make it easy for even 
a new operator to handle stock into and out of the 
machine at the fastest possible speed. 


“There's no ‘human element’ in determining the exact 
moment the die-head should be opened and the lead 
screw disengaged to obtain the desired length of thread. 
One solenoid trips the die-head. Another solenoid trips 
the lead screw. Both solenoids are controlled from a single 
limit switch. 

“Another point: this machine has a multi-speed motor 
that gives two spindle speeds without changing sheaves. 
Then there’s an optional lead screw unit for pitches 
from 6 to 28 threads per inch. Then there’s the . . .” 


CUSTOMER(interrupting) “Say! Thatsounds 
like the machine we need . . . and How!’ 


When it comes to threading problems involving bolts, 
pipe, nipples, rods, and many other threading jobs, 
OSTER DISTRIBUTORS HAVE THE ANSWERS. 


THE OSTER MFG. COMPANY 2041 E. 61st ST., CLEVELAND 3, OHIO 





No. 902 “RAPIDUCTION” BOLT MACHINE 


WITH 
SEMI-AUTOMATIC 
REVOLVING 
DIE-HEAD 


Range 
Standard BOLT range: N.C. 
%” to 2”; 12 pitch and 
finer: 12” to 2%”. Pipe 


or nipple range: 4” to 2”. 
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SALES TRENDS (Continued) 





December 1950 
Compared with 
November 1950 


December 1950 
Compared with 
December 1949 


Jan.-Dec. 1950 
Compared with 
Jan.-Dec. 1949 





EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 


Arizona 
Colorado Nevada 

Idaho New Mexico 
Iowa North Dakota 
Kansas South Dakota 
Minnesota Utah 
Missouri Wyoming 
Montana 


Nebraska 


WEST SOUTH CENTRAI 


Arkansas 
Louisiana 
Oklahoma 
Texas 


PACIFIC 


California 
Oregon 
Washington 








-24% 


+9% 


+6% 


O% 





+03% 


+) A% 


+05% 


+§ 6% 





+32% 


+25% 


+27 % 


+46% 








MAKE YOUR PLANS NOW 


What: Triple Industrial Supply Convention 


Where: San Francisco, California 


When: June 11, 12 and 13, 1951 


Sponsors: 


National Supply & Machinery Distributors’ Association 


Southern Supply & Machinery Distributors’ Association 


American Supply & Machinery Manufacturers’ Association 
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OVER 700,000 
ALREADY SOLD 


iE ee 
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The Outlook For Business 





PRODUCTION SOARING 


TWO-YEAR CONTROLS 


"51 1S THE BIG YEAR 


TIGHTEN YOUR BELT 


U.S. industry’s production is soaring. 


The Federal Reserve Board’s Index of Industrial Production (1935-39 aver- 
age equals 100) reached estimated 220 in January — compared to 183 a year 
earlier. Its wartime peak’ was 239 for the year 1943 — a figure that might well 
be topped this year. 


Metalworking industries will push production up even faster. As measured 
by the American Machinist Index, metalworking output is now 285 (1939 = 100). 


Metalworking output will go higher, even with the limits on supplies of 
steel and nonferrous metals. War production takes more man-hours on each chunk 
of metal — particularly on such complicated products as jet engines and super- 
sonic aircraft. So — even with the steel shortage — employment and activity in 
metalworking industries will climb rapidly. 


In the long run — the next two years — Washington counts on increasing 
production to free the U.S. economy from many controls. 


By raising production of copper, aluminum and steel, defense officials hope 
to end the worst shortages in these metals by 1953. They see overall production 
expanding from about $275 billion to perhaps $325 billion a year in this time. 


That would leave room to carry a $50 billion military program — and still 
produce as much for civilians as they were getting before Korea. 


Defense planners see 1951 as’ the big year for expanding defense contracts 
and building new plants to handle war production. By the end of the year, de- 
fense production should be running at the rate of $50 billion a year. 


Next year, defense output will continue at about the $50 billion rate — and 
more new industrial capacity will come in. By then, it may be possible to ease 
some of today’s restrictions on civilian production. 


Defense officials hope to hold military spending to about the $50 billion 
a year rate until’ the U.S. has built up reserves of equipment needed to fight one 
full year of all-out war. After that, defense spending might taper off — depending 
on the international situation. 


These plans are based, of course, on the hope that there’ll be no war in the 
next two years. But the program could be rapidly expanded to meet the demands 
of all-out war. Defense plants, for example, will run generally on one-shift under 
today’s program. If we should be forced into war, they could go to two or three 
shift operations to speed production. 


Under Washington’s plan, the sharpest cuts in civilian production will come 
this year and next. Autos, appliances and other non-essentials will be cutback 
to shift men and materials to defense production. 


It means tightening belts now to get the expanded industrial capacity that 
will make it possible to carry a big military program for ‘‘years and years’’. That 
is the phrase General Marshall used in waming the nation that today’s interna- 
tional tensions may last indefinitely. 


But by pulling in our belts more now, we may be able to lift many economic 
controls — say, within three years. 
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“Nat always tries to be in tune 


With all your fastener needs 
And when it comes to packaging x 


Most folks agree: "Nat leads ! 





*“National’s” snappy black and red packages 
are tops in the fastener field from an 
appearance and merchandising standpoint. 
Colorful, color-coded labels ... easy to 

read, easy to identify ... help you find the 


kind of fastener you want in a hurry. 


Other ‘‘National’’ products include: HODELL CHAINS * CHESTER HOISTS 


THE NATIONAL SCREW & MFG. COMPANY PV ties 74 / 
Cleveland 4, Ohio aS 
Pacific Coast: National Screw & Mfg. Co. of Cal. 


3423 South Garfield Ave., Los Angeles 22, Cal. 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


A LOT OF JUICE: During the peak periods of World War II, when the U. S. 
aluminum industry produced more than 2} billion pounds of aluminum in a year, 
more electricity was consumed for aluminum production in one day than would 
normally be used by a city of 60,000 homes in one entire year 


HOT TRIP: In what is believed to be the first such shipment anywhere, a 30,000 
pound white hot ingot was recently shipped by rail from Nova Scotia to New 
Jersey with a loss of only 195 degrees F., from 1,770 degrees. Two months proces- 
sing time was saved because the ingot was specially insulated for the trip. Eliminated 
were six weeks cooling time and ten days reheating time. 


HE HIGH COST OF WAR: It’s not as cheap to fight as it used to be. In 1939, 
1 light tank cost $27,000. Today, the same tank costs a quarter million dollars. 
You could get a B-17 in 1939 for $330,000, but today’s B-50’s and B-47’s cost the 
taxpayer up to $3,500,000 each. ‘The same is true of fighter planes, which have 


jumped from $67,000 to $275,000. 


WHO'S FLYING THAT PLANE?—The government is exploring the feasibility 
of television as a flight testing aid to replace the pilot in high speed planes. Cameras 
will record all instrument data, and radio waves from the ground will control the 
plane. 


MAKE IT BLACK: Things haven’t changed much since Henry Ford said of his 
Model 'T’ customers, “They can have any color car they want so long as it’s black.” 
A Buick survey reveals that the most frequent color requested is still black. An 
exception is western U. S. buyers, who generally prefer the pastel shades with 
black as a fourth choice. 


WHAT WEEK IS IT?—It’s gotten so that there are so many “national” weeks 
celebrating this, that, and the other special event that the Commerce Department 
is putting out a bulletin listing them all. Most significant entry in the department’s 
bulletin: National Leave Us Alone Week. 
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gives spectacular performance 


A farm implement manufacturer had trouble drilling 

small, deep holes in a 1019 steel shaft. Regular drills 

burned on the corners and gave only 3 to 8 holes per grind. 

oe When a Cceland Service Representative was called in, 

he recommended the special purpose CLE-FORGE High Speed 

Drill, a stock item, illustrated here. Speed and feed remained 

the same. The CLE-FORGE High Speed Drills averages ten times 

more holes per grind! on There are several special purpose 
CLE-FORGE High Speed Drills, regularly stocked by your Distributor, 
which often can help you solve a difficult drilling problem. A Ceeland 


Service Representative will be glad to advise you. Contact our nearest 
Stockroom, or . 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
THE MARK ¥ OF QUALITY Stockrooms: New York 7 « Detreit 2 + Chicage 6 * Dallas 1 + San Francisco 5 * Los Angeles 58 
FOR 75 YEARS E. P. Barrus, Ltd., Londen W. 3, England 


Wins 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland roois 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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IDEAS: How they oes 


. .. let workshop tools sell themselves 


ON ENTERING the demonstration-display room for home ON LEAVING after having worked the tools in the well- 
vorkshop tools at Star Machinery Co., Seattle, visitors ar lighted and neatly arranged lay-out, visitors can ask ques 
ted by battery of set t ready to do work tions and make purchases at the desk 





1 f 


Hlome workshop tools sell themselves if given the up in the room, from circular saw to metal lathe, and is 
hance. Star Machinery Co., Seattle, Wash., gives pros ready to operate at all times. Wood and metal are pro- 


+ 


pects every chance to look over and operate home work vided for actual operation by salesman or customer. 


shop machinery in a special room on the ground floor. According to Frank Schurr, industrial equipment man- 


Ihe room is 15 by 30 ft. and is located in a semi ager, the room is an indispensable sales aid. Customers 
basement under the main office of Star Machinery. A and prospects can look over and operate the machines 


large variety of home workshop stand machinery is set in privacy and feel right at home. 


... pinned chain to the wall for ease in measuring 


If there’s anything messier or harder to handle than 
roller chain, Bob Lovejov of Chase, Parker & Co., Inc. 
Boston, is ready to dispute your choice. He knows because 
it’s his job to handle chain—and to make the job easier, 
and speed up measuring off his roller chain to order, he 
has devised the rig vou see at the left. 
It’s an easy rack to make and it carries all the roller 
chain handled by the firm, riveted and cotter pin. It has 
a heavy wood superstructure, 3 x 4's anchored to the 
ceiling. The reels, which are hoist-served (spur gear, 
4-ton) slide along a cold rolled steel bar and are set in 
place on angle iron brackets. Three reels ride a bar. 
Each reel has its own brake, one on each side, made 
of spring steel and used to slow the chain when it starts 
to roll as it’s being measured off. (Ever have to fight a 
chain ree] that’s turning fast? Then you know why he 
needs those brakes. ) 
Size 50 chain takes 200 ft. of roller; size 60 takes 
100 ft., and all the smaller chain goes on 500 ft. to the 
reel. 
CHAIN SERVES CHAIN in this unique roller rack de [hat’s all there is to it, but the rack inakes life easier, 
vised by warehouseman Bob Lovejoy of Chase, Parker & and a lot less hazardous for Mr. Lovejoy. It will for you, 
Co., , Boston, Mass too. 
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ALLEN O HEAD 

PRESSUR-FORMING 
GIVES A SCREW 
EXTRA STRENGTH 


Ne 





wf 
v 
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SPECIFY GENUINE ALLEN © HEAD SCREWS 


The Allen Pressur-Forming Method 
is now used to produce nearly all 
standard Allen screws. Instead of 
weakening the metal by cutting the 
steel fibres, it compresses them for 
extra toughness. 


IF YOU BUY FOR REPLACEMENT... 
you'll buy less often if you are sure 
to get the extra strength Allen builds 
into precision fastenings. 

IF YOU ARE DESIGNING OR IMPROVING 

A PRODUCT... 
Allen technical development (available 
through Allen distributors or direct 
from the factory) leads the field. We 
work constantly with engineers of 
leading manufacturers toward the 
solution of problems involving fast- 
enings and we invite your inquiry. 


ere 


Heod screws 0 
rs ~ and ser 8 





.. STRONGER, 
HEAD AND 
STRONGER BODY 








ASK HOE... . There's no room 
for failure in the giant high speed 
presses that turn out America’s news- 
papers but there's room for thous- 


| ands of space-saving Allen O Head 


screws in every Hoe press. This lead- 
ing manufacturer standardizes on 
AllenQHead screws for dependability. 


Write the factory direct for technical 


information and descriptive literature. 


wak a r 
Allen-Type crew oo 
0 eee 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U. S. A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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SOLD ONLY THROUGH LEADING DISTRIBUTORS 











Allen’s policy 
of selective distribution 
has been built with 
two purposes in mind: 


To make Alleno Head 
» products readily avail- 
able everywhere. 


To make each Allen 

« Distributor franchise 

profitable, so the distributor 

can well afford to carry a full 

stock, and do a vigorous selling 
job. 


A leading midwest distributor 
recently pointed out that nine 
out of ten orders being filled 
today include at least one box 
of Alleno Head screws. This 
not only indicates the profit 
possibilities of your Allen fran- 
chise—but it also explains why 
so many order clerks always 
make it a point to ask “Do you 
need any Alleno Head screws 
today ?”’ 








PROMOTING FELLOWSHIP and good will is the purpose of the “Yankee Hard- 


waremen,” new manufacturers’ representatives group formed in New England 


“Yankee Hardwaremen” 
Formed In New England 


A new manufactur 
ers’ representatives, directly responsible 
the distribution of hardware and 
industrial supplies in New England, 
recently was formed in that area. It is 
known as “Yankee Hardwaremen.” 

The members of the new organiza 
tion include (pictured above, seated 
W. F. Mealey, secretary, (Skilsaw, 
Inc.); H. A. Stevens, treasurer, (True 
Temper, Inc.); H. J. Davidson, vice- 
president, (L. S. Starrett Co.); L. A. 
Heal, president of the new organiza 
tion, (Leo A. Heal Co 

The board of directors includes 
also pictured above, standing) K. Mar- 
key (Ames Baldwin Wyoming); M 
Nee (American Steel & Wire); A. A. 
Birmingham (John H. Graham Co.); 
C. E. Southworth (Lumite Division, 
Chicopee Mfg. Corp.); J. Whitteker 
(Stanlev Tools); and J. W. Varick 
J. Wiss & Sons 

The by-laws includes this definition 
of eligibility for membership 

“The Members of this Club shall 
be manufacturers representatives, as in 
dividuals, selling in the New England 
area, for manufacturers of hardware 
ind industrial supplies, whose policy 
in general is distribution through legi- 
timate channels, and must have been 
directly responsible for sales in said 
irea for at least one vear before they 
can be eligible for membership 


organization of 


for 
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New England Distributors 
Meet In Boston 


lhe New England members of the 
National Supply & Machinery Dis 
tributors Association held a luncheon 
and afternoon shop-talk session at The 
Copley Plaza Hotel in Boston on Jan. 
2+. Approximately 50 association 
members attended. 

Miles I. Stray, president, Charles A. 
I'empleton, Inc., Waterbury, served 
as chairman of the meeting. 

I’. Marsena Butts, president, Butts 
& Ordway, Cambridge, reported on 
current activities of the National as- 
sociation. 

Harry R. Rinehart, executive sec- 
retary of the Association, reviewed 
current developments in Washington. 


Miles I. Stray 
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J. E. Madsen 


North Jersey Suppliers 
Elect Madsen President 
J. E. Madsen of Madsen & Howell, 


Inc., recently was elected president of 
the North Jersey Industrial Supply 
Association. 

Other new officers include Ray 
Blancke of Hand Hardware Co., Eliza- 
beth, N. J., named vice president, and 
Fred A. Seither of Seither & Ellis, Inc. 
of Newark, elected secretary-treasurer. 


Hampstead Land 
Bought By Black & Decker 


The Black & Decker Mfg. Co. in 
Towson, Md. has purchased approxi- 
mately 180 acres at Hampstead, Md., 
and will erect there . branch plant to 
provide additional facilities for the 
manufacture of portable electric tools. 

The land is at the southern edge of 
the town of Hampstead and faces on 
the Hanover Pike and the Western 
Maryland Railroad. It is farm land 
known as the “Wooden place”. 

The Towson plant will remain in 
full operation and no employees, other 
than some key supervisory help, will 
be transferred to the Hampstead plant. 
It is estimated that 300 to 400 people 
will be employed in manufacturing 
operations at the new branch in about 
one year. All engineering purchasing. 
sales and administrative functions will 
remain at Towson. Present employ- 
ment at Towson is over 21,000. 





EXPLAINING DETAILS of the ‘Load Lifter’ Electric hoist, L. H. Burch of Man- 


ning, Maxwell & Moore, Inc., product manager, formally “introduces” the product 


to Grand Rapids Supply Co., 
Multi-Distributor Sessions 
Sponsored By M. M. & M. 


Something new in distributor meet- 
ings recently was introduced by Man- 
ning, Maxwell & Moore, Inc.'s 


Shaw-Box Crane & Hoist Division, to 
explain and demonstrate their new “se 
ries 700” Load Lifter electric hoist «t 
the Grand Rapids Supply Co., Grand 
Rapids, Mich. The unique part of the 


meetings—two have been held to date, 
with two more to follow—is that dis- 
tributors who are in a sense competi- 
tors, come together at a single meet 
ing place, and conduct impartial open 
discussions. 

rhe first meeting, to cite an exam- 
ple, was held in October for New Jer- 
sey distributors in the showroom and 
offices of the Lafayette Crane & Hoist 
Co. of Newark. It was attended by 53 
representatives of Lafayette, Dodge- 
Newark, C. Muzzi Co., Bernstein 
Brothers, Elizabeth Hardware, Manu 
facturers Selling Co. and Federal Sup- 
ply Co. 

Che third and fourth meetings will 
be held in February in Dallas, Texas, 
and in New Orleans, La., under the 
direction of L. H. Burch, product 
manager for the hoists. 


Kenilworth Steel Co. 
Appoints Wortley Sales Head 


Joseph G. Wortley has been named 
manager of sales for the Kenilworth 
Steel Co.’s flatrolled warehouse in 
Kenilworth, N. J. Formerly Mr. 
Wortley was associated with The Cold 
Metal Products Co., Youngstown, 
Ohio, and Benedict-Miller, Inc., New 
ark, N. J 

In his new position, Mr. Wortley 
will direct sales of all products now 
carried by Kenilworth. 


salesmen in Grand Rapids, Mich. 





Chamber of Commerce 
Elects Elmer D. Samson 


Elmer D. Samson, a manufac- 
turers’ representative and head of 
the Samson Sales Co., has been 
elected president of the San Francisco 
Junior Chamber of Commerce to 
serve during 195]. This is the first 
time that a manufacturers’ representa- 
tive has been president. 

Among the companies Mr. Samson 
represents are The Manheim Mfg. & 
Belting Co., and Ajax Flexible Coup- 
ling Co. 

“The major objectives of the Junior 
Chamber”, Mr. Samson declared on 
his election, “will be the preservation 
of the Free Enterprise system and the 
Selling of Americanism to the public.” 

Previously, Mr. Samson served as 
chairman of the membership com- 
mittee of the California State Junior 
Chamber, and during 1950 he served 
as executive vice president of San 
Francisco. 


Elmer D. Samson 


Pittsburgh Valve & Fittings 
Bought By Rockwell Mfg. Co. 


The Rockwell Mfg. Co. of Pitts- 
burgh, Pa. has acquired both the Pitts- 
burgh Valve & Fitting Division of the 
Pitcairn Corp., and the Pittsburgh 
Valve & Fittings Corp., a subsidiary 
of the Pitcairn Corp. 

Rockwell paid approximately $3,- 
000,000 for the corporation’s assets. It 
was a cash and stock transfer deal. 

Manufacturing facilities and _prin- 
cipal offices of Pittsburgh Valve are 
located in Barberton, Ohio. Company- 
owned warehouses also were acquired 
in Kansas City and Houston. Leased 
warehouses are maintained in Chicago 
and New York. 

The plant is located on a 38-acre 
tract and embraces a total of 400,000 
sq. ft. of floor area. Included with the 
plant facilities is a completely modern 
and mechanized foundry for the man- 
ufacture of valve castings. 

During the past three years, better 
than half-a-million dollars has been 
spent on improvements to the Barber- 
ton property. Present complement of 
plant is between 700-800 employees. 

Rockwell Mfg. expects to expand 
the Barberton operation to make full 
use of its facilities for the production 
of Rockwell products. Ultimately, 
2,000 people will be employed and the 
plant will be operated as one of Rock- 
well’s meter and valve divisions under 
L. A. Dixon, vice president. 

J. A. Strachan, general manager of 
sales of Pittsburgh Valve, will con- 
tinue in that capacity, as will all dis- 
trict managers and a sales staff of 23 
people. Mr. Strachan previously was 
with Kerotest for 14 years, and with 
The Weatherhead Co. for eight years. 





ARTHUR T. DALTON, secretary of 
Chicago Wheel & Mfg. Co., Chicago, 
has been appointed to the advisory 
committee, Abrasive Industry of the 
National Production Authority in 
Washington, D. C. 


ADDITIONAL NEWS BEGINS ON PAGE 214 





Show them how 


BLACK & DECKER DRILLS 


can speed up a wide variety of jobs, 
as they have done for thousands of plants! 


Use your own technical know-how, Black & Decker Drills have the qual- 
built on hundreds of plant calls. Select ity engineering and workmanship that 
the right drill for the job from the big pay off with speedy drilling, easy 
Black & Decker Drill Line. That’s how handling, trouble-free running. Power- 
you can lick many a drilling problem ful B&D-built motors, tailored for the 
and do your customers and the defense tool. Full ball-bearing construction. 
program a real service! Extra-tough gears, shaft and chuck 
Remember: Black & Decker Drills Spindle and husky housings. 

give your customers an unmatched And as a pilus, you can offer the finest 
choice of 25 models in capacities from _ service for longer tool life from any 
44" to 114" in steel—for production, one of 29 B&D-owned-and-operated 
maintenance or construction. A choice Factory Service Branches within 24 
of handle arrangement foreasiestopera- hours of any customer. THE BLACK 
tion. A choice of speed, power and & DECKER MFG. CO., 617 Pennsyl- 
price in most capacities. vania Avenue, Towson 4, Maryland. 





WORLD’S LARGEST, MOST COMPLETE LINE 
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IN MAINTENANCE DRILLING—The versatile B&D Drill Line gives — 
you hard-working drills for maintenance as well as production sales. Sel! 
them for driving twist drills, wood augers, Hole Saws. Emphasize their 
husky construction that stands up under the beating maintenance tools 
usually take. 


| 
% 
- 
} 
$ 
- 
: 
t 
x 
- 


IN CONSTRUCTION DRILLING— your customers are doing new 
IN PRODUCTION DRILLING—Show your customers why dependable “on#iruction or modernization work in expanding for defense contracts, 
speed, power, stamina and easy handling have made B&D Drills the top choice B&D Drills give them o wide selection. Big, rvaged Drills for heavy-duty 
of thousands of production men. The powerful, compact B&D 1/4” HOLGUN* boring, like this B&D a Heavy-Duty mode! with right ongle attach- 
shown here is just @ sample of the wide range of models ond capacities Block —-"™**". Small, compact Drills for drilling lead holes in putting up shelves, 
& Decker gives you to sell. building cabinets, etc. 


*Trade Mark Reg. U. 8. Pat. Off. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


PORTABLE ELECTRIC TOOLS 
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REPRESENTATIVES of leading rubber manufacturers and Akron’s mayor were 


present at ceremonies marking the 150th anniversary of the birth of Charles Good 
year, discoverer of the vulcanization process for rubber. 


PERSONNEL CHANGES have been 
announced by Max C. Jones, president 
of Michigan Abrasive Co C. H 
Wills (above) was promoted to director THE FIELD FORCE, headed by Ray Neal, president (seated, third from left) 
of sales. Succeeding him as general of the R. C. Neal Co., Inc., Buffalo, attended the first sales meeting conducted by 
sales manager is B. (Barney) S. Meade J. H. Williams & Co. in their new air-conditioned display and conference room. 
below), formerly vice-president of E. J. Wilcox, Williams vice-president (standing, second from left) and sales man 
American Swiss File & Tool Co ager J. B. Perkins (standing, extreme right) led the sales discussion. 





H. H. WEISBERG, president of Onondaga Supply Co., Syracuse, N. Y., wishes 


his new industrial sales manager, Frank J. Grunder, success 


Mr. Grunder was for- 
merly with R. C. Neal Co., Buffalo, N. Y. 
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1S 4 Ways Better/ 


YALE 


LOAD KING (*\ HAND HOIST 


'§ LIGHTER! 
WEIGH IT. - oa joe 


1. 
. ortabi 

, ompactne oa ; 

Here’s the ¢ g fora V2 


on hoist 1 \t . 
: E's 
been lookin {bs.lighter_ by far is: YAL : 
5 7 : hoist. 


- ston designs U 
friction 
rotating shafts 
ing and rel 


re productive: 


ft for you ° 
money-make 


Get instantaneous brake and release 
action with YALE SYNCHROMATIC 
LOAD BRAKE. Instantly—automatically— 
a holding pawl engages ratchet and ap- 


/ . f | plies balanced, cushioned spring pressure 
MAIL COUPON TODAY { CAPACITIES: at six diametrical points. Parts wear 


or phone your nearby %,1,1%and f " longer, hoist reacts faster, loads can be 
YALE INDUSTRIAL \ 2 Tons V precisely “inched” when lowering with 


SUPPLY DISTRIBUTOR —— this exclusive YALE feature. 


Si THE YALE & TOWNE MANUFACTURING COMPANY, Department 153 
Roosevelt Blvd., and Haldeman Ave., Philadelphia 15, Pa. 
( Send me Load King Hand Hoist Bulletin P-1254. 
C) Send me the name of the nearby Yale distributor. 
Name. j 


THE YALE & TOWNE Company 
MANUFACTURING COMPANY pamars 


Materials Handling Div., Philadelphia 15, Pa. ee 
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ro sex, Fasteners. you NEED 


THE ANSWERS 





Out of the groove on screw 
sales of late? Need more lead 
to help increase your fatigue 
strength? Shake your shanks 
through these 16 questions, 
he be: > Page 144 
then bear over to Fage 
for the answers. 
1. From which of the 
terials may screw 
carbon stec¢ 
iuminum ; 
coppel illo. 
ni 


} 
! 


+ } 
( TLTLIG UC 


finish« 


wtomati crew machine 
hot and cold heading 
thread rolling 
e strength of sc 
V 
ially is expressed in 
based on the 
thread 


rew 
Ib 


mean 


following “point 
vs be obtained? 
round 
flat 


dog 


und 
half-dog 
The cup point seats its 
soft metal and is the 
commonly used.” 
O True 
2 False 
Which of the followi 
ing methods is likel 
th rew with th 
trength 
ut threading 


rews with tl 


e 


. 
ireads rolled on 
before heat treatment 


* iV 
ws with threads rolled 

















Can you identify the lettered set screw point styles pictured above, with those 


named in the queshon number five? 


Y ‘ 1 + r +] toy } 
1 SCTCW CaUSCys TWO OF TITCC TICs dbs 


much reduction in fatigue strength 
is does a continuous helical groove 
of the same contour 

True 


False 
No screw which has 


i head more 
than }-in. larger than the body 
shall be classed as a set screw.” 

) True 


False 


‘All cap screws shall be measured 
from the largest diameter of th« 
bearing surface under the head to 
the extreme point in a line parallel 
to the axis of the screw.” 

l'ruc 


I ilse 


Bearing surfaces of headed cap 
crews generally are washer faced 
The thickness of the washer face 


n 


i¢ major difference between a 
machine bolt and a cap screw is: 
© shank 
CO head 


C Ip screw 


shank is smoother 
tolerances 


d be tter 


ilways is pointed machine 
bolt is Class 2; cap screw is a 


Class 3 fit 


13. Unless otherwise specified, conc 


point set screws are furnished: 
with 30-deg. point 
with 45-deg. point 
with 60-deg. point 


Chromium, nickel, cadmium and 
zinc often are clectro-deposited on 
SCTCWS 
to improve their appearance 
to increase the life of th 
part in a corrosive environ 
ment 
to increase the strength of 
the part 


“Chromium probably is used more 
widely than any other metal as a 
surface coating for screws.” 

Truc 

False 


Screws driven into plastics will 
give satisfactory holding power at 
considerably less torque than in 
metals. 

O Truc 


2 False 








Next month: LATHE ATTACHMENTS 
ifter heat treatment 
ircumferential groo 
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“how you can secure 
priority business with 
ventilating equipment” 


by P. D. Briggs, Vice-President and General Sales Manager, 


lig Electric Ventilating Co. 


World War II taught us many lessons from 
which you can benefit in coming months. As industries 
mobilize, there will be a terrific demand for ventilating 
equipment in new buildings, converted buildings or de- 
partments, and in war-crowded existing buildings, creat- 
ing a vital need for ILG ventilation. All of this business 
can be written on a priority basis, assuring deliveries. 

For nearly forty-five years, the ILG organization has 
developed and introduced ventilating and heating ap- 
paratus of high efficiency, which has demonstrated its 
ability to withstand continuous, *round-the-clock op- 
eration. Coupling this fact with the many exclusive 
ILG features and the famous ‘“*ONE-NAME-PLATE” 
Guarantee gives you a big edge on competition. 

ILG Self-Cooled Motor Propeller Fans with direct- 
connected motors, together with accessory equipment, 
will be your mainstay for booking 
orders in this mobilization period. 

Available in many sizes from 6” 

diameter wheels through 72”, you 

can sell these high quality fans 

wherever air is to be moved in 

small or large volumes. = 

No product in recent years 

has received the acclaim of our 
Model *“*PRV”’ Power Roof 
Ventilators. Architects and en- 
gineers are quick to specify the 
centrifugal fan-type for multi- 
story buildings or in applica- 
tions where ducts or flues are 
used. A companion line, the 
ILG Propeller Fan-type Power 

Roof Ventilator, is available in many sizes and can be 

sold for thousands of installations as heretofore. 

Kitchen ventilators will be in demand for defense 
housing of various types—around armed force bases, in 
industrial areas, and for whatever civilian housing 
is permitted. Two new models—the Ceiling-type 


Ilgette and the LC1O Built-in 

will handle most of these re- 

quirements. You will be sur- 

prised, too, at the numerous 

industrial applications which 

can be found for these domestic 

fans—in offices, elevators, and 

other small areas requiring air movement. The same holds 

true for portable cooling fans to keep office and factory 

workers comfortable and at a high productive level. 

The cooling of electronic tubes 

creates a big demand for Centrifugal 

and Propeller Fans. The military 

forces will require thousands of ven- 

tilating fans for many applications. 

And, wherever industry uses duct 

systems, there is a size and type 

ILG Centrifugal Fan either direct-connected or belted, 
ready to increase your sales. 

Heating plants and buildings is equally important 
to expanding industry. ILG offers complete lines of 
steam, hot water, electric, or 
gas-fired unit heaters for han- 
dling all requirements. 

Plan now to get your share of 
this priority business. Bring your 
sales manuals up-to-date with 
latest literature and prices. Write 
us or contact our nearby Branch 
Office (consult your classified 
directory) about priority regulations, deliveries, engi- 
neering data, and help on laying out systems. We 
shall be happy to cooperate with you to the fullest 
extent in your drive for defense business. 


VENTILATION 


My 
ANAM 


I1LG ELECTRIC VENTILATING CO., 2897 N. CRAWFORD AVENUE, CHICAGO 41, ILLINOIS 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 WW 








NEW PRODUCT 


WITH SALES 
POSSIBILITIES 

















Portable Drill-Hoist 


Conversion Requires 
No Special Tools 


\ simple adapter kit that requires 
no special tools for mounting converts 
this 1 in. portable drill into a complete 
powcr hoist unit in a matter of min 
utes The dnll and an American 
Handiwinch are locked together to 
provide a hoisting capacity of 1000 
Ibs at 10 fpm 

The drill can be easily taken out 
of the hoist bracket and is ready for 
ill drilling jobs. It has a powerful 
motor ind = sturdy ~—s construction 
throughout. It is ideal for all types 
of heavy maintenance and installation 
work. 

Skilsaw 
Distribution, 


Inc., Chicago—Industrial 


March 1951 


Cleaner 


Industrial Cleaner 
Is 3-in-1 Combination 


This new cleaner is a 3-in-] 
bination which gives the operator a 
vacum cleaner, water pick-up, and a 
powerful hand type cleaner or blower. 
Used as a tank cleaner, the Blo-R-Vac 
picks up dirt, dust and metal particles 
from all types of floors. It quickly 
removes water from floors after mop 
ping. 

lhe powerful suction is valuable in 


com 


112 


scrap collection and cleaning stock 
shelves. When the power unit is re- 
moved from the tank, it becomes a 
hand type cleaner or blower The 
Blo-R-Vac consists of a 12 gal. rust 
resistant tank set on four large casv 
rolling caster wheels. A locking type 
airtight cover is easily removed by 
loosening two locking screws [he 
motor and fan assembly which is the 
power unit is identical with the Ideal 
hand type cleaner. 

Ideal Industries, Inc., Sycamore, III. 

Industrial Distribution, March 
1951 

















Punch Press 


Improvements Added 
To Deep Throat Punch Press 


Che manufacturer has added several 
important improvements to his 4 ton 
deep throat punch press 

Where open height, ram up, was 
formerly 63 in., the improved model 
i full 8 in., 
use of higher dies and special tooling. 
Ihe improved press punches to the 
center of an 18 in. circle. Frame con 
struction has been strengthened at 
ill stress points and a knock-out has 
been added. With the exception of 
the frame, trip link, and legs, all parts 
have been standardized and are now 
interchangeable with the regular + 
ton model. 

Benchmaster Manufacturing Co., 
Los Angeles—Industrial Distribution, 
March 1951. 


now possesses 
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Industrial Wheels 


Sealed Hub Wheels 
Of Cast Aluminum 


Of cast aluminum with solid rubber 
tread, this sealed hub industrial wheel 
is priced at 50 percent below other 
sealed hub units, according to the 
manufacturer. Because the new wheel 
excludes virtually all foreign matter 
responsible for excessive bearing and 
axle wear and deterioration, it is es 
pecially suitable for foundries, metal 
and woodworking shops, mills, ware- 
houses, and other industrial plants. 

Ease of maintenance is apparent in 
the convenient Zerk fitting, which per 
mits periodic lubrication of bearings 
ind axle without tie up of handling 
equipment. ‘The wheel is currently 
available from 6 in. to 20 in. diameter. 

\erol Co., Inc., Burbank, Calif. 
Industrial Distribution, March 1951. 


Hoists 


New Electric Hoist Line 
Is Available 


Wright Hoist recently announced 
their line of new “Frame B” W right 
Speedway electric hoists. Available in 
capacities from 250 Ibs. to 1000 Ibs. 
I'hese hoists are basically the same as 
the Wright Frame 1 Speedway clec 
tric hoists, but are made with a shorter 
ind deeper drum. ‘This results in theit 
being lighter and better balanced. 

I'hey are ideal for hook suspension. 
\s the highest capacity offered is 1000 


(Continued on page 116) 





37% SAVED on BRONZE BAR STOCK! 


gvernise 
. by buying Asarcon 773 (SAE renaaiote length 


nee de d. 


If the shop had used standard 13” lengths of bronze, it 
would have bought 569 Ibs. of metal . . . because the job 
called for twenty-one 8” lengths of 3” diameter tubular bars 
with a wall thickness of 1” 

By ordering Asarcon 773 in a the length required 

. an 82” piece and a 90” piece . are shop bought only 
356 lbs. of metal. Savings over 37° @! And no short ends! 

Asarcon 773 bar and bearing bronze is continuous-cast 


in diameters 12” to 5”, cored or solid, in 105” lengths . . . 
216 stock sizes of rods, tubes and shapes available. 
Distributors will cut this warehouse stock long or short in 


exactly the length you need. 


Round or symmetrically shaped bars and tubes, special 


alloys and longer lengths can be made to order. 


MINUr 
UTE 
HOw, — 


But oy 


then °F loss yy, 


Qs 
vores ed hep 


si 
Asarcon 773 ~POFosiny Wa 
'e 


Send for this free catalog on 
Asarco Continuous Cast Bronzes. 
It contains physical properties, 
table of weights, photomicro- 
graphs, table of stock shapes 
and sizes and other data. 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 
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Distributors of Winter Taps receive a warm welcome 


when they call. That’s because customers traditionally asscciate 


the Winter name with superiority in terms of work quality 
and useful tool life. Winter makes a complete line 


of taps for both standard and special applications. 


ARR 


INIER 


WINTER BROTHERS COMPANY © Division of the National Twist Drill 
and Tool Company, Rochester, Michigan, U.S.A. Distributors in Prin- 
cipal Cities ¢ Branches in New York, Detroit, Chicage, San Francisco. 





THE KEY TO 
AUTOMATIC 
RE-ORDERS 





National distributors find their selling job greatly 
simplified by the widespread consumer 
acceptance of cutting tools bearing the National 
name. They know from long experience and 
from word of mouth that National tools 
consistently perform better and give more useful 
life. This is due to their sound design, careful 
manufacture, and painstaking testing under 
laboratory and field conditions. The 

complete line of National rotary metal cutting 
tools includes twist drills, reamers, 
counterbores, milling cutters, end mills, 


hobs, and special tools. 





lf jhl 


NATIONAL TWIST DRILL AND TOOL COMPANY, Rochester, Mich- 
igan, U.S.A. Distributors in Principal Cities © Factory Branches: 
New York © Chicago © Detroit © Clevoland © Son Francisco 








pounds, these hoists use two parts of 
* in. Trulay cable, a smaller load 
hook and a smaller trolley. The hoists 
have shaved gears and the lower limit 
switch is standard equipment 

Wright Hoist Division of American 
Chain & Cable Co., Inc., Bridgeport, 
; Industrial Distribution, 











Boring Tool 


Manufacturer Offers 
Nine Carbide Boring Tools 


With their recent addition of solid 
carbide standard boring tools to the 
line, Super Tool Company now offers 
1 total of nine types of standard car 
bide boring tools These standard 
tools are available from stock in all 
the carbide grades listed in Super’s 
new Catalog No. 50, and can be pro 
duced in other suitable grades upon 
request. ‘There is a standard type to 
fit each of the more popular boring 
machines illustrated. 

Super Tool Company, Detroit—In 
dustrial Distribution, March 1951 














Center 


Ball Bearing Center 
Takes Heavy Loads 


Ihe No. 1490 Delta ball bearing 
center has a double row of 
lubricated-for-life ball bearings to take 
exceptionally heavy radial and thrust 
According to the manufacturer, 
it is accurate and runs true because the 
center socket is drilled and machined 
after assembly. 

It is designed to be 
lathe, grinder, screw machine, gear 
hobber, and similar machines. ‘The 
unit is supplied with three replaceable 
centers and a wrench. The shank has 
a No. 2 Morse taper. 

Delta Power Tool Div., Rockwell 
Mfg. Co., Milwaukee—Industrial Dis 
tribution, March 195] 


scaled, 


loads 


the 


used on 


Non-Cutting Metal 


Has 50 Percent Greater 
Density Than Lead 


Hevimet, a non-cutting metal even 


heavier than cemented carbide and 
with 50 percent greater density than 
lead, is available for use as balance 
weights on crankshafts, gyroscopes, 
variable pitch propellers, centrifugal 
clutches and other similar moving 
parts. 

For static and dynamic balancing 
of such parts as well as for balancing 
of aircraft control surfaces, etc., it has 
the advantage of maximum weight 
with minimum size. 

Carboloy Company, Inc., Detroit 
Industrial Distribution, March 1951. 














Saw and File Tool 


New Tool Features 
Many Improvements 


Many component parts refinements 
have been made in the 1951 model 
\ir-Speed Saw and File, a reciprocat- 
ing air operated saw and file tool. The 
valving of the gun has been simpli- 
fied, the internal springs have been 
strengthened and tapered, and weight 
and gage of the plunger washers have 
been increased. 

lhe tool is fully portable. It is light 
in weight, with ample power. It may 





Product 


Portable Drill-Hoist Skilsaw, Inc 
Cleaner 


Punch Press 


Manufacturer 


Benchmaster Mfg. Co 


Product 


Acid Dispenser 


Ideal Industries, Inc 


Fittings 


| Water Feed Heater 


Manufacturer Page 


General Scientific Equip- 
ment Co 

128 

130 


Horace T. Potts Co..... 


Aerol Co.. Ine The Swartwout Company 


Industrial Wheels 
Sier-Bath 
Co., Ine 


Machine & 


Screw Pump Gear & Pump 
132 
Tool 


132 


Hoists Wright Hoist Division of 


American Chain & Cable 
Co Niagara 
° Works 


Power Table 
Boring Tool Super Tool Company én : ‘a — ; 
lelescoping Gages The L. S. Starrett Co 
Delta Power Tool Division 


Rockwell Mfg. Co 


Center 


Anti-Rust Paint Speco, Inc 


The M. A. Ford Mfg. Co. 


Carbide Tool 


Non-Cutting Metal Carboloy Company, Inc 


Saw & File Tool Air-Speed Tool Company Lathe Gear Box South Bend Lathe Works. 


Transfer Pump Lincoln Engineering Co 


Portable Light Carpenter Mfg. Co 


Machine Bits 
Load-Lift 


Clutch, Brake Unit 


**Acrabore’’ Co., Ine 


Hoisting Unit Flinchbaugh Co 


Market Forge Company Fan Nozzles Bete Fog Nozzle, Ine 


Power Presses, Inc Screwdriver K-D Manufacturing Co 
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Doubles Production. Ball-bear- 
ing manufacturer builds special 
set-up around Delta 14” Metal- 
Cutting Band Saw, to split large 
bushing, approximately 6/2" x 
5%", material SAE 1020. 


- Doubles former production of 


much more expensive machine. 


Cuts Trimming Costs 75%. The 
job of trimming gotes and risers 
was speeded up so much in this 
brass and aluminum foundry that 
the company now has five Delta 
14” Metol-Cutting Band Saws in 


Saves Time, Money on Patterns. 
Cutting costs with a Delta 14” 


limited to metalworking opera- 
tions. Many a plant uses the 
machine profitably in the pat- 


Cuts Steel 23,” Thick. Delta 
14” Metal-Cutting Band Sow in 
tool room of Simonds Saw & 
Steel Co., Chicago, Hl. Exten- 


i sion wings hove been bolted to 


front and back of regular table. 





use — one in every department 
where there is any metal sawing 
to be done. 


tern shop, also. 


DEITA keeps you in 
y changing sales picture 


For example, look at the opportunities the Delta-Milwaukee 
14” Metal-Cutting Band Saw opens up. You can sell it 
for general-purpose use in machine shops, tool rooms, 
experimental shops, foundries, pattern shops, and other 
places where many different materials must be cut. 
' This popular machine has four metal-cutting speeds and 
one-wood-cutting speed. It pays for itself quickly.on many 
applications: Sawing off tool, die, and fixture stock. Cut- 
ting templates, structural shapes, experimental parts. Trim- 
ming gates in iron, brass, aluminum. Cutting almost any 
material — steel, plastics, mica, fiber, carbon, vulcanite, etc. 
This is typical of the way other machines in the broad 
Delta line also fit in today. pgita power Toot DIVISION 


To make the most of your 
opportunities now, sell all Roc A we i t 
Manufacturing Company 








of the versatile Delta ma- ® 
chines to all of the prospects. MILWAUKEE 1, WISCONSIN 


Develops business on supplies which are regularly used! 


Lamp Miter Gage 
Attachment Attachment 
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SCRA SASTA WOT A. ar. 
GVasvre TA. 2 BPE ITO aE” 
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ee Sees SUA DOWI>T— yA 


The original washerless 
hose coupling ... prod- 
uct of true perfection in eS 
Yan 
A coupling you can seit 
with complete assurance _ 
that its reliability and a ' 
long-service economy ie nf 
will mean repeat business. 


desien and construction. 
a 
convenience. durability 
and safety on all high or 
low pressure lines. Cad- 


mium plated— rustproof, 


Pat. Off 


PUP Vis OF 


NIPPLES * MENDERS + CLAMPS 
“AIR KING” “DIX-LOCK”’ 


LOS ANGELES + HOUS N 


wy ae 
PRODUCERS OF Jhe Quality Line COUPLINGS - 
“BOSS” "“GJ-BOSS” “DIXON” “KING” 


PHILADELPHIA, PA BRANCHES: CHICAGO BIRMINGHAM 
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New Products 


(Starts on page 112) 





be used to work on steel, stainless steel, 
dural alloys, iron, aluminum, brass, 
copper, nickel, plastics, plexiglass, 
fiberglass, wood, etc. 

It requires only a sz in. wide and 
4 in. long starting hole to begin cut- 
ting operations. Operators frequently 
grind down the nose of the cutting 
blade and thus reduce the starting hole 
requirements. Working stroke of the 
tool is adjustable from } in. to 1} in. 

Air-Speed Tool Company, Los An- 
geles—Industrial Distribution, March 
1951. 














| Transfer Pump 


High Speed Model 
Added to Line 


The Speed-Flo transfer pump, a 
high speed, air operated pump, has 


| been added to Lincoln Engineering’s 


| line. 


Transferring fluids at 22 gpm, 


| it empties a 55 gallon drum of S.A.E. 


30 oil in slightly over two minutes. It 


| can be used for transferring lubricants, 
| thinners, coolants, napthas, non cor- 


rosive chemicals and other materials 
without spillage, mess or waste. 

It fits all 2 in. opening drums. It 
has a built in, disc type, precision flow 


| regulator to permit finger tip regula- 
| tion of the volume of output. Weight 


is 18 pounds. 

Lincoln E ngineering Co., St. Louis 
— Industrial Distribution, March 
1951. 

(Continued on page 122) 
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FERRY CAP & SET SCREW CO. 


53 SCRANTON ROAD e e CLEVELAND 13, OHIO 





“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished | head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, isons finish. 
Tensile strength 95,000-1 

p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machin Points machine 

je strength 75,000- 

. Carried in stock. 


FILLISTER CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in pogdecing 
Cup Point Set Screws by the col 
upset process. Cup points machine 
po mane Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely shane top 
and bottom. Milled slots —less 
burrs. Flat and entesed machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon he ead style — to blue print 





with flat and ch 

pm. Nut end, oval point. — 
tween threads shiny, bright, 

mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
ext ely close thread and body 
Selerenees — body ground where 
specitied. Expert ly made by the 


hea ; 
polished if Cael - ees soft 
to close t 
turned; flat and Ee 


* 
SPRING BOLTS 
Case hardened to proper depth and 
ground to close tolerances. Threa: 
end annealed. Ley in various 


head she oil holes and 
grooves of ai dtherent kinds, and flats 








2 
tod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
—— cover Ay plain, 

¢ plated, cadmium plated. Size: 
g/ie’, 3/4",15/16' "across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 





carried by 
LEADING 
DISTRIBUTOR 


* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 











INDUSTRIAL DISTRIBUTION © MARCH, 1951 





Linco/n 


. LUBRICATING EQUIPMENT” 
Tx) 


a “oa : 


me 
¥ 
Nt ALL Lubricants Must Be Applied... 
\ for Extra Sales and Profits 





, i talk-featule Gell 


have been a Lincoln Industrial 
Lubrication Distributor, we realize 


e@ 
the value of our distributorship, and Linco/n 


want you to know how much we 


appreciate the ideal relationship LUBRICATING EQUIPMENT 


existing between our companies. 


“You have given us full support in the Regardless of what lubricant is 
field, have helped train our salesmen used, it must be applied to become 


and supplied us with a complete line effective. So wherever lubricants are 





of high quality products — products 


: ; used, you have a ready market for 
on which we have and will continue Y Y 


to build a profitable repeat business. Lincoln Lubricating Equipment. The 


; Lincoln line is complete, and meets 
“We know that Lincoln products will always 


- " ‘ every lubrication requirement. It 
be in ever increasing demand as a result 


of our combined efforts.” includes everything from the new 


Bullneck* Surface-Check fit- 
L. L. Brenholts, Pres. “ “4 “© 
Harris Pump & Supply Company 
Pittsburgh, Pa. Lubrication Systems. 


tings to a full range of Centralized 


+ © © PIONEER BUILDERS 


Te a 
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Lever-Type Grease Guns 
15 or 19 oz capacity 





Grease Fittings 
(A Complete Range) 


100 Ib. Drum 
Pumps 
(Air-Motor B 
f 
Operated) i Powerluber® 
(Air-Motor Operated) 
60 Ib. capacity 


TWO WHEEL 
TRUCK 
Push- Type Grease ~ AVAILABLE 
Guns 9 or 15 o7. 
capacity 





Centralized 
Lubricating Systems 
For One or Batteries of 
Machines 
(IMustrated, the New 
CentrOiler System for 
machines requiring periodic 

applications of oils.) 400 ib. Drum Pumps 
(Air-Motor Operated) 











*Tradename Registered 
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oresiaat 


can cure(manhy a 
HEADACHE! 


Wide-awake Industrial Distributors don’t need a crystal ball 





to realize that we're again in a period of delayed deliveries and 
shortages. Nobody knows for sure what the future will bring, but 
here are a few tips that will help you and your customers avoid 
“shortage headaches”: 


s Order fastener products well in advance of needs—basing 
quantities on past “shortage” experience. 


2 Carry a large, complete and well-balanced stock at all times. 


3 Familiarize yourself with possible substitutions so you can 
suggest them to your customers where they are feasible. 


We at Lamson & Sessions pledge to cooperate wholeheartedly 
with our distributors and to supply their fastener needs to the 
best of our ability. 


The LAMSON & SESSIONS Co, 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 


ESSIONS 


a 


> 
SS 


wr, 
- 
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Machine Bits 


Set Includes 
Five Popular Sizes 
“Acrabore” machine bit sets include 
the five most popular sized bits, } in., 
2 in., 4 in., and 3 in., for use in small 
clectric hand drills having } in. chuck. 
lhe manufacturer states that one spur 
design assures easier boring with less 
drag on electric drills. ‘The sets are 
available in leatherette roll or plastic 
display box. 
“Acrabore’” Co., Inc., Webster, 
\lass —Industrial Distribution, March 
1951 











Load-Lift 


Unit Features 
Labor Saving Pump 


Designed and engineered especially 
to cut working time, the only alumi- 
num single unit oil tank and pump 
ombination enables the new Mar 
forge Lightning Load-Lift to raise 
loads 25 percent casier and 25 percent 
faster, it is claimed. 

Che hydraulic fluid is contained in 
the unit above the dual pumps. This 
allows the fluid to circulate by grav 

Cotninued on page 126) 











The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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N 0 W sell your tube & pipe customers 


WEATHERHEAD ERmerto. Fittincs 


FOR- FAST, EASY CONNECTION AT ANY PRESSURE 
; . + LESS COST INSTALLED; BIG SAVINGS 


A baker’s do 
exclusive with 


Tube and pipe connections can be made 
at high pressures, 1000 psi and up with 
NO FLARING, NO THREADING, 
NO WELDING, NO SOLDERING! 


Ermeto’s patented design requires no 
special tools; permits pressure-tight 
joints to be made with a wrench. 


Ermeto fittings cost less installed be- 
cause time is saved, extra materials 


Ermeto meets J. |. C. requirements 


Meeting Aircraft Requirements Makes 


Quality k Weatherhead Habit 7 E RH FAD 
Weatherhead pioneered in research on hydraulic WEATH 


fittings. Work on vibration, metallurgical factors, 
low pressures and temperatures and work on 


corrosion resistance has helped us meet the rigid 


zen of unmatched ‘advantages 


Weatherhead 


eliminated. 


Easy to take apart and retighten with 
a pressure-tight joint. 

Many users are standardizing in Ermeto 
for all joints including low pressure— 


the savings in inventory are obvious. 


Ermeto is made in steel, stainless steel 
and brass—sizes 4” to 2” O. D. 


The Mark of Duality 


FIRST IN 


demands of the aircraft industry. HYDRAULIC CONNECTIONS 


This knowledge and experience has guided the 


Plants at Cleveland, O., Angola and Columbia City, Ind 


design and production of all the fittings we make. 
That’s why you can recommend Weatherhead— 


in complete confidence! 
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and St. Thomas, Ontario 











SLEEVE 


fitting. The sleeve and nut are slipped on the 
tube; end of tube is inserted into body of fitting. 


] The hardened sleeve is the heart of the Ermeto 


Fully tightened. Tube end butts tight against 
body shoulder. 


Nut presses sleeve bevel, causing entire sleeve 
to clamp the tube. This strengthens seal and distrib- 


2? As nut is tightened, the pilot of the sleeve con- utes vibration strains. 


tracts, engaging outer surface of tube. 
Forces acting on sleeve cause it to bow slightly, 


giving it a spring action which holds constant tension 
between the body and the nut— prevents loosening. 








TO HELP YOU SELL! 


Get the new Weatherhead catalogs imprinted 
with your house name, address and phone. Write 
The Weatherhead Co., Dept. I, 300 East 131 st St., 
Cleveland 8, Ohio for sample catalogs. 


F-1456 Weatherhead Standard Fittings 
E-1457 Weatherhead ERMETO Fittings 
H-1451-A Weatherhead Hose & Reusable Ends 
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Workmen like OHLEN-BISHOP 
Hollow-Ground Jointers 


HOLLOW- 
GROUND 
FOR PRECISION 
CUTTING 


rny/ | we | 


When the job calls for a perfectly square cut and precise 
fit, saw users get it every fime with an Ohlen-Bishop 
Hollow-Ground saw. Now ground on new, precision 
grinding machines and with expert care by trained saw 
craftsmen, these saws are the choice of experienced 
woodworkers. 


Hollow grinding allows this saw to cut without set. It 
gives smooth, square edges that can be glued and 
fitted without sanding. Made of high quality saw steel, 
they're expertly heat treated for long and dependable 
service. They're easy to file when necessary to sharpen 
and can be kept in top-notch condition with less time 
and delay. 


Ohlen-Bishop Hollow-Ground saws are made in 
special combination teeth as illustrated, also in 
standard mitre style tooth. Consult Ohlen-Bishop 
Catalog No. 250 or write for details. 





1314 Kinnear Road 
Columbus 12, Ohio 


i 
a 
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the pump from a separate tank under- 
neath. 

The truck is lowered by a simple 
right angle flick of the handle. This 
eliminates stooping or bending to 
lower the loads. The lift is equipped 
with self sealed ball bearings, and set 
in steel, cushion rubber, or plastic 
wheels to assure easier rolling. The 
lifting and lowering mechanism is 
completely separate from the pulling 
handle. 

Market Forge Company, Everett, 
Mass.—Industrial Distribution, March 
1951. 


nm | 
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Clutch, Brake Unit 


Designed to Drive 
Medium and Heavy Machinery 


Accessibility is the primary feature 
of this combination friction clutch 
and brake unit, air powered, for the 
driving of medium and heavy ma- 
chinery. Major savings in down-time 
and maintenance labor are affected 
by the facts that: 

1. Shoe and lining assemblies can 
be changed in minutes rather than 
hours. 

2. Such changes may be made with- 
out removing the unit from the 
machine. 

3. All other wearing parts—driving 
mechanism, pistons, piston packings, 
springs—may be removed while the 
clutch is mounted on the machine, 
without the use of special tools and 
without the necessity of removing 
other parts. 

Maintenance cost is further reduced 
because wear is virtually limited to 
the linings. Disc scoring is eliminated 
because rivet heads cannot come in 
contact with the discs. It is impos- 
sible for brake and clutch to be en- 
gaged simultaneously. 

Power Presses, Inc., Cleveland— 
Industrial Distribution, March 1951. 

















Tough drilling job 


got you Trayjoea, 7 


SE the best tools to get out tough jobs. They save time 
and save production costs. Standard Red Shield Tools 
are tops—in material—design—construction. 

Over 70 years’ experience in the cutting tool industry can 
be put to work for you. Just give one of our Standard service 
men an opportunity to make suggestions. There’s no obliga- 
tion, of course. 

Industrial Supply Distributors in more than 529 cities 
across the United States stock and supply Standard Red 
Shield Drills —Reamers —Taps — Dies — Milling Cutters — 
End Mills—Hobs—Counterbores—and Special Tools. 

Standardize on the Standaad line. You will save time and 
costs—and get results. 


STANDARD TOOL ([0, cizveuan u. om 


New York + Detroit - Chicago +» San Francisco 
THE STANDARD LINE: Drills - Reamers + Taps + Dies + Milling Cutters + End Mills +» Hobs + Counterbores + Special Tools 
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VINCENT Dressers and Cutters 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters ... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


VINCE 


SINCE 1909 


Designed — Built — Merchandised 
to do a better job...for the user—for you 


Producers of + HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS * DIAMOND 
DRESSING TOOLS + TUBECLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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Acid Dispenser 


Tilter and Spout 
Eliminate Splashing Acid 


A new Carboy tilter with pouring 
spout assures a safer, faster and easier 
method of pouring acids and other 
liquids from carboys. Long and de- 


pendable service is assured by struc- 


tural steel supporting members with 


| welded and riveted construction. The 
| air vent pouring spout offers a smooth 


| 





flow of acid without spurts or splashes. 
Made of acid resistant rubber and plas- 
tic tubing for extra long life, the spout 
has a flow capacity of five gpm. 

General Scientific Equipment Co., 
Philadelphia—Industrial Distribution, 
March 1951. 














Fittings 


Available In 
Corrosion Resistant Alloys 


A new line of tube and pipe fittings 
is said to simplify installation and per- 
mit considerable cost reduction in 
setting up piping systems. Three prin 








Independent laboratory test for a leading machine tool builder reveals 


“BLU-MOL’” OUTPERFORMS 











Some time ago, a leading machine tool builder tried out a number of different hack 
saw blades under normal production conditions. “Blu-Mol” blades proved so out- 
standingly superior that the company decided to find out why and sent them to an 
independent testing laboratory. 


Here is the report they received: 


Sample No. 407564 1-3-50 


The "excellent" service given by this blade is 
apparently the result of three factors: 


First, homogeniety of steel. The stock shows no 
evidence of high concentration of carbides in stringer 
formation which creates weak spots and brittleness. 


Second, the relatively high hardness (C64.5) combined 
with fine grain size gives the necessary combination of 
tooth strength and toughness needed for a long service 
life. Usually hardness above C64 is attained at the 
sacrifice of grain fineness. 


pes wae ine Ba arp 8 te 


Third, surface condition. There is no evidence of 
lowered surface carbon content so commonly found in 
hack saw blades. This manifests itself by greater 
resistance to tempering and a consequent retention of a 
larger percentage of white martensite. 











RR OS aR RE: mA MME 8 i 


“Blu-Mol” steel is part of the secret of ‘‘Blu-Mol’s” tremendous cutting 
ability. But even more important is the exclusive, precision heat treating 
process used only on Millers Falls blades. In plant after plant, “‘Blu-Mol”’ 
blades are setting production records . . . cutting hacksawing costs. That's 
why “Blu-Mol” blades offer you unequalled profit opportunities. They‘re 
easier to sell, and they assure you of satisfied customers who come back 
time after time with repeat orders. 


She Mark of uprorivrityy 


MILLERS FALLS 
mpenel a 


DISTRIBUTORS: WRITE FOR FULL DETAILS on “Blu-Mol” and 
the whole outstanding line of Millers Falls metal cutting 
saws. They are your best bet for profits in the hack saw 
blade field. Millers Falls Company, Greenfield, Mass. 
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\ 
HOSE AND ACCESSORIES 


12 types of hose, 


SPRAY GUNS full line of accessories 


36 different models SPRAY BOOTHS 


over 510 sizes and styles 


PORTABLE SPRAY UNITS 
4 light-weight units OIL AND WATER 
EXTRACTORS 


7 models supplying clean, dry air 


Ee = 
AUTOMATIC FINISHING 


EQUIPMENT 


for lower production costs 


MATERIAL TANKS , 
2- to 60-gal. capacities AIR COMPRESSORS 


24 models esp lly for spray painting 





Binks has everything 
your customers need 


for better spray finishing 


When you sell the Binks line, you can offer your customers everything they 
need for better spray finishing...everything from a hose connection to a com 


plete finishing department. 
bk 





Your customers will like Binks equip t it gives them better fin- 
ishes...fewer rejects...lower finishing costs. They like the interchangeability 
of the nozzles, the standard threads on hose, couplings and other accessories. 
And they favor the idea of a single source for all spray finishing needs. 

And you will like Binks equipment because it is precision-made, backed by 
a reputation that extends over half a century. You never have to apologize for 
the quality of this equipment...or its price. Wherever fine finishes are applied 
...in the automobile, furniture, porcelain enamel, and other leading industries 
... you find Binks equipment at work. 

And to help you sell Binks is constantly telling your customers about the 
advantages of the equipment through advertising and sales promotion cam- 
paigns. Binks spray finishing experts are always ready to help you with any 


special problems you may run into. 


Send today for full information 
on the advantages of being a Binks distributor. 


“Repeat orders for Binks equipment BZ, 42 
are our best indication of performance.” Airdbe 8TH 


President 
MANUFACTURING COMPANY 
3128 Carroll Avenue West, Chicago 12, Ill. 


NEW YORK + DETROIT + LOS ANGELES « ATLANTA « BOSTON « CLEVELAND « DALLAS + MILWAUKEE + NASHVILLE 
PHILADELPHIA © PITTSBURGH + ST LOUIS «+ SAN FRANCISCO « SEATTLE « WINDSOR, ONTARIO, CANADA 
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cipal fittings are an insert flange, an 


aligning connector and a tube or pipe 


union. Each of the fittings can be 
used with corrosion resistant tubing or 
ipe. 

The insert flange consists of a cor- 
rosion resistant serrated insert in a 
carbon steel flange. Because relatively 
little high alloy material is used to 
provide corrosion resistance, the cost 
of the flange is below that of com- 
parable units, it is claimed. Installa- 
tion time is said to be reduced, with 
the elimination of welding, vanstoning 
and threading. The only tools re- 
quired for installation are an expander 
and a plain wrench. 

Horace T. Potts Co., Philadelphia 

Industrial Distribution, March 
1951. 














Water Feed Heater 


For Boiler Capacities 
Of 300 HP Or Less 


Ihis unit, a feed water heater de- 
signed for plants with boiler capac- 
ities of 300 hp or less, utilizes exhaust 
steam to heat the water before it is 
delivered to the boiler. Made of 
fabricated steel, the heater has spe- 
cially designed stainless steel trays 
which disperse feed water in the form 
of thin curtains over a large area, so 
that the exhaust steam gives up its 
heat quickly and evenly. 

According to the manufacturer, a 
saving of 1 percent in fuel will result 
from each 11° F increase in feed water 
temperature by use of exhaust steam. 
Condensate returns are piped to the 
heater for quick reheating to near 
boiling point. 

The Swartwout Company, Cleve- 
land—Industrial Distribution, March 
1951. 





SELL THESE 


CONDENSED OIL 
NO. 50 


Used for air com- 

pressor cylinders, 

ring oil bearings 

in electric motors, 

etc. and for gen- 
eral plant lubrication. Does not 
creep or drip. It clings to the job, 
goes 6 to 8 times further than 
ordinary oil. 


CUTTING OIL 
NO. 101 


A general pur- 

pose sulpho-chlo- 

rinated oil for 

threading, tap- 

ping, milling, etc. 

Contains sulphur which is chem- 
ically combined and will not 
settle out. Effective under severe 
pressure and heat, it prevents 
ragged cuts, saves tools, increases 
production. 


LUBRICANTS 
MED. CUP 
—_—_——_—— <_< <— <—-§ << <= <<. <= <—- <— —<.H< <_< <= <— = a — a = = 4. 


PENETRATING OILS 


KPO No. 1: Used to remove 
rusted nuts and bolts. Has high 
wetting power. Extremely fast 
action. Non-volatile. 


KPO No. 2: A gum and sludge 

solvent for use in Diesel and 
gasoline engine 
lubricating oils 
and fuel. A 
“flush” for slug- 
gish bearings. 


For complete data 
on these and other Keystone 
Specialized Lubricants— consult 


BALL AND ROLLER 
BEARING GREASE 
NO. 44 


Excellent for gen- 
eral purpose use 
on ball or roller 
bearings in mo- 
tors, fans, blowers, 
pumps, etc. Handles speeds up to 
20,000 rpm. Temperatures sub- 
zero to 225° F. Low starting and 
running torque. 


KEVIN 
GREASE 


as 


...@ profitable 
line... high 


in repeat value 


SPECIALIZED CUP GREASE 


Various densities are available to 
suit operating conditions. Hard 
densities withstand heavy loads 
and give excellent lubrication for 
applications close 
to heated parts. Used 
in hand compres- 
sion cups. Medium 
and Soft densities for {]} 
use in pressure guns. 


SPECIALIZED 


ACID-ALKALI RESISTANT 
GREASE NO. 5P7 


Ideal for chemical industries, 
food processing, etc., No. 5P7 is 
a tacky lubricant highly resistant 
to acids, alkalies 
and moisture. 
Uses include: 
glands, valves, 
bearings and 
wanes chains. 
GREASE 


a 


ie 


OPEN GEAR 
GREASE NO. 32 


Has exceptional high 

load capacity. Easy to 

apply, No. 32 is 

packed in cartridges 

for gun applicators. It 

is water repellent, 

permits easy starting in cold 
weather, has a melting point 
above 400° F. 


SPEED REDUCER LUBRICANTS 


SR Lubricants meet high loads 
with a minimum of internal fric- 
tion. Tests show savings of 
11.3% in power 
consumption 
alone. Tem- 
peratures 

up to 200° 

F. Densi- 
ties SAE 10 

to 70. 


SPECIALIZED 
LUBRICANTS 


SR No. 1 
So 


Seti your prospects on a 


trial test—and any one of 
these Keystone Leaders will 
open the door to sales of 
Mill 
Supply products. KEYSTONI 
LUBRICATING COMPANY, 
21st & Lippincott Streets, 
Philadelphia 32, Pa., 


1884. 


other Keystone and 


Est. 


WIRE CABLE GREASE 


Keystone Wire Cable Lubricant 
lubricates and penetrates to the 
core. Highly resistant to water, 
it will not oxidize, gum, chip or 
peel. Available 

in semi-solid 

and liquid 

densities. 


SPECIALIZED 
LUBRICANTS 


WIRE CABLE 


your Application Guide. 


freee Verte See © 8 Fer OFF 


SPECEALINZTZED LUBRIECANTS 
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TRIPLEX... 
for toughness 


i choice on heavy equipment 














CAP SCREWS: 


Y%" to 1” diameter 
and to 8” long. 


SET SCREWS: 


V4" to ¥4"' diameter 
and to 4” long. 


MACHINE BOLTS: 
V4" to 1” diameter 
and to 60” long. 














STEP BOLTS: 
Va" to V2" diameter 
and to 6” long. 


a, 


CARRIAGE BOLTS: 
Y%," to 1” diameter 
and to 60” long. 


‘s 


PLOW BOLTS: 
V4" to Yq" diameter 
and to 6” long. 











SEMI-FINISHED NUTS: 
Y%" they 1%," 








‘\ 


LAG BOLTS: 
V4" to ¥," diameter 
and to 20” long. 





CASTELLATED NUTS: 
WY," thru 1%," 








Whether you use cap or set screws, nuts and bolts or all of them, 
make TRIPLEX your first choice for heavy equipment if you want 
sheer ruggedness and ample holding power for over-loads. 
TRIPLEX Threaded Fasteners are noted for their Toughness that 
assures trouble-free service on heavy machinery that must take 
rough punishment. Write for catalog or wall chart today. The 
Triplex Screw Company, 5317 Grant Avenue, Cleveland 5, Ohio. 














Screw Pump 


For Positive Displacement 
Of Non-Lubricating Liquids 


A new external gear and bearing 
bracket type screw pump is designed 
for positive displacement of non-lubri- 
cating liquids of all viscosities at 1 to 
700 gpm. It is claimed the new 
pump’s single point alignment, dual 
controlled rotors, and other features 
provide greater durability, easier in- 
stallation and faster servicing. 

The external timing gears and all 
bearings are in housings, which form 
an integral unit with the pump body. 
For less wear on bearings and timing 
gears, rotors are positioned axially as 
well as radially. Axial control is pro- 
vided by new thrust bearings at the 
outboard end. 

Sier-Bath Gear & Pump Co., Inc., 
North Bergen, N. ].—Industrial Dis- 
tribution, March 1951. 














Power Table 


Applicable To 
Sheet Metal Operations 


This multi-drive power table is de- 
signed for beading, crimping, burring, 
turning, wiring, flanging, elbow edg 
ing, furnace collar edging and a multi- 
tude of other sheet metal operations. 


Low cost, hand operated bench ma- 
: chines are quickly converted to power 
e354 w . : 
\ vy operation, substantially increasing 
N A | 4 production. 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS Two electric foot buttons on the 
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oNSERWATION 
RINTENANCE 
LAN 


QUAKER 


GET YOUR COPY 
of this big factual booklet and other helpful 
data of the QUAKER C M P program. No 
charge, no obligation. Yours to help you 
build goodwill. 














T A KE aE como 


Pe reeDELPHIA , PENN Ae 


To Buila <u> 
Goodwill 


QUAKER’S COMPLETE PLAN 
FOR LONGER PRODUCTIVE LIFE FROM 
INDUSTRIAL RUBBER PRODUCTS 


Now, to meet the need to produce more with less, 
Quaker offers you the plan to build customer good- 
will . . . it's the QUAKER Conservation Maintenance 
Plan. 
Developed by Quaker Engineers to help industry get 
more production out of industrial rubber products 
with less maintenance, this plan is practical and 
easily applied in any plant. 
QUAKER C M P includes a big factual booklet on 
how to make conveyor and transmission belting, 
hose, packings and moulded products last longer. 
Charts are available for shop bulletin boards. 
Technical bulletins will be issued periodically with 
the latest conservation and maintenance data. It's 
a complete plan that will help every worker to con- 
serve ... will reduce maintenance. . . and increase 
production. 
All of your customers will welcome this helpful 
production-improving data. Equip your sales- 
men with this information and build 
extra goodwill for them and your 
services. Call or write your local 
Quaker branch today for the 
full details on this plan. 


OM Bn a) 1 N PRINCIPAL 


| Customers 
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Many dealers 
Gre serving thej 
is Tools—See our catalog Ne arya 7 


SUPER TOOL CO. 


Hoover Rd, Detroit 13, Michigan . 5210 San Fernando Rd.. Glendale 3, California 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 


end of flexible cable and located on 
opposite sides of the table provide 
convenient means of controlling the 
driving motor. With positions on the 
table for four machines, permanent 
set-ups can be made, eliminating 
waste time. 

The welded steel table, mounted on 
casters, is sturdy, compact and light. 
The power unit consists of a Niagara 
Worm Reduction Unit mounted on 
anti-friction bearings and operating in 
a bath of oil. A 4 hp, 110 volt, single 
phase ac motor with reversing switch 
and overload protection is flange 
mounted as an integral part of the 
power unit. 

Niagara Machine & Tool Works, 
Buffalo, N. Y.—Industrial Distribu- 
tion, March 1951. 
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Telescoping Gages 


Has Automatic 
Self Centering Handle 


This new tool is a refinement of 
the Starrett No. 229 telescoping gage 
with the important new feature of 
an automatic, self centering handle. 
The handle remains centered and bal- 
anced, regardless of the setting of the 
telescoping plungers. The handle is 
rigidly attached to the contact plunger 
body, thus eliminating undesirable 
handle adjustment and looseness. Both 
contact plungers telescope within each 
other, providing a rigid, positive seat 
for the contact plungers in all posi- 
tions. 

Constant spring tension gives uni- 
form contact pressure and _ both 
plungers are easily locked at any de- 
sired setting by a slight turn of the 
knurled screw in the end of the han- 
dle. The gages are available in six 
sizes, cither in complete sets or singly, 
to measure from Ys in. to 6 in. 

The L. S. Starrett Co., Athol, Mass. 

Industrial Distribution, March 
1951. ' 





YOU GET 
FLUID 
DRIVE __ 

ACTION — SN 


S 


S si 


: WITH A 
lf, 


WL Lez 7 : 


‘Here's a good 
example of Graton & Knight | 
Engineered Flat Leather Belting available through 


. : 
Success of your short center to give you FLUID DRIVE industr ial 
pivoted motor base drives de- ACTION on Uni-Pull and 
pends on the FLUID DRIVE other important drives. It is 
ACTION of the belts you use. one example of G&K Leather Distri butors 
They should possess these five Belting engineered to give 
quality features: aise more production-power. Production men are showing increase 
1. High Coefficient of Friction Other famous G&K brands, ing interest in the flat leather belt 
— to grip across and around developed through a century for short center pivoted motor base 
the pulleys. of service to industry, include —— “~ _ pata ptm and 
. Flexibility — to withstand HEART OAK, a rugged, firm cusbasiannanar aan taadeee ond 
continuous flexing on short belt for shifters and step-cone tear on machines and bearings. 
centers over small diameter pulleys; and SPARTAN®a Advertisements like the one at the 
pulleys. combination tan resistant to left feature Graton & Knight Engi- 
. Resiliency—to absorb start- oil, steam, acid and alkali i oe ae a 
ing torque — shock. — 4 : hel the best belting markets. 
, inimum ermanent t the G&K man help you ’ . 
Stretch — to maintain cor- “drive it better with leather.” Here s the list: 
ak See ee as See TON & KNIGHT COMPANY rere de: sa vaptil 
i GRATON 
. Great Tensile Strength a Worcester, Massachusetts Factory Management & 
to carry peak loads. Maintenance ........ March 


These five quality features Mill & Factory ...... February 
describe RESEARCH, the To assist you in engineering a short American Miller & 
remium uality flat leather center drive, be sure to get a free Processor February 
P q . copy of the new Uni-Pull Drive Man- Textile World ..February 
belt made by a special process val. Write for it on your letterhead. American Wool and Cotton 
4 Reporter............. March 15 
cA 4¢- Fibre & Fabric................ February 24 


Fi 
“ PREMIUM \ ay ©) C Paper Industry... _....March 


(researc) ©) ak \ 
\ oer \ ox % | SPARTAN 


—— 


5-7" Paper Mill News March 24 


— 


YOU CAN DRIVE IT BETTER WITH LEATHER* 


Key Ugiiecved 


AND 


NO”, LEATHER BELTING 
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SALES OPPORTUNITY! 


Read every word of the advertisement below (it’s published in Business Week 
and industrial, purchasing, safety, engi ing and aut tive gazines) 
Here's the kind of sales ammunition you dream about—a convincing, easy-to- 
understand story of product superiority that will help you do an outstanding 
job. Don't forget to point out to all your cust s the tr d d 9 
of Pyrene Heavy Vehicle Exti gvishers wh er there's vibration. And don't 
forget that there's a Pyrene for every industrial, automotive, and home fire 
hazard. Mention Pyrene on every call! 


—— ENE 
Special construction gives 
PYRENE Vehicle Type Extinguishers RENE 


AT LEAST RENE 




















PYRI 
PYRI 
PYRI 





PYRE 
PYRE 
PYRE 


TWICE i: 


RENE 


THE SERVICE LIFE RENE 


OF ORDINARY RENE 
RENE 
RENE 
RENE 


PYRE VAPORIZING LIQUID EXTINGUISHERS 
PYRE 


When subjected to vibration, they'll 


Constant vibration cuts short the 
give at least twice the life of ordi 


life of most vaporizing liquid extin 
guishers installed on trucks and_ nary extinguishers 


buses A special vibration dampener holds 
the Pyrene pump mechanism firmly 
in place, protecting it against both 
vertical and horizontal vibration. 
And tough brass linings guard the 
valve housings in every spot where 


PYRE 
PYRE| 


1 
Not so with Pyrene* 1 qt. and 1'2 


qt. Vehicle Type Extinguishers 


wear would occur. No other extin- 
guisher offers these vital added 


operation 

price doesn’t pay 
half the life! Buy on 
buy Pyrene! 


Lower 
you get 
facts 


"TM. Reg. U.S. Pat. Off 


rene 


RATIONS 
“4 fire 
EXTINGUISHERS 


* vie 
no. OF ne a aerad 
” 

o 
owe 


tests (the most rigorous of such 

other major brands by more than 

there is not one single known 4 

instance of the Pyrene heavy-duty + E N E 
PYRENE MANUFACTURING COMPANY 
581 Belmont Avenue - Newark 8, N.J. 


construction safeguards 
tests known) a Pyrene Vehicle 2 — N E 
2tol the ratio going as high as 
mechanism wearing out in actual 
‘ENE 
Affiliated with C-O-Two Fire Equipment Co 


In competitive vibrating-machine 2 E N E 
Type Extinguisher outlasted three 
tENE 
15 to 1. (Chart shows details.) And 
when 
ENE 
ENE 
-~ + PANRIWE FER CINE riIKENE PYRENE 
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Anti-Rust Paint 


Three Chromated Paints 
Added to Line 


hree specially chromated anti-rust 
paints, known as Rustrem Chromate 
Special, are available in clear, black 
and aluminum. They possess all of 
the penetrating and sealing qualities 
of standard Rustrem, and in addition 
contain liberal quantities of chromate 
pigment which in itself is an efficient 
rust inhibitive. 

The chromated product can be ap 
plied right over rust without wire 
brushing or scraping. No primer is 
required. It is suitable for both in- 
terior and exterior use. It is available 
in quart, gallon and five gallon cans 
and in 55 gallon drums. 

Speco, Inc., Cleveland—Industrial 
Distribution, March 1951. 


Carbide Tool 


Rotary Tool 
Finishes Stainless Steel Welds 


The flute design of this carbide 
rotary tool finishes stainless steel parts 
in half the former time and increases 
tool life 400 to 800 percent, it is 
claimed. According to the manufac 
turer, tests have proven the new tool 
performs many operations formerly 
considered impractical for either high 
speed steel, carbide cutters or mounted 





NATIONAL ADVERTISING 
. . « Butterfield covers the metalworking 
trades with regular advertising in the 
field's leading magazines. in 1951 nearly 
a million Butterfield messages — full 
pages in color—will go out to readers 
— your prospects among them. 


Butterfield makes two lines of tools... cutting tools 
that have won industry’s unqualified approval for uni- 
form accuracy and consistent top performance .. . and 
sales tools that distributors say are among the most 
effective they’ve ever used. Let’s look at some of these 
Butterfield tools that help you sell: 


MERCHANDISING AIDS 
. . + Tap size charts, decimal equivalent 
charts, convenient modern packaging and 
colorful literature with your imprint are 
included in the well-filled Butterfield 
merchandising kit that makes a 
hit with customers — and sales 


dNi.9 
ae 


in ‘ 
ERSONAL 
SERVICE 


.. . Butterfield service men, trained in the 
factory and the field, are always avail- 
able to your customers and to you. 
Familiar with the range of cutting 
tool problems, these experts are 
good-will builders you'll be 
glad to have working 


SPOTLIGHTING YOU 
. . « Every Butterfield ad ends with this 
clear-cut direction: “See your nearby 
Butterfield Distributor.” This channel- 
ling of sales to the Distributor — 
where they belong — is basic 


REAL SALES POLICY 
«+. All the above are covered by the 
Butterfield Sales Policy — together 
with definite, printed assurance 
of fair treatment, coopera- 


in Butterfield strategy. tion and protection. 


If there’s still an opening in your area, it 
will pay you to learn more about how you can 
use these Butterfield sales tools to build your 
cutting-tool business — and profits. Write to 
Union Twist Drill Company, BUTTER- 
FIELD DIVISION, Derby Line, Vermont. 
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@ The most all-around satisfactory fas- 
tener youcan recommend, with maximum 
strength, excellent working qualities and 
good appearance. Size and shape are 
held to remarkably close tolerances. 
Double heat treating adds the final value 
to this fine product produced by the 
Kaufman Double Extrusion Process. It 
pays you to stock and sell Cleveland 
High Carbon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street, Cleveland 4, Ohio 


Worehouses: 
Chicago, Philadelphia, New York, Providence 


ORIGINATORS OF THE 
LE 
KAUFMAN NIN PRIDCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS | 
Ask your jobber for Cleveland Fasteners 


| 
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poimts on stainless steel applications. 
Because of the high nickel and chrom 
content of stainless steel, and the re- 
sulting work hardening, ordinary 
rotary files and cutters were inefficient 
and costly, it is said. 

The manufacturer states that with 
more than 50 different chromium 
nickel alloys being used for stainless 
steels, this new tool provides the an- 
swer to one of the major bottlenecks 
for production and fabrication of 
stainless steel parts. 

The M. A. Ford Mfg. Co., Inc., 
Davenport, Ia.—Industrial Distribu- 
tion, March 1951. 


Lathe Gear 


Newly Designed Box 
Installed on Lathes 


A new and simplified quick change 
gear mechanism is now being supplied 
on 16 in. swing and 144 in. swing 
South Bend lathes. It has a minimum 
number of parts, is fitted with ball and 
needle bearings, and requires less 
power and is more sturdy than other 
designs. A direct reading index chart 
shows positions in which the two 
tumbler levers are placed for each of 
48 screw thread pitches, 48 longi- 
tudinal feeds, and 48 power cross 
feeds. 

Chere are no sliding clutches or 
sliding primary end gears to change. 
Shifting a single lever changes feed 
instantly from coarse to fine, for 
roughing or finishing cuts. Standard 
screw threads from 8 to 224 per inch 
are obtained by shifting the two tum- 
bler levers on the gear box. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution 
March 1951. 


Portable Light 


Designed for 
Civilian Defense Emergencies 


Providing 80 hours of continuous 
light on each battery charge, this port- 
able light is designed for civilian de- 
fense emergencies. It is for use in de- 
fense plants and in emergencies by 
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When you check into these design features, it’s easy to understand 
why B & G Series 1522 Pumps are making sales records . . 
ebeal bod : First: Leak-proof Mechanical Seal—ends stuffing box troubles. 
igs x . : : ‘ 
Second: Spring-type flexible coupling—contributes to unusually 

! quiet operation. 
Third: Hydraulically balanced impeller. 
Fourth: Easily serviced. Removal of a few bolts permits separation 
into three parts. 
Fifth: Interchangeable parts. The bearing bracket sub-assembly, 
including shaft and sleeve bearings, is manufactured to close toler- 
ances and is interchangeable in all B & G 1522 Pumps. 


Sixth: Shaft alignment maintained by oil-lubricated, high grade 
bronze sleeve bearings. 


1 
* 
b\ 





Seventh: Standard motors—easily obtainable from motor manufac- 
turer’s stocks. 

Eighth: With all these features, B & G Pumps are competitively priced! 
Don’t delay—for bigger sales and profits get the facts now on 
B & G Centrifugal Pumps. 


B&G Series 1531 





B & G Series 1510-15 Centrifugal Pump 


(9) Hydre-Fie 


seas PRODUCTS 
selection data for BE G Heot Exchangers . . . Water Heaters 


D Pumps . . . Refri i E 
SV Fe ici Wee Teneo §=—-«s BELL & GOSSETT COMPANY 
Dept. BY-35, Morton Grove, Ill. 


*Reg. U.S. Pat. Off. Canadian Licensee: $. A. Armstrong Ltd., 1400 O'Connor Road, Toronto, Canada 
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Shorten the interval between 
design and assembly line with 


WINSMm: Standardization 


: 


| 


7. 


Mun 











Huge military and domestic needs 
place increased emphasis on design 
speed-ups and production simplifica- 
tion. 

This calls for maximum standard- 
ization. One way to achieve it, where 
power transmission problems are 
involved, is with Winsmith speed 
reducers. For, no matter how individ- 
ual the purpose, how specialized the 
function, how complex the design 
and production problems, most re- 
quirements can be served with stand- 
ardized Winsmith reducers. 


With industry's widest range of 
standard designs and sizes from 
fractional to 85 H.P., Winsmith can 
meet your normal and special de- 
mands :.. can help you shorten the 
interval between machine design and 
assembly line. 


More than ever before, this is the 
time to familiarize your customers 
with the design-saving, production- 
saving aspects of Winsmith reducers. 


DESCRIPTIVE FOLDER, ‘Save through Stand- 
ardization,” will aid your customers 
in their selection. Write. 


WINFIELD H. SMITH 
CORPORATION 


12 EATON ST. 
Springville (Erie County), N. Y. 
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police, fire, first aid, rescue, demoli- 
tion squads, etc. A special two fila- 
ment bulb furnishes work or rescue 
light for 80 continuous hours on one 
filament, or a higher power floodlight 
for 20 consecutive hours on the second 
filament. A thumb operated three way 
toggle switch controls both filaments. 

The light is perfectly balanced and 
easy to handle. Center of gravity is 
always directly under the hand. Beam 
can be tilted instantly to any height 
by fingertip pressure without cocking 
the arm. 

Carpenter Mfg. Co., Somerville, 
Mass.—Industrial Distribution, March 
1951. 














Hoisting Unit 


Double Hook Unit 
Has Unlimited Uses 


According to the manufacturer, this 
double hook hoisting unit with revers: 
ing motor, trolley, cable and hooks 
has unlimited uses in any plant. The 
unit will fit any size tub for handling 
loose material, such as small parts, 
chips, waste, coal ashes, liquids or any 
material suitable to convey and dump 
for quick unloading. 

This hoist lifts 500 Ibs. at 25 fpm, 
or 250 lbs. at 50 fpm. Hooks are 
regularly spaced 48 in. apart, but can 
be adjusted for lesser distance. It is 
supplied with swivel and adjustable 
trolley wheels to fit any size or make 
of track, and will travel any sized 
curve. 

Flinchbaugh Co., York, Pa.—Indus 
trial Distribution, March 1951. 


Fan Nozzles 


Produce More 
Uniform Coverage 


More uniform coverage with less 
waste of spray is claimed for this line 
of flat spray or fan muzzles. Side jets 
or “horns” containing coarse droplets 





Behr-Manning brings you 


Behr-cat 


Everything you SeRAnD... 
want in a Tape pressure sensitive 


° Ska, eres M A 4 K | N G TA P E 


@ Grips on any surface 


o Se Sages ee Here is a product in constant demand among industrial users, 


@ Lets go freely when now available from the same plant and made with the same uni- 
you want, without be A : 3 
Se distin ar toe formly high quality as Behr-Manning Coated Abrasives — the 
a em cloth belts and papers bearing the name and mark that the metal 


Works easily round working and wood working industries appraise so highly. 
curves and bends 


ieee es With BEHR-CAT Tape, Behr-Manning offers a fully developed 
350° F, : ; ; . ‘ 
product of many industrial uses, with the same unique special 


product adaptation service which it supplies in coated abrasives, 


Unrolls flat and smooth. 
Ideal for masking, seal- 


ing, holding, packag- 


Add profitable BEHR-CAT 
ine Gight encading. for your customers who demand tape cf special qualities. Our 4 


Tape to your line now. 


Write us, care of Dept. 
lems. Add this strong feature to your list of selling points. 1D2, today. 


laboratories have had wide success in meeting special tape prob- 


@ 
NORTON Fabrasives 


BEHR-MANNING - TRov.N.¥- 


ALSO COATED ABRASIVES AND SHARPENING STONES 


BEHR-MANNING ® 





























have been eliminated and the spray 
pattern made heavier in the center 
than at the edges of the fan. 
According to the manufacturer, 
there is less overspraying due to dou- 
bling up of the sprays from adjacent 
nozzles with the result that the com- 
bined coverage is unusually uniform. 
Ihe Bete “F” series nozzles include 
13 discs made of long wearing stain- 
less steel with flow rates of 1/10 to 
10 gpm and spray angles of 50° to 
90°. All discs are interchangeable in 


Switch to Quality Buffalo Bolts in a brass base and cap assembly having 


a } in. male pipe connection. Built-in, 


removable strainers are available for 
the smaller nozzles. 

Bete Fog Nozzle, Inc., Greenfield, 
\lass —Industrial Distribution, March 
1951. 


HANDY-PACK BOLT CARTONS 





® Bolt storage. shipping and 
handling headaches are a thing 
of the past when you put husky 
Handy-Packs on the job. And when ‘ 
you order Buffalo Bolts, you not only Screwdriver 
get Handy-Packs... you get the world’s 


i : 
best bolts as well. Reversible Bit 


Fits All Screw Slots 
. . . . . . . . >. T ° 4 “4 } » 
HANDY PAC ®Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. y On: end of the reve:sible bit of this 
: . aig : 4 Fits-All’” screwdriver fits all Phil- 
® Same carton quantities as always, same method of ordering. lips head type and Reed and Prince 
FEATURES ® Cartons are re-shippable without tying or wrapping. type screwheads Nos. 0 to 10. The op- 
® Covers make durable open drawers for bolt cabinets. posite end has a * in. wide bit for 
® Can be ordered in carload or less-than-carload lots. slotted screws. Fluted brass handle 


contains three smaller sizes of stand- 
Wrute for circular on quantities and weights of Handy-Pack Cartons. ard blades 


All blades are correctly shaped and 
BUFFALO BOLT COMPANY tempered, 6} in. long. They can be 
Division of Buffalo-Eclipse Corporation imprinted with not more than two 
North Tonawanda, N. Y. lines. 
Sales Offices in Principal Cities. Export Sales Office: K-D Manufacturing Co., Lancaster, 
Buffalo International Corp., 50 Church Street, New York City | Pa. — Industrial Distribution, March 
1951 


ae 
wine! 


wo 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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Compared Wrenches 


eo and discovered that choosing 
BLACKHAWK makes a surprising difference 


BLACKHAWK GIVES 
ME SOCKET SIZES 
FROM Ye" TO 3%" 


7 


PUT THE BENEFITS OF SOCKET WRENCHES ON MORE JOBS! You 
can do it when you bank on Blackhawk. It’s the most complete 
line of Socket Wrenches. Having all the proper sockets makes 
it unnecessary to resort to slow, cumbersome solid-type wrench- 
es on large or isolated nut sizes. 


WE GET 
MANY MORE 
NUT-SETTINGS 

PER SOCKET 


IT’S THE SUPERIOR ALLOY STEELS THAT MAKE THE DIFFERENCE! 
This longer life adds up to big savings—especially on contin- 
uous, grueling assembly work. By lessening replacements, you 
also prevent costly work stoppages. The buying records of 
many plants specify that Socket Wrenches must be “Blackhawk.” 


COMPARE FOR YOURSELF. 


TRY THIS! LAY A BLACKHAWK WRENCH NEXT TO AN ORDINARY 
TOOL! You'll spot the big extra quality in a flash. The Black- 
hawk Wrench is thinner, better balanced, has less weight and 
more utility. Its user stays fresh longer, operates more skill- 
fully and does jobs that are impossible with ordinary tools. 


THIS THUMB-RELEASE LOCK-ON™ 
IDEA CUTS OUT TIME-LOSSES 
AND ACCIDENTS 


BLACKHAWK QUALITY SOCKET WRENCHES COST NO MORE... 
but even if they did, “Lock-On” would be worth the differ- 
ence. Sockets can’t stick on the nut or fall into dangerous 
places or of workmen below. Combinations can’t fall apart. 
“Thumb-release” quickly disengages the combinations. 


See why these and many other exclusive 


selling advantages create bigger volume when you push hjackhawk 
Socket Wrenches. A Product of Blackhawk Mfg. Co., Dept. W-1731, 
Milwaukee 1, Wisconsin. 


BLACKHAWK 


HYDRAULIC JACKS + “*PORTO-PCWER” 
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ae ee : 
ut aty4 rip. Know the Answers 
\ & iS | all 
5 2 to quiz on page 110 
FOR DEPENDABLE ry ’ . Screws can and have been made 
44 Rs from all the materials mentioned. 
CHAIN : HOISTS f ~~, . That's true. 
2 : +: . Thread rolling will produce the 


more highly finished product. 

. That's true. 

s screws may be obtained in 
c.crv one of the point styles listed. 
l'rue, yes. 

Contrary to what you may have 
first guessed, screws with threads 
rolled on before heat treatment 
will have the higher fatigue 
strength 
That's true, too. 

hat one is false. It would have 
been true had it read: “No screw 
which has a head more than +-in. 
ager... . etc. 

. That’s true. 

. Washer face thickness is ¢r-in. 

. Each of the points mentioned dis 
tinguishes a machine bolt from a 
cap screw, but the major difference 
is “fit”. The cap screw fit is the 
finer, and generally it’s the more 
finished product. 

.Set screws generally are specified 
with 45-deg. point. 

.The metals mentioned are de- 
posited on screws to improve their 
appearance and to increase their 
life in corrosive atmospheres, but 
certainly not to increase the 
strength of the part. 

5. That’s false. Zinc is the more 


oe particularly when you need widely used metal. And other 


metals used would include nickel 


+ \| uM and cadmium. 
Specials FAS T! 16. That’s true. 


You should have matched the point 
With a modern, compact, completely integrated styles in the drawing and those fisted 
plant— Chester Hoist is in a position to move it question #5 as a gre (a) _— 
fast on special orders. In most cases, we can (b) cup; (c) round pivot; (d) Hat; 


: ‘ 4 . (e) hanger; (f) dog and (g) cone. 
make shipment ina few days on orders ordinarily fsb Geen tat > . 
; ) : ght? 











requiring several weeks. 

In addition to a standard line of Spur Gear 
and Differential Hoists—from “A to 25 tons— ee 
we can give fast service on Extended Hand nak th deb em Se 
Wheel types, Low Head Room Trolley Hoists, said something.’ ‘You said something 
or other “specials”. a minute ago that struck me as the 


Send us your specifications. Or write for our strongest argument | ever heard for 
: these goods,’ you can tell the buyer. 
Then quote his own words back at 
him. He won't be bored . . . He'll 
CHESTER HOIST DIVISION ten intent.” 

“The Handbook of Selling” 
THE NATIONAL SCREW & MFG. CO. - LISBON, OHIO by Charles B. Roth 








complete catalog. 
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D-A-T-E-$ 
TO REMEMBER 


Mar. 1i-17—International Industrial 
Exposition, Houston, ‘Texas. ; 

Mar. 13-15—Midwest Hotel Show, 
Hotel Sherman, Chicago. 

Mar. 13-16—Conference & Exhibi- 
tion, National Association of Cor- 
rosion Engineers, Hotel Statler, 
N. ¥ 

Mar. 15-19—National Metal Show, 
Detroit 

Mar. 19-23—-Western Metal Congress 
& Exposition, Oakland, Calif. 

Apr. 8-12—100th Semi-Annual Con- 
vention of the American Hardware 
Manufacturers Association and the 
60th Annual Convention of the 
Southern Wholesale Hardware As- 
sociation, held jointly in Palm 
Beach, Fla. 

\pr. 8-14—American Chemical So 
ciety, Hotel Statler, Cleveland. 

\pr. 17-20—20th National Packaging 
Exposition, Atlantic City. 

\pr. 23-26—American Foundrymen’s 
Society, Buffalo. 

Apr. 30-May 4—National Materials 
Handling Exposition, International 
Amphitheatre, Chicago. 

May 14-17—American Mining Con- 
gress—Coal Mining Convention & 
Exposition, Public Auditorium, 
Cleveland. 

Mav 20-23—Office Machine & I quip 
ment Exp. 71st Regiment Armory, 
New York 

May 23-24—American Socicty for 
Quality Control, Hotel Cleveland, 
Cleveland. 

May 30-Sept. 9—World ‘Transporta 
tion Fair, Santa Anita Park, Ar- 
cadia, Cal. 

June 3-6—National Association of 
Purchasing Agents ‘“Inform-A- 
Show,”’ New York. 

June 11-13—Triple Industrial Supply 
Convention, San Francisco. 

June 28-July 8-——Canadian Interna 
tional Trade Fair,- Toronto. 

Sept. 8-23—2nd International Trade 
Fair, Chicago 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 21-24—National Institute of 
Governmental Purchasing, Shor 
ham Hotel, Washington, D. C 

Oct. 22-24—National Electronics 
Conference, Edgewater Beach Ho- 
tel, Chicago 

Nov. 5-9—~All-Industry Refrigeration 
& Air Conditioning Exposition, 
Chicago. 





Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source cf trouble. So, remember when 
buying, stocking or selling screw anchors... 


AY itl {ij 


CAN PROVE DANGEROUS! 


The word “Rawlplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secu.ed to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 

BE SECURE BY BEING SURE 

Look for the Trade Name 

IWLPLU 


on the Blue Box 














When you use Rawiplugs you are using 
the original and genuine . . . the only screw 
anchor with the features that make them 
worthy of imitation . ..RAWLPLUG! 


ROWLPLUGS because of their chemically treated braided jute fibre con- 
struction ... Hold Better . . . Last Longer . .. Weigh Less and Hold More! 


They ... Eliminate extra troublesome spotting and layout work. Rawlplugs 
are the only universal anchors which can be used in any material. 


“IF YOU DON'T USE at". . . . THERE'S A SCREW LOOSE SOMEWHERE” 


For further information write Dept. I 


THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET e NEW YORK 13, N. Y 


THERE ARE RAWL EXPANSION BOLTS REW ANCHORS AND MASONRY C 





SOLO THROUGH ALL EADING HARDWARE, ELECTRICAL AND M 
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the *64 question 


Under today's pressures some manufacturers are unable 
to maintain a high standard of co-operation with dis- 
tributors. Besly, specifically in the field of taps, drills 
and reamers, has recognized this situation and estab- 
lished a clear cut policy. 


Besly is building for the future by helping to build its 
distributors. We see our growth closely linked with 
those who intend to grow. These distributors we 
offer to support. 


with a Statement of Policy 
on Cutting Tools 


ALL TOOLS through distributors —Every tool from Besly production 
will go to a Besly Distributor or his customer. 


MORE TOOLS through distributors—because Besly has stepped 
up output, is producing more tools today than at any other point 
in the long growth of the company. And, quality is being main- 
tained—continuing the engineering leadership in the improve- 
ment of precision cutting tools that has been a major factor in 
putting Besly in the forefront in this field. 


MORE FIELD CALLS—Besly is expanding its tool advisory service 
organization to assure maximum effective use of Besly Taps and 
Drills in the shops and plants of the nation. 


MORE OF THE SAME carefully selective policy of distribution that 
has given the Besly Distributor his fair profit. This will be strictly 
* maintained. 


CHARLES H. BESLY & COMPANY 


118 N. CLINTON STREET, CHICAGO 6, ILLINOIS 


FACTORY: BELOIT, WISCONSIN 
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EATON HELPS SELL YOU 
This advertisement in the new 
Eaton-Reliance series tells all 
industry the important job you 
are doing to keep production 
up. Want reprints or an en- 
largement suitable for framing? 


Your Industrial Distributor is of Greater 
Service to You Now Than Ever Before 


@ In this time of all-out rearmament, your 
industrial distributor can be of immeasur- 
able value to you. 


@ He is exerting every effort to maintain 
complete stocks of commodities you use—to 
be able to serve you when you need small 
quantities to get out small orders, to get 
production started or keep it moving on rush 
orders pending factory deliveries, or to finish 


orders when your own stocks are exhausted. 


@ He stocks many maintenance items you 
may need in a hurry to avoid costly shut- 
downs, and certain types of production 
equipment to speed your operations. 


@ He is in constant, close touch with other 
distributors and his customers — usually 
knows where to get what you need quickly 
if his own stocks happen to be temporarily 
depleted. 


@ Or, he frequently can come up with an 
acceptable substitute for he makes it his 
business to know all about the items he 


handles. 


@ But his value to you doesn’t end at being 
able to “pull things out of a hat” when 
emergencies arise. 


@ Knowing intimately the products he sells, 
he can often show you how to use them to 
better advantage and can furnish technical 
information you need for your product 
application. 


@ He is always in close contact with manu- 
facturers whose lines he handles, can give 


you the first word on improvements and new 
developments which may affect your opera- 
tions. 


@ Again, the result of careful study of the 
performance of his wares in plants of his 
customers, he frequently is in a position to 
give really helpful assistance in their selec- 


tion, ‘application and use. 


@ There is practically no limit to the help 
he can give you today. 


There never was a time when it was more 
important to be well-acquainted with your 
industrial distributor. Learn the items be 
stocks that you can use. Tell him the prad- 
ucts you buy and your problems. You'll find 
him most cooperative. 


RELIANCE DIVISION 
EATON MANUFACTURING COMPANY 
MAIN OFFICE AND PLANTS: MASSILLON, OHIO 


Sales Offices: New York © Cleveland © Detroit ¢ Chicago 
St. Louis © San Francisco © Montreal 


In Canada: Eaton Automotive Products, Ltd., London, Ont. 


Gin) 








A 
Dependable Distributors 
stock Dependable 


RELIANCE 
pring 


LOCK WASHERS 











Reliance Spring Lock Washers are manufactured to Government Specifications 
in Carbon, Alloy and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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FOR 
Maximum 


FLOOR 
PROTECTION 


If you want maximum 
floor protection, econo- 
my and efficiency De- 
mand Darnell Dependa- 
hility...Made to give an 
extra long life of satis- 
factory service...... 


SAVE EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 


DARNELL CORP. LTD. Long Beach 4, Calif 


4 60 Walker St., New York 13,N Y. > 
36 N. Clinton; Chicago 6, Ill 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Eagle Supply Co. of Haledon, Pater 
son, N. J. has taken on the follow 
ing lines: Putnam end mills, hach 
saw and band saw blades of Ameri 
can Saw & Mfg. Co., Wilton Tool 
Co. vises and the full line of Stand- 
ard Tool Co. 


Following are distributors recently 
appointed to sell products of the 
Buffalo Fire Appliance Corp: 

@ Masback, Inc. 
New York, N. Y. 

e Phillips Hdwe & Supply 
Columbus, Ga. 

e F. Meyer & Bro. Co. 
Peoria, Ill. 

e Joseph Belir & Sons, Inc. 
Rockford, IIl. 

e W. D. Deckert 
Dubuque, Iowa 

e Henderson & Baird Hdwe Co. 
Greenville, Miss. 

e Nelson-Huser Co. 
Portland, Ore. 

@ Radcliff Supply Co. 
Amarillo, Texas 

e Tidewater Supply Co. 
Roanoke, Va. 

e The Robert Rom Co. 
Milwaukee, Wis. 

e Rundle-Spence Mfg. Co. 
Milwaukee, Wis. 


The Ramsay Pump & Supply Co. of 
Pittsburgh has been appointed dis- 
tributor for products manufactured 
by Bell & Gossett Co. 


The Weatherhead Co., manufacturer 
of tubing and pipe fittings for indus- 
trial use, announces the appoint 
ment of the following new dis 
tributors: 

eH. G. Davis, Inc. 
Boston, Mass. 

e@ Grandsen-Hall & Co. 
Flint, Mich. 

e Great Lakes Rubber Co. 
Detroit, Mich. 

e Nelson & Storm Tool Supply 
Rockford, Il. 

e The Jennison Co. 
Fitchburg, Mass. 

@ Plant Equipment Co. 
Denver, Colo. 

Iron Range Equipment Co. 
Hibbing, Minn. 

e The Jurgens Co. 

St. Paul, Minn. 





Your Imperial Distributor Offers 
Such Outstanding Tools as These: 


The favorite with men who work with 
tubing. Free Wheeling Ball-Bearing Action 
makes tube cutting, faster, better, easier. 
Roller-type with flare cut-off groove. No. 
274-F Hi-Duty Tube Cutter for hard or 
sofe tubing 44” to 1” O.D. Other models 
for tubing up to 214” O.D. 


- Tubing Tool 
Headquarters 


CONTROL KNOB 
FOR BURNISHING 


t 
a TOOL for EVERY JOB 


He offers in double el of tubing --- The tool that both Flares 
\s for cutting, iging and pine and Burnishes Tubing. 3 rollers 
— tools eaming, s in spreader cone roll out the flare in the air. 
bending, . s alu * em Note that flare is not formed against die 
\s for copper: the block. Makes stronger flares—wil! not score 
tem \ s steel, J 4 the tubing. No. 355-F flares 1/4”, 5/16”, 
stainles 3/8”, 1/2”, 5/8” O.D. Tubing. 


IMPERIAL HAND 
TUBE BENDERS 


These strong, smooth-operating, calibrated 
tube benders form neat accurate bends to 
a short radius without deforming tubing 
. .. bend to any angle up to 180°. Open 
side type. No. 364-F .. . individual benders 
for each size of tubing from 3/16” to 

3/4” O.D. Also gear-type tube bend- 


THE IMPERIAL BRASS MFG. CQ. 511 5. Racine Ave., Chicago 7, © 107 1/2” fo 1-1/8" OLD. tubing. 


in Canada: The Imperial Brass Mfg. Co., 33 Church St., Toronto, Ontario 


TUBE FITTINGS and TUBE WORKING TOOLS 
Catalog 350 shows a wide range of 
mar sizes, types and styles. Write for copy. 


“Look for the Diamond on every fitting 
ond tool you buy” 
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“Threadwell 
Tools do 


Threadwell 
Sales Tools 
do many 
jobs, too! 


Eyes are popping, ears burning and tongues wagging 
now that Threadwell’s familiar Zulus have unveiled a 
new “Service Campaign” in leading trade journals con- 
sistently reaching the men who specify, buy and use 
cutting tools. Colorful two-side inserts display Threadwell 
products on one side, on the reverse present handy cut- 
ting tool charts carefully designed to be used as refer- 
ence tables. Purpose? To save time and boost production 
in the plants, to build good will and boost sales for 
Threadwell Distributors. After all, the three brass mon- 
keys kept their eyes, ears and trap shut. What did they 
get? Tarnished. Do you know the Threadwell story? 


Ul 


THREADWELL TAP & DIE CO. GREENFIELD, MASS 
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e John B. Astell & Co., Inc. 
New York, N. Y. 

 Jarett Compressor & Equip. 
Newark, N. J. 

e I’. R. Magill Co. 
Pittsburgh, Pa. 

e Riggs Engineering Co. 
Ludlow, Ky. 

e Vorys Brothers, Inc. 
Columbus, Ohio. 

e F. D. Haker Co. 
Milwaukee, Wis. 

e The Midwestern Rubber Co. 
Cleveland, Ohio 

e W. S. Nott Co. 
Minneapolis, Minn. 

e Shields Rubber 
Pittsburgh, Pa. 


lhe Hohl Industrial Sales Co. has 
been appointed distributors of wire 
cable electric hoists manufacturer by 
Yale & Towne; and over-head cranes 
of the Whiting Corp. 





FROM THE 


wv FILES 


25 YEARS AGO 

Advance reservations at hotels indi- 
cated that the joint gathering of 
the Southern and American Asso 
ciations in St. Louis would excel 
the fine turnout of the year before. 

J. W. Winterbottom purchased the 
Inland Supply Co. branch in Water- 
loo, Iowa and changed the name 
of the latter to the Winterbottom 
Supply Co. 

Closer cooperation and greater effi 
ciency in business methods of dis 
tributors was the theme of most 
of the speakers at the regular winter 
meeting of the Eastern Supply As- 
sociation in New York City. 

Ht. Channon Co., Chicago mill sup- 
ply house reported that the volume 
of its business during January was 
the best in the firm’s history; and 
volume for December, January and 
Kebruary was likely to exceed that 
of the corresponding three months 
of any previous year. 
ank Farrington’s article on the Mill 
Supply Salesman pointed up the 
fact that using ingenuity in selling 
pays. “Study unusual applicatibns 
of devices and supplies,” was his 
advice to salesmen. “Put your 
imagination to work for you.” 

. A. Clark, president, Samuel Harris 
& Co., Chicago, was enjoying a 
vacation in California. 

Willard R. Platt, son of the late 











HELLER 


NUCUT is: FILE 


Here’s why this different 
“wavy tooth” design means 





¢- 


better filing for 
your customer... 








and more sales for you... 





Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You'll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


\ 


21) 
Jug 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
and Plasterers’ Trowels, Craftmaster 
Scrapers, Chisels, Punches, Mas- 
terenches and other quality tools. 


omazmo4>v 
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Willard H. Platt, succeeded his 
father as president of Greene, 
Tweed & Co., New York. 

. James Fernley, advisory secretary- 
treasurer of the National Supply & 
Machinery Distributors’ Associa 
tion, was presented with a travelling 
bag at the 40th Annual Banquet 
of the Hardware Merchants & 
Manufacturers Association in Phila 
delphia. 


10 YEARS AGO 
Midnight visits from uninvited guests 
were playing supply houses in var 
ious parts of the country. White 
lool & Supply, Cleveland, was the 
latest to play a reluctant host. H. C 
Ellsworth reported a great quantity 
of drills, hack saw blades, chucks 
and precision tools stolen without 

priority, too. 

Meanwhile, National Twist in De 
a =. troit reported $100,000 of stolen 
te drills recovered, but Oliver Abra 
ae sive & Tool Co. in Buffalo lost a 
f) yy) i Se thousand dollars worth of h/s drills. 
, ai With Harold Torell of Syracuse Sup 
AMERICAN WORLD AIRWAYS SYSTEM speeds maintenance operations with ply back from his West Indies 
PERMACEL Tapes. Above PERMACEL-77 seals, protects air scoop and propeller shaft. cruise, .Perc Ridings was about to 
PERMACEL-66 protects fuel, hydraulic, electrical lines. jump off for the sunny South. 
Ihe “Small Order” problem again 
was up front in the news. L. M. 
Knouse of the Stanley Works, 


= : : le | 
: _ ga ipa, | chairman of the Sub-Committee on 
YF =i Ao | Manufacturers’ Small Order Losses 
| Fi American Association) demon- 
Ef: 





strated with figures and facts that 


} 
1 he INDUSTRIAL | manufacturers, too, are losing 
| ; i 


money on them. 


F ee — j ? TAPES New faces of buyers and plant engi- 
= { . 








C4085; | neers were much in evidence at 
| INDUSTRIAL TAPE CORPORATION, Buhl Sons & Co.’s Fourth Indus 
| NEW BRUNSWICK, NEW JERSEY trial Exhibit in Detroit. 

| The Case for Specialists” a signed 
irticle by Harry Barrett and James 

G. Christie, of Barrett-Christie 

Co., Chicago, suggested that only 

through specialized selling can dis 

; A tributors merchandise the many 

=a pai products put out by his suppliers. 
=e ROOFING AND WEATHER- The pon called it “Ce itive 
ROOFING jobs on Silver Fleet trucks f Selline” 

call for PERMACEL-68, a flexible, plastic- 3 CREB ] ? f Butts & Ord- 

coated cloth tape with high tensile ieniaheae ao Sead utts & =o 

strength, extremely good adhesion. way, Cambridge, Mass., were given 

Miaka Goumnmnent steatende. . service emblems at the distributor’s 

J 50th Anniversary Dinner. 

Phil Pidgeon, president of Pidgeon 
Thomas Iron Co., Memphis, was 
re-elected president of the Memphis 
Chamber of Commerce. 





Makers of @TEXCEL Cellophane Tape and a com- 
l plete line of pressure-sensitive tapes for industry, 





ed against leakage at the seam edge 
with PERMACEL-30, a Vinyl Film Tape. This 
strong, thin tape is anticorrosive; has 
high resistance to water, oil. “Yesterday 





is a canceled check. 
: T : ; : 
“POWERFUL ADVERTISING ; ieailiaiine omorrow is a Promissory note. To 

day is ready cash; spend it wisely.”— 


this free, sales producing book is reach- 
Kasco Informant 


ing all your best prospects. Send for 
your copy today! Write Dept. 3A. 
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your 


GOOD DEALERS like to sell she best. 
The Zip-Lift is easier to sell . . . easier to 
keep sold — without service headaches. Ask 
for literature and discounts on the quality 


built wire rope hoist. 


hands 


with a (4 


HANDLE IT “THRU-THE-AIR”—FASTER—FOR LESS 


Skilled hands shouldn’t be load-lifters. There’s more im- 
portant work for them to do — more profitably! 

Take the hands out of handling — make your man-hours 
more productive by using Zip-Lifts wherever loads must = 
be handled frequently — along assembly lines, beside ma- 
chine tools, etc. Make it a push button job. 

There’s nothing like the Zip-Lift for all-round service and 
quality — America’s favorite wire rope electric hoist. 


You pay so little more for ADDED VALUES like these— 

SAFER — Full magnetic control with current reduced to 
110 volts at push button. Plugging crane type limit 
switch. Large double brakes. P&H has never stretched a 
motor rating. That’s your protection. 

LIFETIME CONSTRUCTION — Precision built — shaved 
gears run in oil — grease-sealed bearings — fully enclosed. 


ELECTRIC HOISTS 


4538 W. National Avenue 
Milwaukee 14, Wisconsin 


EXCAVATORS + OVERHEAD CRANES » HOISTS » ARC WELDERS & ELECTRODES + SOIL STABILIZERS + CRAWLER & TRUCK CRANES + DIESEL ENGINES + CANE LOADERS + PRE-ASSEMBLED WOMES 








Vest-pocket 
Salesmaker... 


ANGLY, 4, / 3 


Photographed beside a key chain to show size and comptact design 


This unique, standardized right-angle bevel gear drive -the 
finest of its kind~ will answer many of your customers’ prob- 
lems. A salesman can put one in his vest pocket and show - 
it on every call he makes. It’s a wonderful “‘opener,”’ with 
horizons unlimited in the industrial field. 


Capacity of equipment many times its size and weight 
Two basic models meet practically all requirements 
Suitable for manual or power-operated systems 


Precision built: hardened gears, antifriction bearings, lu- 
bricated for life 


Ratio 1:1 in 1/3 hp and 1 hp at 1,800 rpm with ultimate 
static torque of 250 and 750 in. lbs. respectively 





BACKED BY 
NATIONAL 
ADVERTISING 
ANGLgear is strongly ad- 
vertised in the leading trade 
publications read by your 


customers and prospects. 





ACCESSORIES CORPORATION 


1414 Chestnut Avenue - Hillside 5, New Jersey 


\ 
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The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
| Agents Who Comprise the N. A. P. A 
Business Survey Committee 





Purchasing executives report Janu- 
ary has been a month of general in- 
dustrial confusion, a condition they 
expect will become worse, and will 
continue until a definite procedure is 

| established for the allocation of mate- 

| rials and facilities for defense and per- 

| missible civilian purposes. Restrictions 

| on the use of materials for a large 
number of civilian items have set off 

| another wave of protective buying. 
Forty-four percent report increases in 
order bookings this month, compared 
to 31% in December. However, this 
is much lower than the July and Au- 
gust bulge, when 68% and 80% re 
ported such increases. 

Production, facing curtailment by 
scarcities and limitations on the use 
of raw materials, is holding at a high 
level and even increasing the output 
of finished goods as work-in-process is 
run out to beat the dead line. Prices 
have inched up over a broad range of 
items. This proves the requested 
freeze is ignored or the profit position 
of many producers has been lower 
than the maximum allowed by the 
base period measurement set by the 
price controllers. Inventories of pur 
chased materials remain at the low 
point reached in December, and are 
reported out of balance. Employment 
shows a slight drop from December, 
with 11%, the largest number since 
last March, reporting lower pay rolls. 
Purchasing policy is largely deter- 
mined by the availability of materials 
and the end-use limitations. 

While more and more defense or 
ders are being issued, they still do not 
bulk large on the production lines. 
Many of them require substantial 
“make-ready” time, a period which, 
in many cases, will extend beyond the 
cutback dates for civilian production. 
Long-term industrial planning is al 
most impossible under present condi 
tions. For most organizations it is a 
day-to-day adjustment, while keeping 
an eve on Washington. 


Prices 

The price movement is up ‘n Janu 
iy. Opinion is that voluntary price 
controls have helped little in retarding 
advances. There have been a few roll 





The “Tough” Buyer is a 


PERMITE ALUMINUM PAINTS 


Wruen you explain the special advantages 
of Permite Aluminum Paints, you will find 
you can quickly turn even the “hard-to- 
please” buyer into a loyal customer. 

If his company has stacks, boilers, exhaust 
systems, heat excha angers, outdoor electrical 
equipment, or other equipment for which he 
has not been able to find a paint with proper 
heat-resistant properties, tell him about 
Permite No. 1901 Silicone Exterior Heat- 
Resisting Aluminum. Test data 
prove it gives superior protection 
to all high-temperature surfaces. 


If he needs a paint to give 
good protection against severe 
industrial fumes, against chem- 
icals or salt air, you have just 


PERMITE : 


i 


eee ede Doe 


what he is looking for in Permite No. 2025 
Chemical-Resistant Aluminum Paint. 


ae 


For painting tanks, buildings, tower 
power plants and similar structures, you ca 
recommend Permite No. 5025 Outdoo 
Aluminum Paint for a bright, uniform finish 
and excellent heat reflectivity. It produces a 
smooth, even coating without glare. : 
Whatever the paint buyer may require 

in high- quality aluminum pain 
for interior or exterior, odd 
or regular applications, you have 
the right answer in the complete” 
Permite Line. Mention Permitel 
Aluminum Paint at every call, 
for extra sales and profits. Send 
today for descriptive bulletin. 








PERMITE VARNISHES: 


as Permite Aluminum Paints. 


and interior applications. 








Permite Varnishes are made to the same high-quality standards 
They are available in a complete range of types for all exterior 
Catalog of full line of Permite Varnishes is available on request. 














ALUMINUM INDUSTRIES, 


Inc., Cincinnati 25, Ohio 


Paint and, Varnish Division 


ALUMINUM PAINTS & VARNISHES Mlk 
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POWER TRANSMISSION 
EQUIPMENT CATALOGS 


Correction! Not just catalogs, but guide books crammed with 
engineering data and other helpful information 

on the most complete line of power 

transmission equipment available from 

any single source anywhere! 


Get yours immediately! 
You need them for 
reference—and to help 
give your customers 
better, faster, more 
dependable 

service. 


A pre-sold 

market! 

Medart’s reputation 

for design perfection and 
mechanical dependability 

—for ability to solve 

every complicated 

mechanical power trans- 

mission problem—for a complete 
line to meet every requirement—is your 
assurance that Medart is easier and 
more profitable to sell! 


Wai Coupon NOW! 


OMPANY LETTERHEAD 
THE ; ATTACH TO C 


MEDART CO., 3535 DeKalb St., St. Lowis 18, Mo. 
Send the following Medart Catalogs: 


© V-Belts & Sheaves © Speed Reducers 
0 Power Transmission Equipment (©) Gears 


MEDART 
COMPANY 


3535 DeKalb Street 








St. Louis 18, Mo. 


Title. 
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backs from recent price rises. They 
are far outnumbered by the January 
increases. Some of this is attributed 
to a scurry to establish a price prior 
to all-out controls, and some to the 
fact that many manufacturers who 


| have been absorbing all or part of re- 


cent material and wage boosts have 
found their profit position is below 
that allowed by the 1946-49 formula. 
Purchasing Agents point out that man- 
datory price controls will tend to re- 


| move from the market many low 


price-low profit items. Scarce mate- 
rials and rigid ceilings will channel 


| production into higher price and profit 
| items. 


Inventories 
Inventories of industrial materials 


| continue much too low for current 


production needs. At no time since 
the immediate postwar period have so 


| many reported unbalance in unworked 


material stocks. As these shortages are 


| predominantly in materials which are, 


or will be, conserved for military pro- 
duction, the problem of evening out 
the stocks is a big one and may take 
a long time. The search for substitutes 
goes on, but most acceptable substi- 
tutes also turn out to be critical mate- 


rials. 


Employment 


Employment is at a high level, 
though 11% report lower pay rolls 
this month. Causes are the impact of 
draft and enlistment, with some lay- 
offs due to material shortages and con- 
version to defense production. Skilled 
workers and office help are scarce. 
There is some relief in several regions 
on common labor supply. The mi- 
gration from nonessential to essential 
war work is noticeable. 


Buying Policy 

As other major factors of industrial 
planning are confused, buying policy 
is also confused. The commitment 
range is controlled by the availability 
of goods and the production and end- 
use limitations, which are expected to 
multiply rapidly. Many vendors are 
unable to make firm delivery schedules 
because of the uncertainty of future 
military demands. A much clearer 
view of government requirements is 
necessary before a definite buying 
policy will be possible. 


Commodity Changes 


A long list of materials took a price 
step-up in January, few of very drastic 
amount percentagewise. 

The important ones: Heavy acids, 


benzol, canvas products, castings, 


caustic soda, cellulose acetate, chlo- 
rine, coal tar, coal, containers, copper 














PLUMB 


HAMMERS + HATCHETS - AXES - FILES 


1 PLUMB ie 


ad 


Liew and speedy, the destroyer is built 
to strike hard and fast—to hit 
with force and accuracy. 











MODEL 400 


Orbital Action Air Sander 


Wet Sanding Metal .. 


. Model 300 








National has a complete line of 
portable sanders... air or electric 
driven with either straight-line 

or orbital action. When you 

sell the National line you have the 
right sander to recommend to your 
customers whether they are work- 
ing with metal, plastic, wood, 
leather, stone, or other materials. 
Below are illustrated various models 
in operation on different kinds 
of materials and types of work. Sell 
the only complete sander line. 
See how you can fit into National’s 
selective distribution system. 

Write for details today. 


Rubbing With Felt . . . Model 300 


2622 Auburn St., Rockford, Ill. 


es . Ke? “~ 
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products, cornstarch, electrical equip- 
ment, food products, graphite, pig 
iron, lead items, lime, lumber, machin- 
ery, mercury, naval stores, vegetable 
oils, paper, pipe and fittings, polysty- 
rene, bearings, rosin, rubber good, salt, 
screws, shellac, soap, many steel fabri- 
cated items, textiles, tin, tires, type- 
writers. 

In very tight supply: Sulphuric and 
muriatic acid, alcohol, aluminum, 
bearings, brass, cadmium, cellophane, 
cement, cobalt, containers, copper, 
electrical equipment, lead, nickel, pa- 
per, plastics, rubber, sulphur, steel, 
textiles, tin, wire, zinc. 


Canada 


Canadian business is reported con- 
tinuing at high levels. Production and 
order schedules are about in line with 
the United States. Prices are up all 
along the line. Inventories have in- 
creased a bit. Employment holds 
steady but is expected to increase in 
the next two months if materials are 
obtained. United States shortages are 
largely duplicated by Canadian short- 
ages. Some new military business—ex- 
pect more, with a duplication of 
United States controls. 





OBITUARIES 








Walter Geist, 
Allis-Chalmers President 


Walter Geist, 56, president of the 
Allis‘Chalmers Mfg. Co., died on Jan. 
29th, from a heart ailment. 

Mr. Geist had been president of the 
company since 1942. He was born 
in Milwaukee of Norwegian parents. 
He gained his education through 
evening study and correspondence 
schools, and started work as an er- 
rand boy with Allis-Chalmers at the 
age of 15. He worked his way through 
positions as designer, engineer and 
sales manager to the presidency and 
directorship. 

Mr. Geist was a director and trus- 
tee of many corporations and educa- 
tional institutions, and a former di- 
rector of the NAM. 


Dan D. Williams, 
Whitney Chain Co. 


Dan D. Williams, district manager 
of the Whitney Chain Co., Philadel- 
phia office, died on Dec. 18th. 

Mr. Williams was associated with 
the company for 19 years. 








That’s right! Now is the tig 
see and sell construction 


companies—to pick 
orders for Duff; 
Braces. ‘‘Jack @ 
tor’s sales 

extra doll 

Jacks 34 y 


DUFF - MORTON 
JACKS 
THE DUFF+NORTON MANUFACTURING CO. 
MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA. 


CANADIAN PLANT, TORONTO 6, ONT. 
“The House that Jocks Built’’ 
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Underu viters 
Laboratories ¢ 


STAINLESS. STERY 
ble Foam. 
Per acerca 
2'/y gal. sizes 


prov ed 

EXTINGUISHERS 
da-Acid and 

rtridge TYPE © 


~ y i 
A small trash fire started this disas- 
trous fire at the Iron Fireman _Manu- 
facturing plant in Portland, Oregon, 
on February 2, 1944. Loss between 
$2,500,000 and $3,000,000. 


/ BUFFALO 
etter-buil 


STAINLESS STEEL 
FIRE EXTINGUISHERS 


Disastrous industrial fires originating from 
wood, paper, cloth, trash, etc., can be stopped 
when they start by quick action with Buffalo 
Stainless Steel Extinguishers. And “quick 
action” is easy when Buffalo Stainless Steel 
Extinguishers are close by. They are easier to 
handle because their stainless steel construc- 
tion makes them one-third lighter than old 
style extinguishers. 

You know you sell the finest fire protection 
possible when you handle Buffalo's complete 
line. Find out now about Buffalo’s exclusive 
distributor sales policy. Write today! 


BUFFALO FIRE APPLIANCE 
CORPORATION 
DAYTON 1. OHIO 
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T. W. Ramsay 


Thomas W. Ramsay, 
W. M. Pattison Executive 


‘Thomas W. Ramsay, vice president 
and a director of the W. M. Pattison 
Supply Co., Cleveland, died on Jan. 
30, at the age of 64. 

Mr. Ramsay was born in Cleveland 
and joined the Pattison Co. as the 
firm’s first office boy when he was 
15 years old. He was made vice presi- 
dent five years ago after a long period 
as manager of the marine department 
of the company. 

Mr. Ramsay was well known in in- 
dustrial and marine circles and was a 
frequent visitor and participant in 
many of the Triple Industrial Supplies 
conventions. 

He is survived by his wife, his son, 
three grandchildren, and three sisters. 


Albert D. Wilson, 
Bristol Brass Corp. 


Albert D. Wilson, chairman of the 
board of directors of the Bristol Brass 
Corp. died on Jan. 18 at his home in 
Bristol, Conn., of a heart attack. He 
was 73. 

Born in Forestville, Conn., Mr. 
Wilson attended Huntsinger Business 
College, Bristol, and in 1895 he be- 
came a clerk for Muzzy Brothers & 
Co. in Bristol 

He joined Bristol Brass 49 years 
ago, and rose from clerk to become 
president before he was named board 
chairman. 

He had been a member of the 
executive committee and a director of 
the Bristol Bank & Trust Co. and the 
Sessions Clock Co. of Bridgeport. 

Surviving are his wife, a daughter 
and three grandchildren. : 


Richard H. Thomas, 
Ohio Firm Founder 


Richard H. Thomas, 87, founder 
of Hamilton-Thomas Corp., Hamil- 
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HIS IS THE SIGN OF 


x T 
SERVICE AND QUALITY! 
BROUGHT TO YOU THROUGH 
OUR SELECTED DISTRIBUTOR 
... THERE 1S ONE NEAR YOU 
CALL HIM FOR YOUR 
CHICAGO-LATROBE TOOLS 
—— 


\ 


co 
gore 


411 WEST ONTARIO STREET 
CHICAGO 10, ILLINOIS 


eOVER NIGHT DELIVERY TO ANYWHERE IN U.S.A. 
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e@ SLEEVES 

@ ARBORS 

@ GLASS DRILLS 


@ MASONRY 
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@ WOOD BITS. 
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@ AUGER BITS 


@ SPECIAL TOOLS 











Easier to Sell 
the Sprout-Waldron 


blue face’ 








Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 

“Blue Face” Pulleys are fast-moving distributor's items 

Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features...or a simple task of 

power transmission—there is a wide selection of “Blue 

Face” Pulley types and sizes to choose from... with di- 
ameter sizes up to 72” available. 


Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 


Sprovut-Waldron 
Mb laniofe Mang Pugin ro 
_MUNCY F PENNSYLVANIA } 
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ton, Ohio, died on Dec. 30 at the age 
of 65 years. 

He was born in Allegheny, Pa., in 
1863 of Alsatian-emigrant parents. 
iducated in Pittsburgh, he began his 
business career as a mechanical com 
mercial artist, during which time hi 
illustrated a valve and fittings catalog 
for Kelley & Jones Co., a predecessor 
of the Walworth Co. Mr. ‘Thomas 
remained with Kelley & Jones for 15 
years and rose to manager of the Chi 
cago branch. 

Mr. ‘Thomas is survived by two sons 
and three daughters. 


Moses H. Moss, 
Reliance Steel Division 


Moses H1. Moss, who had spent 
nearly 40 years in the steel business in 
Cleveland, died at his home in Shaker 
Heights of a heart ailment on Jan. 
22. He was 62 years old. 

lor some years, Mr. Moss had been 
district manager for the Reliance Steel 
Division of the Detroit Steel Corp., 
nationwide steel warehousing organi- 
zation. 

He was a graduate of Brownell 
School and of Central High School. 

His first business was a scrap steel 
enterprise in which he was associated 
with the late James McGlade. Afte: 
several vears of conducting his own 
business, Mr. Moss became associated 
with Freedman Bros. Co., later merged 
with the Reliance Steel Co., which 
in turn became a division of the De- 
troit Steel Corp. 

Surviving him are his wife and two 


sons 


Ralph A. Shaffer 
Simonds Saw & Steel Co. 


Ralph A. Shaffer, associated with 
Simonds Saw & Steel Co. for nearly 
half a century, died at his home in 
West Newton, Mass. on Jan. 6. His 
age was be 

Mr. Shaffer joined the Simonds o1 
ganization in 1906, starting at their 
Chicago office. Successively he was 
San Francisco branch manager, Chi 
cago branch manager, steel sales man 
ager, manager of Simonds grinding 
wheel division in Philadelphia, and 
for many years was a director of the 
Simonds company. 

In 1929 he was made general sales 
inanager of Simonds, with offices in 
litchburg, Mass., which is the posi 
tion he held at the time he retired in 
1940. 

Surviving are his wife and three 


sons. 
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eaie%z to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Gide to handle Pheoll products are 
packed in sturdy boxes that won't “‘bow out” 
when opened or stacked. Covers slip on and off. 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Gdier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


, a! 
s4ie% 10 ell Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 


TR 


sali H | 
eoll business builders 


| eMachine ; , 
t* + 
0d Screw stove Bolt 
tr >heet Metal < Machine B Its 
H Cap Screw ‘ arriage Bolt 
>quare Head Ser ag Bolt . 
Headless Set < “taeda Brass Washers 
> ket Set Screw 
«ppcket Head C 
Thumb screw 


crews 


ap S * 
DP Screws *Mach ne Screw Nuts 


Semi-Finished 
"Wing Nut Nuts 


*Threaded Rods Cap Nuts—Brase . 
Knurled Nut Bras 


tSlotted a, 
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"Steel ond Bross **ested Heads 





a Write, wire or phone _, 
PD 


SCREWS e@ BOLTS © NUTS 


NEW FACTORY BRANCH STORE has been opened in Pittsburgh by Link-Belt 
Company. The building, at 5020 Centre Ave., provides ample space for stocking 
Link-Belt power transmission and materials handling products, and serves as head- 


quarters for Pittsburgh Personnel 





NEW SAN FRANCISCO HEADQUARTERS of the United States Rubber Co. 
is located at 6025 Third Street and includes both offices and warehouses, replacing 
the former branch location at Second and Folsom St 


ARCHITECT’S DRAWING shows the $2,500,000 plant for the manufacture 
of industrial rubber products which The B. F. Goodrich Co. will build on the out- 


skirts of Marion, Ohio. 
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Delta Power Tool Division 
Supplies Five Display Pieces 


A new package of five jumbo background display pieces 
in eye-catching colors is available to dealers handling Delta 
Homecraft Power Tools, according to an announcement 
by the Delta Power Tool Division, Rockwell Mfg. Co. 

The set consists of three cut out displays with easels, 
ind two oversize posters 8 ft. wide by 3 ft. high. When 
desired, the two end wings of each of these posters can 
be cut off and used separately as additional displays. 

In announcing the displays, R. P. Melius, the divi- 
sion’s vice president in charge of sales, said, “People 
always stop for a good show. These posters help the Delta 
Homecraft dealer use profitable showmanship in his 
windows and inside the store—in island displays, tool 
backgrounds, and quick selling messages on walls, coun- 
ters, and posts.” —Delta Power Tool Div., Rockwell Mfg. 
Co., Milwaukee. 
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New Circular Saw Display 
Used by Atkins and Company 


E. C, Atkins and Co. are now using a new circular saw 
display, with a 54 in. diameter blue plastic base and meas 
uring 4 in. high. The 8 in. combination or variety tooth 


available 
n merchandising 


made 








ORANGEVILLE... 
TRUCKS 











‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service. 
Orangeville offers all types for factory and 
warehouse service and special trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 
ORANGEVILLE, Zone 6, PENN. Since 1879 








WEIN BERG & McKEE 
Compiled Cataloys- 


HAVE THESE MODERN FEATURES| 


cep STE 


BRO. CO. 


& BRO 1966 


nade of HICH 
in red. 


Action illustrations demonstrate the use 
of many products. 


stg Advertised Lines are tied 
with manufacturers ad . 
of their trade. marks, “ee 


WEINBERG & MCREE, Ine 


600 West Jackson Bivd., 
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Here are two Cans 
having the same 
capacity. The same 
amount of refuse will 
fill both Cans. But out 
of the WITT Can, 
you get far more! The 
best in materials and 
workmanship go 

into WITT Cans— 
that’s why you get 
longer life and 

far greater value. 


Compare the WITT CAN with any other Can 


on these points: 


STRAIGHT SIDES—assure extra resistance to rough handling. 

DEEP ROLLING CORRUGATION—run full length of Can adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 

STRUCTURAL STEEL BANDS—protect top and bottom of Can and act as shock absorbers. 
HOT DIP GALVANIZING—ao hand process after fabrication, insuring heaviest possible 


rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting yet easy to remove. 


If you want your customers to get out of a Can én service 
what they put into it im cash, recommend and sell WITT 
CANS-—guaranteed to outlast ordinary Cans 3 to 5 times! 


WITT CANS HAVE THE RIGHT ANGLE 


CMs 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
“Originators of the Corrugated Can” 
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wood cutting circular saw rests at the 
top of a lucite column. The center 
hole is approximately 14 in. from 
table level. Although the display is 
attached to an electrical outlet, the 
saw revolves on the axle at the top 
of the transparent column without any 
apparent transmission of energy. 

E;. C. Atkins and Co., Indianapolis. 


HOISTING EQUIPMENT~—Publica- 
tion of a new general 92 page catalog 
is announced by David Round & Son. 
Printed in two colors, the catalog con 
tains product illustrations, complete 
engineering specifications and _ list 
prices currently effective on the entire 
line of David Round hoisting equip- 
ment. Products included are chain 
hoists, trolleys, cranes, sheaves, hoist 
chain, electric hoists, winches and 
crabs.—David Round & Son, Cleve 
land 


PIPE AND BOLTING MACHINES 

his informative color folder pic 
tures and describes the features of 
the manufacturer's pipe and_ bolt 
machines. Data are included on 
Model-A (heavy duty), Model-B 
( rtility.model),-andthe new Model-F, 
lightweight model). Also shown are 
the power drives, Models C-1 and 
C-2, as well as the 102-PD pipe cut 
ter and the No. 77 pipe threader that 
ire designed for use with electric 
power drives—Beaver Pipe Tools, 


Inc., Warren, Ohio 


FLEXIBLE SHAFT MACHINES— 
Catalog 180-F shows Foredom Elec 
tric’s complete line of flexible shaft 
machines for every “small work” job 
f grinding, finishing, de-burring, etc. 
Included are heavy duty, intermediate 





ARMSTRONG 


TOOL HOLDERS... 


WRITE FOR CATALOG 


for the toughest steels! 


The “Armstrong System provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 


up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVENUE * CHICAGO 30, U.S.A. 
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“Mighty Midget 


(500 & 1,000 Ib.) 


BACKS YOU 
ALL THE WAY 


. . . With hard-hitting promotion 
through ads in 36 carefully selected 
publications as well as attractive cata- 
logs and direct mail. 


. . « With helpful cooperation before and after the sale. 


Coffing engineers are always ready to work with your prospect .. . 
to help him choose the right hoist for his job, Prompt, efficient 
service with immediate shipment of replacement parts further as- 
sures customer satisfaction. 


PLUS — a complete portable hoist line that gets you in 


on every job — that’s quality built to bring repeat sales. 


Spur Geared 

Hoist-Alls Chain Hoists 

(Y2 to 5 tons) 

Safety Load 
Binders 
(3,000 & 
6,000 Ib.) 








**Quik-Lift’’ 
Electric Hoists 
(500 to 4,000 Ib.) 





Safety-Pull Ratchet 
Lever Hoists 
(% to 15 tons) 


Differential 
also |-Beam Chain Hoists 
Trolleys) (') and 1 ton) 
Stock and push Coffing lifting and pulling equipment. Find out 
for yourself that the hoist business can be good business. For com- 
plete information, write Dept. A3. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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duty, and light duty models. Pvices, 
characteristics, and specifications arc 
listed in detail.. Foredom Electric 
Co., New York 











LIGHTING FQUIPMENT-A new 
four page bulletin contains a com 
plete listing of all RLM manufacturers 
and the RLM certified lighting equip 
ment made by each. A feature of the 
bulletin is a well organized chart 
which enables the user to determine 
whether or not a certain type of light 
ing unit is RLM certified, the names 
of all manufacturers who make RLM 
labeled units of the type desired, and 
those lighting units not yet certified 
but in the process of being inspected 
and tested—RLM _ Standards Insti 
tute, Chicago 


CENTERS BULLETIN—Anti-fric 
tion bearing centers are fully described 
in these two new bulletins. They in- 
clude: engineering data and prices on 
ball bearing centers for carbide cut 
ting tools and grinding operations as 
well as on the diversified line of all 
purpose centers made by the manufac 
turer.—Ready Tool Co., Bridgeport, 
Conn 


FLEXIBLE BALL JOINTS—This 
comprehensive bulletin on flexible ball 
jomts contains complete spec ifications, 
dimensions, and application data fo 
the manufacturer's entire line. It 1s 
believed that it will be of particular 
interest to design engineers as well 
as to operating engineers in plant and 
field installations——Barco Manufac 
turing Co., Chicago 


VALVE CATALOG-Valve catalog 
SOV describes the entire Stockham 
line of bronze and iron body valves 
In make-up, it closely approximates 
the 1950 catalog of Stockham cast 
iron and malleable pipe fittings. List 
ings are complete for the valves shown 
on each page of Catalog 50V, and 
include photographs, dimensional di 








BELTING 


BUILT FOR THE 
TOUGH JOBS 











... and for the customers you want to keep! 


A distributor’s reputation 
stands or falls on what he sells 

. on products other people 
make. That’s why we consider 
our distributors our most val- 
ued customers. We don’t dare 
let them down with their cus- 
tomers. 


We’ve been making indus- 
trial rubber products for almost 
a hundred years now, and for 
all that time we’ve tried to put 
an extra plus of toughness, wear 
and trouble-free service into 
every belt and hose that left 
our plant. 


5 
S 
* 
HEWITT-ROBINS 
) 
. 


HOSE: ACID . AGRICULTURAL SPRAY 
FIRE ° FLEXIBLE RUBBER PIPE . 
INSULATION BLOWING OlL INDUSTRY 


AR « 
FLUE CLEANING « 
e ROAD BUILDERS’ « 


In Hewitt-Robins Conveyor 
Belting, for instance, that plus 
shows up as full protection 
against moisture, oils, mildew, 
flaking and ply-separation .. . 
greater abrasion-resistance be- 
cause we use extra tough, heav- 
ily-reinforced covers . . . strong 
“rigid-edge”’ construction 
which prevents curling and in- 
sures true troughing. 


It’s the same way with 
Hewitt-Robins Industrial Hose. 
There’s always an extra margin 
of dependability and service 
built in. 


BARGE LOADING « 
FUEL Oll & GASOLINE « 


CEMENT PLACEMENT 
HYDRAULIC, JETTING AND GROUT « 
ROTARY DRILLING « SAND BLAST e SEA LOADING e¢ STEAM e« SUCTION 


The Hewitt-Robins line is 
complete, known the world over 
for top quality, well advertised, 
priced competitively. It’s a line 
that will protect your own good 
name and hold your toughest 
customers. If you think your 
firm and ours might team up 
effectively, write Hewitt Rub- 
ber Division, 240 Kensington 
Avenue, Buffalo 5, New York. 


HEWITT-ROBINS 


INDUSTRIAL HOSE 
AND BELTING 


be Ses 


INCORPORATED 


CHEMICAL-BOOSTER + DUST SUCTION 
INDUSTRIAL VACUUM 


TANK CAR, TRUCK AND TRANSPORT « TWIN-WELD® WELDING « WATER © WELL DRILLING « BELTING: CONVEYOR + ELEVATOR © TRANSMISSION 
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No. 120 Hi-Speed No. 616 Soft Metal No. 118 Combination 
Steel Heat Treating Furnace Melting Furnace Bench Furnace 


STEADY SELLERS 


FROM THE HOT PROFIT LINE 


JOHNSON FURNACES+BURNERS-BLOWERS-TORCHES 


No. 25 
Hand Torch 


No. 1202 Blower 


Bench Furnace 


GET your share of -the 


profitable market for 


industrial gas burning 
equipment. Sell your py that arenas 
customers more heat 
for their dollar with 
JOHNSON .. . famous for 
efficiency and economy 
for 48 years. Help your cus- PO 3 
tomers with their heating 
problems by recommend- 
ing JOHNSON and you'll 
help yourself to added 
volume and added profits. 


No. 20X 
Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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agrams, price, weight, sizes and di 
mensions. A section completely dc 
scribing accessories and several pages 
of essential engineering data complete 

> ‘ l 
the 112 page indexed catalog.—Stock 
ham Valves and Fittings, Birmingham, 


Ala 


VALVES, FITTINGS, FLANGES-— 
This 400 page catalog of valves, fit 
tings, and flanges (Catalog F-9) is 
full of new and improved drop forged 
steel valves and fittings for every mod 
cm piping need at high or low pres 
sures and temperatures. <A  refrigera 
tion section is included in the back of 
the book.—Henry Vogt Machine Co., 
Louisville, Ky. 


HEAD GRINDER-—Bulletin C-5 pic 
tures and describes the manufacturer's 
models 101 and 101-A side head grind 
ers. His new head setting gage G-11, 
now furnished as standard equipment, 
is described. The advantages of this 
new type gage, which is claimed to 
be more efficient than the spring 
pointer type, are given. Full speci 
fications of the machines are given 
with action _ pictures.—Dependable 
Machine Co., Inc., Greensboro, N. C. 


METAL SHAPER BULLETIN—Fea 
tured in this bulletin on Delta’s 7 in. 
precision metal shaper are complete 
specifications, catalog listings and il 
lustrations. Also included are a large 
llustration of the unit, showing in 
detail the various parts, illustration 
showing the wide, variety of the shap 
crs uses, and a listing of the extra 
equipment available. The back page 
is devoted to the portable cabinet, 
which is available as optional equip 
ment.—Delta Power Tool Div., Rock 
well Mfg. Co., Milwaukee 


LUBRICATION DATA BOOK-—A 
>+ page data book has been published 
by the manufacturer which describes 





(Advertisement) 
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The application of standard Deming 
Pumps as integral or component parts 
of other equipment is a timely subject 
under today’s conditions. Where special 
pumps must be designed, delays and 
higher costs are unavoidable. But in 
many instances, standard Deming 
Pumps were found to meet the 
specifications exactly with resultant 
savings of time and cost to original 
equipment manufacturers. 


The advertisement at the right shows 
one example of a standard Deming 
Pump as an integral part of processing 
equipment. This is a reproduction of 
an advertisement in leading industrial 
publications reaching pump buyers 
everywhere in the U. S. A. including 
YOUR territory. 


Other Examples of 
“SPECIAL” JOBS 


The wide variety of types, sizes, and 
capacities of standard pumps in the 
complete Deming line make possible 
such applications as the following: 
OXYGEN GENERATOR. A Fig. 2993 “Oil-Rite” 
Triplex Pump and a Fig. 4020 Side Suction 
Centrifugal Pump are components of this 
equipment. 

BOTTLE WASHER AND DRYER. A Fig. 4012 Two 
Ball Bearing, Side Suction Centrifugal Pump 
pumps the cleaning solutions inthis equipment. 
HEAT TREATING FURNACES utilize Figs. 4020 
and 4030 Single Ball Bearing, Side Suction 
Centrifugal Pumps for circulation purposes. 
MECHANICAL PRESSES have small Deming 
Rotary Pumps as component units for circu 
lating lubricant on a cluster mill for razor 
blade steel. 


“ 


When you run into a “special” pump 
problem, give your customer a chance 
to check the extensive Deming line of 


STANDARD pumps for a possible 


solution. 





You'll find 
DEMING SUMP PUMPS 
in the most unexpected 
places! 


@ Ordinarily, you'll find Deming Sump Pumps on such jobs as sump 
drainage, or pumping heavy viscous or hot liquids in chemical or metal- 
lurgical work or performing many other “normal” jobs of liquid handling. 


But you'll also find these versatile pumps as component units of other 
equipment, such as illustrated above. Here you see a standard Fig. 4610 
Deming Sump Pump as a component part of the Kelly Sulphur Filter, 
engineered and manufactured as a standard “PACKAGED” unit by 
Oliver United Filters Inc. 


Function of the Deming Sump Pump is pumping a mixture of filteraid 
and pre-clarified molten sulphur through the Kelly type pressure filter. 
This operation precoats the filter leaves with a layer 
of clean filteraid . . . thereby aiding the clarification 
of the dirty sulphur during the processing and 
producing an easily discharged cake. 


SEND FOR 
BULLETIN 
No. 4607 


Service of the Deming Sump Pump involves a capacity 
up to 60 gallons per minute at discharge heads not 
exceeding 20 PSI at temperature from 280 to 290°F. 


Somewhere in the complete line of standard Deming 
Sump Pumps, you, too, may discover the most 
efficient and economical solution to your problem 
of liquid handling. 


Suggestion: 
Send for illustrated SUMP PUMP BULLETIN 4600A, 


THE DEMING COMPANY 
511 Broadway ¢ Salem, Ohio 


DEMING ()iEn: 


UMS 7 / 
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Fifth of a Series 


Making Tap Blades at Kuhns Bros. 


on a fitting 


means accurate machining 


Many of the tools for the machining of “K” 
Fittings are made in our own plant. We 
also design and build much of the special 
machinery required. 

The machining of screwed fittings calls 
for extreme care and precision. Hundreds of 
taps have tc be kept in first-class condition 
to chase threads full and clean. Fixtures have 
to be exact in order to maintain accurate 
alignment to agree with the angularity of 
fittings. Openings must be properly cham- 
fered so pipes will enter easily——also to 
protect the outer threads. 

Still more extensive machining is involved 
in the finishing of “K” flanged fittings. Here 
also dimensions must be held to close toler- 
ances, and correct alignment maintained. 
Here also faces have to be accurately milled 
to make tight joints, and bolt holes properly 
spaced to speed make-up. 

he accurate machining of “K” Fittings 
saves installation time, assures symmetry 
in the piping system, assures leakless 


connections, 


Specify ““K's'’ when you order fittings from your supplivr. 


THE KUHNS BROTHERS COMPANY 
Dayton 1, Ohio 


Established 1887 


his lubricating products and their ap 
plications. Discussed is the control 
of friction, specifications of Lubriplate 
products, and recommendations for 
their use. Applications in industries 
ranging from air conditioning to water 
and sewage disposal plants are listed 
in detail.—Fiske Brothers Refining 
Co., Newark, N. ] 


PUNCHING SYSTEM-—A new mul 
tiple hole punching system described 
in this brochure provides a simpler 
and more economical method of 
punching holes in sheet metal parts 
by permitting the entire set-up to be 
made outside the stamping press or 
press brake. The punch and die units 
are interchangeable, permitting the 
same units to be used and reused in 
an infinite number of set-ups. The 
brochure points out that the set-ups 
are self contained, and that no dic 
setting skill, adjusting, or aligning are 
required before or after the sct-ups 
are placed on the press bed.—Wales- 
Strippit Corporation, North Tona 
wanda, N. Y 


BENDING MANUAL—“‘It’s Easy to 
Bend”’ is the title of a new 32 page 
bending manual just published by the 
manufacturer. Printed in two colors, 
the manual describes and _ illustrates 
the process of centered eye bending, 
off center eve bending, circle bending, 
zero radius bending, scroll bending, 
square bending, spring and coil bend 
ing, loop and spiral bending, and the 
follow block and roller methods of 
tube bending. Specifications of the 
manufacturer's products are listed and 
illustrated in detail. O'Neil-Irwin 
Manufacturing Co., Lake Citv, Minn. 


VARIABLE SPEED DRIVES — A 
new 12 page bulletin, #G-509, de 
scribes the basic operating principle 
f the Reeves variable speed drives and 
contains representative rating tables 
ind dimension drawings. Capacities il 
lustrated range from } to 87 hp with 
stepless speed changes within ratios 
from 2:1 to 16:1. The new bulletin 
covers, in condensed form, the three 
basic Reeves units, Variable Speed 
Transmission, Vari-Speed Motodrive, 
Vari-Speed Motor Pulley, and a wide 
variety of manual and automatic con 
trols for use with them.—Reeves Pul 
levy Co., Columbus, Ind 


SLING CHAINS-The contents of 
this new bulletin describing wrought 
ron sling chains include sling chain 
safetv rules and full data on chain in 
spection, use and care. Recommended 
load limits are listed in detail for vari 
us chain sizes and suspension angles 


Cleveland Chain @& Mfg. Co., 


CAST-IRON FITTINGS * 3,000 Shapes and Sizes Cleveland. 
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of chucks, they think of 
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Immediate Delivery 600 ATTEND SOUTHERN 
ENCO MITI-MITE 


MAGNETIC BASE UNITS WHICH 
ELIMINATE CUMBERSOME CLAMPING 





Models No. 100 and No. 200 on milling ma- 

chine showing ease of attaching on any fiat 

or curved surface, without the use of hap- 
hazard clamps 


NEEDED IN EVERY SHOP READY FOR BREAKFAST are these five: Gene Drody, Budge Co., Miami; Jack 
SHOW THEM Pittman (Standard Tool Co.); John Kegan, Budge Co.; Paul Radcliff (Standard Tool) 
AND YOU WILL and W. R. Crook (Winter Bros : 
SELL THEM 


& 
Photo shows Model No. 150 used as a sur- 
face gage, by mounting holder on shoe No.~ 
155 which allows it to be used on iron or 
steel surface plates as well as glass or 
marble 


POWERFUL— PERMANENT 
ALNICO MAGNET 
UP TO 100# MAGNETIC PULL 
ol By SITTING OUT A DANCE are W. S. Gardner; Mrs. Pat Dillon, Patrick H. Dillon, 
"2 New Orleans; Mrs. Lou Lincoln (Bay State Tap & Die); Mr. and Mrs. Berry Temple, 
Choctaw, Inc., Memphis, and Al Meredith (Gardner & Meredith). 


Application of Models No. 150 and No. 200 

on lathe. Note flexibility of adjusting Model 

No. 150 and ease of positioning Model No 
200 to spotlight hard to see work areas 


Each model packed in individual wooden 
box 
PRICES 
Model 100 Indicator Holder $ 7.50 


Model 200 Handilite . $ 8.50 
Model 300 Combination 
(models 100 & 200) . $15.50 
Model 150 Duplex Magnetic Base 
Indicator Holder ye .$15.50 
Write for Bulletins 
No. 602 Descriptive Circular and No. 702 
Confidential Discount Sheet 


E N C Oo A FG C '@] x A GET-TO-GETHER of manufacturers and distributors brought this group together 


DEPT. 931 They are: Don Thayer and Perry Edwards (Clipper Belt Lacer); H. E. Ross and 
4522-24 Fullerton j ay Chicago 39, Ill. Frank J Schlichter of Moore Handley Hardware, Birmingham, and H. L. Coats 
Flexible Belt Lacer 
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MEETING 


(Starts on page 66) 


J. H. Ruddell 


Operating a Supply Business 
in a Seller's Market 


by J. H. Ruddell, President 


Central Rubber & Supply Co. 
Indianapolis, Indiana 


President, National Supply & Machinery 


Distributors Association 


Although I, undoubtedly, can not tell 

you a single thing that you do not al- 

ready know, it may be a good idea for 
all of us to stop and review the things 
that management should do in an in- 

dustrial supply house at the start of a 

sellers market. 

I would list five of the important 
things to do as being: 

1. Train your organization to 
“Take an Hour to Say No”. 

2. Correct previous errors in 
your sales policies. 

. Work out as economical a 
way of handling back orders, 
or avoiding them, as possible. 

. Pay close attention to your 
purchasing. 

5. Try to keep ahead of the 
coming manpower shortage. 
By training our organization to take 

an hour to say no, I mean that when 
we can not supply something, or com- 
ply with a customer’s request, we 
must not give a short or blunt answer, 
or make a flippant reply, but must 
take the time to explain how bad the 
situation is, giving examples of the 
hardships of others, and explaining 
how much we value the customer and 
how much we wish that we could help 
him. 

All of our personnel should be cau- 
tioned to remember that when a cus- 
tomer makes an inquiry about some 

Continued on page 177) 


an IMPORTANT name 


in today’s economy . . 


¢ FHP BELT STEEL CABLE GRIPBELT 
SUPER GRIPBELT 
es ye — GRIPROLL 


| DOUBLE v OT GRIPLINK 





DIE CAST . on IRON 
BUSH TYPE 


The VARIABLE PITCH 
PRESSED STEEL Distr ibutor s’ Line 


Truly 
the Complete 
V-Drive Line 


MULTIPLE GROOVE 


CAST IRON 


WRITE 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING C0. 
1951 BROWNING 
MAYSVILLE, KENTUCKY 
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POPULAR DEPENDON SHIELD AT THE SOUTHERN MEETING 
WITH REPLACEABLE WINDOW 


Here you see the No. 364 Sell- 
strom “Dependon” Acetate Face 
Shield with the removable or re- 
placeable window. 


The many special features and 
advantages offered by this shield 


ickly cé -d the attention and . é : 
quickly captured the attention an’ | THE WHOLE FAMILY was on hand from Pelican Well Tool & Supply. Shreve- 


lik port. They are Mr. and Mrs. Fred Hamilton and thei daughter, Ann 
alike. 


This shield is easy to sell. This is 
proven in an unmistakable manner 
by the constant stream of repeat or- 
ders coming from dealers in all parts 
of the country. 


When we say this shield is easy to 
sell, we actually mean that once a 
manufacturer permits his workmen 
to use this shield, the satisfactory 
service rendered by the shield as- 
sures a steady stream of repeat or- 
ders—and this means profits in any 
man’s language. 


Just consider a few adv¥antages 
offered by this shield. It offers com- 
plete face protection, yet permits an 
abundance of ventilation and ex- 
tremely wide vision. The frame is 
of fabricated sturdy helmet fibre. 
It is equipped with the standard 
Sellstrom Vulcoid strap over the hel- 
met headgear with genuine top- 
grain leather sweatband. 


ALL SMILES are Mrs. Jack Perkins AFTER THE DANCE, Mr. and Mrs 
} 


and Arnold Roark, Allison-Erwin Co Frank Pidgeon, Jr., head for the porch 


} 


Charlotte, N. ¢ or a breath of air 





The window is 6-3/16” x 15” clear 
acetate, either .040” or .060” thick. 
Window is easily removed and can 
be replaced in a matter of seconds. 
Can also be furnished with 20-mesh 
brass wire window if desired. When 
stocking this shield, we suggest that 
you order an extra supply of win- 
dow s. 


On your request we will gladly 


forward a sample on memo for ex- 
amination purposes. 


Sellstrom 


MANUFACTURING CO. RESTING, just before the banquet, | AN AMUSING STORY is told by 
More than 200 Eye and Face Safeguards ire Mr. and Mrs. Albert Marx, South Mrs. P. J. Edwards to Paul Thrasher, 


662-C N. Aberdeen Street Chicago 22, Il. ern Hardware Co., Monroe, La Textile Machinery & Supppl 
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JOE W. PITTS, Southern Association 
president and head of Brown-Roberts 
Hardware & Supply, Alexandria, La., 
presided at the business sessions. 


of the hard-to-get items, it is a serious 
matter to him. Getting the item may 
spell the difference between his hav- 
ing to close his plant or not—so he is 
in no mood for humor or a flippant 
reply. 

Such answers from our phone order 
salesmen as “Are you kidding?” or 
“We wish we could get some too” tear 
down rather than build up good will. 

By correcting errors in our sales 
policies, | mean that even in the best 
managed houses, wrong practices grow 
up, and it is hard to get rid of some 
of the bad habits—but the very best 
time to make corrections in your sales 
policies is during a sellers market. I 
will name a few things that we are 
doing to let vou see what I have in 
mind. 

First, we are making it part of our 
sales policy to consciously try to avoid 
small orders. We are training our 
salesmen along this line. Beginning 
next month they will receive no com- 
mission on any invoice for less than 
$10. We are analyzing customers’ 
accounts and where there are an ex- 
cessive number of small orders, I am 
going out personally—or one of our 
other officers is going out—to see the 
customer—calling on the director of 
purchases or general manager to sell 
him on the savings to his company 
in grouping his orders. I have been 
surprised by how pleasantly I have 
been received. One of our large ac- 
counts made it a rule for their buyers 
to call us only once a day instead of 
four or five times—barring an emer- 
gency. They will experiment with this 
and may cut the*calls back to two or 
three a week. He is asking his store- 
room men to write larger requisitions. 





WW ps 
bape 








\ 


fe 


More production per grinding wheel dollar. That’s why 
George is the boss’s brainy boy. How did he get that way? 
Simply by changing over to a grinding wheel slightly 
different in grain and grade . . . a Simonds wheel, naturally. 
This could be a right, bright production boosting idea 
for you too. You'll find everything you need in our complete 
line ... grinding wheels, mounted wheels and points, 
segments, abrasive grains. Let’s send you our free Data 
Book and the name of your nearby Simonds Abrasive 
Company distributor. 


SIMONDS 


ABRASIVE CoO.) 
| 


== 


grinding wheels 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Milis, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 


On the matter of small purchases for 
this customer's employees, they have 
made a rule that they will not issue a 
charge purchase order for less than 
Continued on page 180) 
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announces... 


SENSATIONAL 
POWER-TWIN purser 


A REVOLUTIONARY 
ADDITION TO THE 
FAMOUS OTC 
PULLING SYSTEM 


Fits all OTC pulling units 
Works in any position 
Pushes—Pulls 
Faster than screw operation 
® Eliminates torque 
® More powerful—friction eliminated 
© Easier—just light pump strokes 


© Safer—remote control 


LIGHT—COMPACT CENTER HOLE permits Power-twin to 
POWERFUL—SAFE ehh. ‘do jobs no other hydraulic ram can do 
.. Develops 15 tons power—ram travels 2’ ¥ . . makes possible application of direct 


overall height 52” weight 10 Ibs 


remote control pump develops 10,000 P.S.I. fens.. - fast, easy, unlimited adjustment 
.. 6 ft. high pressure hose... wire guards... . « . Versatile interchange of parts. 


quick, non-leak couplers tested for 24,000 Ibs. 
. . . fingertip pressure release. 


OWATONNA TOOL 
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profitable NEW Twi 


HERE’S WHAT JOBBERS SAY: 


e “FASTEST SELLING HYDRAULIC TOOL ON THE MARKET”’ 
e “SELLS ON EVERY CALL” e “PROFITABLE UNIT SALE’”’ 
e “DOES EVERYTHING, SELLS EVERYWHERE” e DOES EVERY 
PUSHING OR PULLING JOB EASIER, FASTER, SAFER 


POWER-TWIN 
HYDRAULIC - PULLER 


does every pulling 
job EASIER-FASTER 


Here is the fastest working, fastest selling, 
easiest to use push-puller in history—the 
new OTC PowErR-TWIN HYDRAULIC 
PULLER. Sensational in performance, it is 
equally amazing in sales appeal. Its time 
and labor saving ability and low cost 
make it a must for any shop that does 
pulling jobs. Write for complete informa- 
tion on the OTC PowEr-Twin. 





bon 


























‘ 


att TR aE. 


Amazingly easy to remove tractor No problem to remove drive gear New OTC Hydra-Tote (inset) Press 
wheel with OTC Power-Twin and with OTC Power-Twin and 1003-L takes all tools to the job. Plate available 


938 Push-Puller. Grip-O-Matic. 


COMPANY (owatonna, Minn. 


Portable hydraulic pulling separately for 
unit includes OPEN THROAT mounting on 
pressplate. bench or ser- 
vice truck. 
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erson 


AIR-REFINED, AIR-TESTED 
MALLEABLE [RON 


UNION S- 


RECESSED BRASS SEAT 


You'll sell more 


“JEFFERSONS' because 
they're available in 
all types and sizes 


By coming to “Jefferson” for pipe unions building up their pipe fitting business 
in straight through types, all-male, all and profits. 

female and male-female .... as well as Inasmuch as the exclusive Recessed Brass 
union ells, union tees and flange unions ‘Seat is available in all “Jeffersons,” you 
are assured a sales feature which has 
won universal acceptance through the 
cperating and maintenance advantages 
t provides. Ask for all the facts on this 
feature, 

sons” are therefore highly recommended Come to “Jefferson” also for pipe unions 
to industrial distributors as a means of with ground all-iron seats. 


Full information on request. 


offersom UNION CO. 


671 W. 26th St., New York 1, N. Y 
9 Green St., Lockport, N Y 
49 Fletcher Ave Lexington 73, Mass 


you are assured a source of supply 
that is adequate to meet all your custom 
ers’ needs one that provides you 
with greater sales opportunities. “Jeffer 
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J. D. NICHOLSON of Mine & Smel- 
ter Supply, Denver, reported on the 
activities of joint industry committee. 


$10. On lesser items the employee is 
given a “Bearer Will Pay Cash” order 
and can make the purchase at our cash 
sales counter if he desires to do so. 
At this director of purchases’ request, 
we are giving him a report each month 
of the number of orders placed that 
amount to less than $25. 

An analysis of many customer’s ac- 
counts indicate that they are not prop- 
etly wholesale accounts and we are 
taking them off of our salesmens’ lists. 

Next, we are analyzing lines of 
merchandise that we handle and are 
dropping lines that create too many 
loss orders—where it is possible from 
a service to customer standpoint to 
do so. 

Then, still under sales policy, there 
is the matter of pricing. We should 
check up and be sure that we are 
using recommended retail prices on 
retail sales. For instance, when we 
sell a few feet of roller chain for an 
individual’s requirement on his power 
mower, we should not extend the in- 
dustrial price but should charge the 
retail consumer price, as recommended 
by the factory. 

And, if we have been selling one 
twelfth dozen twist drills at the same 
price as 100 dozen, we think it is un- 
economic and wrong—regardless of 
what our source of supply thinks—and 
we are setting our own higher price 
on small quantities. If this drives 
some of this small order business to 
our competitors, we feel that it will 
have just kept us from taking a loss. 

Last but not least, under sales pol- 
icv, we are making a conscious effort 
to remember the accounts that give 
us worthwhile business in normal 
times, even though they may not have 
the largest orders to place or the high- 
est priorities to give today. 

These sales policy remarks may 
sound rather negative—and as though 
we are driving business away instead 
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Here’s still 3 » “MFD-, morse- 
another way in which MORSE > 


gives MFDs * 100% PROTECTION } Se MORSE TWIST DRILL & maciant co. 


NEW BEDFORD, MASS. 


Pg 


Franchised Distributor 


(Division of Van Norman Co.) 
Here you have Benefit III to Distributors, under the Morse 


Code. Delivery-wise, and in sales engineering service, too, 


Morse backs every MFD* to the limit. ff = MOR SE 


Matter of fact, Morse gives its distributors 100% ironclad 


>{] CUTTING TOOLS 
protection ... plus active é0-operation — “7 ways from Sun- i 


day”, right down the line from the full line of single-standard > f ty, 
Morse Quality Cutting Tools...to advanced manufacturing i & re 
and merchandising thinking that protects your tomorrows as pam p aS i 


“Zz? . 
7. —_— 
iz G 
well as your todays. 3 7 


slusvegyy eet ingsoeggyprentts Las Pepe Mtacas snore ert aaa Pe Aaa uaO toga ypa ta 


noone 2 ne. a enanatl’ See - _ Ce ~ ns ety . 


That's why Morse is known as the “ideal distributor's deal’. 4 DMT om 
Ask any MFD* salesman... he’ll tell you why Morse means more. 


a a 


om, 


INDUSTRIAL DISTRIBUTION ® MARCH, 1951 





r gasy TO OR DER Complete information available from our 
- plant simplifies ordering. De-Sta-Co “Suggested Stock Order 
List’’ makes it easy to maintain and control your inventory. 


EASY TO STO ce Packed in durable cartons to take hard 
knocks in handling and shipping. Distinctively labeled for 
instant identification. Send to customers right in these double- 
duty containers . . . just apply mailing label and ship. 


[ EASY TO SELL Asked for by name . . . ‘‘De-Sta-Co”’. . . 
because of aggressive advertising in trade papers. This ready 


acceptance of well-known products, proven by use in thousands 
of shops means . . . PROFITS FOR YOU! 


DE-STA-CO SHIM STOCK 


Steel or Brass, from .001 to .015. Selected ma- 
terials rolled to precision limits, oiled to resist 
stain and rust, clean and free from burrs or ragged 
edges. Handy, durable cartons distinctively labeled 

Sicilian for instant identification . . . allow easy, safe 
12 assorted thicknesses .001 to .015 storage without waste or damage to stock. 


DE-STA-CO FEELER STOCK 


a ac tc Mana Demanded by name for years . . . favorite of 
and amount re- mechanics and machinists for close tolerance work. 
rl ne Fourteen standard thicknesses, .0015 thru .O15. 
—_ Available in 12” strips, 42” wide, each identified 
by thickness, in moisture-proof cellophane envelope, 
12 pieces each thickness to box. 25 foot coils packed in 
clear plastic case, each coil identified by thickness every 
foot. 
Other popular, fast-selling products . . . De-Sta-Co Arbor 


Spacers for spacing milling cutters... De-Sta-Co Shims for ‘ % 
shimming gears and bearings. Preferred by machinists for : o, 
over a generation. ’ % 
ad 
FOR COMPLETE INFORMATION ON THIS PROFIT-BUILDING 


LINE THAT’S EASY TO ORDER, EASY TO STOCK, EASY TO 
SELL, SEND COUPON NOW 


Roll 6” x 120’, 


DETROIT STAMPING CO. 
332 MIDLAND + DETROIT 8, MiCH. 


NAME 


COMPANY 


ZONE STATE 
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of trying to go forward but, remember, 
that the time we save serving loss 
accounts or filling loss orders will be 
spent giving better service to the 
worthwhile accounts. 


Back Order Problem 


Third—on the matter of working 
out as economical a way of handling 
back orders, or avoiding them, as pos- 
sible, I understand that many of you 
men have combination wholesale hard- 
ware and industrial supply houses and 
you can probably give me ideas. 

We were dumb enough to go most 
of the way through the last war before 
we woke up to the fact that wholesale 
hardware houses had made it standard 
practice to cancel back orders for 
standard shelf merchandise—simply 
putting a notation on the packing list 
and invoice to “Reorder on your next 
stock order.”” In the meantime, hard- 
ware retailers who had never bought 
from us before had swamped us with 
orders for chisels, auger bits, screw- 
drivers, wrenches and many other 
hard-to-get items. 

We have adopted the wholesale 
hardware cancellation of back-order 
system—with as many of our classes 
of trade as we can. Our outside sales- 
men are trying to get their customers 
to place their orders for shelf items 
on this “ship or cancel’ basis. 

Our phone order clerks are check- 
ing stock while the customer holds the 
phone—or by calling the customer 
back—and so endeavoring to have the 
customer only give us the order for 
what is in our stock—so that there 
will not be a back-order. Of course, 
I am speaking of items where the 
back-order would amount to less than 
$25. 

Where we are forced to handle 
small back-orders, we have tried dif- 
ferent things with different accounts 
to reduce the handling and delivery 
cost. For about 20 out-of-town ac- 
counts, we have “hold bins” in our 
shipping room and accumulate their 
small orders until there are enough 
for a 200-Ib. shipment. 

lhe necessity for allotment on some 
lines is coming soon, if it is not here 
already. We have developed no easy 
method. Where the line is of enough 
consequence, the most popular meth- 
od seems to be to allot to each sales- 
man and let the salesman allot to his 
customers. On some smaller lines we 
simply limit the size of any order and 
try not to fill more than one order 
per month for a customer. 

By “paying close attention to pur- 
chasing”, this of course covers the 
need for watching “lead time” closely 
and changing your ordering promptly 
as conditions change—anticipating 
the changes wherever possible. 





S-A “SWIVELOADERS” 
fill and trim dry bulk 
materials—up to 2” size 
—into cars, bins and 
storage spaces at low cost. 
Bulletin No. 1046. 











PULLERS 


save manpower. One 
man—unaided—can 
move up to six loaded j : 
cars. Every firm with a S-A 
switch track can use one. “TELLEVEL" 
Bulletin No. 1339. regulate bin levels 
automatically— 
control material 
level in bins, tanks 
and storage silos. 
SACO SPEED REDUCERS Bulletin No. 1048. 


adapt standard full speed 
motors to any speed required. S-A 
Saves time, floor space, instal- Hand and Motorized 
lation costs and maintenance. WINCHES 
Bulletin No. 643. enable one man to 
lift—or move— 
heavy loads—up 
to 3000 pounds. 
Ask for Bulletin 
No. 340. 








ih mee No Stock to Carry. .No Investment. .No Sales Quotas 


LOADERS Your customers scarcely expect you to carry these 
speed up load- 


ing and trimming Stephens-Adamson specialties in stock—and neither 
loose, small lump do we. You merely sell from catalog. ..and we make 
materials into box d hi ¢ eutiindiiin enmniin € hes 
cars.One man, part rop shipments. Practically every type of business 
time, can operate. you call on can use one or more of these time-saving, 
Bulletin No. 948. cost-cutting items. Your men will welcome these 
practical additions to your line. You'll make extra 
profits with no extra investment or selling cost. 


WRITE FOR FULL INFORMATION—PRICES—AND DISCOUNTS. 


| - 
STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS \ MFG. CO. LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO 
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Management should — strengthen 
its relation with sources wherever 
possible and expediting will undoubt- 
edly become a necessary function. 

Under “trying to keep ahead of the 
coming manpower shortage”, I simply 
mean that because of the training 
needed for so many of our jobs, it 
will pay big dividends to add extra 
people to your organization and train 
them now before you lose individuals 
to the draft instead of getting your 
replacements after the trained man is 
gone. Naturally, we are again having 
to turn to the use of more women 
and to the use of older men 

I haven’t told you a thing you did 
not already know, but I'll bet that 
there is room for a lot of constructive 
improvement along these lines in 
every one of our houses 


d 
ls it up-to-date? .. . Complete? . . . 


A saver of the buyer's time and your own?... 





Fit to carry you through the uncertain years ahead? 


Franz T. Stone 
Maybe you shouldn't try to answer. Maybe one of our catalog experts 


should make a survey that will give you the answers — it could be, s 


ae Responsibilities of 
prising answers — to these questions 
A thorough survey will not cost you anything. It wont put you under Manufacturers to 
any obligation. Drop us a line today and we |! get busy. ee 
Distributors 


by Franz T. Stone, President 
Columbus McKinnon Chain Corporation 
Tonawanda, New York 
President American Supply & Machinery 
Manufacturers Association 


Recently Delivered Donnelley- Built Catalogs : 


We are preparing for full war mobiliz- 
ation if that should be necessary, and 
we are going to build the capacity 
needed to maintain whatever effort 
may be required for as long as neces- 
sary. 

So there you have it. It is a big 
production job measured by any stand- 
ards—it is an urgent production job 
—and we are right at the beginning 


R. R. Donnelley & Sons Company o &. 


(siloz>r-mxm0z umes] | 


Now then, what will we manufac- 
3 = turers of industrial supply products 
ata } mpiling Department - 350 East Twenty-se nd Street, Chicag 
who believe in distributing our prod- 
ucts to the final user, through the in- 
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Fig. 0611, IBBM Wedge 
Gate Valve, Working 
Pressures: 125 pounds 
Steam, 200 Ibs. WOG. 


SPECIALLY DESIGNED 


for 
EASIER INSTALLATION 
and 


LONGER SERVICE 


YOU SAVE TIME AND MONEY all along the 
line with Kennedy iron-body wedge gate 
ri valves because they are JOB-FITTED .. . every 


valve specially designed and engineered for the 
job it has to do. 


THE WEDGE DISC is a cored casting of thick 


J '@) oe ee if | T T ia D metal section, reinforced by integrally-cast in- 


terior posts and provided with openings to 
drain in any position. 
HEAVY BRONZE DISC RINGS are forced into 


> dovetailed grooves in the disc in a practically 

; RO N - BO DY inseparable construction. 
HIGHER STRENGTH IRON in the body and bon- 
net is actually 50% stronger than ordinary cast 


W ‘ D G £ iron...and far exceeds A.S.T.M. requirements. 


ALL CONTACT SURFACES between moving 
parts are bronze-to-bronze to assure easy opera- 


tion. 
GAT E VA LVE RUSTPROOFED STEEL BOLTS AND NUTS have 


ample clearance to prevent distortion. Open- 
end wrenches may be used . . . no need for spe- 
cial tools. Valves can be repacked under full 


DISTRIBUTORS! pressure, 


It will pay you to ask about wi EVERY FEATURE of the valve helps it do the job 
the sales and promotion aids acai ‘ better—gives you a solid guarantee of economy 

‘ and dependability whenever you install one of 
available to you through the : — these Kennedy Job-Fitted Wedge Gate Valves. 
KENNEDY DISTRIBUTOR PLAN. WRITE FOR BULLETIN 107 


= K E i Nv E DY VALVE MFG. CO. 


ELMIRA, NEW YORK 
VALVES + PIPE FITTINGS +: FIRE HYDRANTS 
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‘TUGIT’ 


SELL 
ITSELF 


5 
Finding the man who needs a ‘Tugit’ 
Hoist as part of his toolbox equipment 
isn’t hard) é 


He's tha tebe working alone, re- 
pairing’ fdrm machinery, stretching 
fences! @tility workmen laying water 
mains, ¢@iifes, underground conduits! 
The tcuck .bedy manufacturer with 
door 5 fo square! The foreman 
of shopp-amilt, and factory maintenance 
crews who install and dismantle ma- 
chinery and equipment! The foreman 
The man 
in the railroad repair shop who lifts 
journal boxes 


of the county road crew! 


into their frames or 
coupling into place on gondola cars! 
The telephone crew putting in new 
telephone lines! And, anybody—and 
place—who has lifting, pulling, tight- 


ening jobs to do in close quarters! 


Yes — find the men in such jobs! 
Show them how this small, lever- 
operated hoist handles such jobs and 
the ‘Tugit’ will sell itself! 


Bulletin No. 388 will heip 
you in your selling. Write for 
@s many copies as you need. 


‘TUGIT’ 


MAXWELL 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 
Lifter’ Hoists and other lifting specialties 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 
idated’ Safety and Relief Valves, ‘American’ 
Industrial and “Microsen’ Electrical Instruments. 


186 


Makers 


E. F. TOMLINSON (B. F. Goodrich 
Co.) pictured a continuing expansion 
in the south and southwest and sup- 
ported his contention with population 
and industrial statistics. 


dustrial supply distributor, have to 
answer for to you distributors in such 
a period of national emergency? 

Until it is over, it is clearly the job 
of all of us to do our level best, 
whether as manufacturers or distribu- 
tors or users, to see to it that we 
make what is needed, in the quantities 
needed, have it available where 
needed, when needed, with the least 
possible expenditure of plant, equip- 
ment, material and manpower. Other- 
wise we have waste, and waste must 
be kept to a minimum. 

“More merchandise” might be the 
distributor’s answer to the question of 
what is the manufacturer’s responsi- 
bility. But it isn’t as simple as that 
and, because it isn’t, we are going to 
find government stepping in to take a 
larger part in directing our activities in 
the performance of our respective 
functions in this production job. None 
of us likes that, but it’s going to 
come. And for some types of manu- 
facturers it’s going to mean a big 
change—a really big one. 

The machinery of national defense 
is indeed an intricate mechanism. It 
reaches throughout the land with ev- 
ery manufacturing plant becoming a 
vital unit which must be maintained 
for proper efficiency of the overall 
operation. Many units of this enor- 
mous industrial assembly are nested 
together in large industrial areas, while 
others are comparatively isolated—far 
removed from so-called industrial 
centers. Regardless of location, each 
is geared to the others for smooth and 
adequate output. The industrial sup- 
ply distributor with his knowledge, 
his inventory and his service can be 
thought of almost as the maintenance 
posts—the oiling stations for this gi- 
gantic, far flung, infinitely complex 
production mill. 


Can the manufacturer of industrial | 
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| help vour CUSTOMERS 


SELECT THE BEST... 


hand them 
CHAN NELLOCK 





| 
| 
| 
| 





Channellock plers are made by skilled 
craftemen of a company known for nearly 
3/4 of a century for its highest quality pro- 
ducts The outstanding features of annel- 
lock pliers such as nger Wearing, No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 
... help them select the Best .. . Hand them 
Channellock 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
oe today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are fisted in the 
Yellow Pages of most Telephone 





Co By fre @ wlely ; CHAMPION 


CHAMPION 7500 HOUR 

General and Special Service FLUORESCENT LAMPS 
INCANDESCENT LAMPS Prove their superiority by 
delivering 3 times the life, 
3 times the value, 3 times 
the economy. CHAMPION 
Bi-pin Fluorescent Lamps 
are sold with a guaranteed 





Champion makes more than 
2000 different types and styles 
to meet your customers’ light- 
ing needs. Champion Lamps 
are packaged in bright 


orange and blue wrappers for means average rated life of 7500 
top point of sale display value. hours on 3 hour or longer 


burning cycles. 
Garin 


CHAMPION LAMPS 


CHAMPION Take full advantage of the Quality behind all 


SLIMLINE : : ; 
FLUORESCENT LAMPS Champion Lamps! With them, you'll earn addi- 


Streamlined, instant start, tional profit. You'll own your own stock... 
single pin Lamps require no 
starters, and simpler fixtures. Easy \ 


and inexpensive to maiatain. Five con- \ means business — repeat business. For 
venient lengths up 


to eight feet; choice complete information, write to... 
of all standard 
“colors” of white. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 


easier to handle...no red tape. Champion 
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— CHUCKS — A 


HARRY RINEHART, secretary of the 
National Association and a member of 
the Washington Service Committee, 
told of Washington developments and 
how they affect distributors and manu 
tacturers 


supplies, if he is to act in a responsible 
manner in this period of grave na- 
tional emergency, say lightly to any 
procurement agency that he will dis- 
continue making industrial supplies 
because that particular agency happens 
to want his plant to produce instead 
an end military product? I say that 
would be the height of irresponsibility, 
not only to his distributor, but to the 
whole production effort. The manu- 
facturer knows his essential relation 
to the industrial effort whereas the 
procurement agent very well may not, 
and the manufacturer must make his 
position clear. 

Manufacturers of industrial prod- 
ucts should be called to answer for it 
if they do not resist by every means in 
their power, (including calling on 
their distributors to help them present 
their case) efforts to saddle them with 
contracts that would divert them 
from giving proper attention and ef- 
fort to the job that they and only 
they know how to do. 

Now let’s take that one step far- 
ther. Suppose some well meaning gov- 
ernment official comes up with a rul- 
ing that will—whether by design or 
inadvertance—force the producer of 
industrial products to alter his method 
of distribution by attempting to by- 
pass the industrial distributor on the 
theory that the distributor is simply 


Mm) a middle man performing no useful 

Nu function, or for ete er reason. Does 
$2 oe the manufacturer fulfill his responsi- 
Wha | | | bility to the production effort of the 
hy free world if he calmly accepts that 


{] r 
U 


Hy 
" 


MN 


, 
Mi) 
A 


‘_) 


situation? In my view, the answer is, 
No! A resounding, No! A pattern of 
Bb Py uiusinsn May distribution effective and efficient has 
Yr aoe H , been worked out by experienced, 
Bs S77 thoughtful men with a full under- 
4g standing of the factors involved. To 

allow it to be upset without a clear 


v 
"4 


346 Church Street, New Britain is 
Connecticut ‘ 
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ACCEPTANCE 


one of the main advantages of the 
ALL-AMERICAN LINE 


It takes a long time to build a name for quality 
that presses the “buy-button” in the minds of users. 
American has done it...and today, acceptance of 
all American products is a top business asset to 
any distributor or dealer. 


This name for quality is based on several factors: 
American independence in screw research and de- 
velopment ... American quality control from raw 
material to finished product... American inspection 
standards which mean “higher perfection-percent- 
age” in every shipment of American Screws 
and Bolts. 


And that’s not all. See future issues of this maga- 
zine for other good business reasons why it pays 
to make your screw-line All-American. 


AMERICAN SCREW COMPANY 
WILLIMANTIC, CONN. 


Plants at Willimantic 
ond at Norristown, Pa. 


Warehouse and offices 
at Chicago 
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che TRIPLE VALUE 
weceyor BELTS 
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% 
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MADE TOUGHER 


Buffalo pays the top dollar, every 
where, to get the strongest, sturdi 
est corton yarn available. Belts are 
caretully checked for tensile 


strength on this speci 


ial tester and 
must meet a minimum strength 
specification of 225 lbs. per inch, 
per ply. Better yarn is the back 
bone of the conveyor belts made by 


our WOV-IN-WEAR PROCESS 


Peeectecccnes cone 


MUCKLER L Ee CARE ener 
‘ 
Cece ce CESS EOMESES 


r 


they re 
WOVEN TIGHTER 


WOV-IN-WEAR is a unique belt 
weaving process that is our own 
EXCLUSIVE development. From 
more than 50 years experience, we 
have learned how to weave under 
HIGHER TENSION and the end 
result was this NEW kind of loom 
and a BETTER, TIGHTER 
WEAVE 


))) 


) they 


w. _/ LAST LONGER 


oe 


Tougher yarn and tighter weaving 
is a combination you can't beat in 
the bele business. For instance 
Buffalo's famous PLAS-TEX belt 
for bakeries and special food hand 
ling operations, lasts longer 
because of the extra strong woven 
belt underneath the plastic cover 


r eure, 


CLEVELE ey 
POLO EL ERCLERCLLELE < 
PEOP CACC CES CELE EEE, 
POCULEER CER ELEE, 

CER EEE CLAN ETAE 
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R. K. HANSON, secretary of the 
American Association, filled in for Lt 
J. J. Wilcox of the Navy Purchasing 
Office who was unable to attend. Mr 
Hanson urged distributors and manu- 
facturers to eliminate completely any 
‘business as usual” ideas they may have. 


forceful exposition of the facts and the 
probable consequences on the produc- 
tion program would certainly be lack 
ing in responsibility. 

Try to think about the manufac- 
turer of an industrial product handling 
paper work in connection with the 
orders, the invoices, the shipping pa- 
pers that go with the ordinary num- 
ber of transactions that are carried on 
by the industrial supply distributors 
handling his product. Although I 
have no figures to prove the point, 
I’ve heard enough about the small 
order problem to guess that the staff 
of the manufacturer would have to be 
increased manyfold just for this one 
function alone. 

Gentlemen, the manufacturer isn’t 
equipped to do the job, he doesn’t 
have the personnel, the equipment 
or the space. In the midst of a great 
production effort when his energies 
should be on production, he would be 
failing in his responsibility if he did 
not point out, in acents so clear there 
was no mistaking his meaning, that 
the distributor is set up to do that 
job, knows how to do it, has been 
doing it well for years and should 
continue to do it, or the defense ef- 
fort will be hurt seriously. 

And I haven’t mentioned credits 
or service or calling on the trade or 
warehousing or a variety of things we 
all know about and take for granted. 

So where does that get us in terms 
of the manufacturer’s responsibility 
to his distributor in a period of na- 
tional emergency? Is it just to object 
if the government seems to be doing 
the unwise thing? It is much more 
than that and it precedes that. I 
think it is the manufacturer’s re- 
sponsibility to his distributor and to 
the production effort in this period 
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f 
a complete line of coated abrasives — 


> a 


CS ‘4c J a 


NC and nd obestng in all these magazines 


\ help you sell more ARMOUR COATED ABRASIVES 


Our modern equipment and production 
methods have improved the quality, variety 
and quantity of our coated abrasives. Armour’s 
national advertising in leading publications 
keeps selling your customers and prospects on 
Armour’s complete line of coated abrasive 
products. Every single Armour ad helps send 
customers to you with this featured copy: 
We recommend buying through 

your Industrial Distributor 
Write today on your business letterhead for 
more information regarding distributorships. 


Coated Abeasives Divisio 


Armour and Company * North Benton Road «+ Alliance, Ohio 
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BETTER... 
LAST 
LONGER 


MOLDED, 


OIE of LATHE CUT... 


in sizes, shapes, and forms to meet every 


requirement. 
and special 


pressed asbestos, woven asbestos metallic, red rubber, cloth inserts, 
black rubber, vegetable fibre, cork-vegetable fibre, gray rubber, 
neoprene, and a wide variety of compounded materials. 


And, Belmont complete manufacturing facilities assure dimensional 
accuracy, uniform thickness and top quality finish. 


Whether your gasket problem is... temperatures . .. pressure... 
.. corrosion... creep... reduc- 
tion or just a matter of gasket size and shape, if you want BETTER 
,. longer gasket service life ~ 


vibration ... shock . . . oxidation. 


JOINT AND SURFACE SEALING , 
TRY BELMONT. 


Belmont consumer advertising in leading business publications creates sales 
leads for you—always directs the reader to the Belmont Distributor. 


«+» And, there’s a Belmont 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepvive Streets 


Philadelphia 37, Pa 


RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS, GASKETS 





FORMED, EXTRUDED, 


You can get Belmont standard 
design gaskets made of com- 


Packing for Every Service. 


FOR STEAM, WATER, OIL, GAS, AIR, 
ACIDS, ALKALIES, AMMONIA. 
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of National Emergency to try to make 
certain the controls applying to his 
products that surround both user, 
distributor and manufacturer are set 
up in a wise, practical manner and are 
administered by understanding, ex- 
perienced people who when they make 
mistakes, and they will make them, 
have the insight to recognize the mis- 
take and the humility to correct it. 
Manufacturers must be prepared to 
have qualified men who really under- 
stand the details of their business as- 
sist government administrators by 
serving on Industrial Advisory Com- 
mittee and given freely and unre- 
strictedly of their time and knowl- 
edge. 


Cooperation Necessary 


You may have noticed I have em- 
phasized that the manufacturers 
should take the initiative in doing 
these things. Where necessary he 
should also call on his distributors for 
assistance in presenting his case. Dis- 
tributors, individually and through 
their associations, should help to the 
best of their ability. 


Manufacturers’ Responsibilities 


But assume the orders and regula- 
tions are sensible and well adminis- 
tered—does that end the manufac- 
turer’s responsibility? I don’t think so. 
He still has the responsibilities to 
manufacture a product well engi- 
neered and designed, of quality, good 
workmanship, tested, inspected and 
priced competitively. And in an “all 
out” production for defense program 
that’s not too easy to do. Shortages of 
vital material may mean a redesign of 
product or the elimination of some 
products from the line. Substitution 
of one material for another may offer 
a solution; when it does, the substitu- 
tion should be made with a full ex- 
planation to the distributor of the rea- 
son for the change and the effect, if 
any, on quality of the product. In the 
interest of greater efficiency in pro- 
duction, standardization and shorten- 
ing of the line is to be expected. Man- 
ufacturers should explain the reasons 
clearly, so distributors can deal intelli- 
gently with their customers, who 
otherwise might think the action ar- 
bitrary. Manufacturers should make 
real efforts to keep the packaging, in- 
voicing and shipping papers as well as 
all literature pertaining to their prod- 
uct as legible and as understandable 
as they can. It won’t be just the 
manufacturer who has manpower 
problems with increased volume—dis- 
tributors will have that headache too 
and manufacturers should try to make 
things as easy for the distributors’ new 
help in warehouse, in office and in 
the field, as they possibly can. 





Walker-Turner design gives you 
clear-cut sales advantages! 


PA, with 
Seldom are the cost-cutting advantages of : ‘ A U T 0) M AT | C 


Walker-Turner design so clear-cut as in ‘ 
this new 16” metalworking band saw. po wer 
Take, for example, its three-piece frame d — 
and body construction. The greater rigidity a 
and accuracy, the smoother operation this fe ed 
affords, means more production per opera- m 4 
tor and longer machine life. 
But where the efficiency of this produc- 
tion machine really shows up is in operat- 
ing savings. A patented Automatic Feeding 
Mechanism for straight or irregular cutting 
positively prevents overloading the blade 
.... greatly prolongs blade life. 
Here, in short, is a metal-cutting ma- 
chine designed for profitable operations. 
And with this complete line of metal and 
wood-cutting machines—each designed 
with many clear-cut sales advantages — 
Walker-Turner distributors have a big op- 
portunity to make extra sales, bigger prof- 
its and repeat business. Write now for 
complete information. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 


PLATNEIELD AN. J. 


DRILL PRESSES ¢ RADIAL DRILLS + TILTING ARBOR SAWS « BELT and DISC SURFACERS 
LATHES » METAL-CUTTING BAND SAWS « SPINDLE SHAPERS « JOINTERS 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 








... Built 


right...to hold tight 


—their dependability has been 
a recognized characteristic of 


CLARK 


FASTENERS for close 


to a Century. 6-L-le 


» 


SOM wut) 


. 


wl wie ele 


GLark Bros Bout Co 


MILLDALE, CONN 
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HALLOWELL Solid Steel Collars, functionally proportioned 
throughout . . . precision-machined so faces run perfectly 
true . . . are beautifully polished all over . . . yet they cost 
less than common cast iron collars. 3” bore and smaller are 
made from Solid Bar Stock, To make sure the collar won't shift 
on the shaft, they are fitted with the famous UNBRAKO 
Knurled Point Self-Locking Socket Set Screw—the set screw 


that won't shake loose when 


once tightened. HALLOWELL, 


a “buy word” in shaft collars . . . available in a full 


range of sizes for 


IMMEDIATE DELIVERY 


Write for name and address of 
UNBRAKO Industrial Distributors. 


your neorest HALLOWELL and 


OVER 48 YEARS IN BUSINESS 


STANDARD PRESSED STEEL €O. 





JENKINTOWN 


13, PENNSYLVANIA 
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But suppose that’s all been done. 
The manufacturer still has the re- 
sponsibility to run a good priorities 
system both in scheduling his ship- 
ments and applying it to get his own 
facilities, manpower, production ma- 
terials or sapien, On the one hand, 
he must order what he requires far 
enough in advance and in the proper 
quantities so his production schedules 
will be maintained. And he must have 
an efficient follow up or expediting 
department to make sure he gets all 
he is entitled to get. On the other 
hand, he must be firm in dealing with 
outside expeditors and others who will 
try by every wile and device to get 
him to alter his production and ship- 
ping schedules for their purpose to 
the detriment of others. 


Changes May Be Necessary 


Even under these circumstances, 
manufacturers and distributors alike 
should recognize that established sales 
policies may be unavoidably altered 
by circumstances ‘over which the 
manufacturer has no control. 

To summarize: This is a period of 
national emergency which calls ur- 
gently for an unprecendented produc- 
tion effort for an indefinitely long 
period of time. If this is to be achieved 
our productive resources will need to 
be coordinated and kept working with- 
out interruption. To that end an 
adequate flow of industrial — to 
the many production units of our far 
flung economy must be maintained 
or unpredictable interferences will oc- 
cur which are certain to be serious to 
the overall program. 


Take Initiative 


As government will have a part in 
determining what will be done and 
how it will be accomplished; and as 
government administrators and pro- 
curement officers can not be all know- 
ing; as manufacturers know most com- 
pletely the essential nature of their 
product, the importance of having it 
properly and economically supplied to 
users and the necessary part the dis- 
tributor plays in bringing this about; 
it is primarily the manufacturers re- 
sponsibility to take the initiative in 
seeing to it that practical effective reg- 
ulations are devised applying to the 
production, distribution and use of his 
products. Under regulations, with the 
help of his industry associations, the 
help of his distributors and their as- 
sociations added to his own diligent, 
aggressive efforts to keep his produc- 
tion going as required, the manufac- 
turer of industrial supplies in this 
period of national emergency will ful- 
fill his responsibilities to his distribu- 
tors, to the nation, and to the free 
world. 





New developments in 
industrial lighting 


General Electric reports on five years’ progress toward more 


production, fewer errors and accidents, less fatigue 


Are your customers getting the most out of their lighting? 
Check the items listed below and ask yourself how much 
they know about these new developments in factory light- 
ing—all of them have come to the fore in the past five 
years. Call them to your customers’ attention. 


1. SLIMLINE FLUORESCENT 


This is fluorescent lighting with long, thin tubes 
up to eight feet long. Chief advantages for in- 
dustry are simple and very easy maintenance, 
high efficiency. 


2. R-52 LAMPS 


These are 500 and 750 watt lamps that 
have built-in reflectors. Excellent for high- 
bay areas, such as foundries, and other 
areas where it is difficult to clean lighting 
equipment. 





3. IMPROVED MERCURY LAMPS 


The 3000 watt mercury lamp produces 
light at lowest overall cost —an enorm- 
ous amount of light from one source. 
General Electrie’s new 400-watt EH-1 
lamp now gives 25% more light, im- 








portant in saving energy and materials. 





4. PLANNED MAINTENANCE 


In many cases, regular cleaning, plus re- 
placement of lamps in groups on a regular (\ 
schedule, produces important savings in 
cost of light. 


5. BETTER LIGHT DISTRIBUTION 
AND BETTER SHIELDING 


New fluorescent fixtures direct 
some of the light upward, to 
avoid undesirable extremes of 
contrast between work and ~/, 
surroundings. And better 
shielding helps reduce uncom- 
fortable glare. 


6. HIGHER LIGHTING LEVELS 


Not so many years ago, fifty foot-candles 
seemed like a high level in industry. But 
experience indicates this should be a mini- 
mum in most types of work. 





7. SIMPLIFIED FLUORESCENT LINE 


General Electric’s line of four (4) white fluorescent lamps 
ends earlierconfusion about which color of white fluorescent 
to buy. Use Standard White (cool or warm) where efficiens 
cy is most important; use DeLuxe White (cool or warm) 
where completely satisfactory color rendition is required, 


If your customers are planning new lighting, be sure 
they look into the new developments listed above. Even 
if they modernized their lighting as recently as five years 
ago, it will pay them to check these developments. By 
bringing the lighting in their plants up to the latest stand- 
ards, chances are they can boost production, cut down 
accidents, have less spoilage, reduce fatigue. Your nearest 
G-E lamp office will be glad to help. Lamp Department, 
General Electric Company, Nela Park, Cleveland 12, Ohio. 


You can put your confidence in — 


GENERAL @@ ELECTRIC 
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This True Ball Joint Makes the Difference 


SAVE IN INSTALLATION! 


The spherically-ground, true ball joint of a Dart 
easily gives a snug, drop-tight fit. There’s no need for fussing —no 
need for excessive wrenching — no lost time in installation. 


SAVE IN MAINTENANCE! 

This same design feature makes uncoupling fast and easy, too. 
And you'll find the seats clean and unmarred—ready for re-install- 
ation without any time loss. 

What's more, Darts save in other ways. The bronze-to-bronze 
seats have highest resistance to pitting and corrosion; body and nut 
of high-test, air-refined malleable iron are 
practically indestructible. 

Sell the best union — Sell DARTS — for 
satisfied customers. 


DART UNION COMPANY 


Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
Boston New York Pittsburgh 


UNIONS 
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Herbert R. Dusendorf 


Who Believes in Private 
Enterprise 


by Herbert R. Dusendorf, 
Purchasing Agent 
Nelson Company 
Detroit, Michigan 


For some years now, our country 
has been drifting with constantly in- 
creasing speed toward some sort of 
collectivism, toward a government con- 
trolled economy, toward a philosophy 
of ‘“take-it-away-from-those-who-work- 
and-earn-and- save-and -give-it-to-those- 
who-don’t.” It is not the first time 
that collectivism has faced some of 
the American people. It has been tried 
many times on a community basis and 
it has failed again and again 

The first step in the development 
of private enterprise, the American 
Way of Life, was the production and 
sale of foodstuffs, from the producer 
to the consumer. The second step was 
the sale of manufactured and imported 
products. 

But civilization spread westward 
faster than new artisans could be 
trained, faster than new factories could 
be set up, faster than importers could 
provide their own distribution points 

and, besides, many of the new set- 
tlements were too small to support any 
of these things. And so traders, who 
bought from these various producers 
ind importers loaded themselves up 
with goods of all kinds and _ traveled 
to the far corners of the New World 
selling their wares. 

Then these traders developed into 
peddlers—and because the settlements 
were getting larger and closer together, 
these peddlers did not have to travel 
so far to dispose of their goods. As 
time went on, they found it neces- 
sary to stav longer in some of the set- 
tlements or villages and soon they 
were doing enough business in this or 
that village so that thev did not need 
to move out of it. 





“WE'RE SAVING MONEY 


on UTICAS 


UTICA’s No. 654 


Long Chain Nose a the men 
Side Cutting Pliers 2 / ik e t ii e 


m better, tog1” 





LONG LIFE MEANS ECONOMY 


“UTICA’s adjustable wrenches illustrate what I mean. The 
wrench jaw surfaces — and the cutting edges of UTICA pliers 
— are induction hardened so they won't burr or nick. Our boys 
in the tool crib know we can keep UTICAs in use longer than 
ordinary pliers and wrenches.” 


shows hardening 














PLIERS THAT OIL THEMSELVES 


“UTICA is right ‘on the ball’ with new developments. There’s a 
lot of difference between different makes of pliers! The UTICA 
Lubring pliers, for example, are the finest we've ever had. They 
have a ring of porous iron with oil in it that feeds lubrication to 
the joint just as it’s needed!” 


Cross section 
through joint 








Exploded view 








80 MODELS — 151 SIZES TO CHOOSE FROM 


“There's almost always a stock UTICA for every job that comes up. And there’s 
one other thing that we think is mighty important—the workers /ike to use 
them. It all seems to add up to buying UTICAs. After all, they work better and 
last longer. They're harder to get these days, but they’re worth waiting for.” 











Utica Drop Forge & Tool Corporation, Utica 4, N. Y. 


Canadian Representatives: Adlam Tool & Supjily Co., Ltd., 1015 St. Alexander Street, Montreal, Que. @ Walls-lrons, Ltd., 281 McDermot Ave., Winnipeg, Man 


It pays to buy <u TI CAS quality tools 


AND THE WORLD’S BEST TOOLS ARE MADE IN U.S.A. 
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Profitable for Industrial 
Distributors 


because: 


1. 


2. 


They are widely and continuously advertised. 


Your local SHELDON sales engineer is 
always available to help you close sales. 


Prospects’ inquiries from advertising are sent 
to the local Distributor. 


Catalog is easy to read—illustrations, descrip- 
tions and specifications with available vari- 
ations are all on facing pages. 


Price lists illustrate and give “professional 
quotations” as well as prices-for each model. 


66 variations of 5 basic tools meet every need. 


All SHELDON machine tools come crated 
fully assembled ready for use. 


Most widely used capacities in profitable 
“package sale” units. 


Meet or surpass N.M.T.B.A. Specifications. 


Fit into your power tool department—sell 
like portable tools, drill presses, etc. 


. Give complete satisfaction and build repeat 


Horizontal 
Milling Machine 


business. 


12” Back Geared 
Shaper 


8 
thru Spindle 


SHELDON 


CHICAGO 


And. so they acquired buildings, 
opened stores and became retailers— 
and then, as the number of retailers 
grew, some of them found that there 
was a need of a central distributing 
station for retailers and they became 
wholesalers—and so the system of 
manufacturer to wholesaler to retailer 
to consumer was founded—and that 
is the sole foundation of the Amen- 
can System of today. Each part of 
that system is a necessary part of it 
or it couldn’t live. Short-cut artists, 
carpet-baggers, black market operators 
and many other parasites have tried to 
break into the system, to become a 
part of it and while they have, at 
times, filled a temporary need most, 
if not all of them, pass-out—pass out 
because they are not a necessary cog 
in the system, and cannot live. 

I am not talking of any one particu 
lar business—I am _ talking of all 
American businesses. Practically every- 
thing that the American public eats, 
drinks, wears and uses comes to them 
through the manufacturer to whole- 
saler to retailer channel and it must 
be the most efficient, most economical 
system or it could not live. Practically 
everything comes to you from the 
manufacturer through wholesaler and 
retailer—from the producing point 
through the distribution point to the 
delivery point. 


Basis For Progress 


Without the production, distribu 
tion and sale of manufactured goods, 
no nation can progress. 

I said that the basic foundation of 
private enterprise is the production, 
distribution and sale of manufactured 
goods. I'll go further and say that 
the basic foundation of civilized prog- 
ress is the production, distribution and 
sale of manufactured goods. 

It doesn’t make any difference, gen- 
tlemen, what type of government a 
country has, socialistic, communistic, 
monarchistic, democratic or republi- 
can—it must have, if it is to progress, 
a production point, a distributing 
point and a delivery point—a manu- 
facturer, a wholesaler, a retailer. That 
fact cannot be escaped. 

The question is what type of control 
of this 3-point system is best for the 
common-man, the common people? 
A system in which each point is under 
separate, individual control or a system 
in which all 3 points are controlled by 
one head, whether it be the manufac- 
turing point or the state itself? 

Well, look around the world, gentle- 
men. What system has done the 
most for the common man, not only 
in his own country but in every land 
under the sun? What country 1s 
looked upon as the salvation of hu- 


SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, Ill. 
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manity? 





Floating center-member assembly con- ap 


taining preloaded rubber biscuits. 


Junior Morflex Coupling. 
Stock bores from 4” to 1”. 
HP capacity per 100 rpm 
.06 to .17. Torque capacity 
3 to 9 lbs.-ft. 


Double Morflex Cou- 
pling. Stock bores from 

”" to 2%”. Capacity 
pe r 100 rpm .38 to 13.80 
HP. Torque capacity 20 
to 725 Ibs.-ft 


Ask us for Morse Morflex Catalog C41-48. ¢ 


M: PT ee 


ransmission 


FLANGE 


Single Morflex Cou- 
pling. Stock bores from 
bo” to 2%”. Capacity 
per 100 rpm .38 to 13.80 
HP. Torque capacity 13 
to 725 Ibs.-ft 


Radial Morflex Cou- 
pling. Especially 
recommended where 
thrust problems are 
present. Tremendous 
torsional flexibility 
in relation to capac- 
ity. Finished bores 
furnished to cus- 
tomer specifica- 
tions. Capacity per 
100 rpm 3.00 to 
262.00 HP. Torque 
capacity 158 to 


13,760 Ibs.-ft. 


FLANGE 


Why Morse distributors 
(amd teeter Cecdtovne/d) 


are sold on 


MORSE 
MORFLEX COUPLINGS 


The complete flexible coupling line with many unique features 
Morse Morflex Couplings are specifically designed for installations 
needing torsionally flexible couplings that transmit power smoothly, 
isolate vibration, absorb shock loads, and compensate for dimensional 
misalignment. 


Morse-developed rubber biscuits are the key to the Morse Morflex 
Couplings’ success. Relative movement between shafts is confined 
to the controlled displacement of the rubber. The live, muscle-like 
flexing of the rubber biscuits takes the wrap-up of torsional loads, 
protects machine installations from shock and vibration. 


Why not put this line of couplings, unmatched for quality and per- 
Morse 
Detroit 8, Michigan. 


formance, to work for you, too. For more information, write: 
Chain Company, Dept. 128, 7601 Central Ave., 


Str toe ee ee 


MORSE 


MECHANICAL a 


POWER TRANSMISS/ON 


PRODUCTS 
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last word* 


Longest Life: Excigtive Des- — heaviest vertica 
mond-Simplex all-sta@ slide, zontal blows, o replace when 
milled ‘from the s@lid''—guar- necessary. 


anteed* not to bred or bend 
in service. he 
Holds Larger Work Secure- 


ly: Stronger slide permits 
greater jaw capatities—greater 
work holding cq@ucity. 


_y oRpIpE TRS ee pe 
tatoos * 


Extra-heavy 
is semi-steel. 


Swivel Base: 
ks in any position. 


on the first vise value 


Desmond-Simplex vises are first in value because they 
have the most usable, practical features—the exclusive 
unbreakable steel slide, accurately machined semi-steel 
body, step-milled replaceable jaw inserts, and many more. 

But the last word* on vise value is Desmond's uncon- 
ditional guarantee against defects in workmanship or 
materials for the life of the vise! No other vise gives you 
such a guarantee . . . No other vises gives you these fea- 
tures or better long run economy. Buy Desmond-Simplex 
vises for every application from the complete Desmond 
line at your industrial distributors. THE DESMOND- 
STEPHAN MANUFACTURING CO., URBANA, 
OHIO. 


ieee ct & CUTTERS 





INDUSTRIAL DISTRIBUTION © MARCH, 


| And what made that country great? 
| Private Enterprise! And what is pri- 
| vate enterprise? It is the production, 
| distribution and delivery, not only of 
manufactured products, but of farm 
products as well—from manufacturer, 
to wholesaler to retailer to consumer 
| —for profit! 

Ah, yes, I know that our newspa- 
pers are ‘full of advertisements—‘“‘From 
Factory to you,” “Wholesale to the 
Public” and so forth and that it is 
the opinion of many today that the 
wholesaler is an unnecessary middle- 
man and that any way the consumer 
can buy to save money is a step for- 
ward in private enterprise. Gentle- 
men, if that saving of money elimi- 
nates the profit of any person in the 
chain of distribution, it is not a step 
forward, it is a step backward 


What Is Private Enterprise 


When we speak of Private Enter- 
prise, we mean ,““personal profit for 
individual effort.” When we speak of 
Socialism or Communism, we mean 
“State profit for individual effort” 
and the distribution of those profits 
by the men at the head of the state 
as they see fit! 

I have heard a college president say 
that in speaking to thousands of high 
school students in many states in re- 
cent years, it has become his firm 
conviction that a majority of the young 
people of our high schools hold two 
vague impressions. First, they believe 
that private enterprise is a failure al- 
though they don’t know what private 
enterprise is and could not give a rea- 
sonable definition of it. 

The second vague impression they 
hold is that private enterprise should 
be replaced by “something.” They 
think that a government planned 
economy is the remedy for all eco- 
nomic ills, but they are not quite able 
to define what a government planned 
economy 1s. 

Well, if the majority of high school 
students do not believe in private en- 
terprise, just who does believe in it? 
Does the average housewife, the work- 
ing man or woman, those who work 
with their hands or head for wages or 
salary? Most of them think they do, 
but they also think that everybody in 
the system, from the giant corpora- 
tions down to the smallest storekeep- 
er makes too much profit; they actu- 
ally do not understand profit or know 
what it is, but they think it can be 
controlled by government edict. They 
THINK that they believe in the Amer- 
ican system but they also think that 
basic changes can be made in it to 
improve their status without damaging 
the system, whereas some of these 
changes might destroy the system en- 
tirely. 





Longer Work Week? SHOW YOUR CUSTOMERS HOW TO... 


emnieneeiad 
Overtime? : ET 


More Workers? 


Recommend 
Brightboy 
methods and 


applications * COMBI NE i 


In many types of conventional and special finishing, Some BRIGHTBOY Uses: 


; , wi a j tte ste caus ° . ° 
Brightboy will do the job better and faster because Removing light digs, tool and heat marks 


Cleaning welded and soldered joints 
Finishing dies and molds 


BURRING e CLEANING Burring stampings, castings, machined parts 
FINISHING e POLISHING 


in one time-saving operation 


How BRIGHTBOY 
Saves Production Time 
. Bridges the gap between the rough grind and the buff. 

2. Works to close tolerances: can be shaped to contour. 

3. Produces a wide variety of conventoinal and special finishes 
and patterns; frequently the final polish. 

4. Requires no before-use preparation or dressing; no skilled 
labor to handle it. 


SIX MONTHS FROM NOW WILL YOU BE 
ABLE TO SELL THE EQUIPMENT & 
SUPPLIES YOU’RE SELLING TODAY? 

On the basis of past and present performance, BRIGHT- 
BOY will be entitled to preferential rating for many types 
of work. It is a “sales natural” that ties up with related 


of the unique action of its combination abrasive-and- 
rubber composition: 


products: cutting tools and coarse abrasives, for example. 
It is a “must” to round out your complete abrasives serv- 


ice to customers. 


ATTRACTIVE DISTRIBUTOR 
FRANCHISES 


Would you like a Brightboy Selected Distributor Fran- 
chise? There are some attractive territories open. WHEELS 
Write for details. STICKS 
~* 4 RODS 
BRIGHTBOY INDUSTRIAL DIVISION . “Ge BLOCKS 
WELDON ROBERTS RUBBER CO., Newark 7, N. J. Lae “ * 
for Machine 


America’s Pioneer Manufacturers St? 4 : Wr and Manual 
of Rubber-Bonded Abrasives Operations 


FOR FINISHING ALL METALS, WOOD, GLASS, PLASTICS, PRODUCTS AND PARTS 
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Bring @m back 





B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
—_ building repeat 
usiness. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


Sena 


SP CRRA Re we ee nee ee eee 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


A dealer franchise may be 
available in your territory 
Write for full details. 


Ze 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 


Does management believe in private 
enterprise, in the profit motive, in the 
American System? Of course it does! 
Or, at least, it thinks it does. But 
sometimes as the gods look down at 
this earth it must seem to them that 
most people are constantly trying to 
gain an advantage over somebody else, 
regardless of whom it hurts. It’s just 
like the horse races. Everybody knows 


that if they win, somebody else has to | 


lose but, we sav, what does it mattter 


if the other fellow loses, so long as I | 


win? 

In previous talks, I have said I wish 
I could etch one sentence on my 
listeners’ conscience or put it on a 
placard to be before them every day. 
Today I have gone a little further— 
I have prepared those placards—but 
I have added three words that may 
shock you when you hear them. I am 
not going to tell you what they ar 
until later. 

Here is part of the sentence which 
appears on the placard: EVERY 
REAL AMERICAN BELIEVES IN 
PRIVATE ENTERPRISE, EVERY 
REAL AMERICAN WANTS TO 
PRESERVE IT, BUT NOBODY 
WANTS TO PAY FOR IT. The 
very individuals and corporations who 
are loudest in their praises of it, who 
would look with horror on a wholesale: 
or dealer who would sell their product 
at or near his cost will, at the same 
time, set up an agency in their or- 
ganization and use the corporation’s 
buying power to enable their em- 
ployees and the employees’ friends and 
the employees’ friends’ friends to buy 
almost anything they want at whole- 
sale prices when they should buy it at 
retail if they believe in and want the 
American System to live. The very 


men who have the money to pay retail 


prices without hurting themselves, the 
very men who should be up-holding 
free enterprise, are the first to seek a 
wholesale purchase. 


Theory—Or Practice? 
Believe in private enterprise? Yes, 
gentlemen, the people of America 


believe in private enterprise as long as 
it doesn’t cost them any money! 


When it comes to a choice between 


money and the preservation of private 


enterprise, then it’s “t’hell with private | 


enterprise!” 


I condemn those unprincipled peo- | 
ple, whoever and wherever they may | 
be, who have at heart not the wel- | 
fare of the American people but the | 


overthrow of the American form of 
government and the substitution for 
it of a system that will make slaves 
of free men! 
profess to believe in private enterprise 
and yet understand it so poorly that 
they hurt it and I criticize those 
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I condemn those who | 


When you sell Harrisburg Coup- 
lings and Flanges, you've got two 
distinct sales points: (1) Carefully 
controlled inspection, special 
steels, and machining methods 
assure uniform quality; (2) A 
complete range of sizes and types 
for you to sell. 


COUPLINGS manufactured to A.P.I. and 
AL.S.L specifications threaded on spe- 
cial machines assuring accuracy of form, 
height, angle, and lead: Seamless steel 


FLANGES manufactured to A.S.A. stand- 
ards threads are perfect in height, 


angle, taper, and gauging. Drop- 


forged steel 


WRITE for catalo 
always glad fo ¢ 


Harrisburg 
a 3h 3 Mee) ite) 7- Nile), | 
)H)) 


Harrisburg 18, Penna. 
98 YEARS IN PENNSYLVANIA'S CAPITAL 


Custom-Built Quality Products in Quantity 





VEEDS Timm | yEELOS mmm 
pa——_ ae! 


. SS ne Typical distributor's stock of 


YEELOS +000 me a a ac eet _— Veelos v-belt. Strong cartons, 


5 stoma 


— | pions ee J easily identified, reduce handling 
i ELOS suave ome Gg and inventory problems. 
B ny VE F 
wr wesc GP ovine k 3 


VEELOS 


THE ADJUSTABLE V-BELT 


Packaged 


FOR CONVENIENCE 
Vectos distributors know that Veelos v-belt is 


packaged in strong corrugated boxes—each holding € 

a 100-foot reel of v-belt. These boxes keep Veelos Profitable 
stock clean and fresh—are trouble-free to store, 

easily identified and instantly available. Veelos 

can be reshipped in its original carton direct to TO SELL... 


your customers. 


For sales of less than 100 feet, a display stand or 
wall brackets holding four reels of any width belt 
make Veelos readily available in any length. Over- 
stocking is unnecessary. But this is only a part of 
the Veelos story. Your customers are interested in 
Veelos because .. . 


e Inventory control is simplified for them, too. 
Just 1 reels of Veelos will take care of every 
v-belt need in the O, A, B and C widths. 

e Veelos delivers full power ... from source to 
machine. 

e Changing belts is fast . . . keeps machine down- 
time at a minimum. 

The story adds up to this: build customer good will 
and increase your y-belt business by selling Veelos 
the adjustable y-belt! 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


ADJUSTABLE TO ANY LENGTH * ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof and static 
conducting. Also double V in A and B. Packaged on reels \- B E LT 
in 100-foot lengths. Sales engineers in principal cities. 
Veelos is known as VEELINK outside the United States. 
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@ “WIRE-NUTS” ® 

and WIRING TOOLS 

“Wire-Nuts’’—the patent- 

ed*, solderless, tapeless 
wire connectors and IDEAL Set-Screw 
wire connectors. Wiring tools include 
B-X cable cutters — voltage testers — 
fish tape, reels and pullers — fuse re- 
ducers — fuse clip clamps—test lites — 
fuse pullers—cable rippers—joist bor- 
ers—wire skinners 


*Pat. No. 


@ THERMO-GRIPS ® 
Resistance heating prin- 
ciple soldering tools that 
make difficult soldering 
jobs in production or main- 
tenance easy. Sizes for 
every job. 


@ WIRE STRIPPERS 
Production: Brush—bench 
—rotary and lever types. 
Also famous “Stripmaster”’ 

| and “E-Z" hand type. 


1,933,555 


All this and national magazine 
advertising, too! 


Every month IDEAL's big, continuous di- 
rect-by-mail campaign reaches the large users 
and prospects in your territory with pin- 
point accuracy. It is producing sales and 
sales leads in BIG volume. All sales and 
leads are channeled through IDEAL Dis- 
tributors . . . In addition IDEAL furnishes 
you with free direct mail—imprinted with 
your name—to tie you in with IDEAL’S na- 
tional, advertising program . . . IDEAL is 
all-out to bring you more sales, bigger sales 
and new accounts. The market is vast—the 
demand is there—the profit margins are lib- 
eral. Make up your mind, right now, to cash 
in as never before. 1951 is an IDEAL year! 


*Average number of direct-by-mail pieces each month 
4 @ CLEANERS 

Hand-type vacuum 
cleaner — sprayers — 
blowers — dryers — pop- 
corn blowers — curry 
combs. All-purpose 
tank-type cleaners for indus- 
trial cleaning, scrap-collec- 
tion, water pick-up. 


@ MOTOR MAINTENANCE 
EQUIPMENT 
Commutator and slip ring re- 
surfacers—commutator clean- 
ers—brush seaters— precision 
grinders — mica _undercutters 
— commutator saws — coil 
winder drives and heads—in- 
sulation testers—growlers. 


@ MACHINERY PRODUCTS 
Live centers to speed and im- 
prove lathe output — electric 
etchers — dust collectors — 
tachometers — demagnetizers. 


Sold Through America's 
Leading Distributors 





IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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others who think they believe in pe 
vate enterprise but who, in their day- 
to-day conversations, add fuel to the 
collectivist’s fire and weaken the 


American system by saying, without 
full knowledge, that such-and-such an 
industry’s charges are too high or that 
such-and-such a company makes too 
much profit. 


Right To Make a Profit 


Gentlemen, if we are going to be- 
lieve in the private enterprise system, 
then we must believe in the right of 
everyone in that system to make a 
reasonable profit on what he has to 
sell, whether it’s merchandise, labor 
or services, we must believe in the 
power of competition to keep those 
profits reasonable—and unless we 
know, intimately, the problems and 
difficulties of the other fellow’s busi- 
ness, we have no more right to criti- 
cize his profits then he has to criticize 
ours. “Good profits are a primary mo- 
tive to hire more people, make more 
goods, improve and expand equip- 
ment. These are guarantees of reason- 
able prices.” Don’t misunderstand 
me. I am a purchasing agent. It is 
my duty to buy the best quality prod- 
uct at the lowest possible price—and 
that is your duty to vour company, 
yourself and your family. Do not hesi- 
tate to ask for a lower price if you 
are dealing in the proper channel. 
That is private enterprise at its best, 
it’s that competition which built and 
has kept private enterprise alive. You 
can buy a pair of shoes for four dol- 
lars or you can buy a pair for thirty 
dollars—that is your choice. I am not 
a shoe man, but this I know—there is 
a profit in that four dollar price and 
there is a profit in that thirty dollar 
price—and when those profits cease to 
exist, the American System is done— 
and when that time comes, we will be 
lucky to have four dollar shoes to 
wear and they'll be poorer by far than 
the four dollar shoes of today! 

It is the opinion of millions of 
Americans, that every business man 
knows on the first day of each year 
just how much profit he is going to 
make during the year and that he 
soaks just as much as the traffic will 
bear. They believe that everybody 
who starts a business becomes wealthy 
—that no one fails—that no one loses 
his life savings. Well, who do you 
suppose is the person to correct that 
belict—the union leaders, the school 
teachers, the farmers, the ministers, 
professional men, radio commentators, 
newspaper and magazine writers— 
people who do not understand free 
enterprise? No, gentlemen—the only 
people who can correct it are those 
who invest their money in merchan- 
dise in the hopes of selling it at a profit 























“Neoprene made this unique valve possible” 


This pinch valve is designed to handle the most destructive abrasive 
and corrosive pipe line mixtures. The valve’s primary part—its re- 
inforced resilient body, is made with tough Du Pont neoprene. That’s 
why it permits positive and rapid closure and stands up under pun- 
ishment dealt out by such destructive materials as powdered coal, 
sand and water solutions, and most acids. 

And many of your customers won’t even have to be told that this 
neoprene valve will cut maintenance costs. For most of them know 
that neoprene’s resistance to abrasion and deterioration from con- 
tact with oil, gasoline and most chemicals means greater efficiency 
and longer life in any resilient product. 

That’s why neoprene is used in rubber goods for the toughest in- 
dustrial service. The manufacturer of the line you represent will be 





glad to tell you about the many sales advantages of neoprene prod- 
ucts he makes. 


Tune in “Cavalcade of America” Tuesday nights—NBC coast to coast 


maw NEOPRENE 


Your customers read the Neo- The rubber mode by Du Pont since 1932 


prene Notebook regularly. So 

don’t miss the information it er 
offers about new and interest- a, — 
ing applications of neoprene. 

If you're not getting it now, 

we'll be glad to send it to you 

Write FE. I. du Pont de Ne- 

mours & Co. (Inc Rubber 

Chemicals Division C-3, Wil- 


mington 98, Delaware 
— ee BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTR ¥ 
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Randall Pillow Blocks are easy to sell as re- 
placement items because they are so widely 
used as standard equipment on many types of 
machinery and specified by leading manufac- 
turers in almost every field of industry. Users 
of Randall Pillow Blocks know from experience 
that they give excellent—quiet—long trouble 
free service. New users of Randall Pillow 
Blocks will be equally impressed by the econ- 
omy of the Randall line, the wide range of 
sizes in various styles and the many exclusive 
Randall features such as the double lubrication. 
To date millions of Randall Pillow Blocks have 


been put in operations; a conclusive proof of 


Randall acceptance and the sales potential for 
you. Write today for catalog No. 103 and com- 
plete distributors information. 


PILLOW BLOCKS GRAPHITED BEARINGS 
BUSHINGS 
BAR STOCK 
SHEET LUBRICATOR 


RANDALL GRAPHITE BEARINGS, INC. 





THRUST WASHERS 
BABBITTS 
SAFETY COLLARS 


to fill a need or a desire! 

When you read of someone being 
accused of being a Communist, is it 
ever a businessman? It is not! It is a 
government employee, a union leader, 
a school teacher or college professor, 
a scientist, a minister, an artist, a mov- 
ing picture actor or actress, a magazine 
or newspaper writer, an economist or 
somebody else who is actually no part 
of private enterprise itself but who 
exists and has his job only because 
there is such a thing as private enter- 
srise. Businessmen cannot be both 
Giaiosonecia and Communists—it is 
just impossible— but businessmen, 
the men who produce and sell manu- 
factured goods are in a large measure 
responsible for these other’s belief in 
another system, another Way of Life. 

I know—and so do you—that there 
are many wholesalers who, rather than 
lose one sale, will sell to a consumer 
at the same price that they'll sell to 
the dealer. They don’t mind giving 
away the dealer’s profit—but their 
own? Oh, no, that’s a different thing! 

Is there anyone who really believes 
in private enterprise? 


Outlook of Youth 


Gentlemen, the high school and 
college students of today and all other 
young people of their age, are the 
children who are born in the days of 
depression or in the immediate pre- 
ceding years. Some of them, of course, 
were too young to realize what was 
going on in the thirties but others 
will long remember the hunger which 
even at the then low prices could not 
be satisfied; the despair which their 
parents faced when their savings were 
lost in bank failures; and the stigma 
of being on welfare rolls; the confisca- 
tion of the home that had been so 
bravely worked for and the loss of the 
job which had been their security for 
so many years. My friend, that gen- 
eration of Americans and every child 
born since cannot remember a single 
day when we were without a restric- 
tive government control of one type or 
another—and they will be this nation’s 
leaders, 10, 15, 20 years from now. 

Gentlemen, if we believe in the 
principles of private enterprise here 
(touching head) and here (touching 
heart) instead of only here (touching 
pocket) it doesn’t make any differ- 
ence what political party is in power 
—nobody can destroy private enter- 
prise if we sincerely believe in it and 
sincerely practice it daily. 

Two great influences guide a child’s 
life and bend the tree as the twig is 
inclined. Those two influences are 
the parents and teachers. Many of 
our teachers choose that vocation be- 
cause they like children and have a 





1009 South Green Lawn Ave. Lima, Ohio 


desire to make better men and women 
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‘ Portable Power Pipe 
Machines 


420 YEARS! “These two Toledo 
#999 Machines have been in con- 
tinuous hard service for more than 
20 years with only routine service 
attention,” says P. E. Hayes of 
J. M. Hengy Electric Co., Dallas, 
Texas. “All our pipe threading 
tools, both power and hand, are 
and will be Toledo.” Photo taken 
on Dallas Power and Light Co. job. 


25 MACHINES! Tooled for high production 
—Farwell Company, Inc., plumbing an 
heating contractors in Dallas, Texas, have 15 
Toledo #999 Machines, 5 Toledo 2” High 
Speed Machines and 5 Toledo #1-2-4 Power 
Pipe Machines. Photo shows work on 
Southern Methodist University job. 


Speed Production... 


It’s 5 times faster than hand methods—this rugged- 
performing TOLEDO No. 999 2” Power Pipe 
Machine! Job-proved by thousands of users— 
progressive outfits like the Texas contractors des- 
cribed above. A machine that’s right for the high- 
production needs of your customers today! 

Threads 2” pipe in 22 seconds... cuts off 2 
pipe in 10 seconds. Compact... portable... 
efficient ...use it anywhere in the shop, plant or 
on the job. Your choice—Wheel or Knife Cut-Off. 
Toledo-built with the know-how of nearly 50 years 
... assuring Jong life... low upkeep for your customers. 
The Toledo Pipe Threading Machine Co., Toledo, Ohio. 
New York Office: 165 Broadway, Room 1310. 


RELY ON THE LEADER T 


PIPE TOOLS...P 
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Discover Pil cad gg | out of them. Yet, in many sections of 
ow | this great country, teachers are paid 
C20O—- starvation wages, are always in debt 

® | and must struggle constantly to stay im 


the profession—and the public expects 
HOSE CLAMPS that those teachers are going to teach 

American children how wonderful pri- 

vate enterprise is. If we must pay high 

taxes, why not pay them to properly 

educate our children rather than to 

kill some other man’s son? 

And what about vou, as parents? 


Opinions of Youth 


Have any of you ever talked with 
your children about capitalism and 
profit or have you assumed that they 
should be satisfied with the things 
you provide for them and should find 
out about private enterprise elsewhere 

perhaps from someone who will 
tell them only of its failings—and not 
of its benefits? Have you asked your 
high school or college student son ot 
daughter their opinion of socialized 
medicine; of socialized housing, of so 
cialized electric power? Have you ever 

More than one skeptical jobber has seen the light — for asked them what they thought about 
here is a superior hose clamp whose four basic sizes fit Communism in Russia or Socialism in 
practically all ordinary requirements — an engineered hose England ; 
: Have you ever told your children 
clamp which appeals to the reason and pocketbook ot the 


: the truth about jobs; that jobs can 
SORES ES GND SINS — not be created by laws nor doles nor 


. 7 
unemployment insurance nor regula- 
tions nor more-money-for-less-work; 


« UNIFORM that jobs can be created only by the 
» CLAMPING investment of capital, by the chance 


for profit of both the workmen and 

Aero-Seals are self-locking and vibra- True tangential take-up and curved his employ er? Have you ever e€xX- 
tion-proof, have extra long take-up saddle form provide absolutely uni- plained to them that there is no rea- 
and are available in both slotted and form clamping action around 360° j ; 
, vhy anyone should start a busines 

wing-nut type of worm-drive. leak-proof, ideal for thin-walled tubes. son hy anyone sh uld start . 
—and so create jobs—unless tax laws 


and the attitude of workmen give him 
1 good chance for a fair profit? 


EASY TO USE AGAIN Do they realize that it is out of the 
INSTALL and AGAIN difference which a merchant pays for 


his merchandise and the price at 

You can install an Nine lives is noth- which he sells it—his gross profit — 

Aero-Seal with one ing for Aero-Seals, | there comes all the money necessary 

hand if you want to They're ready to go 7 

— and fast! They're self-feeding once back to work after plenty of hose | ° ‘ 
the clamp-end engages with the changes. Also available in. stainless business —plus taxes which is the only 
worm. No loose parts to drop. steel for marine use. thing from which governmental em- 
plavees of all kinds get their income. 

Put an Aero-Seal in a customer’s hands and he'll The only thing a government can give 

buy it — it’s a precision job of engineering applied a people is what it takes from the 

» to a simple, everyday problem. No ordinary hose people. The government does not 

~\ clamp can match its advantages. 


to pay the expense of operating his 


produce anything. It merely spends 
what the people produce. 
1 You men who believe in private 





enterprise, who are private enterprise, 
what have you consciously done in the 
past year to preserve the system which 
NAME : | has brought us so much? Have you 
done anything, or have you been con 
| tent, since everything was going well 
sneeee | for you, to just let it drift along? If 
| you have not consciously done some- 
114943 CORPORATIONS, INC CITY & STATE thing to help preserve the American 

. Svstem then, my friends, you may be 
33 South Sixth Street, Newark 7, N. J ‘ sure that you have unconsciously done 


FREE SAMPLE: rire mai without obligction 





COMPANY 














something to tear it down. 
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AMERICAN 


STOCK GEARS 


quickly available 


for all 
industrial needs ! 


It pays to sell American Stock Gears wherever you can. 
Investigate and you'll find that instead of having to 
go to the added time and expense of ordering special 
gears, that your customers’ needs can be filled from 

the American line. 

American is a complete stock gear line. Manu- 
factured by Perfection—a veteran of 30 years in the 
gear business—these gears are made to the most 
precise standards, from the highest quality materials. 
This popular line includes brass, bronze, steel, 
semi-steel, cast iron, and non-metallic gears in a 
range of 48 to 3 diametral pitch. 

Write for complete details on obtaining a fully protected fran- 


chise for the distribution of this profitable stock gear line. Your 
inquiry is respectfully solicited and will be treated confidentially 


The American Stock Gear line includes... 


Spur Gears Spiral Gears Worm Gears Ratchets and Pawils 
Brass, Steel, Steel, Bronze Brcnze, Cast Iron Brass, Steel 
Cast Iron, a Mitre Gears Worrns 
ee metallic Brass, Steel, Steel 

~~ # B Cast Iron Sprockets,Hub and Flexible Couplings 

teel, Brass Bevel Gears Plate 

Internal Gears Brass, Steel Bronze, Steel, Other Power Transmis- 

Brass, Cast Iron Cast Iron Cast Iron sion Supply Items 


ATTN BBY TTE ...vivision . perrection GEAR CO., Harvey, tt 


Universal Joints 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


, L-O-N-G L-A-S-T-I-N-G 


G.W. GRIFFIN CO, 


Franklin, New Hampshire 


General Sales Agent 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 
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Maybe we need collectivism. If a 
majority of Americans want it, we'll 
get it—but it will be the last time 
that people will have a choice as to 
the government they want. And there 
is no use swearing at the men now 
in Washington and blaming them. 
They are only doing the same thing 
management does every day—giving 
the majority of their customers and 
stockholders what they want. The 
thing to do is change the customer's 
and stockholder’s wants and the place 
to start is with ourselves. 

The small businessman seems to 
believe that while he is only an hon- 
est, hardworking citizen, those at the 
head of large corporations are all 
crooks and he, unintentionally, I am 
sure. joins with Moscow in denounc- 
ing big businces everytime he can 
and further bewilders the average 
working man and weakens his faith in 
our system. 

Do those small businessmen who 
consider themselves honest today, be- 
lieve that they, too, would become 
dishonest criminals if they became 
big businessmen? I’m sure that they 
don’t! Then by what right do they 
and our columnists who profess so 
strongly their belief in private enter- 
prise reiterate over and over the same 
things that Moscow repeats and re- 
peats and repeats? 


“Bigness” in Business 

There is nothing wrong with big- 
ness in business unless it gets so big 
that it thinks it can ignore all of the 
fundamentals of private enterprise and 
still preserve it. We cannot build any- 
thing if we keep destroying its very 
foundation. 

I say this to you—a national sys- 
tem of factory to consumer cannot 
work to the benefit of the consumer, 
whether owned by the government or 
by private industry. If the manufac- 
turing point owns also the distribut- 
ing point and the selling point, each 
must pay its own way and make a 
profit, but all of the profit goes to the 
manufacturing point. This is likewise 
true of government ownership except 
that in this case, the profit does not 
go to the people who earned it but is 
instead distributed where the heads of 
the state see fit. The quickest way 
to get to government ownership of in- 
dustry is for the manufacturing point 
to also own the distributing point and 
the delivery point—then the govern- 
ment needs only to take over the 
manufacturing point and the nation is 
socialized. 

A few people, operating under the 
— of the Free Enterprise 

ystem, can profit by side-stepping the 
system, but the true American Sys- 
tem, the Way of Life that has brought 








The \) Flat Head Socket Cap Screw 

















Maximum head contact, flush surface finish and non-slip internal 
wrenching make these screws ideal for assembly of thin-section 
materials. Available in National Coarse and National Fine Threads. 


Sizes from +4 to %4"’. 


Knurled Head Socket Knurled Head 


Cap Screws Stripper Bolts 
Flat Head Socket Precision Ground 
eee = SOCRET (J WP screws "sero: 

Self-Locking Socket Fully Formed 


Set icrews Pressure Plugs 





SPS STANDARD PRESSED STEEL CO. 
I 
JENKINTOWN 13, PENNSYLVANIA 
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EY-TITE 
PIPE JOIN 
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o FAST-SELLING 
SEALING COMPOUNDS 
Your KEY to Added 


te 


KEY GRAPHITE PASTE 


...the ideal sealer for all lines carry- ...for sealing pipe joints on lines carry- 


ing oil, gasoline, kerosene, and high- ing water, gas, low-pressure steam, 


pressure steam. Listed by Underwriters’ compressed air, etc. Does not affect the 
Laboratory. taste or odor of potable liquids. 
Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the joints. Nationally advertised. Aftractively packaged in litho- 
graphed containers. immediate delivery 


A few territories for distributors are still 


available — write for free samples and 
full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, til. 





FLEXIBLE SHAFT MACHINES 
are PRIME 


_AVORITEC 


Here are 


EXCELLENT 
REASONS 
why FOREDOM is 


A GOOD LINE FOR YOU TO FEATURE 


1. FIVE QUICKLY INTERCHANGEABLE HANDPIECE TYPES provide EXTRAORDINARY 

VERSATILITY. 2. WIDELY USED in ALL 3 DEPARTMENTS—Production, Tooling and 
Maintenanc 3. REPEAT BUSINESS on ACCESSORIES. 4. BACKED by POWERFUL NATIONAL 
ADVERTISING. 5. PRICED TO MOVE FAST. Your larger customers can afford to SPOT THEM 
LIBERALLY ABOUT THE PLANT for emergency and every-day needs 


Quality Tested 
Since 1922 


4» fe fe fn te hm hr hn, har, hr, hr, Mr, li, 


Write for Full Details Today to Dept. F-2239 


FOREDOM ELECTRIC CO. 
27 Park Place, New York 7, Ni. Y. 
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us such tremendous benefits, the Pri- 
vate Enterprise System itself, is the 
production of manufactured goods 
and the sales of them from manu 
facturer to independent wholesaler to 
independent retailer to consumer. 


Lip Service Inadequate 


If private enterprise is to be saved, 
millions who now give it mere lip 
service must believe in it with all of 
their hearts and souls and must sin 
cerely follow its principles. 

I plead with you, gentlemen, to 
think seriously of what I have said 
here today; to free yourself from the 
criticism you deserve if you contribute 
to the destruction of our American 
System by taking unfair advantage of 
it now and to do your part to save 
the American Way of Life for the 
gencrations to come. 

And I give you here, in one simple 
sentence, the words to guide you down 
that road to the preservation of our 
glorious Way of Life. Listen to this 
Believe in private enterprise, in the 
profit motive, with your heart, not 
vour pocketbook. Have faith in it, 
support it and you will preserve a na 
tion of which future generations can 
be proud. Hundreds of thousands of 
our finest voung men, perhaps your 
sons, have given their lives or their 
health to keep that system alive. Row 
upon row of white crosses, in almost 
every land under the sun, bear mute 
testimony to their belief. Right at 
this very minute, in the icv mountains 
of Korea, America’s finest young men 
ire offering their lives to preserve th 
private enterprise system. Shall we, 
then, for a few dollars betray the prin 
ciples for which others have shed their 
blood?) What, in God’s name, arc 
American American 
newspepermen, American union lead 
ers, the American people thinking of 
when thev violate, criticize and con 
demn every day the very principles for 
which the 


. 
Businessmen, 


sacrifice their sons? 
Understand Your Obligation 


Now I am going to read what it savs 
on this placard—including the thre 
words that mav shock vou. If thes 
do shock you, I apologize but perhaps 
the time has come when the people of 
America should be shocked into un 
derstanding their obligation to help 
preserve the system which have given 
the world so much 

Here is what the placard 
EVERY REAL AMERICAN BE- 
LIEVES IN PRIVATE ENTER- 
PRISE, EVERY REAL AMERICAN 
WANTS TO PRESERVE IT, BUT 
NOBODY IS WILLING TO PAY 
FOR IT—EXCEPT WITH BLOOD! 





Another advantage you cam soll with 


You get full take-up 
on this turnbuckle! 


ITH a 12” Upson-Walton turnbuckle you always get 12 inches 

of take-up. To attain this uniformity the bodies are drop-forged 
to size and shape in accurately made dies. This is but one of the re- 
finements in design and manufacturing technique you get with 
Upson-Walton fittings. 

After forging, bodies and fittings are straightened to insure a 
true thread. 

Body reins are wider than the shank diameter—thus threads are 
protected. Since the reins are constructed with ample section and 
rigidity, a bar may be inserted to set up tension with safety. 

Upson-Walton is the only manufacturer of all three—wire rope, 
fittings, tackle blocks. All three have advantages you can turn into 
greater profit for you. 


THE UPSON-WALTON COMPANY 


CLEVELAND, OHIO 
NEW YORK ° CHICAGO ° PITTSBURGH 


WIRE ROPE ROPE FITTINGS TACKLE BLOCKS 


ONLY UPSON-WALTON OFFERS ALL THREE...WIRE ROPE ®* FITTINGS e TACKLE BLOCKS 
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offers 
MORE VALUE ! ewe 


Oil Well Supply Co. Names 


Winstead To Sales Post 
ee K. B. Winstead has been promoted 
to the position of general manager of 
sales for the Oil Well Supply Co., a 
U. S. Steel subsidiary. Mr. Winstead 


succeeds M. F. Hazel, who recently 
HANDLES: Wooden — selected high grade hardwood. Tubular — first was appointed director of engineering 
quality steel pipe. COMPAREt for the supply firm. 
TRAYS: Pressed — or formed and spot welded — from heavy guage Mr. Winstead, a veteran of 30 years’ 
a Rolled top edges reinforced with continuous steel rods. service with Oilwell, has served as 

. sila ieee ie P a a assistant general manager of sales for 
FRAMES: Rivers shaped for bolance ond proper wheeling ‘evel. the past three years. In his new posi- 
Jackson NON-SLIP Device on tubular barrows, prevents trays from s : / hile i a 
moving forward. Riveted heavy channel steel legs. COMPARE! non he will be responsible [or coordi- 
AXLE ASSEMBLY: No bending, breaking or loosening — because nating sales activities of Oilwell’s six 
threaded axles are screwed into malleable iron brackets, tying front domestic divisions and the export 
end into a rigid unit and eliminating nuts or cotter pins. Wheel division, as well as directing the line 
guards for easy dumping, .irengthen front of frame. COMPARE! organization of the general sales de- 
BEARINGS: Plain or roller. COMPARE! partment. 
WHEELS: Pneumatic, semi-pneumatic and steel. Our own manufacture 
with many sizes to choose from. COMPARE! - ° —_ 

1951 Packaging Exposition 
FINISH: Wooden handles dipped in durable, weather proof varnish. ae 2 - 
Wooden barrows finished in heavy, red enamel. Trays and metal Will Be Biggest Ever 
parts dipped in waterproof enamel. COMPARE! . 7 ? 
The 20th Annual National Packag- 


ing Exposition, to be held in Atlantic 
y City, N. J., April 17-20, will be 25 
Compare JACKMANCO barrows and you'll agree they percent larger than last year’s show, 
offer more value and greater sales possibilities. Used in according to the American Manage- 
ment Association, sponsor of the 
event. 
garden. Since 1876, leadership through superiority. Fifteen percent more exhibit space 
already has been contracted for than 
the total of all space in the 1950 show 
and the number of exhibitors, 235 
firms, is already about equal to the 


Superior total last year. 


eta JACKSON MANUFACTURING CO. 4 Oe os 


7 9 
Since 1876 HARRISBURG + FENWSYLVANIA ra ion ‘18.12 noon to’ 10 p.m; 
Thursday, Apr. 19, 12 noon to 6 p.m. 
and Friday, Apr. 20, 10 a.m. to 3 p.m. 


construction, mills, factories, railroads, farm, home and 
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TYPE Z MARDENED SELF- TAPPING SWEET METAL SCREWS ; 
Rabe’ an 
—— she Reve improgected Phywend. Asbestes Compan: 


erreeyty erty erty, 


TYPE F GARDEWED SELF-TAPPING SCREWS 
Ser wotng ‘estemng: 4 ferrew ond Men-terree Covheg: Marvy Googe Short Metah Pletxs Rese tmpregested Phrweed otc 
cS x= me ede tome J 
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How much easier and faster it is, both for the screw buyer 

and the P-K* Distributor, to have actual-size pictures of every standard screw in the line! 
It’s especially useful now, with so many new people involved in industrial buying for 
the increasing D.O. jobs. It saves the trouble of finding samples. It prevents errors in 
selecting sizes, and subsequent returns and exchanges. The paper work it can save will 
win lasting gratitude wherever it’s used. 
P-K Screw Size Charts are being furnished to P-K Distributors, who see that all 
important buyers get copies. It fits perfectly into the program of smartly-planned 
sales helps Distributors have learned to expect from Parker-Kalon. And it reminds 
them, again, that it pays to team up with P-K .. . for prestige, for sales, for profits. 
Parker-Kalon Corporation, 200 Varick St., New York 14, N. Y. 


*TRADE MARK REG. U.S. PAT. OFF, 
Te Oiginel 


"Just figure the 
hours of time 
this saves for 
P-K Distributors” 


a 
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The first sheet illustrates in their 
actual sizes all standard sizes 
of P-K Type A, Type Z, and 
Type F Slotted Self-tapping 
Screws. The second sheet shows 
all standard sizes of Phillips 
Recessed Head Type A and Z, 
Type U Drive Screws, Screwnails, 
Masonry Nails, Wing Nuts 
and Thumb Screws. Both sheets 
show Standard Head Styles 
and Decimal Equivalents of 
Body Diameters. 


Remember— 


AN 


IF IT’S P-K:: O.K, 


d nee we par, OFF \ 


PARKER-KALON. SELF-TAPPING SCREWS 
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CH METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features 
Single and two speed models 


Capacities 


2 to 5 tons. 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 


Cf CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 





. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: ¥% to 1 ton. 


— 


J)) 
& 
(0) 


. 


4 


\ 
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CH PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: %, 1%, 3 and 6 tons 


there is any question in your mind as *o the efficiency and 
economy of your present materials handling methods then 


CHISHOLM-MOORE 


HOIST CORPORATION 


Affiliated with Columbus McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: — N.Y. 


SALES OFFICES 


New York, Chicago and Cleveland ¢ 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 


Distributors Everywhere 


Richard J. Misener 


Misener and Evans 
Join R. C. Neal Sales 

Richard J]. Misener and W. W. 
Evans have joined the sales force of 
the R. C. Neal Co., Inc., Buffalo, 
N. Y. 

Dick” Misener was Flying Officer 
with the European Night Bombet 
Command of the Royal Canadian Ait 
Force for three years during World 
War II and before joining the R. C. 
Neal Co. had several vears’ sales ex 
perience with E. A. Kinsey Co. of 
Cincinnati. He will work out of the 
Buffalo office of the company, as resi 
dent salesman in Jamestown, N. Y. 
ind cover that city and several sur 
rounding 


& « 


ounties. 
sill” Evans is an active member of 
the ASME and has had a long and suc 
essful career in the industrial field 
He will work out of the company’s 


EImira, N. Y. office 


W. W. Evans 





“The sixth sense in advertising is 
the sense of sell.”—Olmsted & Foley. 
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IT’S 
PACKED WITH 
SATISFACTION 

WHEN IT’S 
PACKED 
WITH R/M 


Use Raybestos-Manhattan packings 
and gaskets for the valves in your 
plant, whether they're for oil, water, 
steam, sewage, chemicals, or any other 
gas or fluid. R/M manufactures a 
complete line of packings not only for 
valves, but for practically every type 
of industrial equipment. Your R/M 
distributor will be glad to help you 
select the right packing. Or write for 
the new R/M packing catalog today. 


Ba PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, $.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Mianufacturers of Packings - Asbestos Textiles - Mechanical Rubber Products - Abrasive 
and Diamond Wheels - Rubber Covered Equipment - Brake Linings - Brake Blocks - Clutch Facings - Fan Belts 
Radiator Hose - Powdered Metal Products - Bowling Balls 
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Chicago Mounted Wheels. § 


* . ° | 
First —Foremost—and Finest in the Industry. Faster 


turnover ... and the biggest profit line in the abrasive field. 


Minimum space requirements . . . low stock investment. 


Unlimited profit possibilities when you sell 


Chicago Mounted Wheels. 


CEMENTING GOOD WILL by 
their clerical accuracy and well-prepared 
correspondence are Sheila Woodward 
and Carolyn Berry of Morgans, Inc., 
Savannah, Ga. Thur Schmidt has been 
appointed assistant to the president of 
the Ingersoll Products Division, Borg- 
Warner Corp. Previously Mr. Schmidt 
was general manager of the Highway 
Steel Products Co., Chicago Heights, 
Ml. 





Eagle Supply Co. 
Moves To New Building 


The Eagle Supply Co., formerly 
located at 75 Bridge St. in Paterson, 
Ww N. J. has moved into a new building 
heels Ee 
N pepe at 292 Belmont Ave., Haledon, a 
Now enclosed in heat- 3 ve - 
vialed tnchets. -thean : ; Grinding suburb of Paterson. The move actually 
wheels stay Factory- s USon . Wheels locates the firm more centrally than 
Fresh until used . . . sy: Designed for effi- before for the servicing of its accounts 
ag z cient economical | in Paterson, Passaic and the indus- 
ern oe trial areas of North Jersey. 
: every portable Tl b ‘Idi F ¢ ] t] . 
are stronger and more . os." tool operation 1€ new uuding 1s On a pio onger 
ecient a > Wide selection for | than it is deep, 100 ft. by 60 ft. It’s 
profitable wheel a single floor, brick building, with 
— room for expansion on the left of 
its front entrance. The interior fea- 
tures cold cathode lighting through- 








Wheels last longer 


Handee 
Tools of 1001 Uses 
Nationally advertised 
nationally known VALUABLE FRANCHISE! 
a Luxe eng hee Chicago Wheel’s Industrial Dis- 
ee ee es tributor Franchise means more 
85° Model (shown . ° 7 
profitable business for you. Non- 
for bigger jobs. - ’ - 
competitive on many items. 
Profit margin fully protected. 
Write today for details. 





TM TCHTICIETSCUMLMMME been 10. 1101 West Monroe street 


Chicago 7, Illinois 


Full Details on the Name 
Chicago Wheel Industrial Firm 


Distributor Franchise Address 
MODERN BUILDING of the latest 
design now houses the Eagle Supply 
Co, in Haledon, Paterson, N. J. 


Zone State 
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Tow S00" Vn Feu 


in: 


With More New Exclusive Features 
Than Any Drill on the Market! 


The biggest drill press values you've ever been able to offer are in 
the new Atlas drill press line. Only Atlas gives you all these important 
selling features: 


Heavy base and bigger, heavier head, with bearing surfaces spaced 7§” 
apart on column for greater rigidity; new Neoprene quill stop bumper to 
end clanking jar and prolong drill life; exclusive quick-adjusting feed stop; 
wider spaced spindle bearings for greater accuracy and service; two more ball 
bearings in head support the drive sleeve—4 ball bearings in all; steel to 
steel drive; full tilting table for angular drilling; coordinate type quill lock 
oe greater accuracy; and, of course, the famous Atlas "Floating Drive” 
esign. 


Atlas drill presses are available in high or slow speed models, choice 
of full-tilting or production oil table, and choice of Jacobs chuck or 
No. 1 or No. 2 Morse taper spindle. 50 different models to meet the 
production needs in your area—send for complete catalog today. 


Cut-away view show- 

ing the Atlas ‘‘float- 

ing-drive’’ that pro- 

motes smoother run- 

ning, greater accuracy, 

sad Songer service. 

Note the 2 ball bear- , , 
ings that support the steel drive sleeve, Neo- 
prene bumper at top of quill, and the widely 
spaced spindle bearings. 


FOOT LEVER 
FEED CONTROL FLOOR TYPE 


FOR 15° WITH PRODUCTION 
FLOOR TYPE STANDARD OIL TABLE 
15” 
FLOOR TYPE 


2-3-4 MULTIPLE 
SPINDLE MODELS 


SEND FOR 
CATALOG 


DRILL HEADS 


BENCH MODEL . BENCH MODEL WITH ATLAS PRESS Co. 


310 N. Pitcher St., Kalamazoo, Mich. 
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FOR FINISHING FILING 


‘American Swiss” 


SWISS-PATTERN FILES 


Dave Hecht 


out; gas heat that 


iir-condition 
summer. 


eee 
Ie ' 


SA’ 
AASTTS 





Stock shelves are of steel shelving 
and the firm is serviced by a direc 
load platform up front. A sound 
proofed ceiling and asphalt tile floor 
ing complete the interior. 

David Hecht is president of th 
firm, which has four salesmen serving 
its customers on the 


gi it 
el ia 


outside three 
salesmen inside 


\ recent addition to the insid 
force is Ed . whose backer 
includes a_ total of 
Western Electri 


Sd les 


Curric 


\S 


, 
yuna 
with 


the 


ten vear 


tte 


ric, before and 
Val 


WS 
QQadss 


SASS 


Industry Seeks 


To Conserve Metal 
Methods of substitutions, simplifi 
cations, salvage and changes in speci 
fications are being studied by the Ai 
Conditioning and Refrigerating Indu 
trv Advisory Committee of e Na 
tional Production Authority. The in- 
dustry was told that the copper supply 
situation will continue tight and that 
iluminum supplies will not ease for 
some time until additional facilities 
now under construction are 


completed 
during the next 18 months. 


1 
+} 
I 


Committee members represent man 


ufacturers of air conditioning equip 
ment, water coolers, icc 
Also American Pattern Files, 

Milled Curved Tooth Files, Rotary 


cream cabi 
Files, and Mechanics’ Hand Tools 


nets, refrigerating units, valves, tubing 
ind similar industrial and consumer 
equipment. 

I'he committce was told that when 
evel 


possible representatives of the 
industries affected 


by orders will be 
consulted before orders are issued, by 
NPA officials 


The industry 
cerned 
-PATTERN FILES 


AMERICAN SWISS FILE & TOOL CO., 865 MT. PROSPECT AVE., NEWARK 4, N. J. 


Is con 
over the possibilitv of the 
shortage of skilled workers because of 
reduced supplies of basic metals. These 
may have to be laid off and may not be 
available when defense orders 
placed with the industry. 


are 
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FAMOUS 
WISS metal cutting snips 


for every purpose 


INLAID BLADE 


ey BLADE COMBINATION SNIPS 


CUTS STRAIGHT 


METAL MASTER 
SNIPS 


Outstanding new development in snip 


design and construction. 4 ompound 
tting 
the 


iste 


leverage produces amazing « 

For 
bs involving i 
circles, complicated 


ete. Overall length 10°. Rubber grips 


recommended 


power with minimum effort 
most intricate jc 


~~ 


> ae 


Rte CUTTING SNIPS 


Cy ae 


M2 


INLAID BLADE 
STRAIGHT CUTTING SNIPS 


Phe basic snips for straight metal cut 
ting. Gun metal finish handles. Tough 
crucible. steel inlaid blades, Popular 
because of cutting ease and long life 


> sizes from 9, to 141%.” long 


NO. V19 COMBINATION 


Se SOLID STEEL 


~~ 


_ 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


For wor ke rsw ho do not need the spe- 
cial qualities of Wiss inlaid snips. 
rhey meet government specifications 
For 
workshops, the farm, ete. 4 sizes from 
8” to 1244” long. 


machine shops, home 


garages, 


COMBINATION CUTTING 
SOLID STEEL SNIPS 


Strong, well made, solid steel combi- 
nation pattern snips. Will cut curves 
and irregular shapes with ease. Accu- 
rately tempered jaws and strong bolts. 
No. V19 18” long, 3” cut. No. V13 is 


handy pocket size, 7” long, 1°,” cut 


INLAID BLADE 

COMBINATION SNIPS 

Made with straight blades, but ground 
and shaped so they readily cut curves 
and irregular shapesas wellas straight 
124%” and 13! 


2 sizes »” long 


NO. 5 INLAID 
BULLDOG 
HEAVY-DUTY SNIPS 


INLAID BULLDOG 
HEAVY-DUTY SNIPS 


For cutting monel metal, 
steel, Allegheny metal and other tough 
alloys. Invaluable for bench work for 
cutting strap iron bands. Regularly 
tested on 18-gauge galvanized iron. 
17” long, 24%” cut. Also made in pop- 
ular 16” size of solid steel No. Al6. 


stainless 


Quality for more than a century 





J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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fa et 


Another Strong Link 
in Your Chain... 


Good performers, these 
Roper Pumps. Good 
sellers and sub- 
stantial profit- 
makers, too! Value- 
wise, they are “right up” to 
the other fine products 
you stock and rec- 
commend. The 

Roper link is 

a strong link in 


your chain. Hook-up with 


Roper now! - 


WIDE RANGE OF SIZES... 
Pumps For Every Purpose 


Roper Pumps Series 

3600, F, H, and K — are 

simple in design; come 

in ranges from 1 to 300 

g.P.m., pressures to 

1000 p.s.i. They are 

used in diversified 
industrial and commer- 

cial applications, pumping 

both thick and thin clean liquids. 


Send for Catalog 


Get all the facts and specifications on 
the Roper line. Write for your free 
copy today. 


GEO. D. ROPER CORP. 


333 Blackhawk Park Ave. 
Rockford, til. 





Harold G. Hoffman 


Iron, Hardware Ass’n 
Hears Hoffman 


The 58th Annual banquet of the 
New England Iron & Hardware Asso- 
ciation was held in the Copley Plaza 
Hotel, Boston on Jan. 24. 

F. Marsena Butts, president of the 
association and of Butts & Ordway, 
Cambridge, presided. Stuart A. Rus- 
séll, J. Russell & Co., Holyoke, served 
as toastmaster. 

The banquet was preceded by a te- 
ception sponsored by a number of 
manufacturers. 

Harold G. Hoffman, 
U.S.A. retired and former governor 
of the State of New Jersey, was the 

| principal speaker. His subject was 
“Grins and Gripes.” 


Morrison Named P. A. 
At Weston Electrical 


Arthur L. Morrison has been ap- 
pointed purchasing agent to succeed 
George T. Deaney at Weston Elec- 
trical Instrument Corp., Newark, 
N. J. Mr. Deaney has been named 
war activities coordinator. 

Mr. Morrison joined the Weston 

| organization in 1934 as assistant pur- 
chasing agent. 

Thomas H. Closs has been named 

| sales representative of Weston for 
| northeastern and eastern Maryland. 
| He will maintain his offices in metro- 
politan Baltimore at 17 West Penn- 
sylvania Avenue, Towson 4, Md. 
| Mr. Closs joined the New York 
office of Weston in 1941, where he 
| remained up to his new appointment. 
Prior to 1941, he was sales engineer 
representing the Weston organization 


in Rochester, N. Y. for a number of 


years. 
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Colo el | while talking about when they sell the 





CHAIN 
HOISTS 


SPUR GEAR 


SCREW GEAR 





DIFFERENTIAL 





DISTRIBUTORS ARE 
ENTHUSIASTIC BOOSTERS 


Distributors have something really worth- 


“Philadelphia” line. They can present me- 
chanical details and advantages such as 
the special forged load sheave mounted on 
Timken Tapered Roller Bearings, — solid 
steel driving shafts — special steel safety 


| hooks together with die-formed electrically 


welded steel load chain chrome-plated for 
rust resistance and increased life—all con- 
tributing to better value. And yet these out- 
standing features can be offered at prices 
which meets competition fairly and squarely 
and with substantial margin of profit for the 
distributor who is on his toes. 


Have You a Copy 
of the 18 page Phila- 
delphia Catalog 4-A 
covering the complete 
line. If not. send for 
your copy today. 


CHAIN BLOCK &/MFG. CoO. 
MASCHER & NORRIS STS. 


PHILADELPHIA 22, PA. 








Smooth - --Vibrationless $8950 
DI] V-Belt Drive Metal Case, $8.00 Adtl. 


FAST CUTTING 
SPEED 


6,000 R. P. M. Blade Speed 


UNDERWRITER 
LABORATORY 
APPROVED 


pee) eles, | 
lore] wa i lom gre), | 
Steel G Aluminum 
Stampings 


THE NEW 


SYV7RON 
ELECTRIC SAW 


has all of these features—PLUS! 


812" Blade—2-11/16" Cut 
Something New To Tell! 
Something New To Sell! 





Depth of cut 


Adjustable from 34” 
to 2-11/16" 


Syntron’s new Portable Electric Saw provides you with a 
number of “firsts” in selling points that are time- and cost- 
cutting features for your customers. 


Made up of tough aluminum and steel stampings, it 
weighs 1914 Ibs.—just the right weight to push its 6,000 Angle Cut 
RPM full load blade with ease, through cuts from 34” to 

2-11/16", or graduated angle cuts from 90° to 45°—by —from 90° to 45° 
dual V-belt drive that means added motor protection and 

smooth cutting. for bevel cuts 


Write now about dealer proposition. 


SYNTRON COMPANY “Houcigion ye 
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BAY STATE 
TAP & DIE CO. 
MANSFIELD, MASS. 
* 
ON NEARBY SHELVES 


OF INDUSTRIAL 
SUPPLY DISTRIBUTORS 


« 
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BLACK & DECKER: vay DORN 


NEW BUFFALO BRANCH of ¢ 
Black & Decker Co. will be a complet 
sales, service and enginecring depot for 
customers in the upper New York 
State area 


New Sales, Service Branch 
Opened By Black & Decker 


A large new sales and service branch 
has been opened by The Black & 
Decker Mfg. Co. at 881 W. Delavan 
Ave., Buffalo 9, just off Delaware Av 

The new building covers over 4100 
sq. ft. and increases sales and service 
facilities nearly 400 percent over th 
company’s previous Buffalo location, 
17 E. Utica St. 

In addition, almost 7,000 sq 
of parking area is provided in the reat 
of the building for customers. ‘The 
new location, next to the junction of 
two main streets, will make the branch 
easily accessible from all sections of 
the citv, and former center-of-the-cit 
parking problems are climinated 

\ large show room displaying the 
company’s 140-odd products also is 
included in the building and complete 
service facilities are provided, manned 
by factorv-trained mechanics. 

J. F. Spaulding is the manager of 
the branch Besides Buffalo, the 
branch also serves a large area that 
includes Erie, Rochester, Syracuse, 
Utica, Binghamton and Elmira 


t+ 


Company Honors 
Veteran Workers 


Eight women and 59 men whose 
continuous service totals 1,951 years 
were honored recently by the Brown 
Instruments division of Minneapolis- 
Honeywell Regulator Co. Presenta- 
tions were made by Harold W 
Sweatt, president of the Honeywell 
company 

Fach member received either an 
Elgin watch or a chest of Rogers’ sil- 
verware at the annual dinner and re- 
ception of the company’s newly or- 
ganized Quarter Century Club. 

Fewer than 300 workers were em- 
ployed by Brown 25 years ago. Today 
the total is well above 2,000. . 





Large Unit Sale—Steady Orders—Generous Margins 


Most of your customers now use flexible metal hose. The CMH line— 
most complete offered by any metal hose manufacturer—offers excep- 
tional opportunities to increase your dollar volume. The CMH line is 
a quality line known and respected throughout industry. It gives-you 
the benefit of a sound distributor policy—a policy which has been in 
effect for over 20 years. (Several of the original distributors are with 
us). This policy includes such features as engineering and product 
application assistance, sales promotion aid, (such as the special dis-* 
tributor catalog illustrated at the left), and business and trade journal | 





advertising designed to increase your sales. 
Write for full details concerning attractive distributor arrangements. 


Flexen identities CHICAGO METAL HOSE Corporation 


CMH products that 4 oe 
have served indusiry 1314 S. Third Avenue * Maywood, Illinois * Plants at Maywood, Elgin and Rock Falls, Ill. 
for ever 48 yeort. * in Canada: Canadian Metal Hose Co., Ltd., Bran pton, Ont. 


; 
q 


ONE DEPENDABLE SOURCE 


for every flexible metal hose requirement 


.< luted and Corrugated Flexible Metal Hose in a Variety of Metals * Expansion Joints for Piping Systems 
Stainiess Steel and Brass Bellows + Flexible Metal Conduit and Armor + Assemblies of These Components 
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JOURNAL 
BEARINGS 


SELF - LUBRICATING 
POROUS BRONZE BUSHED 


This sturdy solid gray iron housing has a machined 
oil reservoir which feeds through the porous bronze 
bushing. The strong uniform bronze bushing struc- 
ture contains microscopic pores which hold up to 
35% lubricant by volume. These pores serve as 
reservoirs themselves from which lubricant is fed 
to the shaft by capillary attraction, preventing metal- 
to-metal contact. At the slightest increase in temper- 
ature due to friction, oil flows from innumerable 
reservoirs in the bearing structure, maintaining a 
perfect oil film between the shaft ancl the bearing 


surfaces. 
Write for Bulletin 393. 





David S. Gibson 


Worthington Appoints 
Purchasing Assistant 


David S. Gibson has been appointed 
assistant to the vice president, pur- 
chases and traffic, of Worthington 
Pump & Machinery Corp., Harrison, 
N. J. 

Mr. Gibson completed Worthing- 
ton’s student training course in 1924 
and for several years thereafter was 
salesman in the Philadelphia district 
office. 

In 1931 he was appointed manager 
of the Industrial resale division, and 
later was assigned to product and 
market research. Since 1946, he has 
handled various assignments in the 
general sales department, as well as 
studies of general operating proce- 


dures. 


Canada Electric Furnaces 
Opened By Norton Co. 


A new electric furnace plant for 
the manufacture of silicon carbide 
ibrasive recently was opened by the 
Norton Co. at Cap-de-la-Madeleine, 
Quebec. 

lhe plant, purchased in 1949 from 
Durham Chemicals, Ltd., provide ex- 
panded facilities for a 50 percent in- 
crease in the manufacture of Crystolon 
abrasive, in addition to that now 
made at the company’s electric 
furnace plant at Chippawa, Ont. 
Products of both electric furnace 
plants are crushed and processed at 
Worcester. 

The property consists of a manu- 
facturing unit and a machine shop, 
several smaller buildings, three rail- 
way sidings and 26 acres of land. 


T. B. WOOD’S SONS COMPANY 
CHAMBERSBURG, PA. 


Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. - 


Ernest A. Bradley is resident man- 
ager of the new plant. He has been 
associated with Norton Co. since 
1940 in various positions at Chippawa. 
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THESE EDWARD DESIGN FEATURES —exsore top FORGED STEEL VALVE VALUE >» 


AUL ARE “FIRSTS MANY ARE “EXCLUSIVES b: 
EACH MEANS A BETTER VALVE “= 
= e9 = 


(AND MANY MORE ) 


BY 
Fak Yew: Gun 


Subsidiary of ROCKWELL MANUFACTURING CO 
EAST CHICAGO, INDIANA 


oe ...HELP YOU KEEP 

©] Mew You Can Ord Stock 

[YR TES BP) eewarn Soup 

oO meneD Came ee PRESENT CUSTOMERS 
| Ban of ...AND HELP you SELL 
ee foo | * EDWARD TO NEW 


Foi INSTRUMENT Valves © 


For Onfice Meters, Regulators, 
Geoge Lines. instrument Ponels. 
Christmas Trees, By-poss Lines, etc. 











Select Your Steel Valves From New Edward Designs 


“ji ° 





_— £ 
— Aurand ts 4. 
-_* a oe Com 





, (/)goendabity 


PROTECT PREVENT 


EQUIPMENT AGAINST emant 0 em SEND) OT Oe 





cummen " — - Get this new 28-page 
a  downa STRAINERS . comprehensive catalog — 
w Faved Designed for Distributors. 








RELIEF 
VALVES 


EDWARD VALVES, INC. 

1289 West I45th St., East Chicago, Ind. 

Please send me your specially prepared Edward Distributor 
Catalog No. ')4—and the latest price sheets. 

Name 


Company 


Street 
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~4...Western 


SOCKET SCREWS 


Today more than ever before there’s a ready and waiting 
market for Western Socket Cap and Set Screws. Modern, 
streamlined design requires flush-to-surface fasteners that do 
away with dangerous unsightly protruding bolt-heads. 

You offer your customers tops in design, safety, strength 
and economy when you sell them Western Screws. Made of 
alloy steel and heat-treated they're so strong fewer are needed 
to do the job. That means faster assembly time for your 


customers and profitable repeat orders for you. 


Write Today for Informative Catalog and Prices. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O. 


Precision Screw Products, Parts and Assemblies Since 1873 
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Frank B. Johnston, Jr. 


Herman Nelson Division 
Names Johnston, Killian 


Vrank B. Johnston, Jr. has been 
named assistant manager, merchan 
dised products sales division of the 
Ilerman Nelson Division, American 
\ir Filter Co., Inc. Mr. Johnson for- 
merly was manager of the Cleveland 
branch office of Herman Nelson 

W. J. Killian, former Cincinnati 
branch office manager has been ap- 
pointed to the newly created posi- 
tion of Cincinnati regional inmanager 
for the unit ventilator sales division 

After graduation from Princeton 
in 1936, Mr. Johnston served in var- 
ious capacities with the Stewart 
Warner sales department. After four 
vears of World War II service, he 
was separated as a Lt. Colonel in 
February, 1946, at which time he 
joined Herman Nelson 

Mr. Killian is a veteran of 18 vears 
in the heating and ventilating indus- 
trv, a member of the American So- 
cietv of Heating & Ventilating Engi- 
neers and a Lt. Commander in the 


W. J. Killian 





THE EASY WAY TO 


“break the ice” 


When you sell Rex TableTop® Chain, you have 
the ideal “conversation opener”. ..an easy way 
to “get your foot in the door” and arouse your 





customers’ interest. TableTop has so many out- 
standing advantages which no other flat top con- 
veyor chain can boast. Features like the simple 
link and pin construction, wide bearing area 
which means longer life, ease of cleaning, 
smoothness of carrying surface... 

they’re all sure to make even 

the toughest customer “sit 

up and take notice.” 


That’s one of the big 
advantages of selling the 
complete Rex line. A customer 


who is sold on the cost cutting 
ZA features of Rex TableTop is sure 


Sail to be a likely prospect for other Rex 


Chains. He may be looking for a conveying 
chain that can weave around corners. Here’s the 
perfect opportunity to explain why Rex Double- 
Flex Chain is the finest on the market. Or per- 
haps there are applications in his plant that call 
for a cast chain or a Chabelco Steel Chain. Per- 
haps he needs new sprockets or is in the market 
for belt idlers. In any case, once TableTop has 





“opened the door,” it will stay open while you 
sell the advantages of other Rex products. 





And in your selling efforts, don’t forget to use 
the many sales aids that are available to you... 
forceful product literature, effective direct mail, 
counter displays, a hard-hitting national adver- 
tising campaign and the new 520 general catalog. 


For more information write to Chain Belt Com- 
pany, 1622 W. Bruce Street, Milwaukee 4, Wis. 


Chain Belt <omeany 


@ BALDWIN REX of MILWAUKEE 


6) 
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U.S. Navy during World War II. 

Walter H. Rieger will replace Mr. 
Killian as Cincinnati branch managet. 
During the past four years he has 
been a sales engineer with Minneap- 
olis-Honeywell. 

Two product application engineers 
have joined Herman Nelson branch 
offices in Chicago and St. Louis. 
Donald W. Fink, navy veteran, engi- 
neering graduate of Missouri Mines 
and former service engineer for Minne- 
apolis-Honeywell, is the new St. Louis 
man. 

Hugh H. Mullaney, former Cleve- 
land manager for General Controls 
Co. is the new Chicago addition. 


Newcomen Society 
Awards Achievement Medals 


The Newcomen Medal “for achieve- 

ment in the field of steam” recently 

Fig. 3169 single stage, open impeller centrifugal was awarded to Isaac Harter, chair- 
man of the board, The Babcock & 

Wilcox Tube Co., Beaver Falls, Pa., 


at a joint meeting of the Newcomen 


e 
li Society and The Franklin Institute 
Ou AY CW G5: in honor of Benjamin Franklin’s 
Ee birthday. 


This was the second time the medal 


had been conferred, the first being 


gives carefree pumping to Rear Admiral Harold G. Bowen, 
efficiency for the long pull 


U.S.N. in 1944 

Among Mr. Harter’s achievements 
in steam which led to his nomination 
The 3169 is one of the latest designs to come off Goulds for the medal were the furthering 
of research to remove diffused oxygen 
from boiler feed water and the appli- 
cation of this research to boilers into 
proven for economy and dependability. which were constructed economizers 


With the 3169 you get tremendous versatility with high built with steel tubes 





drawing board. It takes every advantage of modern 


hydraulic design—and it is thoroughly tested and 





operating efficiency and relatively low power consumption. 


REAL ‘"JACK-OF-ALL-TRADES’’ ADAPTABILITY 
This new pump will fit many applications—water service, 
irrigation, slurries, circulation, transfer, factory wastes, air 
conditioning service, plumbing, heating, and many others. 


If you face conversion, this adaptability is a double value. 


TEN SIZES TO FIT YOUR NEEDS 
Available in ten sizes for both motor and belt drives. Ca- 
pacities up to 1080 G.P.M.—with heads to 290 ft. depending 


upon capacity. 


For complete information phone or write Pump Head- 
quarters, Seneca Falls, N. Y. Ask for Bulletin 720.4. 


MEMBER 


& f 4 ‘= on ALBERT A. GOODMAN has been 


appointed manager of quality control 
for the Philadelphia division, Yale & 
Towne Mfg. Co. 
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Flame Soldering with Kester ‘“Nosput” flux-core 
solder. One of Kester’s specialized industrial solders 
that does this job better than any other solder. 


No Waste 


“Nosput” flux-core solder is only one member of 
Kester’s famous group of flux-core solders. In all 
there are over 100,000 different types and sizes. 


Gfpiciont: 


Kester can supply the right solder for the job, virtu- 
ally eliminating waste and rejects. Have a Kester 
expert analyze your customers soldering operations. 


Kester Solder Company 
4201 Wrightwood Ave. * Chicago 39, Illinois 


Newark, New Jersey * Brantford, Canada 


Send for free manua 
SOLDER and Soldering 
Technique 


KESTER 
SOLDER 


Standard for Industry since 1899 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 


Willis J. Keenan 


Round Associate Chain 
Names Keenan, Tettlebach 


Willis J. Keenan has been named 
general manager of Woodhouse Chain 
Works, Trenton, N. J. Mr. Keenan 
will be in charge of all operations at 
the Woodhouse plant, which was es 
tablished in 1884 and was acquired 
by the Round Associate Chain Com 
panies in 1947. 

For the past two vears, Mr. Keenan 
has served as district manager of the 
Woodhouse sales office in Philadel 
phia. Prior to that he was affliated 
for 12 vears with The Bridgeport 
Chain & Mfg. Co 

Richard R. Tettelbach has been ap 
pointed advertising manager of the 
issociated companies. He will be in 

harge of promotional activities 
ll seven Round Chain Companies 
Prior to joining the Round organiza 
tion, he was associated with Hill & 
] + 


Vv , : : 
Knowlton, Cleveland public relations 


mm 


Richard R. Tettelbach 





“Aw shucks, he has snow melting” 








: 
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Steel pipe is first choice for snow melting 


A boy, a dog and a snow shovel are an irresistible combination for 
loosening heartstrings as well as purse-strings! The first snow brings 
the tinkling of the doorbell and the piping query, ‘‘Want your snow 
shoveled, mister?’’ Often a shy companion lurks just out of vision, 
hoping to share this first youthful adventure in capitalism. 

But even so time honored a money making opportunity must some 
day yield to the march of progress! 

More and more, home owners are installing the ultimate snow- 
removal facilities . . . hot water circulatory systems embedded in the 
concrete sidewalks, driveways and service areas of their properties. 

Steel Pipe is first choice, by far, for such installations . .. because . ental 
Steel Pipe has all the desirable qualities of formability, weldability, aeoit iiadlias dk oot ie 
durability, and economy required for successful snow melting systems. with a steel pipe snow melt- 

ing installation. 
Have you seen the new 48-page color booklet, "Radiant Panel Heating with Steel Pipe"? 
Write for your free copy now. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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FLEXCO HINGED 
BELT FASTENERS 


U. S$. Patent No. 2,477,855 


For joining grader, trencher, ditcher and other earth moving conveyor belts. 


For belts 4%” to 12” thick. 

A FLEXCO fastener that is HINGED. Has removable hinge pin. 
Troughs naturally, operates through take-up pulleys. 

Strong, durable ... pull or tension is distributed uniformly across joint. 


Order From Your Supply House. Ask for Bulletin HF 500. 


FLEXIBLE STEEL LACING CO. 4633 Lexington St., Chicago 44, mu. J 











A complete stock of all type 
over 35,000 dozen 
for immediate delivery in 
Corning Standard Low Pre 
Pyrex Red Line, Pyrex Heavy W rel} 
and Pyrex High Pressure ir 
ard diameters. With our own cutting 
fusing relate! fol aiateiiale| equipment, pro 
shipments can be made 
lengths. Our stock include 
Pyrex Oil Cup gla 
ard Sight glasses. Whatever 


ents, for Swift Service 
\ 


SWIFT 


LUBRICATOR CO., INC. 
24 Home Street Elmira, N.Y. 


iit telatelals) " 
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FIGHT WASTE PROGRAM of 
Henry Disston & Sons, Inc., was the 
topic of a recent joint distributor- 
manufacturer meeting at the Mitchell 
Powers Hardware Co. Here Robert 
I. E. Humburger, Jr. of Disston ex- 
plains the campaign to Ceci] D. Griffin, 
vice president of Mitchell Powers 
Hardware Co., Bristol, Va. 





Carey Names Underwood 
Assistant Ad Manager 


L. Charles Underwood has been 
appointed to the position of assistant 
advertising manager, the Philip Carey 
Mfg. Co., Cincinnati, Ohio. 

Mr. Underwood joined Carey in 
1947. Prior to that he was with the 
Ohio National Life Insurance Co. as 
assistant manager of field service and 
before that a copywriter with Savage 
and Talley advertising agency and the 
Dayton Rubber Mfg. Co. Recently 
he has been engaged in sales and pro- 
motional field work for Carey in sev- 
eral of its various districts. 

Mr. Underwood is a graduate of the 
College of Commerce of the Uni- 
versity of Cincinnati, where he ma- 
jored in advertising. 

Herbert L. Schultz has been ap- 
pointed plant manager of Mid-West 
Abrasive Company’s new abrasive 
grain plant. 

Mr. Schultz has been associated 
with Mid-West since early in 1948 
and has been in charge of layout and 
engineering for the new plant. 


Bell & Gossett Co. 
Appoints Witherspoon 


Harry V. Witherspoon of Baltimore 
has been appointed Bell & Gossets 
Co.’s industrial representative in the 
Baltimore area. 

Mr. Witherspoon, formerly, was in 
charge of service for the Chrysler Air 
Temp Division for eastern seaboard 
and maritime installations. B & G 
manufactures hot water heating spe- 
cialties. 





PATENT 


PENDING | 


Cuts Better... Saves Power 


Here is the greatest improvement in circular sawing—since the 
invention of the circular saw. The sensational new PTI Cut 
Control Saw Blade that brings long needed safety and remark- 
able new efficiency to this important power tool. Never before 
has a saw blade been subjected to such gruelling, thorough tests, 
to such careful checking and re-checking by leading laboratories, 
government agencies, universities, industrial concerns and home 
workshops. And never before has a saw blade made such 
astounding records in safety and cutting efficiency. 


Nationally Advertised to Millions of Prospects! . 
Dramatic, hard-selling full page advertisements are appearing 
regularly in leading national magazines—reaching a ready-made 
market of millions—with the spectacular story of the PTI Safety 
Saw Blade. It is the most aggressive, most consistent advertising 
campaign ever released on a saw blade! 


Write Today for Full Details... 
get the complete story of this sensational new Safety Saw Blade. 
Learn how you, too, can tie-in and cash-in on the fastest selling 
saw blade in America today! 


INCORPORATED 
401 BROADWAY, NEW YORK 13, N. Y. 


Only the PTI Safety Saw Blade offers these 
exclusive advantages: 
1. Complete safety from kick-backs; 2. Reduced possibility of direct 
injuries; 3. Cuts chips, not sawdust; 4.30% to 40% power saving; 
5. Longer life without sharpening; 6. Smoother cutting; 7. Quieter 
running; 8. Less danger of blade cracking; 9. Made of chrome 
Vanadium Steel; 10. Available with solid tooth or carbide tipped. 


Tested and Approved by Leading Laboratories 


The PTI Cut Control Saw Blade is the first and original blade of this 
type. It was developed by one of the world’s foremost saw manufac- 
turers. It is the first saw blade of this kind tested by the Forest 
Products Laboratories, Madison, Wis., Timber Engineering Company, 
Washington, D. C., the University of Zurich, Switzerland, and other 
testing laboratories with favorable reports issued in every instance. 


c ee a ae ae ae oe ee ee 


INCORPORATED 
401 Broadway 
New York 13, N. Y. 





1D-3 


I'm very much interested in selling the PTI Safety 
Please send me full particulars. 


Saw Blade. 


Name 
Address 
State 


City Zone 


I 

1 

! 

! 

! 

! 
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j Gentlemen: 
! 
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Eliminates Danger from Circular Sawing 


ee oe 
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53 Pork Pl NY. 7 


DELICATE 
PROBLEM 


Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene-impregnated 
belting. 

You'll sell him for good! 
SUPRENE’S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily cleaned with hot water or 
steam. SUPRENE Belting resists 
abrasion and shrinkage. Thicknesses 
from 1/16” to 7/16” are available in 
widths up to 48”. 

Want to learn more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20. 


tetor 


| & Texte | Cac 


6 W. Hubbard St., Chicago 10 
Factory. Easton, Po 


RAY LYNCH, in charge of the indus 
trial supplies d rtment f Barker 
Chadsev Co., 
firms a purchase 
good istomcr 


Providence, 





Construction Machine 
Industry Needs Steel 


Construction machinery industry 
spokesmen told the National Produc 
tion Authority officials that their chief 


+ 


concern is to get enough steel so they 


can keep operating at near-full capac- 
ity 

Only about five percent of the in 
dustry’s capacity is now taken up with 
defense orders and industry spokes 
men said that some plants may have 
to curtail operations soon 
they cannot get steel to fill non-de 
fense-rated orders. Any production 
cutbacks, it was claimed, will work a 
hardship later on when full produc- 
tion may be required. Once the pres- 
ent manpower is lost, the spokesmen 
pointed out, it will be very hard to get 
it back, 

NPA officials said that no end-use 
restriction on steel is in sight and that 
under NPA regulations, the construc- 
tion machinery industry is assured of 
getting an equitable share of steel to 
fill its orders. 


because 


American Chain Division 
Names Pollock Manager 


Robert Pollock has been appointed 
district sales manager for the New 
York district of the Wire Rope Divi- 
sion of American Chain & Cable Co., 
Inc. He succeeds Walter E. Moore, 
who retired in January. 

Mr. Pollock has been with the com 
pany since 1944 as a salesman in the 
vire rope division. He will make hi 
headquarters at 230 Park Ave., New 


York (¢ 
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Sell the idea to the man harassed by 
labor shortages and increased produc- 
tion demands that a ‘Budgit’ Electric 
Hoist and an older man or a woman 
— make a team that can’t be beaten 
when it comes to solving his load lift- 
ing problems on production, assembly, 
and inspection lines. 


It’s easy to prove that an older man 
or woman can lift heavy machines, 
machine parts, and other loads with 
the ‘Budgit’ Hoist taking all the stress 
and strain of lifting. Easy to show 
how they can keep up the demand for 
more and more production without 
injury to them. Explain that operating 
and upkeep costs of ‘Budgit’ Hoists 
are so small. That there are no in- 
stallation costs, for ‘Budgit’ Hoists are 
complete lifting units in themselves, 
ready to go to work the moment 
they’re hung up and plugged into an 
electric socket. Point out that modern 
design, anti-friction bearings and 
mechanical improvements enable the 
‘Budgit’ to lift quickly, easily. 


Then ask your prospect to check his 
plant for spots where ‘Budgit’ Hoists 
will cut costs and increase production. 
Bulletin No. 391 will help you in your 
selling. Write for it. 


*‘BUDGIT’ CONDUCTOR 

CORD TROLLEYS and a 

flexible conductor cord 

iJ trolley make available 

@ practical, inexpensive 

way of supplying electric current to 

hoists on monorail tracks. Operate 

on same track as hoist. Go around 
curves and switches. 


mi BUDGIT 
Ml Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
f ‘Shaw Box’ Cranes, ‘Budgit’ and ‘Load 
ts and other lifting specialties. Makers 
roft’ Gauges, ‘Har k Valves, ‘Cons 
and Relief Valve American 
Microsen’ Electrical Instruments 


ety 





John C. Redmond 


Kennametal Names Burgoon 
Assistant Sales Manager 

Bennett Burgoon, Jr. has been ap- 
pointed assistant to the general sales 
manager of Kennametal Inc., Latrobe, 
Pa. Mr. Burgoon was district man- 
ager in the Detroit-Cleveland area be- 
fore his appointment to headquarters 
sales. 

Gilbert Bunn, manager of the Phila- 
delphia-New York district for the last 
three years, has been appointed man- 
ager of the Detroit-Cleveland district 
to succeed Mr. Burgoon. 

Douglas C. Cunningham, formerly 
representative in the Detroit district, 
has been appointed manager in the 
Philadelphia-New York district. 

John C. Redmond, formerly re- 
search director, has been elected vice 
president in charge of metallurgical 
development. 

Alex G. McKenna has been named 
executive vice president; Mr. Red- 
mond as vice president; Richard J. 
Flickinger, assistant secretary. Other 
officers remain as at present; Philip M. 
McKenna, president; Donald C. Mc- 
Kenna, vice president; and George T. 
Kearns, secretary-treasurer. 


Alex G. McKenna 


See the Res 
Sell the Bes 


HNSON <x. BAND SAW 


You'll do better when you sell Johnson Band Saws . . . Their many advantages 
keep them out in front . . . They offer extra value, extra capacity, top quality 
and low cost. Numerous trade magazines tell their story to industrial users 
everywhere. 

Model J, pictured, cuts 10” rounds, 18” flats . . . Also Model B, with or with- 
out casters, cuts 5” rounds, 10” flats. 

Decide now to step up your volume, your profits, by concentrating on Johnson 
Saws. Take advantage of their great and growing demand. 


Write for Details Today 


SELECTED DEALERS SELL JOHNSONS. 
ARE YOU ONE? 





JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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VIKING 


For fast, clean, loading and unloadi 

of petroleum products and other liquids 

up to 11,000 $.S.U. Ideal for installing l 
out of doors without protection of any 
kind 

Reduce your pumping time with these 2 
big, rugged units. Built to toke it 


AN HONORED NAME 


FULFILLS THE NEED FOR A COMPLETE 
LINE OF TOTALLY ENCLOSED, OUT-DOOR 


SINGLE PUMPING UNITS 


OUTSTANDING 


A complete range of 
sizes § capacities 
listed at right above. 
New, oil-tight, cast iron 
gear case. No leakage. 


. Radial bearing for pump 
0 


shaft on 200 gpm size 
Bronze bushed bearing 
for smaller sizes. 
Stainless steel pump 
shaft. No rusting 
Viking valve on pump 
head. (Optional). 


20-35-50 
92-200 
GPM SIZES 


FEATURES: 


Extra long stuffing box 
on pump. Leak resist- 
ant 


7. Speed and capacity range 


available for each size 
pump. 

Five ball check grease 
cups. (Other style grease 
fittings optional.) 


Complete unit totally en- 


totally enclosed motor. 


For complete information, send for free bulletin SP-223AMM 
today. 


Pume Company 


@f-Yo lol al xe] a lobze 





Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 
Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


6731 Bryn Mawr Ave. 
CHICAGO 31 ILLINOIS 





Mogie Type 
huck 


Collis 





THE COLLIS 
MAGIC-TYPE 
CHUCKS 


Reduce production costs with 
Magic 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Chucks. Now 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis For Service” 


THE COLLIS CO. 


Clinton, lowa 
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JAMES A. VANBAVEL, outside 
salesman for H. W. Mills Co., in 
Passaic, N. a checks back on a cus- 
tomer, in the early morning, before 
stepping out on his regular round of 


1 
Calls, 





Matthews-Morse 
Expands Business 

Matthews-Morse, Charlotte, N. C. 
industrial supply firm, has expanded 
its business to include a general line 
of mill and factory supplies. The busi- 
ness formerly specialized in power 
transmission. 

Ihe company now occupies new 
quarters at 301 East Severth St. The 
new location provides three times as 
much floor space as the old quarters 
at 909 South Mint St. 

George H. Glenn, formerly with the 
Henry Walke Co. Charlotte branch, 
has been added to the staff as a city 
salesman. David M. Motte, also for- 
merly with the Walke Co. Charlotte 
branch, has been named office man- 
ager. Frank H. Crawford, who was 
with Allison-Erwin Co., is now an out- 
side salesman for Matthews-Morse, 
supplementing the regular staff of Jack 
Farris, Bob Hackney and Clyde Har- 
grett. 

All the lines have been increased 
to correspond with the lines carried by 
associate firms with headquarters at 
the Columbia Supply Co., Columbia, 
a Os 

Mack E. Smith, Jr., former man- 
ager, is no longer associated with Mat- 
thews-Morse. S. P. Boyd is now man- 


ager. 


John Struck 
Joins Georgia Supply Co. 
_John Ed Struck has joined the staff 
of the Georgia Supply Co., Savannah. 
Mr. Struck has had more than three 
years experience in the industrial sup- 
ply field. During the war he was chief 
clerk in the purchasing department of 
Southeastern Shipyards. 





Carl J. Meister 


Atlas Appoints Meister 
Director of Sales 


Carl J. Meister has been appointed 
vice president and director of sales of 
the Atlas Chain & Mfg. Co., Philadel- 
phia. 

Since 1943, Mr. Meister has been 
general sales manager of Atlas. In ad- 
dition, now, to serving as vice presi- 
dent for Atlas, he will serve as director 
of sales for the Atlas Metal Stamping 
Co. in Philadelphia. 

Mr. Meister will continue to make 
his headquarters at the main plant in 


Philadelphia, Pa. 


Georgia Supply Employees 
Go Into Armed Forces 


Georgia Supply Co., Savannah, Ga., 
has lost six employees to the armed 
forces in recent months, four from 
the office, one from receiving depart- 
ment and one from counter sales. 

R. E. Brown, Jr., and L. N. Dur- 
rance, from counter sales force, have 
been transferred to the pricing depart- 
ment. M. G. Gruber has joined the 
company in the perpetual inventory 
and stock record department. John 
E. Struck, formerly with Cameron & 
Barkley, is now in the price and quo- 
tations department. 

W. S. Waters, remains as manager 
of the Savannah store but is handling 
purchasing as additional duties. 


ASARCO Names 
Straus Director 


Oscar S. Straus, treasurer of Ameri- 
can Smelting & Refining Co., has been 
elected a director of the company. 

Mr. Straus is a director of Revere 
Copper & Brass, Inc., General Cable 
Corp. and several important eleemos- 
ynary foundations and institutions. 








when converting 





HEIN-WERNER HYORAULIC JACKS 


-eomake lifting and pushing jobs ¢asier! 


Compactly designed to work in close quarters, 
these easy-operating super-powerful jacks are 
versatile industrial performers. They can be used 
to move, lift or push machinery, equipment, stock 


Wemer bins. Also can be used for pulling gears and 


’ 
Clee - pinions, bending pipe and pressing bushings. 
Ay Made in models of 14, 3, 5, 8, 12, 20, 30, 50, 
mvORAULIL JALKS and 100 tons capacity . . . hein-Werner also 


makes “Push and Pull” Hydraulic Jacks of 4, 10, 
and 20 tons capacity . . . Write for details. 


HEIN-WERNER CORPORATION + WAUKESHA - WIS. 
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Far advanced in de- 
sign and construction 
these new Speed Drills are 
lighter, handier, yet more 
powerful and faster drill- 
ing than more cumber- 
some, more costly old 
type ‘drills. Quality-built 
for trouble- a Eistione 
service, these dri are 
die-cast aluminum with MEANS MON EY! 
cast-in air-cooling sys- 
tems, cast in lubrication, . ® 
ball thrust bearings, Square Point 
heavy cut-steel gears, and ‘ 
extra power for size. They “* Open Back Shovel... 
will drill steel, wood, con- 
crete or stone rapidly and 
efficiently. See these new 
tools before you buy for ON THE INSIDE for Onondaga Sup- 
mo i dollar, and a 4 * 
se ponerd r pound ply Co., Syracuse, N. Y. but waiting SHOPPERS 


to go on outside sales force is George k 
H. Harvan Loo 
FOR 











Borg-Warner Elects iron 
Harold G. Ingersoll 


Harold G. Ingersoll has _ been 


S ‘ 
elected vice president of Borg-Warner YOU'LL 
Corp., Chicago, Ill. In addition to his Wy 44 


new office, Mr. Ingersoll will retain 
the presidency of the corporation's ey | 
Ingersoll Steel Division at Newcastle, Mor 
Ind. He also is a member of the Borg 
Warner board of directors 
Se ae caenalan cane Dr. Maurice Nelles has been named 
almost double. Come with Jacobs director of the corpor: ition’s eng ginec! 
pay ined yong enema ing development section. Dr. Nelles 
$39. 50 previously was director of the engi- 
: \ neering experimental station and pro 
fessor of engineering research at Penn- 
svivania State College 
In his new position, Dr. Nelles will 
head Borg-Warner’s product develop 
ment and research laboratory in Bell 
wood, Ill. 
L. G. Porter was elected treasurer 
of the corporation recently. Mr. Por 
ter had been vice-president and secre 
jo tates My eet tary of the Calumet Steel and_ the 
“revolver frame’ construction. Franklin Steel divisions of Borg War 


with Jacobs ner sin 1947 
Geared Chuck $27.50 $22:50 " owe . 


Arthur Peacock has been named Available in three well-known Magor 
issistant secretary-treasurer and con -- emen De gen Nog 4 ma -— 
nas , mete arget. Each wi eputation 
tre ler of Borg Warner International builds up terrific sales potential! 
Corp., Chicago. For the last ten years Priced right—built right. Every 
he has served in North America, Magor sale assures you a satisfied 
Kurope and Asia as a Captain in the customer — guarantees repeats. And 
Canadian Auxiliary War Services there's no inventory confusion when 

you stock Magor’s simplified line. 
Write today for illustrated price list. 


Rogers Elected To Offices 
No. 200 \ * capacity. Surpris- 


ingly fast-drilling because of r rick R rers. resi | nt if 
added power and special gearing B 2 — thy — R presic Buff r ome MAGOR 
Beautifully styled die cast hous- cals, C ith « ogers 
Ae $ 50 industrial supply firm, has been cle baas CAR oa 
w acovs 
Geared Chuck $19.50 16: ted to the board of directors of th SELLING | ee ee 
s ita Mints akties Manes ond poppet | 50 CHURCH ST., NEW YORK 7, N.Y. 
Write for Catalog Sheets on drills, ultalo tre ISINCSS urcaul, ane 8 rat Ba nc taconite detains ead 
grinders and sander. 1 vice president of the Community 


peed Chest Fund of Buffalo and Eric MASTER + POWER + DIGWELL - ARROW 
4 Way MANUFACTURING CO. “te 1 , : BULL'S EYE + GOLD TARGET 
1832 So. 52nd Avenue ® Cicero 50, Illinois County 
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Ray L. Beveridge 


Republic Rubber Names 
Beveridge And Conklin 


Ray L. Beveridge has been ap- 
pointed to the position of field engi- 
neer for the Republic Rubber Division 
of Lee Rubber & Tire Corp.; and C. 
Russell Conklin, eastern district mat 
ager of the division, will take over 
management of Republic’s Philadel 
phia office at 22nd & Race Sts. 

Warren Ingersoll, who formerly was 
in charge of the Philadelphia office, 
now devotes all his time to his duties 
as assistant to the president of the Lee 
Corp. Mr. Ingersoll will be located 
at the corporation’s main office in 
Conshohocken, Pa. 

Mr. Beveridge will make his head- 
quarters at Republic’s Philadelphia dis- 
trict office, where he will contact the 
industrial organizations of the Phila 
delphia area in the interest of Repub 
lic’s line of industrial rubber belting, 
hose and molded and extruded prod 
ucts. 





{ & 


iby 
‘al 2” 


DON SPEENBURG is in charge of 
government quotations at M. L. Foss, 
Inc., Denver, Colo. 





For easier sales... 


GORHAM 
M-40-U 
CENTERS 


OFFER A MIGHTY 
FINE PROPOSITION! 


So superior is this alloy that by actual test it has 
shown results 3 to 10 times better than high 
speed steel and other alloy materials for 
centers. That’s important to YOU. GORHAM 
M-40-U centers are in big demand... an extra 
profitable item ina profitable line. M-40-U alloy 
is just one more reason for handling GORHAM— 
the line that sells itself. Cash in on its nation- 
wide preference: Choose GORHAM today. 


GORHAM 
TOOL 
COMPANY 


14406 WOODROW WILSON 
DETROIT 3, MICH. 
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For Safety's Sake . . . SELL 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 

Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instanily, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 





A FEW CHOICE TERRITORIES ARE STILL 
OPEN 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 











Sizes 3 feet to 16 feet In height (meas- 
ured from ground to platform). Standard 
rubber safety shoes at no extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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COUNTER SALESMAN Carl Camp 
shows a new line to H. H. Crouch, 
who jots down information for Atlanta 
industrial customers of Pye-Barker Sup 
ply Co., in Georgia 





Merchants, Manufacturers 
Honor A. Wessel Shapleigh 


The 1951 Award of Merit of the 
Hardware Merchants & Manufacturers 
Association of Philadelphia, was pre- 
sented to A. Wessel Shapleigh, pres- 
ident, Shapleigh Hardware Co., St. 
Louis, Mo., at the 65th Annual Ban- 
quet of the association, held on 
Jan. 25. 

E. E. Chandlee, chairman of the 
jury of award, read the following reso- 
lution and presented Mr. Shapleigh 
with a gold medal commemorative of 
the honor: 


WHEREAS, it is the desire of 
the Members of the HARDWARE 
MERCHANTS’ AND MANUFAC- 
TURERS’ ASSOCIATION to rec- 
ognize, and pay tribute to an out- 
standing individual associated with 
the Hardware Industry, who, by his 
activities and accomplishments has re- 
flected credit upon American business, 
and 


WHEREAS, the Jury of Award 
after mature deliberation has decided 
to present the Award for the year 
1951 to A. Wessel Shapleigh, a man 
who has been connected with the 
Hardware Industry during his entire 
business career, with a record of serv- 
ice to the Industry and to the Public, 
as described hereunder. He has dis- 
tinguished himself for breadth of 
vision, foresight and unselfish devo- 
tion to his many activities— 

Mr. Shapleigh is Chairman and 

President of Shapleigh Hardware 

Company, St. Louis, Missouri, 





founded by his grandfather in 1843. 

He has been connected with the 
Company since 1913, centering his 
interest in the financial end of the 
business during his earlier years. In 
1919 he was named Treasurer of the 
Company, and in 1933 became 
Vice-President. In 1942 he was 
elected President. Since 1948, he 
has held the office of Chairman 
of the Board as well. 

Mr. Shapleigh has also been ac- 
tive in two subsidiaries of his Com- 
pany, being President of the Mound 
City Paint and Color Company and 
the Longblock Realty Company. 

His business career was inter- 
rupted during World War I when 
he was in military service, entering 
is a Private and becoming a First 
Lieutenant in the Field Artillery. 

Mr. Shapleigh’s interests have 
been diversified in that he is a Di- 
rector of the Missouri-Portland 
Cement Company, Laclede Gas 
Light Company, Scruggs-Vander- 
voort-Barney Dry Goods Company, 
Ann Arbor Railroad Company and 
Wabash Railroad Company. 

His life has also included many 
activities of a non-commercial char- 
acter which have provided various 
civic and charitable institutions with 
his advice and counsel. Along these 
lines he serves as Trustee of the 
Bellefontaine Cemetery Association, 
Missouri Botanical Garden, Gov- 
ernmental Research Institute, Jef- 
erson National Expansion Memorial 
Association. 

He has been active in the affairs 
of Yale University, serving on the 
Alumni Board, is a Member of the 
Washington University Corporation 
Board, and the Advisory Council of 
Academy of Science of St. Louis. 

In addition, Mr. Shapleigh has 
been a Director of the Federal Re- 
serve Bank of St. Louis, the St. 
Louis Chamber of Commerce, and 
of the American Red Cross. The 
St. Louis Community Fund _ took 
much of his attention from 1930 
through 1946. At present, Mr. 
Shapleigh is serving as a Member of 
the Executive Committee of the 
National Wholesale Hardware Asso- 
ciation. 

These many commendable activities 
relating to the Hardware Industry and 
to the business and philanthropic in- 
terests bring our merited respect, es 
teem and acclaim to Mr. Shapleigh. 

It is, therefore, 


RESOLVED by the Jury of Award 
acting on behalf of the HARD.- 
WARE MERCHANTS’ AND MAN- 
UFACTURERS’ ASSOCIATION 
OF PHILADELPHIA that A. Wessel 


Shapleigh be selected as one who has 


We’re Not Exaggerating 


The Size of This Screw 


In Your PROFIT Picture 


The socket screw is probably one of the 
smallest items (in size) in your line—in 
fact, we make ’em down to No. 0 wire 
which you can just about see—but it’s no 
small item dollar-wise. 

With Bristol’s Socket Screws, you can 
make profits bigger two or three ways. 

First, Bristol’s screw gives you selling 
plusses over other socket screws. Our hex 
conforms to Class III fit—is made from 
special alloy steel, heat-treated to elimi- 
nate splitting, rounding, burring—and 
gives ‘‘custom-made’”’ strength for “‘reg- 
ular”’ prices. 


Second, we provide a fund of direct 
mail and point-of-sale aids to back up our 
consistent national advertising. Our pro- 
motional campaigns help move socket 
screws. All our printed material directs 
the prospect to our distributor. 

Third, Bristol gives you a distributor 
policy that you can really put “100%” in 
front of and be 100% right. And a sales 
training program at the distributor level 
that fellows who’ ve used it say really works. 

If you’d like socket screws to appear 
bigger in your profit picture, why don’t 
you get in touch with... 


Mill Supplies Division 


THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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TYPE U COMBINATION 


That's all we need to know about 
your circular saw requirements to 
give you that famous fast BLADE 
service. 

When stock takes a sudden 
drop, don't worry! We've been tak- 
ing care of rush orders for years. 
It's our business to be sure you get 
top quality circular saws (at better 
discounts) when you need them! 


BLADE BRAND circular saws ~ 


are highest quality alloy saw 
steel . . . hardened by scien- 
tific heat-treating methods 
... precision ground for long, 
trouble-free service .. . 
formly set and filed 


uni- 


Write, wire or phone when you 
need circular saws in a hurry for 
your customers. We maintain an 
adequate supply for immediate de- 
livery. Each blade is individually 
packaged for easier handling and 
greater protection. And remember 
—BLADE saws are sold only through 
distributors. You're sure of prompt 
service, customer satisfaction and 
full protection of your industrial 
accounts. GET YOUR COPY OF THE 
NEW BLADE CATALOG NOW. 


SIZES 
6 to 16 inches 
inclusive 


STYLES 
Rip, Cut-Off 
Combination & 
Hollow-Ground 


909 W. 3rd. Ave 
Columbus 12, Ohio 





| reflected great credit upon the Hard- 

ware Industry and is a most worthy 
| recipient of its Award of Merit for the 
year 1951. 


THE JURY OF AWARD 


E. E. Chandlee 

Fayette R. Plumb 

Jacob S. Disston, Jr. 
January 25th, 195] 
Philadelphia, Pa. 


Chairman 


Edward J. Weierstall, president of 
the Hardware Merchants & Manufac 
turers Association, served as_ toast 
master at the banquet. An unusually 
large number of gifts were presented 
to the guests in the traditional drawing 
of prizes. 

I'he principal address of the evening 
was made by Cameron Ralston of 
Utica, N. Y. on the subject: “The 
Five Plagues of Democracy.” 


Technical Tape Corp. 
Creates New Ad Department 


A new advertising department, 
streamlined to coordinate the advertis- 
ing and sales promotion of all its 
factories and warehouses throughout 
the United States and Canada, re- 
cently was introduced at Technical 
l'ape Corp., New York, N. Y. 

Director of advertising and_ sales 
promotion will be J. Jess Colby, for- 
mer newspaper columnist and adver- 
tising agency executive. 

Headquarters for the new depart- 
mental setup will be at the executive 
offices and main plant of the corpora- 
tion, located at 177th St. and Harlem 
River, Bronx. 





E. G. CUMMINS, vice-president of 
Cummins Machinery Co., Atlanta, Ga., 
prepares electric hand tools on a unique 
display rack in the new display room. 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 


6 Sound Reasons 
Why You'll Sell 
More MYERS 


Centrifugal pumps! 


.2) 


3) 


0 
6 


SIMPLIFIED CONSTRUCTION assures 
long and trouble-free operation; 
allows easier servicing. Minimum 
i Ht space required. 
OVERSIZE BEARINGS are pre-lubri- 
cated and extra-durable — a fea- 
ture that guarantees long life 
under severe conditions. 


SHIELDED SHAFT is protected against 
liquids and wear by bronze or 
stainless steel sleeve — readily 
accessible. 

RENEWABLE WEARING RINGS on both 
casing and suction heads. 
HYDRAULICALLY BALANCED IMPELLER 
minimizes thrust. Both casing and 
impeller quickly replaceable to 
meet changing conditions. 





oO WIDE SELECTION of direct-connected, 


= 


motor-mounted and belt-driven 
models; types to handle any liquid 
at temperatures to 220° F.; sizes 
Y. H.P. to 20 H.P.; capacities to 
650 gpm. against heads up to 
280 ft. 


his new Myers line combines 


many other unusual advantages, 
for a broad range of industrial and 
agricultural users. And — MOST 
IMPORTANT — it’s backed by 
Myers 80-year reputation for 
building only the best in pump- 
ing equipment! Sound reasons 


w 


hy it will pay you to write for 


full trade information today! 


THE F. E. MYERS 
& BRO. CO. 
Dept. W-80, 

Ashland, Ohio 





Edwin J. Heimer 


Yale & Towne Names Heimer 
Truck Sales Manager 

Edwin J. Heimer has been ap- 
pointed sales manager of hand lift and 
motorized hand trucks made by the 
Philadelphia division of the Yale & 
Towne Mfg. Co. Mr. Heimer suc- 
ceeds W. Glen Tipton who, after 23 
years of service with Yale & Towne, 
is retiring from business activities. 

Mr. Heimer has nearly 30 years ex- 
perience in the material handling 
field. Formerly, he was a vice presi- 
dent of Clapp & Poliak, Inc., national 
exhibit managers. Prior to joining 
that company in 1948, he was presi- 
dent of Barrett-Cravens Co. of Chi- 
cago, manufacturers of material han- 
dling equipment. He previously spent 
several years as vice president in 
charge of sales and advertising of the 
same hrm. 

\ former president of the Lift 
Truck and Portable Elevator Associa- 
tion, Mr. Heimer was instrumental 
in founding the National Materials 
Handling Exposition and was its first 
general chairman in 1947 and 1948. 
For many years, also, he was a director 
of Industrial Improvement Magazine. 


McConnell and Greenleaf 
Elected To Norton Board 


Edwin E. McConnell, controller of 
Norton Co. and Lewis S. Greenleaf, 
Jr., formerly vice president in charge 
of sales of Durex Corp. and of Durex 
Abrasives Corp. recently were elected 
members of Norton company’s board 
of directors at the 65th annual stock- 
holders’ meeting. 

Thomas S. Green, a Norton director 
for 13 years, has retired from the 
board 





BEALL 


SPRING \ 
ty 


, ue 
e,, om pm —_ 
-_ 


STEADY DEMAND 


—and continuous REPEAT business. Almost every 
one of your customers who usés Nuts, Bolts and 
Screws, now uses or can be sold BEALL KANT-LINK 
SPRING WASHERS—the nationally accepted type. 


BEALL Helical Spring Washers have long range 
“live” action and adequate PRESSURE POWER to 
combat ALL causes of looseness. 


Nationally Advertised 


—and nationally accepted. IN STOCK in all 
standard sizes; made of Carbon Steel, Stainless 


BEALL Spring Washers 
— prompt shipment 
—in cartons and bulk. 


Steel, Everdur, Duronze and other metals. 


BEALL TOOL DIVISION 
HUBBARD & CO. 


130 Shamrock St. ° 


Mr. McConnell, 16 years with 
Norton, also becomes a member of 
the company’s executive committee, 
which he has served in an advisory | 
capacity for the past three years. 


EAST ALTON, ILL. 
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ARMSTRoe!I 


GEAR and 


or breakag 
improved 
easy to set 
the harder 
the grip. 

12 types, 
3-arm, stan 
STEELGRIP 
forged arms 
screws as 
Universal P 
considerabl 
end of sha 


Write ExFerolog 


CHAINGRIP 
fm that reach to 
fances from 


ARMSTRONG-BRAY & CO. 
5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S. A. 











KEEP STEP WITH USER 
DEMAND 


®.® a 
% \\ 
— aD 


Hollow Set Screws 


Socket Head Cap 
Screws 











Headless Set 
Screws 





Stripper Bolts 
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ECONOMY 
PRODUCTS 


Smooth running assembly — hat’s 
the cry of every plant manager. 
Help him to achieve this by supply- 
ing the screw machine products 
that are made right and that have 
a long record of dependable service 

« ECONOMY ‘Screw Machine 
Products. They are needed in great 
numbers and satisfied customers re- 
peat over and over again ... no 
end to the sales possibilities. 
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+ ECONOMY MACHINE PRODUCTS CO. 3 





r 5217 Lawrence Ave. Chicago 30} 
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SOLD ONLY THROUGH 
DISTRIBUTORS 
BADGER Cor Movers con 
shitt and move cars from 
loading ond unloading 
platiorms in a minimum of ¢ 
time. Selling BADGER Car 
Movers is always profitable 
becouse each type fills o 
porticulor need. The AD 
VANCE Safety Cor Wrench 
is another leader We urge 
vsers to buy thru their 


distributor 


SPURS 

No. 22 Double spurs fit most P 

stondord makes of railway Cor Movers. There is o Bodger Spur for 
every Cor Mover 
ADVANCE CAR 


APPLET 


MOVER (ce) 


WISCONSIN 
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So. 


DISPLAY PROBLEM, how to keep 
the tool boards safe from counter sales- 
men “raiders”, brings together Ulie 
Cowart and Richard Thomas of Georgia 
Supply Co., Savannah. 





50th Anniversary Catalog 
For N. J. Eng. & Supply Co. 


The New Jersey Engineering & Sup- 
ply Co. has just brought out a new 
catalog compiled to help celebrate its 
50th year in business. 

Printed by R. R. Donnelley & Sons 
Co., the catalog of 500 pages contains 
information on the various types of 
machine shop equipment, tools and 
supplies carried by New Jersey Engi- 
neering, complete with illustrations. 

Business in the firm’s territory is 
thriving because of the many plants 
moving out of New York, according 
to Aaron Levine, supplies buyer. He 
believes the plant emigration is due 
in large measure to the new first-class 
highways that are scheduled for com- 
pletion at an early date, and that put 
some of the major industrial commun- 
ities of North Jersey only 20 minutes 
distant from New York. 

A. W. Wynbeek is the new sales 
manager for the firm, succeeding the 
late J. L. Walsh. Mr. Wynbeek has 
more than 15 years experience in the 
industrial supplies field. 


Mid-West Names Foresman 
Assistant Sales Manager 


R. J. (Pete) Foresman, recently 
elected assistant secretary of the Mid- 
West Abrasive Co., has been ap- 
pointed assistant general sales manager 
as well. , 

Mr. Foresman has been employed 
by the firm in various capacities since 
April, 1934 and has been in the sales 
department for the past several years. 

He will continue to make his head- 
quarters at the executive offices of the 
company in Owosso, Mich. 





Robert T. Haslam 


Worthington Pump & Mach’y 
Elects Haslam To Board 


Robert T. Haslam has been elected mo 
to the board of directors of Worthing- 
ton Pump & Machinery Corp. Y 0 U a T 0 p N 0 T C + LI N J 
Mr. Haslam was, until recently, a 
vice president and director of Stand- Your customers will always need the best fastener they 
ard Oil Co. (New Jersey). A director can get for the money. Stock the TOP NOTCH line of 
and member of the executive commit- Chicago “Safety Plus” Socket Screws for these four 


tee of Ethyl Corp., he also is a mem- 
ber of the corporation of Massachu- 
setts Institute of Technology. 

W. A. Finn has been named gen- 
eral manager of Worthington Pump 
& Machinery. He is enroute to Paris 
and replaces A. W. Fraser, who as- 
sumes an executive sales position with 
Worthington and will make his head- 
quarters in Chicago. 


Industry Executive Panel 
Highlights Hajoca Meeting 


More than 275 officers, executives, 
managers, salesmen and other invited 
guests of Hajoca Corp. gathered re- 
centiy at the Warwick Hotel in Phila- 
delphia for the firm’s 24th Annual 
Meeting, a feature of which was an 
all-industry panel of the firm’s sup- 
pliers who answered a rapid fire of 
questions on the possible effect of 
limitation orders and _ production 
changeover plans. 

An all-Hajoca executive panel also 
exposed themselves to questions on 
all subjects ae to compar 
operations. A panel of selected eanile 
managers deo took part in the pro- 
gram 


Ducommun Shares Profits 


Ducommun Metals & Supply Co.’s 
year-end profit-sharing resulted in a 
cash payment of $120,218 to 550 «m- 
ployees, the Los Angeles company re- 
ports. In addition, an estimated 
$170,000 will be paid into a trust 
which provides retirement benefits. 





reasons: 
© EASY TO SELL—The Chicago line of socket 


screws can be your “‘leader”, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago “‘Safety 
Plus” line because it is the specified line for 
original aanemy | in ALL FIELDS OF MANU- 
FACTURE 


© LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell”, plus 
*“‘Constant Demand’’, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago “‘Safety Plus’? Screw products 
offer a better line to follow—to push—to sell for 
all four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws ° Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs ° 
Keys for “SAFETY PLUS” Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


oe CHICAGO SCREW COMPANY (ff 
2503 WASHINGTON BLVD + BELLWOOD 
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CASH-ACME Values 


DEMANDED BY 
INDUSTRY... 


foundry equipment 
manufacturer specifies 


CASH-ACME 


In the foundry equipment shown above, CASH 
ACME Pressure Reducing and Regulating Valves 
withstand the rigors of constant operation found 
in this heavy industry. Here's actual proof of 
CASH-ACME superiority. During this period of 
possible sho specify automatic valves that 
las e life of your equipment CASH-ACME 
Let ! su about the ever-growing number 
e CASH-ACME Valves have been 
nd perform successfully in dozens of 
e for this list of case histories and 
1 cribing the part CASH-ACME 
Valves can play in the successful 

of your products 


q Cine SILENT SENTINEL 


tomatic Valves 


A. W. CASH VALVE 
MANUFACTURING CORP. 
6615 E. Wabash Avenue 
Vecatur, IIlinois 


VISE performance 
that pays off to 
your customers 

—and to you 


When you sell Morgan Vises you 
give your customers every benefit in 
performance. You give them the 
quality, the design, and the con- 
struction that have special value in 
service. The dependability that is 
found in Morgan Vises is a sales- 
maker for you—consider this and the 
profit angle and sell Morgan Vises. 


Our sales plan gives you every advan- 
tage and we urge users to buy through 
their local distributor 


Machinists ® Quick Action 
ench Continuous 


— oo MORGAN VISE COMPANY 


© Garage Vise 
Sheet Metal 
hg 108 N. JEFFERSON ST. 


® Hinged Pipe CHICAGO 6, ILLINOIS 


Woodworking Vise 


MORGAN 
SEMI-STEEL | é %& rs & 
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R. D. MacDonald 


J. H. Williams & Co. 
Promotes Ray MacDonald 
Raymond D. MacDonald has been 


appointed to the post of sales repre- 
sentative for J. H. Williams & Co., 
Buffalo, N. Y. In his new capacity, 
he will represent the company in 
western and central New York State, 
northern Pennsylvania and adjacent 
Canada, working out of the firm’s 
home office at Buffalo. 

Mr. MacDonald has been associated 
with the company as a sales engineer 
since February, 1949. 


Recommendation Available 
On Copper, Copper-Alloy 


Printed copies of Simplified Prac 
tice Recommendation R241-50, cop 
per and copper-alloy rod (round, hexa- 
gonal, and octagonal) now are avail- 
able, the Commodity Standards Divi- 
sion of the Office of Industry and 
Commerce, U. §. Department of 
Commerce, reports. 

The recommendation, which was 
proposed by the Copper and Brass 
Research Association, lists preferred 
outside diameters or distances between 
parallel surfaces of rod ranging from 
ts inch to 4 inches. 

General adoption of the recom- 
mendation should result, the sponsors 
believe, in steadier production, and 
the repetition of orders for similar 
sizes should in time permit the build 
ing up of stocks, thus helping to regu- 
larize production and facilitate dis- 
tribution. 

Printed copies of Simplified Prac 
tice Recommendation R241-56, Cop 
per and Copper-Alloy Rod (round, 
hexagonal, and octagonal), may be 
obtained from the Superintendents of 
Documents, Government Printing 
Office, Washington 25, D. C. at five 
cents the copy. 





NPA Information 
Sources Listed 


Industrial distributors, salesmen and 
their customers may now write to or 
visit the nearest Department of Com- 
merce Field Service Office for informa- 
tion about National Production Au- 
thority regulations and orders. The 
NPA is able to provide prompt, 
efficient service and direct assistance 
throughout the country. The field 
offices are in touch by teletype with 
daily developments in Washington and 
are always m a position to process or 
otherwise consummate any action 
which involves the NPA for the busi 
nessman. 

The following is a list of field offices 
where this service can be obtained: 


ALBUQUERQUE, N. M.—Hanosh 
Bldg., 203 W. Gold Avenue 

ATLANTA 3, GA.—418 Atlanta 
National Bldg., 50 Whitehall St., 
SW 


BALTIMORE 2, MD.—314 U. S. 
Appraiser’s Stores Bldg., 103 So. Gay 
St 


BIRMINGHAM, ALA.—319 Frank 
Nelson Bldg., Second Ave. & 20th St. 

BOSTON 9, MASS.—1800 Cus- 
tomhouse. 

BUFFALO 3, N. Y.—242 Federal 
Bldg., 117 Ellicott St. 


BUTTE, MONT .—301A O'Rourke 


Fstate Bldg., 14 W. Granite St. 


CHARLESTON 3, S. C—310 
Peoples Bldg., 18 Broad St 

CHEYENNE, WYO—206 Fed- 
eral Office Bldg., 21st St. & Carey Ave. 

CHICAGO 4, ILL.—1150 McCor- 
mick Bldg., 332 So. Michigan Ave. 

CLEVELAND 14, OHIO—215 
Union Commerce Bldg., 925 Euclid 
Ave. 

COLUMBIA, S. C., Area 2-H Cor- 
nell Arms Bldg., Sumter & Pendleton 
Sts. 

COLUMBUS, OHIO—Troutman 
Bldg., 209 So. High St. 


DALLAS 2, TEX.—Room 1114, 
1114 Commerce St. 

DENVER, COLO—142 New 
Custom House. 

DES MOINES 9, IA.—601 Securi- 
ties Bldg., 418 Seventh St. 

DETROIT 26, MICH.—1038 New 
Federal Bldg., 230 W. Fort St. 


EL PASO, TEX.—Chamber of 
Commerce Bldg., 310 San Francisco 
St. 


FARGO, N. D—207 Walker 
Bldg., 621 First Ave. North. 


HARTFORD 1, CONN.—224 
Post Office Bldg., 135 High St. 

HOUSTON 14, TEX.—602 Fed- 
eral Office Bldg. 


Lash 
PLIERS 





FOR MEN 
WHO 
DEMAND 


highest 
* WaUCY 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 

Many inferior pliers cost as much or 
almost as much as Kleins. Your cus- 
tomers will appreciate the extra qual- 
ity they receive in genuine Klein Pliers 
—the plus service these tools render. 

Klein Pliers are available in a wide 
range of sizes and types. Be sure you 
have a stock of these more popular 
styles on hand for your customers who 
appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., 
New York 


— 
The New Klein Catalog giving len f 
full information on the complete a 
Klein line will be sent on re- = 
quest. 


' 


| coi ING 
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about the manhours lost when fasteners aren’t 
accurately made. That’s why 


lit eke 


has acquired such a reputation for making the finest in: 


CAP w Set or COUPLING & MILLED 
SCREWS SCREWS BOLTS sTuDS 
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WW 
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Build up customer confidence and profitable repeat sales 
by stocking the Ottemiller line of “‘milled from the bar” 
screw machine products. 








LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


JACKSON, MISS.—Room 203, 
301 No. President St. 

JACKSONVILLE 1, FLA—425 
Federal Bldg., 311 W. Monroe St. 


KANSAS CITY 6, MO.—2400 
Fidelity Bldg., 911 Walnut St. 


LOS ANGELES 12, CAL.—1546 
U. S. Post Office & Court House, 312 
No. Spring St. 

LOUISVILLE 2, KY.—631 Federal 
Bldg. 


MANCHESTER, N. H.—Room 
315, Beacon Bldg., 814 Elm St. 

MEMPHIS 3, TENN.—229 Fed- 
eral Bldg. 

MIAMI 32, FLA.—947 Seybold 
Bldg., 36 NE First St. 

MILWAUKEE 2, WISC.—700 
Federal Bldg., 517 E. Wisconsin Ave. 

MINNEAPOLIS 1, MINN.—338 
Midland Bank Bldg., 401 Second Ave. 
So. 

MOBILE. 10, ALA.—308 Federal 
Bldg., 109-13 St. Joseph St. 


NEWARK, N. J.—325 Industrial 
Bldg., 1060 Broad St. 

NEW ORLEANS 12, LA.—1508 
Masonic Temple Bldg., 333 St. 
Charles Ave. 

NEW YORK 4, N. Y.—42 Broad- 


way. 


OKLAHOMA CITY 2, OKLA— 
311 Council Bldg., 102 NW Third St. 

OMAHA 2, NEB.—502 W. O. W. 
Bldg., 1319 Farnam St. 


PHILADELPHIA 6, PA.—812 La- 
fayette Bldg., 437 Chestnut St. 

PHOENIX, ARIZ.—518 Security 
Bldg., 234 N. Central Ave. 

PITTSBURGH 19, PA —1013 
New Federal Bldg., 700 Grant St. 

PORTLAND 4, ORE.—217 Old 
U. S. Court House, 520 SW Morri- 
son St. 

PROVIDENCE 3, R. I.—203 Cus- 
tom House, 24 Wevbossett St 


RENO, NEV.—Cladianos Bldg., 
113 W. Second St. 

RICHMOND 19, VA., Room 2, 
Mezzanine, 801 E. Broad St. 

ROCHESTER, N. Y.—819 Com- 
merce Bldg., 119 F. Main St. 


ST. LOUIS 1, MO—910 New 
Federal Bldg., 1114 Market St. 


SALT LAKE CITY 1, UTAH— 
508 Post Office Bldg., 350 So. Main 
St. 

SAN ANTONIO, TEX.—Room 
518 Bedell Bldg., 118 Broadway. 

SAN DIEGO, CAL.—15 C U. S. 
Custom House, 325 West F St. 

SAN FRANCICO 11, CAL.—306 


of all smaller sizes 
Customhouse, 555 Batterv St. 


THE EDWIN H. FITLER CO. 
SAVANNAH, GA—218 U. S. 


PHILADELPHIA, PA. 
Court House & Post Office Bldg., 125 
Sold by Dealers Everywhere Bull St. ieee 
SEATTLE 4, Wash.—809 Federal 


Found on the outside of 
54” diameter and larger 
sizes and on the inside 


in ¥ - wt ¥ : , 

\ Stee Ey iva Fie 
Aaah ee 
es x 
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Office Bidg., 909 First Ave. 
SPOKANE, WASH.—401 Colum- 
bia Bldg., 107 Howard Ave. 
SYRACUSE, N. Y.—918 Chimes 
Bldg., West Onondaga & So. Salina 
Sts. 


TAMPA, Fla.—307 Wallace Bldg. 
Annex, 608 Tampa St. 

TRENTON, N. J.—Old Post Of- 
fice Bldg. Room 306, E. State & 
Montgomery Sts. 


WILMINGTON, DEL.—Front & 
French Sts. 

WORCESTER, MASS. — Room 
201 Dean Bldg., 107 Front St. Dealers and distributors deserve a sane, 
sensible factory sales policy. Peoria Mal- 
Worthington Consolidates leable Castings Co. knows this and protects 
Construction Eqpt. Sales your profits on Peoria Chain. Complete line 
11 sad ' ape of every size malleable iron chain. Write 
re = construction equipmen Sales . . ° 
division of The Worthington Pump & today for catalog or order immediately if 


Machinery Corp. has been reorganized your stocks are low. 
by the company. The Holyoke, Mass., 
and Dunellen, N. J. divisions are 
grouped together with headquarters 
at the Dunellen, N. J. plant. 
W. J. Fleming, formerly manager 
of the Holyoke construction equip- 
ment sales division, has been named 
works sales manager of the consoli- 
dated division; and J. S. Bachman has 
been named field sales manager. 
Product division supervision and ’ 
advertising and sales promotion activi- } eo DRIVE CHAIN 
ties will continue under the same DETACHABLE CHAIN 
direction 


Swartwout Co. Names Douda 
Division District Manager : 
Establishment of a new company- ‘ 
operated sales office, to service the é H CLASS 
northeastern Ohio area, is announced REFUSE CHAIN 
by the Power Plant Equipment Divi- 3 
sion of The Swartwout Co. : : 
The new office will be under the { 400 CLASS rite 
direction of district manager Harold | | PINTLE CHAIN ee 
C. Douda and will be located at the q , 
company’s main plant at Cleveland. 


700 CLA 
PINTLE CHAIN 











ROOF-TOP 
TRANSFER CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 


CvCETS “COMBINATION” 


AIN 


‘PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 


Harold C. Douda 


INDUSTRIAL DISTRIBUTION * MARCH, 1951 








O,iginality 


WIPINnG | eamtiae 
CLOTHS 


e STERILE ¢« SOFT © DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS... 


SANATEX San Forene Processed Wiping Cloths are carefully 
g@elected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof. dustproof 

cartons attractively labeled and stating exact de- ia — ; 
scription of sane, You can build a fine, profitable — The Line That Gives ‘Em 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all information now The RIGHT Tool! 

on this money-making line which gives é ? . De they need a complete kit like the « sows above? 
you repeat business over and over again. : : ; Phillips with 10” blade? You can say “‘yes’ 


to 
customers on many unusual as well as standard 


= ye ag nut drivers, pliers and tool sets, when 
Individual Labels to Jobbers read Stock XCELITE. And you can nay ots, wy 


yes 
“SANATEX Wiping Cloths expressly KCELITE duality—it's always been tops, as the 
packed and prepared for. . . your name— experts will tell you. Write for comalele catalog. 


your address” S : 4 <s PARK METALWARE CO., INC. 


SANATEX CORP. i (3 eg we 


2321 N. Wolcott Avenue ~ * 
Chicago 14, Illinois — 5 PREFERRED BY EXPERTS 
MA f ers repr hk @ territories open. First to use plastic for screwdriver handles 


























MERCURY CLUTCHES 
A = he — " ES uit the famous 


Wherever you find an electric motor at work in the 
Replacement, Maintenance, or Service markets there is 
an opportunity to sell a Mercury Automatic Clutch. 





Installed on an electric motor, a 
Mercury Automatic Clutch cuts start- 
ing current demand one-half to 
two-thirds, provides full protection 
against burned-out windings, blown 
fuses, and fire hazards. Available 
for % HP to 15 HP motors plus a 
choice of demountable pulleys. 
A recent Mercury development is the 
Series “‘E’ Mercury Clutch Coupling 
This is a complete unit consisting of 


a Series “E” Mercury Clutch with FOOT & CHECK VALVES 


p s for a 
flexible coupling hesween it and the end leakage troubles . . . save their 


electric motor. Designed for installa- cost ti 
tion on the shafts of integral horse- ost many times over in service calls 


power electric motors up to 15 H.P they eliminate. Ideal for jet type 
rating pumps. Ask for bulletin 401. 

The Mercury line is @ profitable one for distributors . . 

reasonably priced with generous discounts. Write for the 

Mercury Distributor Discount Schedule and copy of Cata- 

leg A-3. 


Or ; 2 age 
g A | Miran Chlateh Livin 
+ - 
[J AUTOMATIC STEEL PRODUCTS INC. - CANTON6-OHIO ff STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 
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William K. Honan 


All-State Welding Alloys 
Names Honan Manager 


William K. Honan of Glastonbury, 
Conn., has been appointed a regional 
manager of All-State Welding Alloys 
Co., Inc. He will direct sales and serv- 
ice for All-State in all of New Eng- 
land, New York State (north of West- 
chester County) western Pennsylvania 
and Ohio, 

Mr. Honan has been identified with 
alloys and the welding supply business 
in New England for several years. He 
was an officer and shop superintendent 
of Wooldridge Aluminum Welding 
Products, Inc. and manager of Weld- 
ing Alloys Mfg. Co. 


Cummins Business Machines 
Changes Its Name 

Ihe Cummins Business Machines 
Corp. has changed its company name 
to “Cummins-Chicago Corporation.” 
Internal growth and external expan- 
sion indicated the desirability of a 
corporate title more in keeping with 
the 64-year old companies enlarged 
activities. 

Cummins-Chicago Corp. was 
founded in 1887 by B. F. Cummins, 
who, during his lifetime, concentrated 
on the manufacture and distribution 
of a small line of well-designed hand- 
operated machines. 

In December of 1945, Cummins en- 
tered the electric portable tool field, 
at ficst producing three models of a 
quarterinch electric drill. Today the 
Cummins Portable Tool Division 
manufactures a comprehensive line of 
portable electric saws, drills, sanders, 
polishers and planers, as well as heavy 
duty equipment for industrial applica- 
hons 








W-S END MILLS . 


——, W-S TWIST DRILLS 


ea <7 a. 
—— ~ 
W-S COUNTERBORES 


ee 


a 


THE MOST COMPLETE = cess W-S LATHE CENTERS 
LINE OF CARBIDE 
CUTTING TOOLS 


we 
L BITS, MILLED-AND BRAZED 


ee... 


Choose from a complete range of sizes 
. . . wide selection of styles . . . straight 
or taper shanks. Quick delivery on all 
W-S tools from your nearest Wendt- 
Sonis distributor. 


-~wenotVsonis 


CARBIDE TIPPED CUTTING TOOLS 


BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS 

CUT-OFF TOOLS © DRILLS © END MILLS © FLY CUTTERS 

TOOL BITS © MILLING CUTTERS © REAMERS © ROLLER 
TURNING TOOLS © SPECIAL TOOLS 


, 
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GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 
1. Improved open thrash type impeller. 

2. Rotary double shaft seals 

3. Double jet method of priming. 

These impr bined with ad- 


vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 





The extra air handling ability of CMC 
DUAL PRIME pens —, Permits 

and 
when the ordinary “centrifugal } pump loses 
prime and becomes air bound. 





Available in 3 basic a ee close 
coupled, flexible coupled an id 
mounted pump only, CMC DUAL. PRIME 
PUMPS range in sizes from 12" to 10”— 
up to 240,000 G.P.H. 


ONSTRUCTION Mun 
WATERLOO 1OWA, U.S.A 








ws NEWS... 


IT'S WORTH STOPPING TO SEE! 


Maybe Industry doesn’t maintain 

show windows on Fifth Avenue or State 
Street or Wilshire Boulevard like 
America’s great department stores. 

But your industry has a mighty effective 
show window ...and this is it... 

this magazine. In these advertising 

pages alert manufacturers show their 
wares. Here you will find 
up-to-the-minute news about products and 
services designed to help you do 

your job better, quicker, and cheaper. 

To be well-informed about the latest 
developments in your business, your industry... 
and to stay well-informed... 

read all the ads too. 
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Stuart S. Chosid 


Chosid Sales Director 
At Congress Drives 


Stuart S. Chosid has been named 
director of sales of the Congress Drives 
Division, manufacturing pulleys, pil- 
low blocks and V-belts in Detroit. 

Mr. Chosid has been with Congress 
Drives since graduating from the Uni- 
versity of Detroit in 1933, in the Col- 
lege of Engineering. 


Customers Need Tools? 
They Can Be Borrowed 


If any of your good customers is 
having a time of it to get down to work 
on an important defense contract be- 
cause he lacks the ability te get cer- 
tain items of production equipment 
he needs badly, you might refer him 
to the Army, Navy or Air Force, where 
he may be able to borrow or lease said 
equipment or machinery. 

The National Defense Reserve has 
on hand some 98,000 major items of 
production equipment, 60,000 of them 
machine tools. 

Prime contractors on defense work 
who need tools should make their 
ippeals directly to their contracting 
ofhcer. Sub-contractors are advised 
to apply through the prime contractor. 

The kind of contract your customer 
has will determine whether the tools 
vill be loaned to him. Those plants 
vorking under “‘cost-plus’” contracts 
vill get them on loan. (If the govern- 
nent charged for them it would be 
obbing one of its pockets to fill up 
the other.) However, contractors op- 
erating under fixed tee or bid contracts 
vill have to pay the rent for the ma- 
chines or tools they need. 

Of course your customer can’t count 
on getting a brand new tool, well- 
oiled and ready to take off into a 
long production run. Tho’ these tools 





have been rebuilt, their condition 


| * 
couldn’t be rated “A-1”. But... if For Distributors Who Recognize 


your customer does iced to make re- 
pairs, or he undergoes expense to put the Fact 

the tool in shape for the job, the gov- lt 
ernment will pay costs. 

Che condition of the tool generally 
depends on which service has it avail- 
ible. ‘The grapevine says the Navy 
has the best of the lot, the Air Force 
the worst. Somewhere between falls 
the Army’s machines and tools. 

Navy Did Some Repairs 

All along the Navy has gone to some 
effort to keep its supply in repair and 
operable It has removed and re- 
placed all worn and broken parts; in 
a good many cases has stored them in 
dehumidified warehouses. 

The Air Force, until recently, 
merely piled its machine tools into 
storage “‘as is” 

lhe Army assessed their damage, 
listed the parts needed for each tool, 
but generally did little to replace 
parts. All electric motors were taken 
ff and checked by all three services. 

Few of the tools can be considered 
is being genuine “‘rebuilts”; none of 
them actually has been run through 
on a power test. All need final ad 
justments. Available in bench type, 

[he policy of the new Munitions floor type and vertical for 
Board is to bring all tools up to Navy overhead hanging 
standards. It will not try to rebuild 
tools, except where an important tool 


we AITIVI TIL dl 


Strand Flexible Shaft 
machines are available in a 
complete line 





A wide range of capacities 
and speeds to meet every 


is in bad shape, so bad it needs a com- requirement 

plete overhaul. In such cases, the 

tool either will be sent back to the Your choice of metal casing 
original manufacturer, or to a quali- or vulcanized casing 


fied rebuilder for service A complete line of Y Wlustration shows 


If you should suggest this source accessories and attach- ] Three Speed Fiex- 
for machine tools to your troubled ments to choose from ible Shaft Machine 
customer, be sure to remind him that = mounted on 30 inch 
a) the tools he'll get aren’t ‘“‘as-good- SEND FOR LATEST CATALOG 31 steel stand. / H.P. 
as-new”’: and (b) he can’t work them 
into his operations as a permanent _ 
part of his production line. Let him Here are essential products for 


think of them as emergency stop-gap 


. . 
equipment—to be used until new tools Speeding Up Production... 
can be ordered and delivered to him. STRAND flexible shaft equipment has many advantages. The head is 
lightweight but it has superpower. The flexible shaft itself is strong and 
will not kink as it is wound of music wire. All construction is strong and 


rugged. All these features have given STRAND an enviable reputation for 
outstanding quality. 





You'll find a ready market for flexible shaft equipment and because of 
STRAND 's reputation for quality many distributors find this equipment 
easier to sell. It represents the kind of quality line you can be proud to 
handle. 

WRITE FOR OUR DISTRIBUTOR ARRANGEMENT 


STRAND 


FLEXIBLE SHAFTS 
and 


FLEXIBLE SHAFT MACHINES 
C. G. BIGWOOD has been appointed 


vice president in charge of operations 
of The L. S. Starrett Co., Athol, Mass SALES OFFICES: CHICAGO © BALTIMORE © TULSA 


INDUSTRIAL DISTRIBUTION © MARCH, 1951 255 














SPEED 
MOO AES 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

own stock room. 

The telephone at your 

elbow—the telegram 

blank on your desk 

activate a top notch 

production service 

that insures maxi- 

mum speed and 

accuracy in de- 

livering what 

you want 


Better 
METAL 
HOSE 


for conveying 
chemicals, steam 
oils, tars asphalt, 
alkalis, gases, light 
solids, refrigerants, 
gasoline . tor 
absorbing _ vibra- 
, correcting misalignments, mo 
service eliminating the rmal ex 
pansion strains 
In all workable metals from }”- 
36” I.D. inclusive. Standard or 
special couplings. 


Write for Bulletin 100 


See our Catalog in Sweet's File 
for Product Designers. 


ATLANTIC 


1 ee Oh) OO On 


104 West 64th St 














New York 23, NY 











T. W. Krueger 


Duff-Norton Advances 
T. W. Krueger In Sales 


T. W. Krueger has been named as- 
sistant general sales manager of The 
Duff-Norton Mfg. Co., Pittsburgh, 
Pa. In addition to his duties as assist 
ant general sales manager, he will con 
tinue to direct advertising and sales 
promotion activities. 

Mr. Krueger joined Duff-Norton in 
1947 as advertising and sales promo 
tion manager. Pnor to joining the 
company, he was associated with the 
lvertising department of Jones & 
Laughlin Steel Corp. 


Industry Advisory 
Unit Rules Issued 

Formal procedures for consultation 
with industry on the defense produc- 
tion program were established by 
NPA. The rules were designed to as- 
sure NPA the benefits of representa- 
tive industry opinion and to guide 
participants in adhering to the anti- 
trust law provisions 

Provisions for informal meetings of 
trade association executives with NPA 
officials also were made. 

According to the rules, committee 
members are nominated by directors 
of NPA’s industry divisions. Com- 
mittees are designed to give represen- 
tation to large, medium and _ small 
businesses, geographical distribution, 
members and non-members of trade 
associations and various segments of a 
given industry. Lists of nominees are 
subject to review by NPA Office of 
Small Business. 

Terms are limited and membership 
rotated where possible to further 
broaden representation. Invitations to 
meetings will be issued by NPA Office 
of Industry Advisory Committees and 
only those invited will be permitted 
to attend. 
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Produce more 
SALES easier 
with the 
ORIGINAL 
and ONLY 


J 
“MORE POWER 
PULLER” 


Here’s a strong, durable utility tool that 
appeals instantly to your customers for 
moving, loading or handling heavy machin- 
ery and equipment openiag car doors, 
pulling stumps, wrecking buildings, etc. 
This compact, light weight puller is easily 
carried as a part of your tool kit or equip- 
ment. It is hand operate equires no 
electrical or fuel connections—is quickly 
available for service where more power is 
required. 
Comes equipped with 20, 30 or 40 ft. of cable. 
List Price $27.75 to $33.80 
Write, wire or phone 


Distributor & Dealer Openings 


The WYETH-SCOTT C0. 


NEWARK, OHIO 




















Punch—cap ‘ thru 44" Iron 


8-B Punch—cap. 4" thru 1%” Iron 


No. 6—Skylight, Ventilating, 
and Tank Flange Punch 


W. A. WHITNEY- 


HAND LEVER 


PUNCHES 


® Since 1907 W. A. Whitney Hand 
Lever Punches have been favorites 
with industry. All W. A. Whitney 
Punches are built to give good serv- 
ice for many years. ese 

give you sales volume and we 
can supply repair parts for 
punches that we make. Immediate 
service on orders. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


- 








W. A. Neumann, Jr. 


De Laval Names Neumann 


Products Division Manager 

W. A. Neumann, Jr., has been ap- 
pointed manager of the IMO-De Laval 
Products Division of DeLaval Steam 
rurbine Co., Trenton. In that capac 
ity he will be responsible for engineer 
ing and sales of the company’s line of 
power transmission equipment and ro 
tary pumps. He has served as acting 
manager of the division for the past 
veal 

In addition to his new responsibili 
ties, Mr. Neumann will continue as 
assistant treasurer of the company. 
Previously he held the position of con 
troller 


Synthetic Benzene 
Expansion Urged 

Benzene users, producers and poten- 
tial producers filed a resolution with 
the National Production Authority 
asking the Government to authorize 
facilities for the production of 88 mil- 
lion gallons a year of synthetic ben- 
zene to meet Defense needs. 

Industry representatives suggested 
1 goal of 280 million gallons of ben- 
zene for 1953, or about 300 million 
gallons if imports continue from 
Western Europe at the present rate 
of about 20 million gallons a year. 

(he Petroleum Administration for 
Defense said that several applications 
for certificates of necessity for the con- 
struction of petroleum benzene facili- 
ties have already been received and 
that enough such projects have been 
proposed to bring in well over half the 
goal of 88 million gallons suggested by 
the industn 

Large users estimated that supplies 
for civilian uses will grow somewhat 
tighter during 1951, then ease up and 
perhaps equal present supply in 1952. 
\ large portion of the supply has been 
diverted from normal uses to the pro 
duction of svnthetic rubber 








A 75-Pound Pressure on the 
Lever of this Jack Screw can 
Raise a 40,000-Pound Load ! 


(This jack screw has a 21-inch 
lever—4 threads to the inch.) 


BASIC FOR 
INDUSTRY 


Precision-made by specialists . . . in a new 
plant designed for the exclusive manufacture 
of socket screw products bearing the famous 
Blue Devil name. 

Sold only through Industrial Supply Distributors 








~ Socket Set Screws 
~ Socket Cap Screws 
¥ Socket Screw Keys 
¥ Socket Pipe Plugs 
v — Stripper 


olts 
v Flat Head Socket 
Cap Screws 


Pe 7B tina 


\——~ Sarety SockeT Screw ComMPANY 


6500 AVONDALE AVENUE e CHICAGO 31, ILLINOIS 
New York Office—11 Park Place West Coast Warehouse—2022 E. 7th St., Los Angeles 
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PARKER VISES 


Complete Line Including 
HINGED PIPE VISES » WOODWORKERS’ VISES 














/ Awad SWHO 
AHL 


i ial 


eS.) 
“NZOLYIW 
90 


EXCLUSIVE 
FEATURES 
Write for catalog. Sold 100% through distributors 





IT PAYS OFF IN 
ANY EMERGENCY 


\ 
\ 


SS 


AY 


NO SUDDEN DARKNESS 
You Always Know 
if Fuel is Low 


Lighting the World for 111 Years 
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NEW AD MANAGER for Edward 
Valves, Inc., East Chicago, Ind. is 
Bruce K. Stabelfeldt, who formerly 
was advertising manager at Blackhawk 
Mfg. Co. 





Chrome Supply 
Increase Sought 


The Ferrochrome Industry Advisory 
Committee of the National Produc- 
tion Authority is looking for methods 
to increase the supply of chrome to 
meet the demands of the expanding 
rearmament program. The group said 
that it has been in the process of in- 
creasing capacity to produce ferro- 
chrome for some time and will con- 
tinue to do so. The main problem is 
to obtain sufficient supplies of ore. 

Chrome ore is smelted to obtain 
ferrochrome which is used in steel to 
provide corrosion-resistance, high-tem- 
perature resistance and strengthening 
qualities. One of the chief difficulties 
in obtaining ore is the lack of facili- 
ties for shipment from Africa, a lead- 
ing source of high-grade ore. Govern- 
ment assistance in securing use of one 
pier in Beira, Africa, for ore shipments 
only, is being sought. The arrangement 
would assist in breaking some of the 
present ore-loading shipping bottle- 
necks. 

U.S. domestic production of chro- 
mium ore is extremely small. During 
1949 this country produced only 433 
tons of suitable ore. 


Bethlehem Supply Units 
Now Integral In Tulsa 
The Bethlehem Supply Co. of 


California now operates as an integral 


unit of Bethlehem Supply Co., Tulsa, 
Oklahoma. 

The announcement was made by 
C. R. Zimmerman, executive vice 
president of Bethlehem at Tulsa, at an 
all day meeting in Los Angeles, at 
which time an outline was suggested 
for the 1951 campaign of business 
under the new alliance. 





J. Whiting Friel 


Standard Pressed Steel 
Advances J. Whiting Friel 

J. Whiting Friel has been appointed 
vice-president in charge of sales of 
Standard Pressed Steel Co., Jenkin- 
town, Pa. 

Mr. Friel, who joined the firm in 
1915, has served successively as sales- 
man, head of Detroit sales, manager 
of outside sales and general sales man- 
ager. 

Other new officers elected include 
H. Thomas Hallowell, Jr., president, 
succeeding H, T. Hallowell, Sr., foun- 
der of the company, who becomes 
chairman of the board, and W. I. 
Kryder, secretary, succeeding R. S. 
Mast, who is retiring after 46 years of 
service. 

Harald F. Gade, co-founder of 
Standard Pressed Steel, becomes senior 
vice president in addition to his pres- 
ent position as treasurer. 


Mack and Thompson 
Advanced By Goodrich 


A. Clarke Mack, Jr., has been named 
manager of flat belting, including con- 
veyor, elevator and transmission for 
The B. F. Goodrich Co., Akron, Ohio. 

J. Robert Thompson has been ap- 
pointed manager of the Atlanta dis- 
trict for the division, where he takes 
the post of Art Coffin, who has re- 
tired after company service going back 
35 years. 

Mr. Mack joined Goodrich in 1940. 
For the last year he had been in sales 
promotion work on flat belting. 

Mr. Thompson, with the company 
since 1930, started in the textile divi- 
sion at the Martha Mills, Silvertown, 
Ga. He has been in industrial prod- 
ucts sales 17 years with the exception 
of four years in the U. S. Army Ord- 
nance Corps. 


* | CHAIN 


_.. IT PAYS 
BIG DIVIDENDS! 


There is a vast market in your territory 
for TM Alloy Steel Chain. Foundries, 
railroad shops, quarries, oil well drilling 
rigs, steel mills, and all types of metal 
working plants are sure-fire prospects 
for this superior chain. Sell it wherever tough, dependable 
chain is required. It pays big dividends in more satisfied 
customers—more repeat business— more profits for you. 
TM Alloy Steel Chain is stronger, safer and lasts five to 
fifteen times longer than wrought iron chain. It is highly 
resistant to shock, grain-growth and work-hardness 
at all temperatures—never requires annealing. 
Slings made to any desired length from 4" to 134” stock. 
Furnished with hooks, rings, pear or oval-shaped end 
links as specified. Send coupon today for complete 
details and specifications. 


S. G. TAYLOR CHAIN COMPANY 
HAMMOND, INDIANA 





eeeaeeeeeeeeeeeeeeeeeeeeeeee 


® s. G. TAYLOR CHAIN COMPANY 
e@ Dept. 6, Hammond, Indiana 


\ 
@ Rush details on TM Alloy Steel Chain. yf on M 
an |AYLOR MADE 
Address cae ® , aa ; 
City Zone State ., SINGS 873 
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Sell EXTRA SPEED 
for 


parts 
assembly 


“ VANKEE™ 


Spiral Ratchet Screw Drivers 


With the fast, easy action of 


“YANKEE” Spiral Ratchet Screw _ 


Drivers, tough assembly jobs are a 
pushover. Used on thousands of appli- 
cations like the one pictured above 
“YANKEE” Drivers speed work, cut 
costs on every unit — keep worker 
fatigue at a minimum. Made in two 
styles — regular and “quick-return”. 
The automatic spring return action 
makes driving a one-hand job... ideal 
for overhead and hard-to-reach work. 
Accessories available for a variety of 


Shows how “Yan- 
kee’ Drivers are 
proving their value 
in speeding assem- 
bly on everything 
from baby strollers 
to oil burners. This 
new booklet is 
available for dis- 
tribution to vour 
customers. Order a 
quantity imprinted 
with your name, 
address and phone 
number. Write to 
North Bros., 233 
West Lehigh Ave., 
Philadelphia 33, Pa. 


We're telling your customers to ack to see the 
complete line of “YANKEE” time-saving tools. 


YANKEE” TOOLS NOW PART OF 


STANLEY 
THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa 


R. Bruce Vasey 


R. Bruce Vasey Joins 
David Round & Son 


R. Bruce Vasey, formerly advertis- 
ing and sales promotion manager for 
many years for The Cleveland Chain 
& Mfg. Co. and its associates, has 
joined David Round & Son, Cleveland 
hoisting equipment manufacturers, in 
tiie same capacity. 

In the new position, Mr. Vasey will 
function in support of the firm’s na- 
tional sales activity in industrial dis- 
tribution, hardware and automotive 
parts jobbing, materials handling, man- 
ufacturing and engineering. 


Rolled Armor Plate 
Industry To Expand 


Methods to increase the production 
of rolled armor plate to meet require 
ments of the accelerated rearmament 
program are being weighed by the Na- 
tional Production Authonty and mem 
bers of the industry. Both agreed that 
the expansion of productive facilities 
must be undertaken immediately. 

NPA will assist in the program by 
making necessary materials available 
and by other appropriate measures. 
NPA is now contacting firms which 
do not normally produce armor plate 
but could, as they did in World War 
II, switch from other items to the 
production of armor plate. 

Industry members have pointed out 
to NPA that another need in connec- 
tion with expanded production is that 
of additional skilled manpower to add 
to the present labor force. The possi- 
bilities of a training program are under 
consideration. 

Among the members of the indus- 
trv advisory committee working with 
NPA are Robert Sibley (Henry Diss- 
ton & Sons, Inc.); W. H. Lackey, 
Lukens Steel Co.; Charles W. Laufle, 


| Great Lake Steel Corp., E. W. Wald- 


schmidt, Jones & Laughlin Steel Corp., 
and Frank Bumbaugh, United States 
Steel Corp. 
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Let us send you our big new catalog—just 


off the press. A dependable Purchasing 


‘ 


Guide to all your ing 





requir 
Whether it’s a catalogued or “special” Atlas 
can supply you with prompt and efficient 


service. 


Free 


92 pages with specifica- 
tions and list prices in 
large readable type for 
quick reference. Send for 
your copy today. Address 
Dept. D. 


ATLA §& 


SCREW & SPECIALTY CORP. 


450 Broome Street New York 13, N. Y. 





F. J. STIEFVATER, Utica Drop 
Forge, _“—— a demonstration kit to 
Frank J. Grunder, Onondaga Supply 
Co., Syracuse, N. Y 





Foundries Appeal 
For MRO Orders 


Among the latest industries to ap- 
peal to the National Production Au- 
thority for issuance of maintenance, 
repair and operating (MRO) orders 
is the Foundry Equipment and Fac- 
ing Manufacturers. The industry’s ad- 
visory committee said it was faced 
with the problem of keeping the na- 
tion’s foundries supplied with special 
equipment needed to turn out castings 
for other industries. 

The foundry equipment and facing 
manufacturers make specialized prod- 
ucts—chaplets, metallic abrasives, 
shake-out equipment, core oil, fur- 
naces and ovens, special conveyors, 
dust collectors, flasks and facings— 
used in the making of castings. 

Industry spokesmen said that in the 
event of all-out mobilization, the na- 
tion’s foundries will be engaged virtu- 
ally 100 percent in essential defense 
production. In order to meet full mo- 
bilization needs, the foundry supply 
industry will have to expand. 

Only a few “DO” orders have been 
received so far and the industry is 
having difficulty in obtaining steel. 
The industry, it was pointed out, was 
at a low production level during the 
first half of 1950—the base period for 
allotments—and is particularly hard 
hit. Because of the nature of the in- 
dustry, the committee said, much of 
the equipment is subject to unusual 
wear. For instance, the bearings used 
in crushing machinery wear out 
quickly so that replacement parts rep- 
resent as much as 40 percent of total 
production. 


Horner Joins Mills & Lupton 

Robert W. Horner, formerly with 
Westinghouse Supply So., has joined 
Mills & Lupton, Chattanooga, Tenn., 


as a sales engineer. 





DRILL CHUCKS 


FOR MORE SALES, 
GREATER PROFITS 


These new hand-operated drill chucks are easy to 
sell because they’re quality built and priced right 
. because they're tops in simplicity, accuracy, 
durability, and dependability . . . because for 
over 30 years the name Ettco-Emrick has been 
accepted nationally as a leader in drilling and 
tapping equipment. 
In addition to these basic selling features you 
have these important selling aids — 


@ NATIONAL ADVERTISING —Read 
by your customers in leading 
metal working publications. 
INFORMATIVE LITERATURE — Bul- 
letins and stuffers with complete 
specifications and prices. 
ATTRACTIVE, EYE APPEALING 


PACKAGING designed for sofe 
handling, simplified inventory 








control, ready identification. 





LIBERAL PROFIT MARGINS on 
quantity orders. 


Ettco-Emrick drill chucks are sold through dis- 
tribotors only. See how you can qualify. Write 
for literature and details today. 


ETTCO TOOL CO., INC. 


600 JOHNSON AVENUE Supported by 
Attractive Discounts 
BROOKLYN 6, NEW YORK 
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= 
DORA pair iv... 


REG. US. PAT. OFF 


ANSWER TO AN OLD PROBLEM 


For permanent marks on cold metal, 
wood, stone—any surface that takes 
paint—it’s Paintmarx! Easier to use, 
more economical than paint. Makes 
a clean, bright, extremely durable 
and weatherproof mark. 


NO RUNNING OF COLOR 
NO DRYING OUT | Watkins Heads Sales 
NO LUMPY, DUST COLLECTING MARKS == At American Swiss File 


C. Fred Watkins 


C. Fred Watkins has been ap- 

FREE! Industrial Crayon Guide show- | pointed general sales manager he 

ing in detail the complete line of “Old American Swiss File & Tool Co., New- 
Faithful’ American Markers. Send today. ark, N. J. 

Dept. ML-55. Stick Size peeutal Mr. Watkins has been with the 

5” x 9/16" Colors company since 1945. During World 

C War II, he served in the Armed 

'' Forces from August 1941 to October 

the AMERICAN CRAYON company (|, | 1945, rising to the rank of Captain 


! » e 
SANDUSKY, OHIO NEW YORK SiR of Infantry. 





In the course of his work at Ameri- 

can Swiss, Mr. Watkins has travelled 

= oa the entire Middle West, in New Eng- 

HERE'S THE MACHINE YOUR land wer in aoe shina of New York 
and New Jersey. 


CUSTOM ERS WANT FOR Prior to his recent appointment, he 


has been assistant to the vice president 


LOW COST-EFFICIENT | °°" 


GRINDING... ¥ | Second Trademark 


Spot These Quality Grinders SKF Industries, Inc., announces 
Throughout the Shop and = | that it is placing in production ball 
Costs Go Down! J ™r We \ and roller bearings to be marketed in 
— =< the United States and Foreign coun- 
EQUIPMENT: NEMA totally enclosed trices under an additional trademark, 
motor. Push Button Starter with overload ly “He hy? 
namely “Hess-Bright’’. 
protection. Safety type hinge door. Exhaust The » derives f ] , 
coi aimaialiie: te aaae ‘weer. Aelia : The name derives from the Hess- 
able work rests and spark breakers. Ball Bright Mfg. Co., one of the nation’s 
Bearings fully protected : early producers of anti-friction bear- 
Type HP. Grinding Wheels ings, which became affiliated with 
aap | SKF in 1916. 
Principal reason for adoption of the 
FAS : . 
trademark is to clarify the nature of 
FAS S400 ; 
SKF’s export operations under the 
FAS : 
oe anti-trust laws. Use of another trade- 
eae mark was made a provision of a con- 
2 sent judgment recently reached be- 
Prompt Delivery Type 24 FAS | tween the company and the govern- 
WRITE FOR BULLETIN 1516 | ment. 
The company will continue to man- 
THE STANDARD ELECTRICAL TOOL co. ufacture and sell to the domestic trade 
Ss ez , ball and roller bearings under the 
2520 River Road Cincinnati 4, Ohio SKF trademark it has used for many 
years. 
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SALES PROSPECTS for Savannah 
Ship Chandlery & Supply Co., Savan- 
nah, Ga., are discussed by General 
Manager Garth Wilchester and Robert 
J. Riley, sales engineer. 





Industry Trade Associations 
Can Back Defense Effort 


Industries should join into trade 
associations to give united support to 
detense efforts, H. L. ‘Tigges, Presi- 
dent of the American Society of ‘Tool 
Engineers and Vice-President of Baker 
Brothers told the National Associa- 
tion of Engineering Companies in a 
talk before their mobilization meeting 
in Detroit, December 12th. 

Speaking in an unofficial capacity, 
Tigges, who has just been named ma- 
chine tool consultant to the National 
Production Authority, said: ‘““The kind 
of cooperation needed between gov- 
ermment agencies and members of dif- 
ferent industrial groups can best be 
served through the setting up of com- 
prehensive and strong trade associa- 
tions. 

“Washington, for instance, needs 
information. Trade associations and 
technical societies are usually the best 
sources of information about the in- 
dustries they represent—information 
that is essential in integrating any in- 
dustry into the overall effort, or for 
disclosing weak points in the Ameri- 
can industrial Font so that these 
may be strengthened.” 

Tigges cited the progress made by 
the machine tool industry to illustrate 
what can be done by trade associa- 
tions in planning for an all-out emer- 
gency: 

“Plans for the machine tool] indus- 
try are complete and in the hands of 
the N.P.A. ready for instant use.” 
The industry, he said, has determined 
its capacities for production, arranged 
in advance for financing to step up 
output, and planned for the most 
effective distribution of its efforts. 
The plans also include allocation of 
the industry’s output by percentages; 
the reassignment of idle machine tools; 
and the effective distribution of used 
machines now in dealers’ hands. 


here’s no question about it! 








Caster Quiz 


"D a -quick tacts” feature wich helpful suggestions on the the” ‘ 30%"* 
wee of casters... te reduce materisis-hondiing costs, Reducible 


wae : yemans- 
. 2 MATERIAL 
warts TOU ? 
MANDLING PROBLEM 


Meking more kinds of Casters 
..« Making Casters doe more 








INDUSTRIAL DISTRIBUTION 


The ad above launches this dramatic monthly 
campaign in MILL & FACTORY, FACTORY, PUR- 
CHASING, MODERN MATERIALS HANDLING and 
FLOW. 

It’s part of Bassick’s continuing program to pre- 
sell your customers by making them conscious of 
the many uses of casters. Each ad will describe 
many ways Bassick Casters can help reduce mate- 
rials-handling costs ... the “Reducible 30%”*. 

As the ads appear, we’d appreciate your com- 
ments on how they can be made most helpful to 
you. THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corp.. In Canada: 
Bassick Division, Stewart-Warner-Alemite Corp., 
Ltd., Belleville, Ont. 

* According to cost analysts, materials-handling (about 30% of 


total cost) affords about the only real opportunities for cost re- 
duction today. 


© MARCH, 1951 











GOOD 
RY 74474) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


Used in industrial 
plants, construc- 
tion work, quar- 
ries, mines and oil 
fields for moving 


machinery and 
other heavy arti- 
cles. Two types: 


TAIL CHAIN 


3 ton (5 ton with sheave block), 15 ft. load 
chain, 34 fc. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


Highly efficient 
» for getting cars 
and locomotives 
back on the track 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 


Holds railway tracks 

to desired gauge 

where service is 

severe.Can 

be used 

again and 

againfor | 

quick, 

easy, low 

cost repairs. 

All Nolan procucts are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


118 Pennsylvania Street + Bowerston, Ohio 
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| a district 


Everett L. Swart 


Everett L. Swart Named 
To Thor Seattle Branch 


Everett L. Swart, for the past four 
years service engineer in the St. Paul 
branch, has been appointed manager 
of the Thor Seattle branch office. 

Mr. Swart’s new duties will include 
supervision of Thor accounts through 
out the states of Oregon and Washing 
ton. He began his Thor career in 1946 


| at St. Paul, where he covered North 


Dakota and part of Minnesota, servic- 
ing electric and pneumatic tool ac- 
counts. Prior to joining Thor, he was 
salesman for the Vestal 


| Chemical Co., St. Louis, Mo 


Mr. Swart is a full-fledged machin- 
ist, having completed his apprentice- 
ship in the trade at the Aero Supply 
Co. in Corry 


Link-Belt Promotes 
Kolar And Penick 


Andrew K. Kolar, district manager 
at Moline, Ill. has been appointed as- 
sistant sales manager for Pershing 
Road plant products of Link-Belt Co., 
with offices at 300 W. Pershing Road, 
Chicago. 

Stuart T. Penick, heretofore district 
engineer at Dallas, Tex., has been 
transferred to Moline in the capacity 
of district manager, succeeding Mr. 
Kolar, 

Mr. Kolar joined the Pershing Road 
plant in 1935 in the capacity of shop 
apprentice upon graduation from Pur- 
due in mechanical engineering, and 
has successively served in shipping, 
foundry, steel shop, machine shop, 
rate setting, production, construction, 
sales and engineering. 

Mr. Penick entered the enginceting 
department of Link-Belt at its Ewart 
plant in Indianapolis in 1935, upon 
graduation from the University of 
Texas in mechanical engineering. He 
has served in both sales and engineer- 
ing at several plants of the company. 
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YOU PROFIT 


when you sell 


MILFORD 
BLADES (4%; 


as 
a2 


THROUGH 


MILFORD 
Sales 


Your sales problems 


= 1%'-.065 = 


HIGH SPEED 
ns 


studied by MILFO 
mlalellaletimelaleMmasieelii 
mendations are 
passed on to you 

It is this type of 
close, active 
(fete) el-idehilelamel ak 1-118) 
harelalthielaitlacianelate| 


distributor that t 


THE HENRY G. THOMPSON & SON CO. 


Sow Specialists Exclusively For Over 70 Years 
NEW HAVEN 5, CONNECTICUT, U.S.A. 


Profile and 


Band Saw Blades SS Hack Saw Blades 





POSTING new catalog prices at Wim- 
berly & Thomas Hardware Co., Bir- 
mingham, Ala. are Robert E. Best and 
Norman Vowell 


Broom Demand to Be Met 
Despite Broomeorn Shortage 


The nation’s broom manufacturers 
expect to be able to supply all de- 
mands for household and industrial 
brooms in 1951, despite the worst 
shortage of broomcorn in the history 
of the 150-year old industry. 

This was disclosed by manufacturers 
at the annual convention of the Na- 
tional Broom Manufacturers Associa- 
tion in Chicago last week. Only an 
unprecedented demand for brooms by 
the military services will disrupt the 
supply to civilians, it was said, and 
this appears unlikely at the present 
time. 

Because of bad weather, broomcorn 
production will total only about 
25,000 tons in 1950, compared with 
44,000 tons last year. This has sent 
the price of broomcorn a record high 
of $600 a ton in some areas, compared 
with an average price of $265 last year. 
This, in turn, has resulted in a 10 to 
20 percent higher price for most 
brooms. Most manufacturers said 
this will probably become a 20 to 30 
percent increase within a short time 
due to increased costs of wire, twine, 
paper, paint and other materials used 
in manufacturing brooms. 

In all, some 3,500 tons of broom 
corn are being imported from Italy to 
help meet the shortage. Some manu 
facturers have an inventory of broom 
corn left over from last year, but others 
are being forced to curtail production. 

At present, said President Harold P. 
France, 98% of all manufacturers are 
sclling cornbrooms under their re- 
placemeat cost as of December 1. 

Little relief is expected before the 
mid-summer of 1951, when harvesting 


| 








CUSTOMERS 


COME BACK FOR 


MADESCO 


TACKLE 


BLOCKS 


Because they are pleased by quality materials, good workmanship, and 
prompt ship t, tomers have a habit of coming back for Madesco 
products. Are you ready for them with an adequate Madesco stock 
on hand? You'll find the handy Madesco Catalog a great sales help. 


MADESCO 


TACKLE BLOCK COMPANY 


Over 
a quarter 
century 
of service 





EASTON, 
PENNSYLVANIA 





INDUSTRIAL DISTRIBUTION © MARCH, 1951 











1 TON 


Midget 
BENCHMASTER 


Other models 
Available 


Write for 
free circular. 


PUNCH PRESSES 


nchmaster AND MILLERS 


2952 West Pico Boulevard Los Angeles 6, California 














| Metal Working Plants — Power : 
' Plants — Aviation Plants — } 
' Paper Mills — Road and Build- | 
! ing Contractors — Mines — Tex- } 
| tile Mills — Public Buildings — ; 
| Dairies — Hotels — Schools — } 
| Garages — Railroads — Packing } 
| Plants — Warehouses — Air- | 


THERE'S PLENTY OF 
GOOD BUSINESS IN 
ews “8 THESE MARKETS - - 


COANE it PAL 


Industrial BRUSHES AND BROOMS 


You can do a bang-up sales 
job in the industrial market 
about you. Each brush and 
broom in the CAPITAL LINE 
has proved time and time 
again that it is made right for long time, dependable 
service. Sales go right along every season of the year. 
Write for complete details. We urge users to buy thru 
their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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of the new erop will begin. Invari- 
ably, the high price resulting from a 
short crop encourages farmers to plant 
more broomcorn the following year, 
but whether this will be true in 1951] 
remains to be seen. The possibility 
of war, farmers point out, may reduce 
the manpower available for the harvest. 
Nevertheless, association surveys in- 
dicate that plantings in 1951 will in- 
crease by at least 25 percent over 1950. 

With no lack of buyers, the asso- 
ciation is undertaking this year a long 
range product improvement, merch- 
andising and promotional program 
through an advertising—public rela- 
tions agency. This agency recently 
conducted a consumer survey, and re- 
ported to the convention that house- 
wives were neglecting to buy brooms 
in favor of other appliances. 

The convention heard a report on 
the progress of the broomcorn plant 
improvement program at the Univers- 
ity of Illinois. 

Dr. C. W. Woodworth, professor of 
plant genetics, and William R. Fort- 
ney, assistant in agronomy, made the 
report. 

Harold P. France (Rich and France, 
Inc.) was reelected president of the 
association for a third term. R. R. 
Thompson (Merkle Broom Co.) was. 
elected executive vice president, suc- 
ceeding John L. Denning (John L. 
Denning Co., Inc.). William North- 
way (San Antonio Broom Factory, 
Inc.) was elected a new member of 
the board of directors. 

The following were reelected to the 
board: Mr. France, I. W. Lemaux, Jr. 
(Indianapolis Brush & Broom Mfg. 
Co.), C. E. McCaffrey (Baltimore 
Broom Machine Co.), H. C. Struve 
(Deshler Broom Factory), and G. 
Fred Williams. 





“Anything | can do to help, boss? 
Sharpen the pencils, maybe?” 





Galvanized Ware Standard 
Available From Government 


Printed copies of Commercial 
Standard 169-50, galvanized ware 
fabricated from pregalvanized steel 
sheets (for standard grade items only) 
now are available from the Com- 
modity Standards Division, Office of 
Industry and Commerce, U. S. De- 
partment of Commerce. 

Proposed by The Galvanized Ware 
Manufacturers Council, the standard 
establishes a minimum grade for gal- 
vanized ware fabricated from pre- 
galvanized steel sheets, to serve as a 
guide to producers, distributors and 
users. 

The commercial standard covers 
materials, requirements for workman- 
ship, coating, methods of inspection 
and test, labeling and marking, sizes 
and weights of finished articles of 
galvanized ware. Only articles of 
“standard grade” are covered. By 
“standard grade” is meant the usual 
commercially produced grade intended 
for ordinary domestic use, as distin- 
guished from heavy grade or extra 
heavy grade. 

Printed copies of the standard may 
be obtained from the Superintendent 
of documents, government Printing 
Office, Washington 25, D. C. at five 
cents the copy. (Stamps are not ac- 
cepted in payment for these book- 
lets). 


Houston Exposition 
Four Shows In One 


The great industrial empire of the 
Southwest will go all-out to display 
equipment and supplies manufac 
tured and used in the area when the 
International Industrial Exposition 
opens in Houston’s Coliseum on 
March 11. The exposition will run 
from that day through the 17th. 

It will really be four shows in one 
and will feature machinery, materials 
and tools used in oil fields, chemical 
industries, in refining and in plants 
and shops that manufacture machin- 
ery of all kinds and industrial equip- 
ment. 

Provision also has been made to dis- 
play the results of experimental work 
and research undertaken by universi- 
ties and colleges. 

There will be no admission charge 
for anyone connected with any branch 


of industry. 


Wilson Moves Offices 


L. L. “Bill” Wilson, manufacturers 
representative to the wholesale hard- 
ware and allied trades, has moved his 
offices to 427 Shortridge Drive, Wyn- 
newood, Pa. 





T 


Perfect Alignment not only 
before but after application. 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


HE BELT HOOKS 
WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 


Chicago 30, U. S. A. 








BELT 
WAX 


CANTO 


* We urge 
users to buy 
thru their 
local dis- 
tributor. 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 








| 
| 





CAR MOVERS 


Modern Improvements 
Make Them 
Outstanding . 


Sturdy ... reliable 
. «» easy to his 
is the combination 
together with modern 
improvements, ba: 

on the same funda- 
mentals of censtruc- 
tion that have built 
up the reputation of 
ATLAS Car Movers. 


The secret of the 
ATLAS Car Movers’ 
efficiency is the fa- 
mous “compound lev- 
erage” construction 
which is the principle 
of a forward thrust 
instead of an uplift. 
Now is the time to 
ground yourself in 
_ well paying sales. 
Let us send facts. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 
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The change from peace-time produc- 
tion to Pp for def means 
many lifting jobs developing in indus- 
trial plants where electric current is 
not available. These are your markets 
— the new spot lifting jobs scattered 
around plants, shops, foundries, load- 
ing and unloading docks, warehouses, 
small businesses. Your markets to sell 
the new ‘Budgit’ Chain Block. 





Don't let its extremely light weight 
fool your prospect on its toughness — 
its ability to take punishment and 
come up smiling. Tell him how its 
modern design, modern metals used in 
it, modern methods of fabrication 
make it the toughest lightweight on 
the market today. Tell how one man 
can lift, carry the ‘Budgit’ Chain Block 
from one spot lifting job to another, 
hang it up, and lift the load by him- 
self. That's a selling point these days. 
its unusual structural features give 
you others. 


Keep supplied with Bulletin No. 
398 to help you in your selling. 


es 
‘BUDGIT’ 1-BEAM TROL- 
LEYS increase the useful- 
ness of any hoist—oand 
they cost little. Recom- 
mend them to the man 
whose hoists should be 
traveling the load as well as lifting it! 


| BUDGIT 
IM Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting spe 

of ‘Ashcroft’ Gauges, ‘Hancock Valves 

dated’ Safety and Relief Valves 

Industrial and ‘Microsen’ Electrical Instruments. 
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J. J. LLANSO has been appointed gen- 
eral export manager of Worthington 
Pump & Machinery Corp. 





Air Express In °50 
Shattered All Records 


Air express shipments and _ gross 
revenues for the twelve months of 
1950 shattered all existing records in 
the 23 years since air express service 
was inaugurated in the United States. 
Also toppled were monthly records, 
which in December reached a new 
high of 500,996 shipments, grossing 


| $3,116,175. 


A total of 4,213,441 shipments 


“were flown on the nation’s 34 certifi- 


cated airlines last year, an increase of 
15.8 percent over 1949 and more than 
102,000 shipments over the previous 
record in 1948. Gross revenue for the 
same period soared to $22,745,582, up 
31.7 percent. 

Average weight of air express was 
estimated at 22.16 lbs., compared to 
19.7 Ibs. in 1949, representing a com- 
bined weight estimated at 95,560,840 
lbs.—another new record. 

The average charge per shipment 
was $5.39, as against $4.79 in 1949. 

The average shipment was flown 
743 miles in 1950, as compared to 772 
miles in 1949. 


Ohio Electric Mfg. Co. 
Buys Taylor & Fenn Line 


The Ohio Electric Mfg. Co. has 
purchased all tools, patents and rights 
to manufacture the Taylor & Fenn 
line of drilling machines. 

Taylor & Fenn Co., located in Hart- 
ford, Conn. was established in 1846 
and is one of the country’s pioneer 
machine tool builders. 

Tools, dies and fixtures are being 
transferred to Ohio’s Cleveland plant, 
where the equipment will be manu- 
factured. 
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NEW FEATURES 
MORE SALES! 


LOWELL 
SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 


39 





1. New Snap Ring 
holds socket more securely. (Roughly tested in pipe 
line work for over a year.) Removed easily with 
narrow screw driver or any pointed object. 


2. All Steel Cap 


instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 
bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


3. High Tensile Alloy Handle 
4. New Tough Synthetic Finish 
5. Enlarged Hole for Lanyard 


Send for Catalog #60 
and new schedule of 
distributor discounts. 


Lowel 


WRENCH CO. 


WORCESTER, MASS 





Wallace B. Phillips 


W. B. Phillips Elected 
President of Pyrene 


Wallace B. Phillips has been elected 
president of Pyrene Mfg. Co., New- 
ark, N. J. manufacturers of fire extin- 
guishing equipment. He succeeds Ed 
ward J. Waring, who has retired and 
had served the company for almost 40 
years as treasurer, vice-president and 
president. 

Mr. Phillips has been a member of 
the Pyrene organization since 1913 
In January of that year he was one of 
three associates who formed an agency 
to sell Pyrene fire extinguishers in 
Europe, Africa and the Far East. In 
Feb. 1914 the agency was absorbed 
into The Pyrene Co, Ltd. of England, 
then established, and of which Mr. 
Phillips has been chairman and man 
aging director since its incorporation. 
In 1916, he incorporated Ets Phillips 
& Pain in Paris, which was followed a 
year or two later by Belgian and Span- 
ish companies having similar titles. 

These companies all are engaged in 
manufacturing a diversified line of fire 
extinguishers and other products. 


Production Know-How 
Features ASTE Sessions 


The most intensive four-day meet- 
ing and sessions ever to be devoted to 
“production know-how” will open in 
New York City, Mar. 14 when the 
Annual meeting of the American So 
ciety of Tool Engineers is held. The 
theme of the meeting will be mobiliza- 
tion of production know-how, and a 
pre-meeting conference between indus 
try and top military officials will be 
held Wednesday evening, March 14 as 
the kick-off event on the program. 

The meeting will be in the form 
of an open forum to help develop the 
best wavs for industry and the armed 


forces to work together in correlating 4 


available production techniques with 
military requirements. The tool engi 
neers will fire questions at the mili 
tary, and vice versa. 


Revolutionary New 


Sier-Bath 


Flexible 


GEAR 
COUPLING 


3. Push through 
other hub. 


Assembled ly hand! 


You take it apart 
with a paper clip! 


1. Snap out snap ring... 


HAT’S HOW EASY it is to demon- 
strate the tremendous time and 
labor saving advantages of this new 
pling. Your prosp see you take 

it apart—and ble it—in ds! 
(Aluminum demonstrator model shown 
—exact duplicate of an actual coupling). 








Your O.E.M. prospects, in particular, will 
also be interested in these space and 
weight savings: Sier-Bath Couplings are 
only 3/5 the size and 1/2 the weight of 
conventional types, size for size! 


Sier-Bath Couplings are rugged. too—in 
operation, it takes 50.000 lbs. of end 
thrust to pop out the snap rings; the 
forged steel hubs and sleeves have 
90,090 Ibs. tensile strength: and the neo- 
prene seals are guaranteed leak-proof. 


A complete line of types and sizes is 
available—if a prospect uses flexible 
gear plings, he’s a prospect for Sier 
Bath Gear Couplings. 





There are still rich protected territories 
open—so write today for product bro- 
chure and policy details. We offer com- 
petitive prices, tandard di 
national advertising, all inquiries and 
orders from your territory referred to 
you-—and no “skimming the cream” on 
O.E.M.'s. 





WRITE FOR BULLETIN—POLICY DETAILS! 


Bulletin gives installation photos, complete list of cost-cutting 
advantages, detailed plan drawings and specifications for 
standard, vertical, mill motor, spacer and floating shaft types 


—sizes from 7% to 6, HP 4 to 550. 


on request.) 


(Special sizes and types 


Sier-Bath GEAR and PUMP CO., Inc. 


Founded 1905 


9272 HUDSON BLVD., NORTH BERGEN, N. J. 


Members A.G.M.A. 
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THERE'S A WIDE MARKET 


FOR THE 


Portable JEFFERSON “601” 
POWER HACK SAW 


‘ w does abig; 
pittie s@ igjob 
ee a Aluminum “eg *+ Cuts Steel, 


oe : nd all Metals 


Large variety of uses, 
puts this handy saw in 
BIG DEMAND group! 


Most every t is a potenti 

buyer of the JEFFERSON “601” 

Power Hack Saw. Here's why. 

Although portable, it cuts up to 

342"x3_" stock, square, round or 
Pipe. A swivel vise allows mitres up to 45°. 
A sturdy gauge bar insures uniform length of 
cut stock. Both are standard equipment. 


YET IT SELLS FOR JUST . 


WRITE TODAY FOR $ 0 
ATTRACTIVE DEALER Inctuding 


POLICY! MOTOR 


Machine Tool Co. 


2347 UNIVERSITY AVENUE 
ST. PAUL 4, MINNESOTA 





Bf The Ideal Saw For: 


MACHINE SHOPS BLACKSMITHS 
WELDING SHOPS PLUMBERS 
IMPLEMENT 

SHOPS ELECTRICIANS 
FARMERS 
STEAMFITTERS 
MAINTENANCE 

MEN 


’ 


| 
Ky 
ey 


GARAGES 
HOBBY SHOPS 


SERVICE 
STATIONS 


pay top profits.. 


PROMPT SERVICE... 
You don’t lose V-Pulley sales due to poor service 
when Maurey is your line. The Maurey sales 
and service organization is geared to deliver 
V-drives and drive parts where and when you 
need them. 


BIGGER PROFIT MARGIN... 
Maurey’s competitive prices allow you a bigger 
profit margin. Maurey quality gives your cus- 
tomer more for his money and wins repeat sales 
at bigger profits. 


LESS INVENTORY... 
One interchangeable bushing for the complete 
Maurey line of Cast Iron and Pressed Steel 
V-Pulleys simplifies stock keeping, saves shelf 
space and saves money. 


V-Pulleys and 
Interchangeable 
Bushings 


MOR-GRIP 
V-Belts 


ee BREST SSMLUR ERT RB 


Complete 
V-Drives 


Write For Full Details 


MAUREY MANUFACTURING CORP. 


World's Largest Manufacturer of Pressed Stee! 


Ask About The Complete 
Line of MAUREY 
MULTI-V-DRIVES 

the line that includes 
FUL-GRIP Q-D Sheaves, 
Standard Cast Iron Sheaves 
and MOR-GRIP Multi V-Belts 


and Cast Iron Single Groove V-Pulleys 
2915 S. Wabash Avenue Chicago 16, Illinois 
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American Steel & Wire 
Advances Sales Personnel 


Clinton H. Currier has been named 
assistant manager of the electrical 
products sales division of American 
Steel & Wire Co. Mr. Currier’s ap- 
pointment fills a vacancy which has 
existed since the elevation several 
months ago of Charles H. Eisenhardt 
to the managership of the electrical 
products sales division. 

Robert A. Coates, associated for 22 
years with the sales offices of the com- 
pany in Detroit and Chicago, was ap- 
pointed director of electrical sales for 
the western area, with headquarters in 
Chicago. 

Vernon W. Heimberger has been 
named to a similar position in the 
central area, with headquarters in 
Cleveland. He started with the com- 
pany as a sales clerk in 1922, and since 
then has held a succession of sales 
assignments, all in Cleveland. 

Curtis M. Vaill, who started with 
the company as a sales clerk, entering 
the Worcester sales office in 1931, has 
been appointed eastern area director of 
electrical sales. Mr. Vaill has held 
numerous sales assignments for the 
company in Philadelphia, Cleveland, 
and New York. In his new post, he 
will continue to maintain his head- 
quarters in New York. 

Alan F. Dill has been promoted to 
the newly-created post of defense reg- 
ulations coordinator for the firm. 


Weed & Co. 25-Year Club 


Inducts Four New Members 


At the recent annual employees din- 
ner and dance of Weed & Co., Buf- 
falo, N. Y. distributors, held at the 
Powers Hotel, Rochester, four new 
members were inducted into the firm’s 
“25-Year Club.” Edward V. Ihle was 
chairman of the affair. 

The four, who have completed 25 
years of service with the industrial 
supplies firm, are Margaret Voelzer, 
Lillian Snyder, Dennis Hair and J. L. 
MacKenzie. 


Cost Accountants 
Will Meet In Chicago 


Nels C. Nelson, partner of Peat, 
Marwick, Mitchell & Co. of Chicago 
has been appointed chairman of the 
annual conference committee for the 
32nd Annual International Cost Con- 
ference of the National Association 
of Cost Accountants. 

The 1951 conference will be held 
at the Palmer House in Chicago, 
from June 24 to 27, to consider the 
industrial accounting aspects of na- 
tional defense mobilization 





NEW EQUIPMENT list gets a double 
check from sales manager and purchas- 
ing agent T. B. Keller and Lorton S. 
Livingston, vice-president and treasurer 
at Morgans, Inc., Savannah, Ga. 





Western Metal Congress 
Highlights Scarce Materials 


One of the listenable features of 
the Western Metal Congress and Ex- 
position, to be held in Oakland, Calif. 
Mar. 19-23, promises to be the sched- 
uled panel discussion by experts in 
their fields on the conservation, utiliz- 
ation and substitutions possible for 
strategic and scarce materials. 

Some of the subjects to be cov- 
ered in the various sessions include 
welding operations and _ materials; 
metal fabrication processes; joining 
and assembly techniques; mechanical 
failures due to high low temperature 
fractures, fatigue fractures, weld frac- 
tures, tool and die failures, and fail- 
ures due to wear; corrosion failures, 
including problems encountered in 
the aircraft, oil and chemical indus- 
tries; selection of materials for manu- 
facturing of small equipment; trends 
in the development of special alloys 
applicable to the oil industry, and 
subjects of similar broad interest. 


Factory Relocations 
Likely To Continue In °51 


Relocations of factories in 1950 were 
at the highest rate in the history of 
American industry and the trend to- 
ward decentralization is likely to con- 
tinue to accelerate this year, with the 
blessing of the government, which has 
been encouraging industrial expansion 
and the relocation of key industries. 

Until 1950, the chief reason for re 
locating was the high cost of opera- 
tions in heavily populated areas. By 
the middle of last year, the fear of 
bombing attacks on American citics 
hastened the industrial migration. 





Some lifting jobs can’t be handled 
by Buda Jacks. But they're rare, be- 
cause the long line of Buda Ratchet, 
Hydraulic and Screw Jacks contains 
a variety of types, sizes and capaci- 
ties that meet the exact requirements 
of any customer you have. 

When you sell Buda Jacks, you 
sell a complete line—a line that's 
backed up by many years of leader- 
ship in Jack design, and production 


Automatic 
Lowering 
5 TO 15 TONS 


Poa B 


te, 


“Two Speed” 
25 TO 50 TONS 











—a line that has earned a reputa- 
tion for fast, safe, low cost lifting. Get 
complete details on this profitable 
line of jacks today. Write for your 
copy of the new General Catalog No. 
1515. The Buda Company, Harvey, 
Illinois. 

8)-7 


Ball Bearing 


Journal 
Jacks — 
15 to 50 tons 


5 to 15 tons 
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4 Vorld-wide recognit 
this outstanding line of 
electric soldering irons — 
| Aum 


- specified by the big names 

for the TOUGH JOBS! 
_%& MINNEAPOLIS HONEYWELL 
‘% RADIO CORP. OF AMERICA 
& STROMBERG-CARLSON 


Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
men in industry each 
month, 


y/ HEXACON ELECTRIC CO. 


W. CLAY AVE., ROSELLE PARK NEW JERSEY 


Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... $29.90 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES + AIR REGULATORS « AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE . . AT A PRICE! 
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OFFICERS of the 
“Marsteller, Gebhardt 
A. Gebhardt, 
Reed, Jr 


EXECUTIVE 
new ad agency, 
& Reed, Inc.,” are | 
W. A. Marsteller and R. S$ 


Marsteller, Gebhardt, Reed 
Open New Ad Agency 


The 33-vear old Chicago agency of 
Gebhardt & Brockson, Inc. and the 
Pittsburgh office of The McCarty Co. 
have combined and now become the 
new advertising agency known as 
‘Marsteller, Gebhardt & Reed, Inc.” 

I'he new company is headed by 
Ek. A. Gebhardt, chairman of the 
board; Wm. A. Marsteller, president, 
and R. S. Reed, Jr., executive vice 
president and manager of the Pitts 
burgh office. 

Mr. Marsteller was vice president 
in charge of advertising and market 
research of the Rockwell Mfg. Co., 
Pittsburgh, and vice president and di 
rector of Edward Valves, Inc., East 
Chicago, Ind. He is a past president 
of both the national Industrial Adver 
tisers Association and the Chicago In 
dustrial Advertisers Association. 

The Marsteller Co., Chicago mar 
keting consultant firm established on 
Jan, Ist by Mr. Marsteller, will con- 
tinue to be located at 612 North 
Michigan Ave., Chicago. 

Marsteller, Gebhardt & Reed, Inc., 
will maintain offices at 600 South 
Michigan Ave., Chicago, and at 600 
Grant St., Pittsburgh. 


Fafnir Bearing Co. 
Moves Branch Offices 


The Fafnir Bearing Co. of New 
Britain, Conn. recently removed thre« 
of its branch offices and warehouses 
to larger, more modern quarters. 

The Charlotte branch office and 
warehouse now is located at 119 West 
29th St., Charlotte 6, N. C.; the Chi 
cago branch at 3334 West Newport 
Ave., Chicago 18, IIl.; and the Cincin 
nati sales office now is located at 920 
EF. McMillen St., Cincinnati 6, Ohio 





Beauchamp And Bowman 
Promoted By Link-Belt 


Charles W. Beauchamp, formerly 
assistant sales manager, Ewart plant, 
Indianapolis, has been appointed assis- 
tant sales manager, Ewart plant; and 
H. Merrill Bowman, formerly assist- 
ant sales manager at the Link-Belt 
Co.’s Pershing Road plant, gn 
has been appointed assistant sales 
manager, Ewart plant, for Ewart gen- 
eral products. 

Mr. Beauchamp was graduated from 
the University of Cincinnati in Me- 
chanical Engineering in 1933, where- 
upon he entered the employ of the 
Link-Belt Dodge plant, Indianapolis. 
He was transferred to Philadelphia in 
1934, to Boston in 1935, and from 
1943 to 1948 served as district mana 
ger at Boston. 

Mr. Bowman joined the Philadel- 
phia plant in 1934. After working in 
the order, engineering, and sales de- 
partments, he was transferred to Bal- 
timore in 1940. He became district 
manager at Baltimore in 1945, and 
has been assistant sales manager at the 
Pershing Road plant since December 
1947. 


Executive Appointments At 
Manning, Maxwell & Moore 


Robert E. Mason has been ap- 
pointed director of mobilization plan- 
ning for the Consolidated-Ashcroft- 
Hancock division of Manning, Max- 
well & Moore, Inc. and Leslie T. Wil- 
lard has been named works manager 
of the combined Bridgeport and Strat- 
ford, Conn. plants. 

Mr. Mason joined the company in 
1948 and until this new assignment 
was works manager of the company’s 
Bridgeport plant. Mr. Willard joined 
the company in 1943 as production 
control manager, Bridgeport plant, and 
for the last three years has been works 
manager of the company’s Stratford 
plant. 


Mine Safety Appliances 
Appoints Arnold Payette 


Arnold Payette, formerly of Tim- 
mins, Ontario, Can. has been named 
sales and service representative in Bo- 
livia, Chile and Peru for Mine Safety 
Appliances Co.’s International Divi- 
sion. 

Mr. Payette was associated with 
MSA for two years in the Timmins 
area. 

His new headquarters will be in 
Lima, Peru, where he will direct sales 
ind service of Edison Electric Cap 
lamps and other mining safety and res 
cue equipment for metal and coal 
mines. 


BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 


every essential industry—wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CABINS 
RAILROAD CHAIN 


WESTERN 


1819 BELMONT AVENUE 


Write for the Wesco Industrial 
Chain Catalog 


CHAIN COMPANY 


e CHICAGO 13, ILLINOIS 











For fast, clean drilling 


brace or drill press. 


SOLE MAKERS 


1342 W. Vernor Highway 





WER 


MASONRY DRILLS 


Mg Anything! 


of any and all non-metallic 


materials Willey’s Masonry Drills are your best bet. 


Willey’s Masonry Drills give you greater drilling 
speed. They are quiet, require no coolant, cut clean 
holes without chipping, outlast dozens of old-style drills 
You can use them with a portable electric drill, a hand 
Use speeds up to 1000 R.P.M. 
according to the material to be drilled. Easily sharpened 
on any standard grinder using a silicon carbide wheel. 


Sizes from 3/16” to 142” 


Write for Catalog 


WILLEY’'S CARBIDE TOOL CO. 


OF WILLEY’S METAL 


Detroit 1, Michigan 
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ag 6 ga 
CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts as 
a wick, lubri- 
cating the 
shaft by capil- 
lary action. 


TYPE A 


SELF-ALIGNING PERMANENTLY LUBRICATED 


ll Lubralife Bearing still operating after 860,760,000 revolu- 
ions! 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ACTUAL 
SIZE 


This 44" test tube 
illustrates the 
amount of lubricant 
in a %” bore Lubra- 
life Bearing 





TYPE F, Flange type 
Lubralife bearing with 
heavy duty cast body. 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 


NO OILING! 








Prompt Shipments are important to distributors .. . 


YOU CAN GET 
DELIVERIES ON 


KECKLEY 


FLOAT VALVES 


at once 


When you sell Keckley products 

there is no sales resistance to over- 
come. Your prospects recognize 

the name Keckley as representa- 

tive of the highest quality. It gives you 
greater prestige in the territory you cover 
and helps you to sell other lines. 


ANGLE OR GLOBE 
®@ No. 14—Single Seat—Pilot 


Stem 
® No. 15—Balanced Double 
Seats 


ments. The price is right. Your margin 
of profit is generous. Our experienced 


Keckley Float Valves—Temperature engineers are always at your service. 


Regulators—Pressure Regulators—Steam 
Traps—Water Gauges—Gauge Cocks— 
Strainers—Safety and Relief Valves are 
nationally advertised and have the repu- 
tation of giving years of uninterrupted 
service with minimum repair require- 


We can still make prompt shipment. 
This is your opportunity to acquire a 
stock at present prices. 


Write for Book No. 65 “Steam and 
Liquid Control Equipment’’. 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 
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H. G. BARNES, president of Barnes & 
Jordan, Inc., Syracuse, N. Y. had to 
pass up his winter vacation. Too busy. 





Sales Personnel Changes 
For Allegheny Ludlum 


A series of promotions in the sales 
department of Allegheny Ludlum 
Steel Corp. includes the appointment 
of Dr. R. A. Lincoln as manager of 
the sales development and engineering 
service department. Dr. Lincoln pre- 
viously had been assistant manager. 
He succeeds William B. Pierce, who 
was appointed technical director of 
the company. 

C. R. Mitchell, formerly assistant to 
the manager of stainless steel sales, has 
been appointed manager of stainless 
strip sales, a newly created position. 

R. S. Robinson, who had served as 
assistant to the general manager of 
sales, has been named to the newly 
created position of manager of carbon 
steel sales. The position includes re- 
sponsibility for both finished and semi- 
finished carbon steel sales. 

Frank F. Young was named assist- 
ant manager of the Pittsburgh, Pa. 
district sales office. He has been asso- 
ciated with that office for many years. 


Kieley & Mueller Appoints 
N. E. Sales Representative 


Joseph H. Bertram & Co. has been 
appointed sales representative cover- 
ing all of New England except Con- 
necticut for Kieley & Mueller, indus- 
trial control valve manufacturers of 
North Bergen, N. J. 

Mr. Bertram’s background includes 
the sales department of the Brown In- 
strument Co. for four years; the de- 
velopment engineering division of the 
Belfield valve company, and for the 
past six years he has been with the 
Fisher Governor Co. as representative 
in Philadelphia. 





Southeastern Traveliers 
Elect Luttrell President 


M. H. Luttrell, the Walworth Co., 
has been elected president of the 
Southeastern Traveliers Club of At- 
lanta, Ga. 

Other officers include Larry E. 
Gibbs, Cling Surface Co., vice presi- 
dent; Eugene T. Lowery, DeWalt 
Inc., treasurer, and George N. Allen, 
Carborundum Co., secretary. 

New members elected as directors 
include Joe W. Webster, New York 
Belting Co.; Zack Almand, Norton 
Co.; Charles L. Schreeder, Spartan 
Saw Co.; and H. Gilbert Stewart, Sr., 
Parker Kalon Corp. 

Other board members include Har- 
old F. Edge, Hewitt Rubber Co.; Har- 
tis B. Carlock, H. M. Harper Co.; 
William H. Burkitt, Lunkenheimer 
Co.; Robe D. Fye, Ridge Tool Co., 
and W. Frank Dashiell, Boston 
Woven Hose & Rubber Co. 


Chicago Group 
Inducts Two Chapters 


The Society of Industrial Packaging 
& Materials Handling Engineers, with 
headquarters in Chicago, announces 
the formation of two new chapters: 

The Indianapolis, Ind. chapter 
elected the following officers: Presi- 
dent, E. E. Clemons; Vice President, 
E. M. Richardson; Secretary, O. L. 
Vickers and Treasurer, J. C. Heim. 

At the Philadelphia, Pa. chapter, 
the following were elected: President, 
Herbert M. Lapidus; Executive Vice 
President, F. Robert Campbell; Vice 
President Packaging, A. O. Manger; 
Vice President Materials Handling, 
H. T. French, Secretary, R. F. Tette- 
mer and Treasurer, B. J. Brooks, Jr. 


Personnel Changes 
At Heller Brothers Co. 


Albert M. Thomas has been pro- 
moted to the Chicago territory of 
Heller Brothers Co., Newcomerstown, 
Ohio, and will supervise the territory 
consisting of Wisconsin, Iowa, Ne- 
braska, Minnesota, North Dakota, 
South Dakota, Missouri, Arkansas, 
Oklahoma, and Kansas. 

Rudy F. Gerdelman has been pro- 
moted to the position of salesman cov- 
ering Missouri, Arkansas ,Oklahoma, 
and Kansas. Mr. Gerdelman formerly 
covered the same territory for Heller 
Brothers Co. as service engineer. 

Jack Haas has been employed by 
the company as salesman in Minne- 
sota, North Dakotas South Dakota, 
Iowa, and Nebraska territory. For- 
merly Mr. Haas was buyer for the 
Nagell Stores of Minneapolis. 

J. D. Nicklis has been promoted to 


SHOOT 
THE 


. .. with hurricane blasts of air 
from a CLEMENTS-CADILLAC 
cleaning tool. 


Dust, Dirt 
easy way. 


WORKS 


Oust hazardous 
and Grit this fast, 
It's a sure bet 


you'll reduce breakdowns 
and have better running, 
longer lasting machin- 


ery. 











CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, LL. 
ie) me te te ee ee 


ADVERTISING 
LIKE THIS 


DESICNED T 
STIMULATE 
BUYING INTEREST 
IN THIS NEE 
AND MUCH IN DEMANL 
CLEANING TUUL 

=a | 
—k 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MACATINES 


IF YOU 
WANT A 


p 
SELLER 
WRITE US 
FOR DETAILS 





GREATER PROFITS 


CLIPPER 


A v Constant Consumer Demand 
WV No Factory Sales to Users 


W Nationally Advertised 


v Firm Resale Price Policy 
v Highest Uniform Quality 


Sold ONLY 


Through Authorized Distributors 


ey 


LACING 
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PRENTISS 


“BULL DOG” VISES @ 


Th | Poli : Machinists @ Top Swivel Jaw 
e Sales Po cy §s Combination Pipe @ Hinge Pipe 


100% through Distributors Woodworkers @ Utillty 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 
WAAAARADRDA)DDAA LALA 3 
\’ BUILT RIGHT—Best materials throughout . . . tool 
\\> steel cutters . . . Right and Left hand Threaded —— 


NG for Automatic ne aA 








\ \ 


“EASY TO HOLD— Extra \\ 
\ Weight well distributed \ 
\ i ie for smeem ne 
‘Also CALDER Fine Diamond Dre sy tg Tools 
\ ee : \ \\ 
\Y SOLD ONLY THROUGH DISTRIBUTORS ? 
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CALDER MANUFACTURING et oF 


2049 North Prince Street . Lancaster, Pennsylvania 
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assistant sales manager for the com- 
pany. For many years he served with 
Manning, Maxwell & Moore, Inc. as 
vice-president in charge of the mill 
supply department and purchasing. 

Maynard C. Jewell has been pro- 
moted to salesman by the firm in the 
territory consisting of western Penn- 
sylvania and western New York State. 
Mr. Jewell has been employed by 
Heller Brothers as assistant foreman 
in their plant at Newcomerstown, 
Ohio for the past ten years. 

Lester P. Evans, who has covered 
the Los Angeles territory, will add to 
his territory New Mexico, Arizona, 
and E] Paso, Texas. 

Donald B. Wilson, who has cov- 
ered San Francisco territory, will add 
Colorado, Utah, and Nevada to his 
territory, 

William J. Hopkins, who has cov- 
ered Los Angeles territory as a service 
engineer, has been promoted to sales- 
man in the territory, which consists 
of Washington, Oregon, Montana, 
Idaho, and Wyoming. 

Fdgil C. Fisher, formerly a service 
engineer in the San Francisco area, 
has been transferred to the Los An- 
geles territory as service engineer. 


Colton Addresses 
Brass Founders Group 


Robert A. Colton, research metal 
lurgist of Federated Metals Division, 
American Smelting & Refining Co., 
recently addressed the Metropolitan 
Brass Founders Association at the 
Hotel Holley, New York City. The 
title of his talk was “Some Brass 
Problem Castings.” 

The audience was invited to bring 
faulty castings to the meeting and 
in the subsequent discussions, Mr. 
Colton endeavored to answer ques- 
tions on the imperfections involved 





“Il started out just carrying a sample drill!” 





Baker-Raulang Joins Up F ‘ Safe, easy take-up feature of the 
With Material Hand. Equip. . a CANTON TENSION PULL 


The Baker-Raulang N. Y. Corp. 
and the Material Handling Equip- 
ment Co. have joined forces and will 
be known hereafter as “Material Han- 
dling Equipment Co.”, new address, “ss f 
141 East 44th St., New York City. 1 <i f : GUARANTEED 
The company will operate a branch fp against breaking or spreading 
office in New Jersey. ’ y 1, So easy to pick up slack and bind a load 
The staff of the new organization pp hey A operation. So handy to tighten 


includes Lloyd Skougor, president; Feuer design and extra heavy duty alloy con- 
. " i on positively eliminat 
and Frank A. Babcock, Herbert A. way while in operation. oy ae Fg he wg En =— 


Cumming and Louis P. Bokany, sales rege E geene age 3 swivel action. 
° — . 7 . . ac 
engineers; and Nick Enello, service cated copechion 0s cpetdca = “Nt Guaranteed for 
manager and sales engineer. , and the continuous action makes it a versatile 
tool in steel, lumber, machinery hauling, logging, 
‘ {Q oil fields, and riggers. Additional uses—moving 
Stewart-Warner Corp. heavy objects, opening box car doors, fence 
F is B a stretching, etc. 
xpands boar PROVEN A GREAT SUCCESS UNDER ACTUAL FIELD CON. 
‘nai = ‘ u DITIONS, CANTON TENSION- a RL La BINDERS ARE 
The Stewart-Warner Corp. has ex- NOW IN 6 


panded its board from seven to eight CANCAP renee 


sansa : eliecie oT PROTECTORS 
members and has elected Henry T. KEEP OUT RAIN’ WEATEES 


Heald, president of Illinois Institute 3 SIZES F FEATURE ALSO AVAILABLE. 


TO FIT 
Tar Z - : lv cre ALL EXHAUST PIPES 
of Technology, to fill the newly cre ; FROM 1% TO 4 


ated seat. fn TO National distribution through 

Mr. Heald also is on the boards of } in ang Fo totablished  *Wveite 

a . * . ishe rite 

Peoples Gas, American Steel Foun- age NO, BUSHINGS & for complete information, prices. 
PROMPT DELIVERY 


dries, Swift & Co. and First Federal #2 CANCAP—fits all 
—| exhaust pipes 
Savings & Loan ‘Association. ae CANCAP. hy Ex CANTON CAST 
. omni xhaus' 

He is a former president of the cig t vives PRODUCTS CO. 
Western Society of Engineering and { % Ane enna es 78 en f 2300 13th St. NE, Conton, 0 
was regional representative of the 
War Manpower Commission. 

















Buda Co. Appoints Lichty 
Northwest District Manager 


George C. Lichty, material han 
dling engineer, has been named dis- 
trict manager for the northwestern 
territory serviced by The Buda Co. 
of Harvey, Ill. 

Formerly Mr. Lichty was with the 
Hyster Co. in both service and sales. 
More recently he was assistant sales 
manager of Gerlinger Carrier Co. 

He will make his headquarters in 
Portland, Ore. at The Buda Engine & 
Equipment Co. Inc., 2580 N. W. 
Upshur St., Portland, Ore. 


Rockwell Names TH REA D E D pb 


L. A. Dixon, Director | Where 
L. A. Dixon was elected a director ‘ P R 0 D U CT 8 ke DE PENDA B | LITY 


of the Rockwell Mfg. Co. at the last % STAINLESS STEEL ‘ml as 
board meeting. NAVAL BRONZE - STEEL - BRASS — 

Mr. Dixon has been a vice presi- ALUMINUM ~- MONEL - EVERDUR Genuine Sherman [lose Champ 
dent of Rockwell’s meter and valve NICKEL ALLOY STEEL are made only of heavy wrought 
division since early 1948, and before | IMMEDIATE DEL ee a ee one 
that was president of the Pittsburgh- | CATALOG ON REC ST in efficiency for water, steam and 


DuBois Co. air hose applications and outlast 
KEYST N FE ordinary clamps many, many years. 


Write for complete Sherman Indus- 

Olmstead Named Treasurer =o) mm 10h mae) °l>) trial Brass Fittings Catalog today! 
Ronald W. Olmstead has been ap- 135 CHURCH ST., N. Y. 7, N. Y. H. B. SHERMAN MFG. CO. 

pointed treasurer of Utica Drop Forge Viola) Wer Y-tele) BATTLE CREEK, MICH. 

& Tool Corp. of Utica, N. Y. 
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* 
rapidly duplicated with diact . 
saacms* HYDRA-POWER BENDER 


At last—a PRODUCTION BENDER that 
“BENDS THEM ALL” — tubing — angle — 
channel—extrusions—moulding—strip stock— 
bus bars—and of course, all types of solid ma- 
terials. U-Bolts and Eye-Bolts are just two ex- 
amples of the shapes that can be rapidly pro- 
duced in one operation with this hydraulic 
power bender. 


The DI-ACRO HYDRA-POWER BENDER 
can be easily set up in your customer's plant 
for a great variety of forming operations, or it 
can be delivered completely tooled for speedy 
production of a specialized part. Our ads say— 
Investigate this universal machine before you 
buy any “single purpose” bender. 


NEW SALES AND PROFITS FOR YOU 


The new DI-ACRO HYDRA-POWER BENDER is being widely advertised— 
the interest it has aroused shows it fills a real need. Send for our catalog— 
get the sales points—turn them into new orders! 


DI-ACRO is pronounced “DIE-ACK-RO” 


(28 ee 


"¢ y 
#55 pune 312 8th Avenue, Lake City, Minnesota 





Here’s Why it Pays You... 
to Read the Advertising 


The advertising is a rich source of valuable information. In this 
magazine it offers you ideas and products that may well apply 
advantageously to your business 


Every issue is a catalog of goods, materials, and services — 
quickly available to you— just for the reading. 


Leaders in business and industry turn to the advertising 
because they've discovered it helps them run their businesses 
more profitably 


When you read all the ads in this magazine, the chances are 
good that you'll get a lead that will materially help you do a 
better job. For example, you may find a specific piece of equip- 
ment that will be a profitable time-saver Or a tool that will 
increase worker efficiency That’s why it pays to read the adver- 
tis.ng. It’s good business 


ier 


HEADQUARTERS FOR BUSINESS INFORMATION 


McGRAW-HILL publications 








F=-25 
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B. I. F. Buying Guide 
Available in Advance 


American buyers visiting the British 
Industries Fair this spring can take 
advantage of several special arrange- 
ments made for the convenience of 
overseas businessmen. From the Bnit- 
ish Consulates in 24 major cities in 
the United States, buyers can obtain 
advance copies of the B.I.F. catalog, 
and receive introductions to trade and 
business groups in Britain. The trade 
exhibition is scheduled for London 
and Birmingham (England) from 
April 30 through May 11, and will put 
British goods on display in record vol- 
ume and variety. 

Other services available to American 
visitors will include special mail and 
air services that link London and 
Birmingham; special motor coaches 
for buyers which will operate between 
the two exhibition halls—Olympia 
and Earls Court; automobiles that can 
be rented at reasonable cost; and gaso- 
line will not be rationed. 

So that buyers may inspect the 
stands at the Fair with the least dis- 
traction, the general public will be ex- 
cluded except for certain specified 
times. 

In each exhibition hall there will be 
overseas buyers clubs with telephone, 
cable, radio, secretarial, and banking 
facilities for visitors. Mail may be 
addressed to buyers in care of these 
clubs. 


Perkins, Bassett & Wright 
Opens Branch Office 


Perkins, Bassett & Wright, Inc. of 
Keene, N. H. has opened a branch 
office in Manchester, N. H. 

James H. Ray, for 24 years asso- 
ciated with the John B. Varick Co. of 
Manchester, has been appointed 
branch manager. He will cover Man- 
chester and the surrounding area. 


Kenney Loaned To NPA 


Robert P. Kenney, chemical sales 
manager of B. F. Goodrich Chemical 
Co., has been loaned to the National 
Production Authority, Washington, 
D. C., in a position that will entail 
organization of a new unit within the 
plastics section of NPA to establish 
and direct certain plastic materials 
controls and distribution. 


Florida Charters Firm 


Industrial Tool & Machine Co., Mi- 
ami was granted a charter by the secre- 
tary of state of Florida. Directors 
include Sam H. Reed, J. K. Shinn and 
Robert M. Thomson. 





It’s time we got working mad! 





As we listen to the latest insults from 
Moscow, we're likely to get fighting 
mad. 


Instead, we’d better use our heads 
and get working mad. 


It is clear by now that Stalin and his 
gang respect just one thing—strength. 
Behind the Iron Curtain they’ve been 
building a huge fighting machine 
while we were reducing ours. Now 
we must rebuild our defenses—fast. 


As things stand today, there is just 
one way to prevent World War III. 
That is to re-arm—to become strong— 
and to stay that way! 


This calls for better productivity all 
along the line. Not just in making 
guns, tanks and planes, but in turn- 
ing out civilian goods, too. 


Arms must come first. But we must 
produce arms at the same time we 
produce civilian goods. 


We can do this double job if we all 
work together to turn out more for 
every hour we work—if we use our 
ingenuity to step up productivity. 


All of us must now make sacrifices 
for the common good. But we're 
working for the biggest reward of all 
—peace with freedom! 





FOR A FREE COPY OF “THE MIRACLE OF AMERICA” 
MAIL THE COUPON to Public Policy Committee, The Advertising 
Council, Inc., Dept. B.P., 25 West 45th Street New York 19, N. Y. 


Name 


Address 
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When Durkee-Atwood Company set up a national distribution program for their line of Industrial 


V-Belts, it was only natural, in the words of R. G. Burson, Sales Manager, to “direct our 
advertising to help our established distributors.” 


And, Mr. Burson continues, “because we believe that industrial buying is team buying, we 
chose industrial magazines to present the D-A message to those who 
specify as well as buy in the various industries using V-belts.” 


If you were selecting publications to do that kind of advertising 

job to help distributors sell, what magazine would you choose? It was 
easy for Durkee-Atwood as for hundreds of other industrial 
advertisers — "FACTORY was first choice on our media list.” 


FACTORY can help you sell on every single product line 
you handle. Why? Because FACTORY has more circulation and 
infinitely more readership among Plant Operating Men than 
any other industrial magazine. Be sure you get the 
benefits that advertising in FACTORY gives distributors 

. ask for advertising support in FACTORY ...the magazine 
of the Plant Operating Group. 


AMcGRAW-HILL PUBLICATION 


330 WEST 42nd STREET, NEW YORK 18, N.Y. 


Member, Audit Bureau of Circulations 


Member, Associated Business Publications 
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BUSINESS 
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feature 


STAR 
O Molyfler 


Here's the high speed hack saw blade for _ 
everybody! STAR Molyflex has extra 
flexibility plus high speed cutting qual- 
ity that insures “STAR” performance 
even when the user is completely inex- 
perienced. Used in a frame STAR Moly- 
flex is shatterproof—cuts 23.8% more 
metal than the average of | 
leading high speed flexi- | 

| 





bles tested. 


STEFLRITE 
MARKING CRAYONS 


Packaged for counter sales. 

Marks on hot, cold, damp or 

grimy metals. Markings withstand pickling, 
do not affect enamel applications. 


GET THESE SELLING HELPS 
FROM YOUR JOBBER 


Clemson backs up a hard-hitting continu- 
ing advertising campaign in leading indus- 
trial papers with equally hard-hitting sales 
aids for you. Contact your jobber today for 
a supply of No. 166 Counter Display Cards, 
holding 10 Molyflex Blades; No. 45 Display 
Card that sells 3 Unbreakable Special Flexi- 
ble Blades at a time. Order fact-crammed 
Wall Charts anc! Metal Cutting booklets too. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power hack saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 


backfires 
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NO CHANGE— JUST NEW FACES 


W ith the drafting on January 14th of H. H. Kuhn — to serve on a 
special Mill Supply section in the Office of Production Management, the 
distributor has now moved officially into the National Defense organization. 

“As you all suspected, things in Washington are like ‘Hes’ found 
them to be. Shown to a desk in a dark corner he was told, “This will be 
vour set up!’ With that, the guide abandoned him. Pulling a pencil from 
his pocket ‘Hes’ looked at it and said — ‘Well, all I have to start with is 
just a pencil!’ Whereupon he set down the pencil, broke its point, and con- 
cluded and now I haven't even that.” (From Mic Suppties just ten years 
ago. } 

About the only difference between Washington of 1941 and 1951 is 
more of it and more drumbeating. The best place to get an answer to a 
question is from a vacant desk. It’s the one best spot to assure yourself 
against the wrong answer. 

After a day on the Potomac, the smart man comes to the conclusion 
that it is better to — “‘sit tight, feel tight and be tight.” You will look, feel 
and be better informed, as well as happier, for having made the trip. 

About that land army for Europe! How about forming ten divisions 
from non-essential government workers? No one would miss them, even 


. if it included whole departments. The catch is that it would save tax- 


payers a few bucks—absolutely impractical and asinine from the ad- 
ministration standpoint. 

Government is reserving a neat little percentage of the paper supply 
to help you keep them busy. Get set for paper work! ‘The questionnaires 
and reports of 1941-45 are closer than you think. 

One of the compensations that a distributor gets out of his business 
is that his problems are so much less than — say, his suppliers. 

My authority for this is years of experience in hearing the problems of 
distributors and manufacturers. Tell a distributor of the preblems of his 
suppliers and he will match them. Talk to the average supplier about his 
distributors’ problems and he will give you two, for every one, for his side. 

I have never felt I had to weep after talking to a distributor about his 
troubles! On the other hand, I have left the office of a lot of manufac- 
turers trembling with emotion over the “troubles they got.”’ All of which 
proves that — by comparison, the distributor leads a rich and carefree life 

or something. Personally, I'll go along with “something”. 

Let’s sign off with a quote from page one of the May 1941 issue of 
this magazine. 

“The edict freezing the price of steel calms many nerves which were 
jittery over prospects of skyrocketing prices, expected as an aftermath 
of wage boosts. It simply means the whole thing is absorbed out of steel 
companies’ earnings. (It says here.) Along with that, talk of dizzy boosts 
in taxes would indicate that the word ‘profit’ may, in time, come to be 
regarded as archaic. Senator Johnson says he has never seen the public 
so willing to be taxed. lor defense, yes. But there are still government 
expenditures which some call luxuries and others call nonsense, which 
must participate in the same sacrifices being made by the man on the 
street.” 

New dateline: “February 1951.” Headline: TEN YEARS LATER, NO 
CHANGE — JUST NEW FACES! 
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before, with new refinements and new selling features... and 
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